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ANNOUNCEMENT 


Realizing  the  need  of  a  medium  of  communication  by  and  between 
the  hardware  men  of  Nebraska  and  their  executive  officers,  I  audacious 
ly  perhaps,launch  out  in  untried  waters  the  Nebraska  Ironmonger  on  a 
mission  of  service.  I  am  hopeful  that  you  will  receive  it  as  a  harbinger 
of  better  things.     It  will  accomplish  its  object  if  you  will  do  your  part 

I  make  no  pretense  to  editorial  ability  nor  shrewd  journalism,  but 
will  simply  say  my  say  and  quit  It  will  be  your  privilege  and  preroga- 
tive to  do  the  same.  Every  hardware  man  is  on  the  list  of  contributors. 

My  object  pure  and  simple  is  that  through  its  influence  both  editors 
and  contributors  may  become  better  men  and  more  successful  mer- 
chants. The  evils  that  surround  our  path  and  retard  our  progress  on 
every  hand  are  legion.  We  may  not  accomplish  much,  but  every  little 
will  help  us  to  attain  the  goal  of  our  ambition. 

A  few  of  the  things  that  are  gnawing  our  vitals  may  be  classed  under 
the  heads  of  dead  beat  accounts,  illegitimate  selling,  price  cutting,  over 
buying,  paying  a  premium  on  our  purchases,  wasteful  methods,  protec- 
tion against  fire  losses,  etc.  We  will  try  and  tr^at  these  and  many  oth- 
er subjects  from  time  to  time  from  the  viewpoint  of  the  hardware  mer- 
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chant,  which  is  the  only  practical  way. 

I  want  you  to  write  short  crisp  letters  upon  matters  that  you  have 
found  beneficial  in  your  business,  that  your  brother  merchant  may  prof- 
it thereby.  I  would  like  to  speak  very  plainly  about  some  matters  but 
they  will  have  to  work  out  in  the  grist.  I  am  willing  to  burn  the  can- 
dle at  this  end  of  the  line  if  it  wfll  benefit  you,  but  in  a  multitude  of 
counse  there  is  wisdom.    I  need  yours. 

I  am  making  application  to  enter  this  publication  as  second-class  mat 
ter,  but  in  order  to  be  admitted  I  must  have  a  bona  fide  list  of  subscrib- 
ers. This  may  or  may  not  be  a  part  of  your  yearly  membership  dues. 
This  is  up  to  you.  However,  the  cost  of  it  will  run  up  to  about  $300  a 
year.  I  am  sure  you  will  find  the  trifling  subscription  price  of  twenty- 
five  cents  per  annum  money  well  expended.  I  don't  want  to  increase, 
the  office  expense  at  present,  as  I  have  large  things  planned  for  the 

ture  for  the  benefit  of  all,  that  will  use  up  what  funds  we  have  on 
.^nd.  On  the  enclosed  subscription  blank  scratch  out  the  sentence  you 
do  not  wish  to  adopt  in  payment  of  the  25  cents.  The  postal  depart- 
ment will  not  enter  us  as  second  class  matter  without  real  subscribers, 
so  whether  you  send  the  money  or  not,  do  not  fail  to  sign  and  return 
the  order  for  the  paper  at  once.  Now  don't  lay  this  aside  and  forget 
it,  but  attend  to  it  now  while  it  is  fresh  and  before  you.  A  little  delay 
on  your  part  in  sending  in  your  subscription  will  block  our  plans  com- 
pletely. 

Wishing  big  success  to  you  and  our  little  magazine,  I  am. 
Very  truly  yours, 

NATHAN  ROBERTS,  Secretary. 
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LETTER  FROM  PRESIDENT  HUSSIE. 

Greetings  and  congratulations  to  the  members  of  the 
Nebraska  Hardware  Dealers  Association,  on  the  advent 
of  this  ,our  own  magazine ! 

Fellow  hardwaremen,  it  is  now  up  to  us  to  make  this 
publication  either  a  grand  success  or  a  dismal  failure. 
Which  do  you  want  it  to  bef  Is  it  worth  a  little  effort 
on  the  part  of  each  of  us  to  have  this  medium  of  ex- 
change of  thought  coming  to  us  every  month?  If  you 
think  it  is,  don't  wait  for  some  one  else  but  take  upon 
yourself  the  duty  of  writing  the  news,  hardware  or  any 
other  kind,  of  your  town  or  county,  and  send  this  news 
to  the  Editor.    This  will  not  be  difficult. 

Happenings  of  interest  occur  every  day  around  us 
which,  while  they  may  be  every  day  matter  to  us,  will  be 
entertaining  and  instructive  to  others.  When  at  the 
convention  we  are  apt  to  forget  something  of  importance 
that  we  wanted  to  bring  before  the  assembly,  and  we 
oftimes  miss  securing  the  advice  of  the  other  members  on 
that  account.  Your  magazine  will  remedy  all  this,  for 
when  a  problem  presents  itself  you  can  very  easily  state 
the  case  to  the  Editor  with  the  assurance  that  every 
other  hardwareman  in  the  state  will  have  a  chance  to 
help  solve  it. 

For  instance:  Mr.  Merchant  doing  business  in  a 
farming  community,  are  you  satisfied  with  your  method 
of  collecting  accounts?  Don't  you  think  your  customers 
could,  if  they  would,  settle  up  a  little  more  promptly? 
Or  if  you  have  some  method  of  prompt  collection,  would 
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it  not  be  a  good  thing  to  tell  the  rest  of  us  about  it  ? 
And  you  Mr.  Merchant  in  the  larger  town,  is  your  stove 
business  all  that  it  should  be?  If  you  are  making  your 
stove  department  pay  you  a  profit,  why  not  give  an  out- 
line of  your  method  to  the  rest  of  us?  It  may  help  some 
one  else  and  cannot  hurt  you.  And  you  other  Mr.  Mer- 
chant in  the  city,  do  you  succeed  in  keeping  the  trade 
on  hundreds  of  small  articles  of  kitchen  and  house  fur- 
nishing, that  by  right  belong  in  the  hardware  line,  or  is 
it  drifting  away  to  the  Ten  Cent  Store  and  Department 
Store f  And  how  about  your  collections?  And  how  is 
your  crop  of  Dead  Beats? 

So  get  busy  with  your  pencils  gentlemen,  and  take 
advantage  of  the  invitation  of  the  Editor  of  the  Ne- 
braska Ironmonger  to  air  your  joys,  your  sorrows,  or 
your  opinions  in  the  pages  of  your  own  paper. 

The  Hindus  have  a  custom  of  setting  afloat  on  the 
waters  of  the  Ganges  river  tiny  boats,  each  containing 
a  lighted  taper,  and  they  augur  from  the  length  of  time 
the  light  can  be  seen,  as  it  floats  away  on  the  bosom  of 
the  stream,  success  or  failure  for  themselves  or  those 
dear  to  them. 

The  editor  of  the  Nebraska  Ironmonger  has  set  his 
little  boat  afloat  on  the  stream  of  journalism,  and  let  it 
be  our  mission  to  help  him  keep  his  light  burning  and 
tniy  craft  afloat.    We  can  do  it.    Let  us  do  it. 

M.  D.  HUSSIE,  President. 


Did  John  Doe  pay  tliat  bill  you  spoke  of?  You'd  better 
write  me. 
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A  sample  exhibit  of  what  return  one  member  shows  for 
what  time  he  has  been  a  policy  holder  in  the  Nebraska 
Hardware  Mutual,  and  over  500  others  can  make  similar 
average  showings : 

Policy  Aug.  1906— $1000  @  1.50,  Premium  $15,  Dividend  20%,  $  3  00 
Renew  "     1907     2000  @  1.50,     .     "        30,         "      25%,     7  50 
1908     3000  @  1.50,  "        45,         "      25%,    11  25 

"     1909     3000  @  1.50,  "        45,         "     33i%,   15  00 

"     1910     3000  (a)  1.50,  "        45,         "     33i%,    15  00 

"     1911     3000       1.50,  "        45,         "     .33^%,   15  00 

1912     3000  C^)  1.50,  "  45,  

His  insurance  has  cost  him,  including  this  year,  from 
$1.20  in  1906,  to  $1.00  in  1911,  or  an  average  of  $1.07  per 
annum,  for  the  six  years,  and  in  the  meantime  he  has  had 
the  best  possible  protection  and  adjustment  when  fire 
losses  have  occurred.  We  are  now  writing  up  to  any 
amount  in  good  safe  risks  and  are  retaining  $3,000  limit 
to  our  own  company. 


This  occurred  in  a  country  store : 

Drummer:  -  "Just  a  moment  of  your  time,  please.  I 
want  to  show  you  country  yaps  how  far  ])ehind  the  times 
you  are.'' 

(Country  Hardvrare  Mcrcliant:  ''All  right.  But  step 
out  of  the  way  of  that  vacuuin  cleaner  the  boy  is  run- 
ning, keep  your  cigar  from  that  can  of  gasoline  for  my 
son's  aeroplane,  and  don"t  talk  so  loud  or  you  will  inter- 
rupt Uncle  Eben  there  playing  a  game  of  checkers  with  a 
fellow  in  Scotts  Bluff  by  wireless." 
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Don't  fail  to  notify  this  office  of  any  grievances  under 
yoii  hat.  There  is  always  a  right  way  to  adjust  every 
difference  of  opinion.  Our  "grievance  file''  is  cleaned  up 
at  present.    Who 's  next  ? 


M.  Hargelroad,  of  Holstein,  who  is  chairman  of  the 
Grievance  Committee,  deserves  a  great  deal  of  credit  for 
the  manner  in  which  he  has  conducted  the  'matters  dele^ 
gatd  to  his  committee.  He  has  been  very  solicitous  for  the 
starting  of  just  such  a  publication  .as  this  one.  The  boys 
generally  give  him  the  earned  and  well-deserved  title  of 
''Father  of  the  Nebraska  Retail  Hardware  Association." 
I  expect  from  him  at  an  early  date  a  brief  history  of  the 
Association.  AYe  wish  long  life  and  happiness  to  our 
loyal  member. 


The  Hardware  Mutual  Insurance  branch  of  our  work  is 
showing  a  very  healthy  growth.'  At  a  meeting  of  the 
directors  on  September  5th  the  general  opinion  prevailed 
that  they  could  authorize  a  satisfactory  return  dividend 
at  the  close  of  1912.  There  has  been  a  few  of  our  mem- 
bers (a  very  few  indeed)  who  got  "cold  feet"  and  with- 
drew their  support  this  year.  It  is  a  pity  some  people 
can't  take  their  dollars  with  them  when  this  old  earth 
is  through  with  them  and  their  influence.  I  am  proud  of 
the  rank  and  file  of  the  hardware  boys  of  Nebraska. 
They  are  a  loyal  bunch  of  good  fellows.  They  see  and 
appreciate  what  mutual  insurance  is  doing  and  has  done 
in  the  past. 
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Read  carefully  page  79  of  the  August  Bulletin,  especi- 
ally the  item  ''Beating  the  Next  One."  Perhaps  you  can 
figure  out  some  use  this  paper  can  be  put  to. 


Commissioner  Randall  gives  credit  to  paid  and  volun- 
teer fire  departments  of  the  state  for  saving  property 
worth  $25,739,889  during  the  past  two  years.  Tt  is  diffi- 
cult to  estimate  the  salvage,  Init  ^Mr.  Randall  includes  only 
the  value  of  tlie  building  v:here  the  fire  originates,  and 
does  not  consider  adjacent  buildings  that  might  go  up  in 
^moke  if  the  department  permitted  the  fire. to  get  beyond 
control. 

Last  year  there  were  1,848  fires  in  Nebraska.  Thus  far 
this  year  the  number  is  888.  But  for  the  loss  of  thi^ee- 
quarters  of  a  million  dollars  by  fires  in  the  city  of  Omaha 
this  year,  the  record  for  the  year  would  be  exceptionally 
good. 

The  value  of  the  buildings  on  fire,  according  to  reports 
for  this  year,  was  $8,245,490,  or  6  2-8  per  cent.  The  salv- 
age on  buildings  was  $7,706,606. 

The  value  of  the  contents  of  buildings  on  fire  was  .^8,- 
910,599,  and  the  loss  was  $853,825,  or  21  per  cent.  The 
salvage  on  contents  was  $3,056,774.  The  total  salvage  qn 
l)uilding  and  contents  was  $10,762,780. 

'^Rome  people  consider  a/ fireman  a  necessary  evil,'^  said 
Mr.  Randall,  ''but  I  consider  him  a  man  who  takes  his 
life  in  his  hand  every  time  he  goes  to  a  fire,  and  who  will 
save  our  property  and  lives  if  we  give  him  apparatus  to 
work  with." 
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The  Nebraska  Ironmonger  may  eome  to  yon  every 
month.    That  depends — somewhat  on  you. 


Our  politics  are,  ''Equal  rights  to  all,  special  privileges 
to  none/' 

Our  religion  is,  ''Do  unto  others  as  you  would  have 
others  do  unto  you." 

Our  motto,  "Brains,  Grit,  Perseverence  and  Honesty 
surmount  all  difficulties." 


"Whom  the  gods  would  destroy  they  first  make  mad." 
We  claim  to  be  in  the  sane  class. 


Let  us  use  our  imagination  less  and  our  brains  more  if 
we  wish  to  attain  success. 


A  word  to  those  who  can  and  will :  I  have  it  from  the 
best  authority  that  the  wire  nail  market  points  to  higher 
prices.  January  1  will  probably  see  an  advance  of  15 
cents  to  20  cents  on  present  values.  I  would  suggest 
that  you  consult  your  jobber  and  get  covered  if  you  can. 
The  same  is  true  of  barbed  Avire,  sheet  iron,  iron  pipe  and 
all  heavy  goods. 


Have  you  read  Secretary  Corey  's  editorial  page  in  the 
September  Bulletin?    Read  it  if  you  have  not. 
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Salient  Facts  Regarding  the  Nebraska  Hardware  Mutual 


Since  organization  in  1906  we  have  written  insurance  for  Hardware 
men  only  considerably  over  two  million  dollars. 

We  have  paid  in  Fire  Losses  $73  537  33 

We  have  paid  back  in  Dividends  to  members  25  326  48 

During  1912  we  have  paid  Fire  Losses  amounting  to.     10  566  07 
$4  795  94  of  this  amount  was  for  loss  sustained  in  1911 

leaving  the  net  amount  for  1912  at    5  770  13 

Our  gross  premiums  for  the  current  year  are   25  144  65 

Our  September  report  shows  we  have  insurance  in  force 
October  1  of  $2  001  876.  Premiums  received  in  Sept.         2  613  45 
Our  cash  assets  are  as  follows: 

Bonds  and  mortgages  $15  000  00 

Bank  balance   774  73 

Premiums  outstanding   3  910  39    19  685  12 

Our  ratio  of  losses  to  premiums  is  24^% 

Our  ratio  of  expense  to  premiums  is  12|% 

Our  surplus  gain  in  September  is  11^% 

We  had  one  loss  in  September,  Mr.  J.  Hegenbart,  of  Giltner,  which 
has  been  paid. 
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Member  F.  A.  Bouzak,  of  Linwood,  in  a  short  article  on 
page  42  of  the  September  Bulletin,  gives  us  the  keynote 
for  success  in  our  efforts.  It  has  the  right  ring.  Read  it 
again. 


Are  you  thinking  about  the  biggest  convention  we  have 
ever  had!  It  will  soon  materialize.  Omaha  will  do  the 
right  thing.  I  want  at  least  one  question  from  every 
member  in  the  state.  I  will  publish  these  questions  as  fast 
as  you  send  them,  for  others  to  think  over.  At  the  Febru- 
ary meeting  you  will  have  plenty  of  time  to  air  your 
troubles. 


Big  Red  Letter  Week  at  Omaha,  February  11,  12,  13,  14, 
1913. 


Just  a  little  politics.  W.  B.  Howard,  candidate  for 
State  Auditor,  is  a  real  friend  and  patron  to  home  insur- 
ance companies  and  Hardware  Mutual  Insurance.  I  can 
send  you  a  quantity  of  his  cards  if  you  care  to  use  them  in 
his  behalf. 


Do  you  know  of  anyone  who  wants  to  sell  their  hard- 
ware business,  or  do  you  know  of  anyone  who  wants  to 
buy?   It  costs  you  nothing  to  advertise  it. 
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I  will  try  and  write  something  practical  on  how  to  avail 
yourself  of  the  new  parcels  post  system  which  goes  into 
effect  January  1.  It  is  a  long  way  around,  but  there  may 
be  a  short  cut.    See  the  November  Ironmonger. 


There  are  some  things  that  are  harder  to  open  than  a 
sardine  can  at  a  picnic.    For  instance — a  bank  account. 


I  had  intended  writing  you  a  pers  )nal  letter  along  cer- 
tain lines  that  this  little  magazine  would  bring  out  for 
your  benefit  from  time  to  time,  but  I  am  afraid  I  can't. 
The  fellow  higher  up  seems  to  glory  in  poking  it  to  us 
fellows  on  the  lower  rung. 


Have  you  read  the  account  of  the  Sixth  District  Con- 
v(Mition  lu^ld  at  Alliance  f    It  is  elsewhere  in  this  issue. 


Do  you  need  help  in  store  or  shop?  Write  me  what 
kind  you  want 


Are  the  prices  you  obtain  to  your  satisfaction?  If  not, 
write  me  fully.  Perhaps  I  can  help  you  out  some.  If  I 
can't,  it  has  only  cost  you  a  little  time  and  a  stamp  to 
find  out. 
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More  fires  are  traceable  to  defective  flues  than  almost 
any  other  cause.  See  to  it  that  your  chimneys  are  lined 
inside  properly,  and  do  it  now.  Tomorrow  may  be  too 
late. 


C.  B.  Wood,  of  Sutherland,  who  recently  burned  out 
from  a  fire  that  started  in  an  adjacent  building,  and  whose 
loss  was  paid  in  full  within  one  week  of  his  fire,  has  re- 
built and  has  made  application  for  a  new  policy  und(  r 
better  conditions.  If  you  are  not  a  policy  holder  in  the 
Nebraska  Hardware  Mutual  don't  put  it  off  any  longer. 
Or  if  you  are  not  carrying  the  full  amount  send  us  any 
increase  you  desire  and  we  will  take  care  of  you. 


Many  large  propositions  have  had  small  beginnings. 
If  the  foundation  is  deep  and  strong,  and  the  workmen 
are  faithful  to  their  task,  the  structure  will  grow.  - 


The  steel  range  peddler  war  is  going  merrily  on,  and 
the  Federals  are  winning  out,  as  far  as  we  know,  at  every 
scrimmage.   How  is  it  with  you? 


Don't  forget  the  Big  Hardware  Exposition  to  be 
held  at  Omaha,  February  10th  to  15th. 
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PASS  THE  IDEAS  ALONG. 

It  is  a  good  thing  to  do.  When  you  read  an  item  that 
will  gy:e  hiformation  to  some  one  else  in  the  institution, 
.clip  it  out  and  send  it  to  him. 

When  you  think  of  something  good  write  it  down  and 
pass  it  along. 

A  good  idea  passed  along  has  its  usefulness  multiplied. 

If  every  person  working  in  the  store  would  do  this  it 
will  be  sure  to  make  a  better  store  and  bigger  business. — 
Dry  Goods  Reporter. 


It  is  wonderful  how  Sccrctji ry  (\)i*(\v  has  grown  in  the 
last  four  years,  i.  e.,  from  an  altruist  a  hi  jobber  to  altru- 
istic in  the  real  sense.  Read  his  "What's  the  Answer/" 
in  the  August  Bulletin.  I  am  hoping  for  big  things 
from  the  national  body,  now  that  they  have  woke  up  to 
the  needs  of  their  constituents.  Shoidd  our  good  depart- 
ed patriot,  ex-President  Ilayhurst,  return  he  might  find 
some  fruit  from  his  labors  in  the  near  future. 


For  Sale — Stock  of  hardware  in  Dundy  county,  Ne- 
braska.   Worth  investigating.    AVrite  for  particulars. 


I  am  pleased  to  announce  that  the  case  of  Burke  & 
Herpole,  of  Bayard,  and  the  Dempster  Mfg,  Co.,  of  Bea- 
trice, has  been  satisfactorily  settled.  Also  the  case  of  C.  L. 
Smith  Co.,  of  Bradshaw%  against  the  Western  Glass  & 
Paint  Co.,  of  Jjincoln,  has  been  brought  to  a  satisfactory 
issue. 
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THE  CONVENTION  AT  ALLIANCE. 

Meeting  called  to  order  at  2:30  Wednesday,  July  24th. 
by  the  state  president,  M.  D.  Hussie. 

President  Hussie  in  his  usual  felicitous  spirit,  in  a 
few  well  chosen  remarks,  presented  the  object  of  the 
call  and  the  benefits  they  hoped  to  derive  from  meeting 
together  and  talking  over  the  problems  of  the  day  in 
the  remote  west. 

R.  A,  Grin  of  St.  Paul,  responded  on  the  part  of  the 
western  members  in  a  few  happy  remarks. 

W.  0.  Barnes,  mayor  of  Alliance,  extended  to  all  a 
heariy  welcome  to  his  city  and  a  promise  on  the  part 
of  himself  and  the  citizens  of  Alliance  for  a  hospitable 
season  for  the  visitors. 

The  selecting  of  a  chairman  for  the  meeting,  being  in  , 
ordei',  Mr.  J.  L.  Alden  of  Whitman,  was  unanimously 
chosen.    He  accepted  with  a  few  remarks  which  put  the 
members  present  at  ease  and  ready  for  business. 

The  first  number  on  the  program  wsa  a  talk  by  ]\I 
D   Hussie,  entitled,  ''Hearts  and  Pocket  Books." 

The  gist  of  his  speech  was  that  while  we  could  be 
successful  merchants  it  need  not  necessarily,  be  at  the 
sacrifice  of  our  manhood,  integrity,  justice  and  fairness 
His  remarks  were  enthusiastically  received  and  responses, 
in  an  argumentative  mood  were  made  by  members.  Gates 
of  Scotts  Bluff,  Lotspeich  of  Minatare,  and  Mills  of 
Gordon. 

Member  Cocke  of  Bridgeport  Mercantile  Co.,  propound- 
ed the  question,  whether  success  in  business  could  be 
attained  best  by  buying  cheap  goods  and  bid  for  patron- 
age, at  price  only,  or  to  handle  best  qualities,  bidding  for 
patronage  as  a  quality  house.  This  question  created  a 
spirited  interest  and  nearly  all  took  part.  The  con- 
sensus of  opinion  seemed  to  be  that  while  every  town 
should  handle  a  few  cheap  goods  for  people  that  looked 
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at  price  only,  still  the  permanent,  solid,  reliable  busi- 
ness house  is  built  on  quality  foundation. 

Question  by  M.  D.  Hussie :  Does  the  average  retailer 
make  a  study  of  his  competitor?  This  question  came 
home  to  each  one  and  the  responses  led  up  to  the  neces- 
sity for  and  the  value  of  knowing  your  competitor's  weak 
and  strong  points,  and  drawing  strength  to  your  own 
business  from  such  knowledge. 

Mr.  Cocke  of  Bridgeport,  gave  a  strong  talk  on  hard- 
ware mutual  insurance  showing  clearly  the  benefits  and 
protection  offered  l)y  our  own  company.  He  made  a 
strong  point  in  that  the  money  paid  to  our  own  com- 
pany remains  at  home,  whereas  money  paid  to  stock 
companies  go  out  of  the  state  from  which  we  get  no 
benefit,  and  in  the  past  six  years  over  $250,000.00  has 
been  kept  at  home  that  otherwise  would  have  gone  to 
enrich  the  coffers  of  the  east,  making  our  own  state,  at 
least,  that  much  to  the  good.  In  addition,  the  cost  of 
insurance  to  our  members  1ms  be(^n  reduced  at  least  509^^ 
which  to  that  extent  still  further  enriches  the  people  of 
our  own  state. 

There  has  been  no  litigation  since  the  Nebraska  Hard- 
ware Mutual  was  organized,  over  settling  losses  incurred 
by  the  members  of  the  Hardware  Mutual  Comuany. 

The  secretary  gave  a  short  talk  along  the  lines  of  the 
help  expected  from  members  in  the  matters  of  prompt- 
ness in  answering  correspondence  and  assistance  in  mak- 
ing tlie  association  work  effective  and  helpful. 

Mr.  (Jin  gave  a  strong  talk  upon  the  nefarious  prac- 
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tice  of  some  jobbers,  selling  direct  to  eonsiiniers  which 
brought  out  many  such  experiences  from  the  members 
present.  The  question  of  ])usiness  ethics,  where  some 
dealers  cut  prices  to  their  competitors'  customers .  out- 
side of  their  own  territory,  was  condemned  as  unworthy 
of  a  loyal  member  of  the  Hardware  Association. 

Rather  a  unique  feature  of  the  convention,  was  that 
we  made  a  lady  a  hardware  man.  Mrs.  C.  D.  Essig  of 
Sidney,  took  part  in  the  meetings,  and  the  interesting 
and  edifying  talks  she  gave  us,  will  long  be  remembered 
as  the  most  pleasing  part  of  our  meeting. 

The  meeting  adjourned  at  noon, Thursday,  July  25th. 

Wednesday  evening,  the  visitors  were  tendered  a 
banquet  under  the  auspices  of  the  ladies  of  the  church 
guild  by  the  favor  of  C.  A.  Newberry.  It  was  an  en- 
joyable occasion,  and  all  the  credit  is  due  the  ladies 

Those  present  were :  Mr.  H.  A.  Lotspeich,  Minatare, 
Neb.;  W.  D.  Cocke,  Bridgeport,  Neb.;  A.  W.  Stuckey, 
Bingham,  Neb.;  Lakeside  Mercantile  Company,  W.  L. 
Marcy,  Lakeside,  Neb. ;  W.  H.  Gates,  Scotts  Bluff,  Neb. ; 
\V.  Ericson,  Bayard,  Neb.;  J.  F.  O'Connor,  Alliance; 
J.  L.  Barnett,  Alliance;  R.  A.  Gin,  St.  Paul,  Minn.;  Mrs. 
C.  D.  Essig,  Sidney,  Neb. ;  W.  L.  Mills,  Gordon,  Neb. ; 
M.  L.  Kincaid,  Bingham,  Neb.;  C.  A.  Newberry,  Alliance: 
S.  G.  right,  Whitman,  Neb.;  John  L.  Alden,  Whitman, 
Neb.;  Geo.  W.  Glad^sly,  Alliance,  (mayor  of  Alliance); 
\V.  0.  Barnes,  C.  A.  Shindler,  Hemingford,  Neb. ;  L.  E. 
Johnson,  Crawford,  Neb. ;  M.  D.  Hussie,  Omaha,  Neb. ; 
Geo.  H.  Stanton,  Alliance ;  Nathan  Roberts,  Lincoln,  Neb. 
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A  Letter  From  the  Editor 

Dear  Members: 

Number  Two  of  the  little  Ironmonger  comes  to  your 
desk  craving  attention  for  a  few  moments  of  your  valu- 
able time.  Since  its  first  appearance  a  month  of  valuable 
moments  have  gone  from  us,  never  to  be  recalled.  The 
words  and  deeds  of  yesterday  are  but  marks  of  time,  in 
which  we  have  made  many  mistakes  and  blunders,  and 
today  and  only  perhaps  tomorrow  is  ours  to  profit  by  the 
experiences  of  the  past.  The  little  messenger  has  grown 
some,  and  well  it  should  if  the  plaudits  of  its  friends  have 
any  nourishing  influence,  and  I  am  sure  I  am  safe  in  say- 
ing that  if  it  should  attain  the  growth  they  wish  for  it 
its  influence  and  help  along  the  lines  it  aspires  to  would 
be  greatly  nullified,  for  when  I  consider  the  quality  and 
value  of  the  able  trade  journals  and  other  publications 
that  come  to  you  almost  daily  I  have  no  desire  that  it 
shall  rank  in  your  mind  in  that  class.  The  most  and 
best  that  I  can  do  is  to  call  your  attention  and  perusal  to 
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some  things  they  say  that  I  think  you  as  a  busy  man 
should  take  time  to  read  and  digest,  that  you  may  profit 
thereby.  When  I  decided  to  start  this  little  missionary 
on  its  work  of  service  I  well  knew  it  would  get  but  a 
passing  notice  from  the  larger  retailers  in  the  larger  cit- 
ies, but  had  hopes  that  they  might  see  some  benefit  from 
its  publication  to  the  rank  and  file  of  smaller  merchants 
throughout  the  state,  and  at  least  they  might  free  of 
charge  to  them  subscribe  to  it,  that  its  issue  might  be  as. 
sured  to  all  under  the  second-class  postal  privileges.  So 
far,  therefore,  I  am  not  disappointed  but  rather  agree- 
ably surprised  that  so  many  of  this  class  have  looked  at 
the  matter  in  the  broader  view  that  is  so  easily  distin- 
guished and  stands  out  in  bold  relief  to  the  prevalent 
selfishness  in  trade  centers  along  association  work. 

I  have  received  a  great  many  letters  from  those  who 
have  given  the  venture  any  thought  and  they  are  indeed 
encouraging,  and  a  few  of  which  I  publish  in  this  issue. 
If  I  did  not  have  any  further  incentive  I  would  be  encour- 
aged to  go  on  if  only  that  we  might  exert  some  influence 
to  draw  others  from  within  their  altogether  too  narrow 
environments. 

I  read  the  following  in  a  trade  paper  a  few  days  ago 
that  fits  the  case.  "Merchants  well  able  to  take  care  of 
themselves  are  usually  the  leaders  in  organization  work. 
The  small  and  medium  dealers,  who  need  a  merchant's 
association  mpst,  are  the  least  interested  in  organization 
work.''  The  psychology  of  this  is  that  the  big  merchant 
has  grown  big  by  means  of  his  judgment  in 
grasping  all  material  helps  in  his  business,  while  the  oth- 
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er  class  is  content  to  merely  exist  and  cares  nothing  for 
the  real  future  of  his  business. 

The  association  work  among  retailers  has  long  since 
passed  the  experimental  stage.  It  is  positively  correct 
to  say  that  an  association  is  an  equal  protection  with  fire 
insurance.  It  keeps  the  business  men  in  harmony.  It 
creates  civic  and  public  welfare  work  in  addition  to  being 
the  best  bureau  of  credit  information  possible  to  perfect. 
Again  it  keeps  out  fake  schemes  and  eliminates  trade 
abuses.  The  big  men  know  and  appreciate  its  value. 
They  take  upon  themselves  hard  work  for  the  success  of 
the  movement.   They  know  it  pays. 

One  of  the  questions  among  many,  from  members, 
is  this  one:  ''Are  you  a  member  of  the  Retail  Hardware 
Association?  If  not,  why  not?''  It  has  for  its  twin  the 
other,  ''What  good  does  it  do  me  to  belong  to  the  Retail 
Hardware  Association?''  You  will  notice  that  the  first 
is  asked  by  a  man  who  knows  what  he  is  talking  about, 
the  other  from  the  viewpoint  of  the  personal  pronoun,  I. 
The  one  has  proved  by  actual  test  and  experience  its  val- 
ue. The  other,  from  his  narrow  contracted  sphere,  cries 
out,  "Who  is  greater  than  I?"  The  first  would  embrace 
all  humanity  in  the  things  that  would  uplift  and  benefit 
it.  The  second  speaks  for  itself  only.  The  influences 
going  out  from  both  make  or  mar  ones  own  destiny.  The 
measure  of  our  influence  for  good  reflects  three-fold  on 
our  own  growth_^and  progress.  I  would  reiterate  "If  not 
why  not?" 

I  firmly  believe  every  member  in  every  town  in  the 
state  should  be  a  committee  of , one  and  not  rest  nor  be 
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content  until  his  competitor  becomes  another  spoke  in 
:he  wheel  of  progress  in  association  work.  Unity  of 
purpose,  unity  of  thought,  unity  of  strength,  will  bring 
about  a  unity  of  action  that  shall  overcome  the  elements 
that  retard  our  progress. 

We  talk  too  much  about  mail  order  competition  and 
Iher  kindred  evils.  Rather  we  should,  and  can  make 
chem  stepping  stones  to  our  own  advancement. 

The  mail  order  catalog  has  become  an  established 
retail  price  maker  in  your  community,  and  you  can't  get 
away  from  the  fact,  can  you?  Have  you  a  copy  on  your 
desk  to  regulate  your  buying  end?  If  not,  get  one  at 
once,  and  don't  buy  a  single  item  from  your  jobber 
unless  you  see  a  profit  to  you  over  and  above  the  estab- 
lished retail  price  refered  to.  Your  jobbers  position  is  to 
put  up  or  shut  up,  and  mark  what  I  say,  he  will  do 
neither,  but  will  come  across,  especially  if  we  stand  to- 
gether as  a  unit,  and  cease,  being  a  cat's  paw  to  pull  the 
other  fellows  chestnuts  out  of  the  fire. 

If  you  will  as  carefully  study  your  mail  order  bible 
as  does  your  customer,  you  will  therein  find  many  of 
the  staple  articles  you  are  selling  over  your  counter  at 
prices  you  can't  meet.  If  such  manufacturers  select  such 
concerns  to  market  5%  of  their  product,  can  we  afford 
to  market  the  95%  under  existing  conditions ?  Cease  to 
be  a  cat's  paw.  The  retailers  of  the  country  hold  the 
remedy  for  many  of  the  existing  evils  in  their  own 
hands.    Stop  kicking  and  do  things. 

The  jobber  exists  to  supply  your  wants.    One  of  the 
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worst  evils  prevalent  in  almost  evory  town  is  that  of 
indiscriminate  buying:  our  friendship  for  the  traveling 
salesman  is  costing  us  too  much  money.  They  are  a 
royal  bunch  of  good  fellows  and  we  don't  like  to  turn 
them  down.  But  if  we  stop  to  consider  that  if  we  allow 
our  regard  for  John,  Jim,  Harry,  Pete,  Lewis,  and  four 
or  five  others  to  control  our  buying  end,  it  is  only  a 
question  of  short  duration  when  we  will  be  unable  to 
favor  any  one  of  them  and  then  whose  is  the  loss. 

A  great  many  of  our  up-to-date  merchants  have 
awakened  to  this  important  factor  in  their  business  and 
are  concentrating  their  buying  in  regular  hardware  to 
two  or  three  houses.  My  plan  would  be,  select  one 
good  river  house,  and  perhaps  a  good  western  house  and 
one  Chicago  or  St.  Louis  house,  and  in  this  way  take 
advantage  of  the  best  that  is  going.  It  is  not  necessary 
in  this  age  of  quick  transit  and  large,  well  assorted 
stocks  near  our  doors,  to  buy  other  than  in  limited 
quantities,  keeping  your  stock  always  well  assorted  and 
up-to-date.  The  man  who  pays  his  bills  promptly  and 
concentrates  his  buying,  can  always  command  the  best 
service,  lowest  prices  and  greatest  accommodation  when 
he  needs  it.  Figure  it  out  carefully.  This  plan  will  net 
you  dividends  and  make  you  an  enthusiast  on  the  sub- 
ject. Another  evil,  and  one  that  is  growing  a  pace,  is 
the  selling  by  jobbers  and  manufacturers  at  retail.  I 
have  yet  to  find  a  single  case  where  I  have  been  able  to 
bring  such  matters  to  the  attention  of  the  parties  doing 
so,  that  I  have  not  been  able  to  satisfactorily  adjust  the 
same  without  any  friction  whatever.   They  all  mean  to 
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dp  the  right  thing  by  the  men  who  market  their  goods. 
Such  things  are  done  frequently  by  over  zealous  sales- 
pian,  to  enable  them  to  make  a  showing.  An  adjust- 
^nent  has  always  followed  a  proper  presentation  to  them 
of  the  situation. 

Note  in  this  issue  a  number  of  questions  from  the 
members.  Take  hold  of  these  in  a  progressive  spirit. 
Let  us  work  out  some  good  by  interchange  of  ideas.  I 
will  save  the  best  for  our  convention  in  February  when 
I  hope  we  will  be  able  to  grind  out  a  grist  of  good 
things. 

In  regard  to  your  subscription  to  this  little  maga- 
zine. To  those  who  have  not  yet  thought  it  worth 
while,  am  I  asking  too  much  of  you  to  spend  a  moment 
of  your  time  and  a  postage  stamp,  that  it  may  be  put  on 
a  solid  basis,  if  I  am  willing  to  spend  my  evenings,  when 
I  ought  to  be  enjoying  rest  and  recreation,  for  what  I 
think  is  for  your  benefit,  is  it  right  for  you  to  withhold 
so'^small  a  sacrifice  on  your  part,  even  if  you  don't  care 
to  read  it.  Editor. 


In  the  interest  of  the  hardware  men  of  the  state, 
our  representative,  James  H.  Walker  will  visit  you  in 
the  near  future.  Give  him  a  cordial  welcome  and  help 
him  all  you  can  to  accomplish  his  mission. 


Who  will  be  the  first  among  our  river  jobbers  to 
show  the  necessary  nerve  to  meet  the  situation  i.  e. 
from  factory  to  retailer  via  jobber,  at  cost  of  distribution 
plus  5%  ? 
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The  Parcels  Post  . 

Much  might  be  written  on  the  phase  of  government 
paternaUsm,  which  after  all  is  said  and  done  is  but 
another  instance  of  not  making  laws  for  the  good  of 
the  people,  but  rather  that  pet  schemes  for  political 
purposes  and  for  the  advancement  of  the  interests  of 
the  few  at  the  expense  of  the  many  seems  to  be  the 
rule. 

The  Hardware  Reporter  of  October  25,  gives  an 
exhaustive  treatment  of  the  subject.    Study  it. 

In  my  opinion  the  postal  department  have  saddled 
an  expense  on  the  taxpayers,  that  is  beyond  any  com- 
prehension they  have  in  the  ultimate  working  out  of  the 
plan.  To  illustrate:  Why  should  the  retailers  in  the 
larger  cities  who  at  present  maintain  an  expensive  city 
delivery  system,  costing  them  from  8  to  10  cents  for 
every  package  delivered,  not  avail  themselves  of  Uncle 
Sam's  magnanimous  offer  to  do  the  work  for  at  least 
half  the  present  cost.  Can  you  imagine  what  this 
means  to  the  postal  department  ? 

The  parcels  post  under  the  zone  system  as  compared 
with  the  express  rate  formerly  paid  will  be  a  decided 
advantage  to  the  retailers  of  hardware  in  the  west.  It 
simply  means  lower  rates  and  more  efficient  services  on 
small  items  for  quick  transit,  if  you  meet  the  price  of 
the  eastern  fellow  it  will  not  hurt  you  to  get  it  quick 
and  cheap. 

What  we  fear  most,  that  this  is  but  an  entering 
wedge  for  a  flat  rate  parcels  post.    Our  battle  is  but  be- 
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gun.  But  if  we  succeed  in  establishing  a  1-cent  letter 
rate,  it  will  be  a  short  cut.  A  sure  way  toward  prevent- 
ing any  radical  parcels  post  measures.  I  will  shortly  mail 
every  hardware  man  in  the  state,  member  or  no  member 
a  lot  of  stamps.  Half  your  letter  postage  is  a  tax. 
Place  these  on  every  letter  you  write.  Use  them  freely. 
Plenty  more  when  you  need  them.  Do  your  duty  toward 
cutting  out  any  possibility  of  a  flat  parcels  post  law. 


The  member  who  pays  up  his  1912  dues  before 
December  has  something  coming  to  him. 


Wanted  a  Position  Read  this,  it  sounds  O.  K.  If 
you  need  such  a  man,  write  me  and  I  will  put  you  next. 

Situation  wanted  by  a  capable  all-round  hardware 
man;  24  years  experience;  good  stockkeeper  and  sales- 
man; 45  years  of  age;  married;  energetic;  steady;  sober 
and  reliable.   No.  1  reference. 


The  October  National  Bulletin  is  full  of  palatable, 
healthy  and  strengthening  food.    Read  it  through. 


Tips  To  season  a  weak  sister,  pepper  him  with 
facts.  Your  1912  dues  for  instance:  Do  you  know  that 
you  have  paid  up?  They  say  there's  no  fool  like  an  old 
fool,  but  the  fellow  who  fools  himself  deserves  the 
medals.  Better  look  into  it  now  and  let's  have  a  clean 
slate  to  close  the  year  with. 
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The  Scotchman  possesses  a  genius  for  business,  as 
the  following  dialogue  would  indicate:  One  of  his  favor- 
ite proverbs  is,  ''He  will  soon  be  a  beggar  who  does  not 
learn  to  say  no."  A  laird  of  Lanarkshire  was  one  day 
accosted  by  one  of  his  neighbors  as  follows:  "Laird,  I 
need  twenty  pounds  sterling.  If  you  will  be  kind  enough 
to  accept  my  note  you  will  be  repaid  in  three  months'' 
"No,  it  is  impossible,  Donald.''  "But  why,  laird?  You 
have  often  rendered  a  like  service  to  your  friends.''  "Im- 
possible, Donald,  I  repeat."  "Then  you  mean  to  refuse 
me?"  "Listen,  Donald,  and  folloyv  my  reasoning:  As 
soon  as  I  accept  your  note  you  would  draw  the  twenty 
pounds?"  "Yes."  "When  the  maturity  of  the  note  ar- 
rived, I  know  you,  and  you  would  not  be  ready.  Then 
we  should  quarrel.  Very  well!  But  Donald,  I  should 
rather  that  we  should  quarrel  at  once,  while  I  have  the 
twenty  pounds  in  my  pocket." 


The  prize  committee  are  now  working  on  a  plan 
that  will  easily  adjust  itself  to  the  smallest  as  well  as  the 
largest  buyer.  Former  attempts  along  this  line  have  not 
proven  just  and  satisfactory.  Will  try  and  outline  it  in 
the  December  issue  that  you  may  arrange  to  use  your 
want-book  during  inventory,  anticipating  what  you  can 
buy  while  attending  the  convention. 


How  are  your  fly-by-night  accounts?  Don't  they  need 
some  attention?  I  can  help  you  if  you  will  report  all  the 
facts  to  me  by  letter. 
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Architect  Berlinghof  vs.  H.  J.  Hall 

The  following  extracts  from  recent  issues  of  the 
Lincoln  daily  papers  may  be  of  interest  and  significance 
to  some  of  our  members  to  whom  both  parties  are  well 
known.  Lincoln  Daily  News,  September  10,  in  part 
says: 

One  of  the  local  dealers  who  tried  to  bid  on  some 
of  the  furnishing  material  as  a  sub-contract  with  the 
contractors  complained  that  the  hardware  and  some 
other  of  the  inside  material  were  named  as  to  manu- 
facture and  that  they  were  handicapped  in  bidding 
because  of  that  fact,  an  inspection  of  the  specifications 
shows  that  in  a  measure  the  statement  is  true  that 
brands  of  goods  are  named.  The  hardware  provided  in 
the  specifications  set  forth  as  taken  from  the  catalogues 
of  the  Reading  Hardware  Co.,  and  Mr.  Berlinghof  says 
that  he  understands  that  the  hardware  for  the  buildings 
was  let  to  a  Kansas  City  wholesale  firm  which  bid  $1800 
lower  than  the  Lincoln  dealers. 

Mr.  H.  J.  Hall,  Spartanlike,  takes  up  tHe  issue. 

Lincoln  State  Journal,  September  16,  H.  J.  Hall 
makes  protest  in  part  as  follows: 

If  anyone  has  just  cause  for  grievience,  it  is  the 
hardware  merchant.  George  Berlinghof,  architect,  in 
the  News  of  September  10,  says,  the  hardware  for  the 
new  school  building  was  purchased  from  a  Kansas  City 
firm  for  considerably  less  than  the  local  hardware  firms 
would  furnish  it.    The  statement  is  a  rank  injustice,  as 


THE  NEBRASKA  IRONMONGER 


11 


the  facts  will  prove,  and  Mr.  Berlinghof  had  arrange- 
ments made  for  the  purchase  of  hardware  from  the  said 
Kansas  firm,  just  as  he  did  with  the  Norfolk  State 
Asylum,  the  University  Law  building,  and  would  do 
with  any  of  his  plans.  It  is  not  loyal  to  turn  business 
away  from  our  citizens  and  taxpayers  when  they  can 
and  will  meet  any  honorable  competition  if  given  a 
square  deal. 

Aftermath  Berlinghof  sues  Hall  for  $10,000;  alleges 
that  article  by  Hall  is  libelous  and  sets  forth  that  he  is 
damaged  in  the  sum  of  $10,000  for  which  amount  he 
asks  judgment.    Comments  would  be  superfluous. 


For  Sale 

At  Benkelman,  Dundy  County,  Nebr.,  a  first-class, 
up-to-date  hardware  stock;  all  new  goods,  bought  about 
a  year  ago.  Old  stock  completely  destroyed  by  fire. 
This  is  one  of  the  best  propositions  ever  offered  in  a 
complete  stock  of  hardware,  harness,  implement  stock. 
Hardware  and  harness  will  invoice  about  $4,000.  Im- 
plement stock  on  commission.  Doing  a  business  of, 
from  $20,000  to  $25,000;  expenses  about  $3,000.  Located 
in  center  of  business  district;  new  brick  building  36x80. 
Electric  lighted;  hot  water  heat.  Elevator  to  basement. 
Good  reason  for  selling.  Write  for  particulars,  on  file 
at  this  office. 


The  questions  and  information  from  Holstein  have 
been  attended  to  direct. 


12  .      THE  NEBRASKA  IRONMONGER 

A  New  Proposition 

Following  is  a  letter  I  received  from  a  member  who 
attended  the  Alliance  convention.  I  omit  the  first  part  of 
the  letter  and  get  down  to  the  meat  in  the  cocoanut. 
What  do  you  think  of  the  proposition?   He  says: 

Some  years  ago  Geo.  R.  Barclay,  credit  man  for  the 
Simmons  Hardware  Co.,  told  me  in  a  way  of  advice  that 
90%  of  the  merchants  who  went  into  business  failed,  and 
we  get  it  from  the  Hardware  Reporter  that  about  90% 
do  not  know  how  to  figure  their  profits,  or  in  other  words 
the  overhead  expense.  Most  of  them  seem  to  inherit 
their  business  qualifications  from  the  experiences  of 
other  merchants,  so  they  just  fall  in  line  without  con- 
sidering the  advisibility  of  proving  up  their  business 
methods.  This  no  doubt  is  the  answer  as  to  why  so 
many  of  them  fail;  also  why  so  many  make  very  little 
money  after  so  many  years  of  hard  work.  It  is  this 
90%  that  makes  it  hard  for  the  other  10%  to  realize  a 
profit  on  their  investment.  Now  my  idea  is  as  follows: 
Why  should  not  our  association  add  an  auditing  depart- 
ment to  their  association's  insurance  department,  even 
if  necessary  to  assess  our  members  a  trifle  more,  or  it 
would  probably  be  better  to  have  each  member  pay  his 
expenses  in  his  particular  case.  If  we  had  an  office  of 
this  kind  it  would  instill  confidence,  and  services  from 
a  man  serving  in  this  capacity  would  be  accepted,  while 
it  would  be  hard  for  a  dealer  in  a  competitive  line  to 
offer  any  assistance.  Would  it  not  benefit  the  rest  of 
the  members?    I  have  worked  this  system  out  person- 
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ally  here  in  our  own  town  in  connection  with  the  plumb- 
ing trade  and  after  each  man  learns  just  about  what  it 
costs  to  keep  his  front  door  open,  he  is  not  so  anxious 
to  cut  the  prices  under  that  of  his  competitors.  Now 
in  order  to  strengthen  this  department  and  to  keep  it 
busy,  why  not  also  arrange  it  so  that  the  same  man  can 
take  charge  of  invoicing  a  stock  when  same  is  to  be 
sold  or  transferred,  charging  for  his  services;  let  him 
through  the  association  make  arrangements  with  the 
jobbers  of  this  state  to  refer  such  work  to  the  associa- 
tion, also  keep  posted  on  market  value  of  the  goods  at 
the  time  the  stock  is  sold.  In  fact  there  are  several 
channels  through  which  one  can  obtain  this  information. 

This  latter  suggestion  might  create  too  great  an 
expense  for  the  association  to  maintain  a  department  of 
this  nature,  but  I  only  give  it  to  you  as  a  suggestion  and 
you  may  either  pigeon-hole  it  or  file  it  with  your  papers 
to  come  up  in  the  next  February  convention. 


Tips  When  the  politicians  in  their  efforts  to  reduce 
the  cost  of  living,  succeed  in  eliminating  the  wholesaler 
and  retailer,  they  will  then  have  to  shut  up  the  factories. 
When  the  factories  are  closed,  it's  back  to  cannibalism 
for  all  of  us.  Put  me  down  for  a  muckraker  stew.  Do 
I  hear  you  say,  '*the  same  for  me!" 


Tips  Get  a  spirit  of  profit  into  a  business,  and 
every  one  in  it  who  helps  the  spirit  along  will  grow  with 
the  business. 
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Anything  can  be  done  that  needs  to  be  done. 


I  am  not  plugging  for  the  Commercial  News,  Sioux 
Falls,  S.  D.,  but  I  feel  it  is  well  named  The  Trade 
Regulator,  and  if  a  merchant  desires  to  know  who  his 
friends  are,  the  C.  N.  keeps  him  fully  posted. 


In  my  opinion,  Newberry  of  Alliance  has  the  best  and 
cheapest  underground  gasoline  and  kerosene  storage 
outfits  in  the  market.  Write  him,  he  will  treat  you 
square    if  he  don't,  let  us  know  about  it. 


If  all  signs  fail  not,  we  have  a  real  treat  in  store  for 
our  convention  from  one  of  our  own  members,  George 
Druliner  of  Benkleman;  many  of  you  know  George  per- 
sonally. He  is  a  live  wire  he  knows  the  ethics  of 
business  from  A  to  Z.  He  has  prepared  a  chart  of 
figures,  whereby  one  can  at  a  glance  with  absolute  ac- 
curacy know  what  price  to  mark  his  goods  at,  based 
upon  cost  of  doing  business  from  the  less  to  the  greater, 
and  net  profits  from  3  to  50  per  cent.  No  more  guessing, 
but  absolute  knowledge.  He  has  prepared  this  himself 
and  has  made  application  for  a  copyright  and  hopes  to 
have  it  in  convenient  book  form  by  convention  time. 
He  has  promised  me  to  give  us  a  talk,  illustrating  the 
work.  I  predict  if  every  hardware  man  will  possess 
one  of  these  charts  and  abide  by  its  showings,  the  day 
of  cutting  prices  will  have  passed,  ignorance  will  cease 
to  be  bliss   and  knowledge  become  power. 
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Meet  competition  by  cutting  cost  or  raising  quality, 
or  both. 


Your  Board  of  Directors  met  October  24th  and  plan- 
ned big  things,  good  things,  rare  things,  profitable  things 
for  our  annual  convention.  Keep  your  ear  to  the  ground, 
and  listen. 


If  you  don't  send  in  that  subscription  to  the  Iron- 
monger Uncle  Sam  will  smash  my  wind-gauge.  Your 
gain  and  my  loss.    Maybe!   Yes!!  No!!! 

Referring  again,  as  I  shall  often  before  next  February 
to  convention  matters,  just  jot  this  down  in  your  memo 
book  and  see  it  it  don't  come  true:  There  will  be  no 
Verbo-Maniacs  at  the  1913  convention  in  Omaha.  This 
is  a  new  word,  but  I  did  not  coin  it.  Figure  out  its 
meaning. 

Carrying  out  the  resolution  adopted  at  the  annual 
meeting  last  June,  President  L.  C.  Abbott,  of  the  Nation- 
al Retail  Hardware  Association,  has  appointed  the  fol- 
lowing committee  to  meet  with  a  committee  representing 
the  Central  Association  of  Stove  Manufacturers  with 
the  object  of  improving  conditions  in  stove  trade:  H.  L. 
McNamara,  Janesville,  Wis.;  C.  T.  Woodward,  Carlin- 
ville.  111.,  and  George  M.  Gray,  Coshocton,  Ohio. 


Tips  The  truth  is  very  simple,  it  is  a  wonder  to  me 
why  some  men  work  so  hard  inventing  lies. 
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To  Members  of  the  N.  R.  K  A. 

Many  grievances  come  to  our  members  during  the 
year  which  they  are  not  able  to  satisfactorily  adjust 
themselves,  and  in  order  to  be  of  some  assistance  to  you 
would  kindly  request  that  you  advise  the  undersigned, 
Chairman  or  Secretary  of  the  Association  at  Lincoln, 
and  we  will  do  all  in  our  power  to  correct  any  grievance 
or  right  any  wrong  that  may  be  inflicted  upon  you  by 
either  a  jobber  or  manufacturer  with  whom  you  are  do- 
ing business,  or  with  any  other  person,  firm  or  corpora- 
tion that  you  have  been  unable  to  settle  a  grievance  that 
you  have  against  them: 

If  at  any  time  we  can  be  of  any  assistance  to  you, 
we  are  your  servants  and  will  endeavor  to  assist  you  to 
the  best  of  our  ability. 

M.  A.  Hargeleroad,  Chmn.  Grievance  Com. 


Tips  Idleness  is  the  holiday  of  fools  it  you  want 
a  real  vacation,  find  your  work. 


Tips   Future  success  will  unquestionably  come  to 
the  man  who  gives  willingly  of  the  best  that  is  in  him 
all  the  time. 


Tips  It  doesn't  do  any  good  to  telephone  the 
barber  for  a  hair  cut  he  needs  your  head.  In  these 
days  we  need  heads  heads  contain  brains  brains  con- 
tain thoughts  thoughts  produce  ideas,  and  ideas  pro- 
duce profitable  trade. 
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A  Timely  Article  on  a  Timely  Subject 

There  is  no  word  in  use  today  so  overworked  and 
abused  as  the  word  "guarantee/'  You  see  it  painted  on 
every  article  of  merchandise  from  a  cast  iron  hatchet  to 
a  can  of  imitation  paint.  Some  manufacturers  are  con- 
tent to  put  only  the  word  "guarantee''  on  their  goods  and 
leave  it  to  the  imagination  of  the  prospective  purchaser 
to  supply  what  they  mean.  Others,  however,  evidently 
employ  a  great  deal  of  ingenuity  in  framing  up  a  guar- 
antee on  certain  articles  which,  when  read  casually,  has 
a  sonorious  ring  to  it,  but  when  scanned  more  carefully 
means  absolutely  nothing. 

On  my  desk  is  a  catalogue  advertising  a  certain  brand 
of  paint.  The  "guarantee"  on  this  paint  says  that  "it  is 
csmposed  of  the  highest  grade  ingredients"  and,  further- 
more, "contains  nothing  injurious."  It  don't  state  what 
these  "high  grade  ingredients"  are,  nor  what  the  "injur- 
ious" element  might  be,  nor  what  they  would  be  injur- 
ious to  if  they  were  used  in  the  paint.  For  instance,  wa- 
ter is  certainly  not  injurious,  but  used  in  paint  could 
scarely  be  considered  the  proper  thing. 

Again,  some  stove  manufacturers  seem  to  go  out  of 
their  way  to  compose  guarantees  that  are  misleading,  if 
not  worse.  Others,  under  cover  of  a  lot  of  verbage,  say 
nothing  as  to  what  they  will  do  in  case  anthing  goes 
wrong  with  the  stove  in  question,  but  a  whole  lot  about 
fhe  price  they  pay  their  labor  and  the  antiquity  of  their 
company. 

So  on,  down  the  line.    Guarantees  are  for  the  most 
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part  not  only  misleading  but  absolutely  unnecessary  when 
it  comes  to  marketing  goods.  If  all  so-called  guarantees 
were  removed  and  goods  sold  strictly  on  their  merits  it 
would  be  better  for  the  ponsumer,  the  retailer,  the  jobber 
and  the  manufacturer.  Of  course  there  are  a  great  many 
articles  which  the  manufacturers  honestly  guarantee  and 
specify  just  what  they  guarantee  the  article  to  do,  but  on 
these  very  articles  how  is  the  guarantee  abused  by  the 
consumer. 

It  has  been  my  experience  that  when  the  average 
man  buys  a  guaranteed  article  he  considers  the  aforesaid 
guarantee  as  something  he  has  purchased  with  the  ar- 
ticle, and  he  usually  tries  to  use  it  if  such  a  thing  is  in 
any  way  possible.  He  is  looking  for  some  excuse  to 
bring  the  article  back  and  exchange  it  on  the  strength  of 
the  guarantee.  On  the  other  hand,  an  article  recom- 
mended and  sold  on  its  merits  solely,  and  without  any 
guarantee,  is  almost  always  perfectly  satisfactory  and  is 
seldom  ever  heard  from  again.  To  my  way  of  thinking, 
the  abolition  of  all  guarantees  would  result  in  fewer  mis- 
understandings between  manufacturer  and  consumer  and 
certainly  would  not  curtail  the  amount  of  goods  sold. 

^^HARDWARE.'^ 


Frank  Hacker  of  Friend  is  Subscription  No.  1. 


The  booths  in  the  auditorium  for  our  Annual  Edu- 
cational Exposition  are  selling  well.  The  prospectus  has 
only  been  out  two  weeks  and  the  house  is  35  9f  sold. 
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Some  Special  Prices 

I  am  too  heavily  stocked  on  the  following  items  and 
herewith  offer  you  nice,  clean  and  bright  goods  in  firsl^ 
class  condition,  at  less  than  any  jobber  will  sell  them  to 
you.    Send  in  your  order  at  once. 

No.  0  Victor'Steel  Traps  .  _$   .90  doz. 

No.  1    "       "         "    _    L05  ^ 

Delusion  Mouse  Traps     .80 

5-  Hole  Wood  Mouse  Traps   „  _      .55  " 

6-  Hole  Wood  Mouse  Traps    ,65 

No.  2  Cold  Blast  Prisco  Lanterns  with  COP- 
PER FOUNT   7.50 

Hiirs  or  Blair^s  Hog,  Pig  or  Shoat  Rings   .40  " 

Perfection  Hog,  Pig  or  Shoat  Rings   .60  " 

Floating  Dairy  Thermometers,  easy  reading  _    1.35  " 

in.  Cast  Chest  Handles    .70  " 

No.  7  Peg  Awl  Hafts    .50  " 

Leather-capped  Chisel  Handles,  asst.  sizes  .35 
Wire  Nails,  subject  to  market  change,  base      2.30  keg 
AH  goods  f.  o.  b.  Lincoln,  2%  10  days  or  30  days  net. 

H.  C.  WITTMANN,  Lincoln,  Nebraska. 

Mention  you  saw  this  in  the  Ironmonger. 


For  Sale:  In  Saunders  county,  a  good  clean  stock 
of  hardware  and  implements,  in  a  live  town,  doing  a  fine 
business  on  a  paying  basis.  Will  sell  at  net  value.  Just 
the  place  for  a  live  wire.  Stock  will  invoice  about  ten 
thousand  dollars.    Write  this  office  for  particulars.  ' 
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Our  Insurance  Report 

The  insurance  report  for  October  shows  a  healthy 
growth: 

Insurance  in  force         -  $2,006,326.00 
Our  surplus  is      -       -       -  20,817.89 
We  had  one  loss  of  $500,  which  was  paid  in  full,  in 
the  month. 


I  think  every  hardware  store  should  have  at  least 
two  fire  extinguishers,  one  at  the  back  door  and  one  at 
the  front  door.  They  are  cheap  and  effective  on  incip- 
ient fires.  Get  the  Babcock  or  equal;  they  cost  from 
$10.00  to  $12.00  each.  It  pays  to  be  ready  for  emer- 
gencies. 


The  supreme  court  has  handed  down  an  opinion  ad- 
verse to  the  Peddlers'  License  law.  The  point  of  law 
made  is  that  a  manufacturer  can  come  into  the  state  and 
sell  his  wares,  provided  he  does  so  direct.  The  Wrought 
Iron  Range  Co.  sustained  their  plea  on  the  ground  that 
the  salesman  worked  for  them  on  a  salary,  and  that  the 
teams,  wagons,  etc.  were  their  own  property,  and  that 
their  sales  were  direct.  Strange  logic!  More  anon.  Hold 
your  ear  to  the  ground  for  further  developments  along 
this  line. 


Tips  There*s  a  big  opportunity  between  now  and 
Christmas,  but  for  heaven's  sake  don't  be  afraid  of  it. 


THE  NEBRASKA  IRONMONGER 


21 


Our  Question  Box 

A  member  asks:  ''How  can  we  get  the  wholesale 
houses  to  stop  retailing,  especially  when  they  sell  at  less 
than  wholesale  price?''  Answers  to  this  question  are  of 
interest  to  all.    Let  us  hear  from  you. 

Another  member  asks:  ''Have  you  tried  buying  from 
a  few  houses?  How  does  it  work,  and  how  do  you  like 
it?  Does  it  pay?''  I  will  air  your  opinions  on  this  ques- 
tion freely  through  these  columms.    Fire  them  in. 

Still  another:  "Why  can't  1  make  a  living  profit  hi 
my  hardware  store?"  I  might  add  to  the  last  question 
that  this  member  is  in  a  good  live  town  of  about  1500, 
and  it  supports  three  hardware  stores. 

Several  members  ask:  "Is  it  wise  to  take  up  the 
merchant's  syndicate  catalogue  scheme  in  addition  to  our 
legitimate  business?"  I  want  every  member  who  has  in- 
vested his  $100  in  this  enterprise  to  voice  his  experience 
for  the  benefit  of  his  brother  merchant.  This  is  a  far- 
reaching  question  and  it  means  weal  or  woe  to  legiti- 
mate merchandising.  I  don't  wish  to  express  myself 
publicly  at  present,  at  least  before  we  hear  from  those 
who  have  tried  it.  We  are  working  for  the  greatest'good 
to  all,  both  in  the  present  and  the  future. 


Member  Hargelroad,  of.  Holstein,  would  like  to  know 
what  you  pay  for  hame  staples.  S.-R.'s  price  is  fifteen 
cents  per  dozen.   Can  you  beat  it?  Answer. 
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What  Our  Friends  Say  About  Us 

Holdrege,  Nebr.  I  enclose  50c  in  stamps  to  pay  for 
two  years  subscription  to  the  Ironmonger.  It  was  a  great 
pleasure  to  receive  that  first  edition  of  the  paper  which 
is  certainly  carrying  out  the  wish  of  our  membership.  I 
especially  wish  to  congratulate  you  upon  the  nifty  and 
newsy  get-up  of  the  sample  copy.    Max  Uhlig. 

Lincoln,  Nebr.  Enclosed  find  subscription  to  the 
Ironmonger  for  one  year.  I  have  looked  through  your 
October  number  carefully  and  it  impresses  me  as  being  a 
valuable  addition  to  your  organization  as  well  as  the 
merchants  in  the  general  hardware  line.  There  can  be  a 
a  great  deal  of  good  come  from  a  publication  of  this 
kind.  We  bespeak  success  for  the  new  venture  and  will 
be  glad  to  see  it  grow  to  a  large  and  influential  pudlica- 
tion.    E.  E.  Henkle. 

Weeping  Water.  We  received  the  Ironmonger,  you 
must  be  EngHsh.  However,  its  a  happy  thought  and  we 
give  honor  to  whom  honor  is  due  and  will  subscribe  and 
keep  each  copy  in  the  right  hand  corner  of  our  upper  bu- 
reau drawer.    M.  J.  Wickersham. 

Farnam,  Nebr.  -Just  received  the  first  copy  of  the 
Ironmonger  and  wish  to  compliment  you  and  those  who 
helped  get  up  the  little  publication.  Think  there  is  no 
question  but  that  it  will  fill  a  long  felt  want  and  be  of 
real  service  to  us  all.  Enclosed  find  our  check  for  50c 
instead  of  25c  to  assist  in  carrying  on  this  work.  M.  T. 
Faulkes,  Pres. 
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Hastings,  Nebr.  Enclosed  please  find  subscription 
to  the  Ironmonger.  This  is  a  good  move  and  I  hope  ev- 
ery member  will  help  push  it  along.   C.  K.  Lawson. 

Omaha.  Received  the  Ironmonger  and  like  it  and 
wish  the  new  Nebraska  hardware  paper  success.  I  en- 
close subscription.    O.  L.  Weimer. 

Norfolk.  I  received  the  Ironmonger  and  looked  him 
all  through  and  he  is  a  little  dandy  for  a  youngster,  and 
enclose  25c  to  pay  for  him  a  year.  I  hope  long  may  he 
live.   Albert  Degner. 

Charlotte,  N.  C.  I  am  in  receipt  of  your  October  is- 
sue of  the  Ironmonger,  and  beg  to  compliment  you  on 
your  first  effort.  It  is  very  creditable  and  should  be  loy- 
ally supported  by  your  members.  But  say,  don't  you 
think  you  are  setting  a  pretty  fast  pace  for  the  rest  of  us 
secretaries?  You  know  none  of  us  like  to  be  outdistanc- 
ed and  it  seems  to  me  you  are  getting  ''way  ahead''  of 
the  procession.  Anyhow,  I  wish  you  the  very  best  suc- 
cess and  that  your  hopes  may  all  be  realized.  T.W.  Dix- 
on, Sec.-Treas.  Hardware  Ass'n  of  the  Carolinas. 

Cedar  Bluffs,  Nebr.  Please  find  subscription  price 
enclosed  for  the  Ironmonger  for  one  year.  The  price  is 
so  small  you  certainly  ought  to  receive  same  from  every 
hardware  merchant  in  Nebraska.  Congratulations  for 
this  monthly  publication.  This  certainly  will  be  a  con- 
venient medium  for  exchanging  helpful  ideas  as  well  as 
circulating  good  editorials  among  us.  May  it  prosper  and 
grow  to  many  times  its  present  size.    David  Yung. 
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Hclstein,  Nebr.  I  am  very  happy  to  receive  your 
first  publication  and  enclose  my  check  for  $10  to  pay  my 
subscription  one  year  and  for  39  other  hardware  mer- 
chants Vv?ho  will  not  subscribe,  if  there  be  such.  This  I 
hope  will  not  be  the  case.  Fully  realizing  the  benefit 
that  will  come  from  this  publication  I  hope  that  members 
will  take  advantage  by  submitting  their  grievances  through 
its  columns.  As  chairman  cf  the  Grievance  Committee 
I  am  willing  at  any  time  to  take  up  any  matter,  large  or 
smiall,  for  adjustment.    M.  A.  Hargelroad. 

Omaha.  I  am  enclosing  herewith  subscription  of  the 
John  Hussie  Hdw.  Co.  to  the  new  magazine.  I  desire  to 
congratulate  you  on  the  neat  appearance  of  the  first  is- 
sue, and  have  no  doubt  that  it  Vv;ill  be  welcomed  and  read 
by  not  only  every  hardware  man  in  the  state  of  Nebras- 
ka, but  in  the  neighboring  states  as  well.    M.  D.  Hussie. 


Members  who  paid  headquarters  a  pleasant  visit 
this  month:  H.  M.  Husband,  Geo.  Druliner,  H.  C.  Whit- 
man, G.  A.  Axelson,  Billy  Ech,  J.  J.  Jennings,  F.  W. 
Ebinger,  Frank  Hacker,  F.  W.  Arndt,  J.  S.  Patterson, 
M.  J.  Wickersham,  M.  D.  Hussie,  Bob  Joyce,  Mr. 
Krumlin. 


The  election  results  are  pleasing  to  most  of  us  in 
Nebraska.  However,  one  of  the  best  things  we  have 
done  is  to  elect  W.  B.  Howard  as  auditor.  We  need 
friends  in  the  Mutual  Insurance  field.  Returns  show 
that  the  Hardware  boys  were  alive  to  their  interest. 
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Our  Regular  Family  Chat 

Dear  Members: 

The  third  number  of  this  Uttle  messenger  greets  you 
with  Christmas  cheer,  coupled  with  the  ardent  wish  that 
the  year  may  close  for  you  auspiciously. 

Work,  after  all,  seems  to  be  the  thing  which  brings 
joy  and  success,  no  matter  what  the  subject  or  object. 
The  old  saying  that  ''genius  is  only  a  talent  for  hard 
work''  is  corroborated  in  every-day  life.  Even  Edison 
claims  little  credit  as  a  genius.  He  is  willing  to  work 
while  others  sleep,  he  says,  and  the  result  is  the  world 
has  invested  nine  billions  of  dollars  in  his  inventions. 
Work,  however,  must  be  intelligently  directed  in  order 
to  bring  results.  You  can  work  all  your  life  at  building 
up  a  stone  wall  and  tearing  it  down  again,  but  you  will 
have  nothing  to  show  for  it.  This  is  the  kind  of  work 
some  of  we  hardware  men  are  doing.  We  work  hard 
and  long  but  do  not  work  to  advantage.  A  painter  was 
asked  by  a  curious  onlooker,  "What  do  you  mix  your 
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colors  with?''  "With  brains/'  answered  the  painter.  That 
is  the  vital  point  of  contact.  Are  our  energies  and  ac- 
tions planned,  directed  and  controlled  by  gray  matter? 

With  this  prelude  out  of  our  system  we  feel  equal 
to  the  task  laid  out  for  this  letter,  and  should  some 
things  be  said  that  don't  seem  to  set  well  (  meaning  if 
you  feel  after  reading  it  that  you  do  not  enjoy  that  pleas- 
ant, restful,  at-peace-with-the-world  feeling  one  has  after 
a  square  meal  on  a  clear  conscience )  lay  the  blame  where 
it  belongs.  The  doctor's  pills  and  the  surgeon's  knife 
are  not  pleasant,  yet  they  are  aimed  to  promote  health 
and  happiness.  Don't  misunderstand  me— I  have  neith- 
er grouch  nor  grudge,  and  only  one  motive  in  view,  viz. 
to  raise  the  standard  of  business  ethics  among  Nebraska 
hardware  men  that  their  energies  and  efforts  may  not  be 
misdirected  and  wasted.  I  believe,  and  I  am  in  a  posi- 
tion to  know,  that  the  business  integrity  among  Nebras- 
ka hardware  men  is  of  a  higher  average  per  cent  than  in 
any  other  state.  However,  we  aim  at  the  full  hundred 
per  cent  and  will  not  be  content  with  less.  There  are 
modes  and  lines  of  business  that  the  careless,  shiftless, 
unsystematic,  inexperienced,  procrastinating,  dilatory, 
unreliable  man  fits  into  perfectly,  but  the  the  hardware 
business  is  not  one  of  them  and  we  don't  want  them  if 
we  can  help  it.  But  if  there  be  such,  join  us  in  our  ef- 
forts, brother,  to  raise  the  standard.  There  is  room  still 
at  the  top  and  we  need  your  influence. 

Among  the  many  misdirected  efforts  that  retard  our 
progress  we  will  name  only  a  few,  but  they  suggest  oth- 
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ers. 

Obligations.  And  that  don't  necessarily  mean  mon- 
ey entirely,  for  every  time  you  receive  a  communication 
upon  matters  imporant  to  yours  as  well  as  others  busi- 
ness you  are  obligated,  as  a  progressive  business  man 
who  desires  to  retain  that  enviable  position  among  his 
fellows,  to  give  it  prompt  attention.  There  is  nothing, 
not  even  slow  pay,  that  will  injure  a  man's  standing  in 
business  affairs  more  than  dilatory,  procrastinating,  don't 
care  methods.  But,  you  say,  '1  have  no  time  for  such 
matters.  I  am  book-keeper,  salesman,  porter,  tinner,  etc. 
all  in  one."  Yes,  and  you  will  in  all  probability  remain 
such  if  you  persist  in  ignoring  the  important  factor,  that 
of  all  the  parts  of  man  brains  alone  are  at  a  premium.  If 
all  men  would  first  consider  their  obligations  of  every 
nature  to  others  how  smoothly  the  machine  would  work, 
and  I  am  sure  it  is  correct  to  say  that  if  we  saw  ourselves 
as  others  see  us  we  would  try  out  the  better  way. 

Take  obligations  of  debt,  for  instance.  The  man 
who  considers  the  fellow  at  the  other  end  of  the  wire 
has  no  trouble  coming  that  can't  be  adjusted.  Say,  let's 
place  that  peg  several  notches  higher  than  before.  It  pays. 

Integrity  and  Honesty.  Twins.  How  much  did  you 
say  you  were  worth?  Dollars!  Yes,  bosh!  If  you  have 
not  included  the  corner  stone  of  every  successful  industry 
you  have  lost  out  for  real  worth.  You  may  hear  the  ring 
of  the  dollar  but  you  will  never  enjoy  the  plaudits  of  true 
friendship.  Integrity  first  and  honesty  is  easy,  but  with- 
out integrity  honesty  is  but  an  empty  sham. 

Energy  and  Enthusiasm.    Are  as  Siamese  twins. 
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Together  they  are  a  power.  Thinking  and  acting  as  one 
if  controlled  by  good  judgment,  the  throng  must  open 
up  the  way  for  their  progress,  but  uncontrolled  by  the 
bit  and  bridle  of  a  well  balanced  mind  and  active  brain 
they,  like  the  wild  untamed  horse,  are  purposeless  and 
devoid  of  accomplished  effort. 

Misdirected  Pursuits  in  Life.  Is  one  of  if  not  the 
greatest  evil  we  have  to  contend  with  as  business  men. 
Men,  and  good  men  ordinarily,  forsake  pursuits  they  are 
adapted  to  and  take  up  those  they  must  spend  a  lifetime 
to  acquire  experience  and  efficiency  in,  and  nine  times  in 
ten  they  lose  out,  and  if  their  failures  were  confined  to 
their  own  environments  it  might  be  condoned  and  have 
our  sympathy.  However,  in  their  own  undoing  many 
otherwise  capable  merchants  are  ruined  and  discredited. 
I  am  strongly  inclined  to  believe  that  it  is  just  as  impor- 
tant for  the  welfare  of  the  country  and  its  ultimate  best 
good  that  merchants  should  be  compelled  by  law  to  pass 
an  examination  as  to  their  qualifications  to  conduct  a 
business  in  the  line  they  may  choose  as  it  is  for  the  doc- 
tor in  his  profession  of  life-saving,  or  the  lawyer  as  to 
property  rights,  or  the  mechanic  as  to  efficiency  to  per- 
form what  he  undertakes,  or  the  barber  in  knowing  how 
to  shave  you.  When  as  a  lad  learning  the  hardware 
business  in  Scotland  I  had  to  work  for  five  long  years  be- 
fore I  was  permitted  to  class  as  a  full-fiedged  journey- 
man entitled  to  a  certificate  as  a  qualified  business  man 
and  hardware  merchant.  Alas!  Today,  from  the  non- 
descript to  a  full-fiedged  hardware  merchant  is  a  very 
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short  step,  but  how  often  a  ruinous  one  to  those  who 
come  in  contact  with  the  adventurer. 

A  French  writer  in  illustrating  the  phases  of  busi- 
ness life  aptly  states  that  it  is  as  a  broad  staircase.  Up- 
on one  side  are  seen  and  heard  the  clog,  clog,  of  the 
wooden  shoe  ascending,  some  gaining  slow  headway  and 
others  falling  back  with  much  discomfort  and  disorder. 
On  the  other  side  are  constantly  seen  descending  a  quiet 
orderly  procession,  their  feet  encased  in  silken  hose  and 
slippers,  soft  and  steady.  Such  is  life,  and  oh  how  stren- 
uous for  the  climbers. 

I  think  the  article  in  the  last  issue  from  the  mem- 
|.  ber  in  Box  Butte  county  as  to  the  necessity  of  a  primary 
^  training  school,  is  the  crying  need  of  the  hour.  But,  in 
my  opinion,  the  schoolroom  would  be  overcrowded  with 
pupils  and  the  appropriation  unequal  to  the  demand,  pro- 
vided, of  course,  that  the  need  of  it  was  felt  by  the  pu- 
pils, which  is  doubtful.  If  ignorance  is  bliss  perhaps  its 
folly  to  be  awakened. 

Business  men  are  ever  moving  in  conditions  up  or 
down,  backward  or  forward,  and  will  so  continue  to  do 
until  the  very  end  of  time.  From  the  base  to  the  sum- 
mit, and  from  the  summit  back  to  the  base.  Such  is  the 
history  of  common  material  life.  However,  brother,  you 
can  help  conditions.  Keep  faith  with  yourself.  Keep 
faith  with  your  work.  Keep  an  open  mind  toward  any 
suggested  improvement,  with  a  firm  adherence  to  essen- 
tial and  fundemental  principles.  The  results  obtainable 
will  surprise  no  one  more  than  yourself.    Josh  Billings 
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says:  "I  don't  care  how  much  a  man  talks  if  he  sez  it  in 
a  few  words."   Taking  the  hint,  I  quit.  EDITOR. 


Here  is  wishing  you  all  a  merry  and  profitable  Christ- 
mas time. 


'The  bizzy  alwuss  enjoy  living  and  hav  the  most 
time  to  spare/'  says  Josh  Billings. 


Inventory  Time  at  Hand 

Of  course  every  up-to-date  hardware  merchant  takes 
a  careful  accounting.  How  do  you  do  it?  As  a  task  to 
be  shunned,  or  as  a  pleasureable  duty?  To  the  man  who 
enjoys  his  business  and  is  reaching  out  for  the  best  re- 
sults, it  is  the  latter.  To  the  careless  and  indifferent,  the 
former.  The  conquering  general  has  all  his  forces  for 
success  well  in  hand.  Every  merchant  should,  once  a 
year,  weed  out  dead  boarders.  They  do  not  even  pay 
for  the  room  they  occupy,  say  nothing  about  their  turn- 
ing over  once  in  a  while  for  the  benefit  of  newer  more 
acceptable  articles.  They  don't  even  help  pay  rent,  fuel, 
light,  labor  or  interest  expenses  and  the  quicker  you  get 
rid  of  them  at  any  price  the  better  for  them  and  you. 
It  is  remarkable  how  many  of  them  find  their  way  to 
your  floor  and  shelving.  Do  you  strike  dead  that  false 
assets  on  your  books  dead  beat  accounts?  They  lie  to 
you  every  time  they  tell  you  what  you  are  worth.  Clean 
out  the  dirt  and  noisome  pestilence  of  dead,  decayed  ver- 
min, accumulations  of  8760  hours  of  the  past  year.  Make 
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a  new  start  for  1913,  master  of  the  situation  and  every 
asset  on  your  book  and  in  your  store  worth  100  cents  on 
the  dollar.  Take  your  inventory  systematically.  If  you 
think  my  plan  of  any  value,  try  it  out.  I  have,  and  have 
proved  it  good.  Begin  at  once  by  providing  ordinary 
I  paper  about  5x7  inches,  ruled  double  money  columns. 
Before  they  leave  your  hands  number  every  sheet  from  1 
upwards,  and  if  they  can  be  got  in  tablet  form  it  is  that 
much  better.  Every  spare  moment  between  now  and 
January  1st  proceed  to  count,  arrange  and  clean  stock 
and  enter  amount  on  hand  of  each,  number,  size,  or  de- 
scription on  these  sheets,  leaving  the  double  money  col- 
umns for  enumerating  articles  sold  and  counted  from 
stock  until  January  1st.  As  each  sheet  is  filled  tack  or 
fasten  to  part  of  stock  it  belongs,  to  remain  there  until 
needed.  Try  and  classify  as  near  as  possible.  After  you 
have  recorded  any  undesirable  articles  on  hand  make  a 
cross  with  red  or  blue  pencil  in  front  for  future  disposi- 
tion. Go  through  your  entire  stock  this  way  including 
goods  on  floor,  etc.  If  your  stock  is  not  all  counted  by 
January  1st,  after  that  date  keep  track  of  every  item  sold 
and  add  to  your  sheet  record.  After  you  are  through 
carry  the  entire  record  sheets  into  your  permanent  inven- 
tory, which  may  be  a  book  or  loose  sheets  double  column 
and  afterwards  bound  together  in  any  simple  manner. 
I  prefer  loose  sheets.  Leave  a  margin  on  the  right 
side  as  an  index  for  reference.  You  will  find  that  jotting 
down  in  this  margin  the  class  of  goods  near  the  index 
will  save  much  time  later  in  hunting  for  them.  Invoice 
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your  goods  at  market  value  at  time  of  inventory.  I  hope 
this  will  help  you  to  know  your  assets  correctly. 


Hardware  Mutual  Insurance  Co.  November  Report 

Insurance  in  force  -  $2,002,326.00 
Surplus  .  -  .  .  22,307.81 
Loss  ratio  to  premium  -  -  21% 
Expense  ratio  to  premium  -  -  11% 
Your  board  of  directors  meet  on  the  18th,  at  which 
time  they  will  decide  on  a  dividend  on  1912  policies. 

We  regret  to  state  that  a  large  amount  was  canceled 
out  this  month  by  members  refusing  to  pay  their  prem- 
iums. We  can't  understand  why  business  men  will  ac- 
cept a  policy  and  permit  it  to  be  in  force  60  to  90  days 
and  absolutely  ignore  payment  ot  the  premium.  It  af- 
fords us  much  gratification  to  see  the  company  growing 
to  a  healthy  condition.  Help  it  all  you  can,  it  is  yours, 
your  pride,  your  glory.  Send  in  your  applications  now. 
We  can  take  care  of  any  amount  you  need.  You  are  in 
the  hands  of  your  friends,  who  in  the  case  of  loss  will 
not  disappoint  you.  Everything  to  gain  and  nothing  to 
lose.  We  had  one  loss  this  month.  Reported  Novem- 
ber 16,  proof  of  loss  received  December  5,  and  a  check 
check  went  forward  the  same  day  for  $1,480.70. 

A  small  fire  occured  in  Seward  at  2:30  a.  m.  Decem- 
ber 4  on  which  we  had  a  policy  of  $3000.  Proof  of  loss 
reached  us  on  the  6th  and  a  check  in  full  payment  was 
in  the  hands  of  the  assured  Saturday  morning,  Decem- 
ber 7th.    Can  old  line  companies  beat  that? 
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Worth  Thinking  About  ^ 

How  many  traveling  salesmen  call  on  you  every 
day  or  every  week  ?  Did  you  ever  keep  count  of  them  ? 
Or  are  they  of  such  common  occurrence  that  you  no 
more  regard  them  than  the  sparrows  or  the  flies  ?  What 
a  factor  they  are  in  business  as  it  is  done  these  days. 
We  are  accustomed  to  look  to  them  tor  the  latest  in- 
formation, the  latest  prices  and  the  latest  funny  stories, 
but  did  it  ever  occur  to  you  that  there  are  too  many  of 
these  pleasant  gentlemen  calling  on  you  ?  Not  too  many 
from  the  social  standpoint,  because  we  all  like  these 
bright  intelligent  fellows,  and  are  glad  to  see  them,  but 
from  a  business  standpoint  don't  you  think  their  many 
calls  add  considerably  to  the  cost  ot  goods  ? 

I  am  not  one  who  wants  to  eliminate  the  traveling 
salesman,  far  from  it,  but  it  seems  to  me  some  way 
could  be  adopted  to  curtail  his  visits  a  little.  To  illus-' 
trate  just  last  week  for  four  consecutive  days  I  counted 
the  salesmen  who  called  on  one  firm  and  the  result  was 
seven  the  first  day,  four  the  second,  eight  the  third  aud 
three  the  fourth,  making  a  net  of  twenty-two  salesmen 
in  four  days.  It  is  true  this  is  not  a  regular  thing  and 
these  men  were  perhaps  bunched  somewhat,  but  when 
you  consider  that  some  of  them  were  selling  one,  or  at 
the  most  two,  articles  it  would  seem  that  the  expense 
attendant  on  the  marketing  of  these  articles  was  greatly 
enhanced  by  the  expense  of  the  salesmen. 

Could  not  the  Manufacturers  and  Jobbers  Associa- 
tions devise  some  system  whereby  the  products  of  fac- 
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tories  making  only  one  or  two  lines  of  goods  could  be 
marketed' through  one  common  channel?  It  seems  to 
me  that  one  of  the  most  important  problems  confront- 
ing all*  of  us  today,  Manufacturers,  Jobbers  and  Retail- 
ers, is  how  to  get  the  goods  to  the  consumer  at  a  reason- 
able price,  and  still  pay  each  of  us.  Manufactures,  Job- 
ber and  Retailer,  even  a  small  profit  on  the  capital  that 
is  of  necessity  invested. 

This  does  not  perhaps  appeal  to  the  Manufacturer 
and  jobbers  quite  as  forcefully  as  to  the  Retailer  because 
the  Retailer  gets  the  complaint  direct  from  the  con- 
sumer and  in  most  cases  stands  all  the  blame  for  the 
high  cost  of  living. 

As  it  stands  today  almost  everything  in  hardware  is 
going  up  in  price.  Why?  I  confess  I  do  not  know  and 
the  only  information  vouchsafed  to  me  so  far  is  that  the 
cost  of  manufacturing  has  increased*  and  the  cost  of 
marketing  the  goods  has  kept  pace  with  the  cost  of 
manufacturing,  and  at  the  back  of  both  of  these  the  cost 
of  raw  material  has  increased  also,  which  brings  us  back 
around  the  circle  to  the  proposition  with  which  I  started, 
namely,  why  not  try  to  cut  off  some  of  the  expense  be- 
fore it  is  too  late,  in  places  where  it  seems  obvious  to 
to  the  most  casual  observer  to  be  excessive. 

"Hardware." 


J.  W.  Wentz,  of  Haigler,  has  bought  out  Mr.  Arm- 
strong's interest  in  the  business  and  it  will  be  run  under 
the  name  of  J.  W.  Wentz.   We  wish  him  much  success. 
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Safe  Lighting  Systems 

I  had  the  pleasure  of  examining  the  Blaugas  Hght- 
ing  system  a  few  days  ago,  and  from  an  insurance  view- 
point 1  consider  it  the  safest  system  in  the  market,  not 
even  excepting  the  regular  coal  gas.  I  am  in  hopes  of 
getting  these  people  to  exhibit  at  our  coming  exposi- 
tion. I  know  that  everv  up-to-date  hardware  merchant 
will  be  interested  to  know  about  it. 


A  nother  Encouraging  Letter 

Alliance— This  new  idea  of  yours  I  think  is  an  ad- 
vance step  in  association  work  and  ought  to  bring  us 
much  closer  together.  After  enjoying  the  first  two  is- 
sues, to  go  without  now  would  be  like  taking  the  phone 
out  of  the  house.  Let  us  all  pull  together  and  do  what 
we  can  for  the  Ironmonger  craft.  Enclosed  find  sub- 
scription price.  Geo.  H.  Stanton. 


T/p5-  Success  is  founded  upon  a  few  common  sense 
necessities.  Ignore  them  and  you  are  a  goner.  If  you 
have  a  real  hunch  to  succeed  you  must  learn  to  simplify. 


T/p5— Useless  effort  is  spread  all  over  the  universe, 
and  wherever  you  find  it,  by  following  its  lead  you  can 
locate  the  failure.  An  honest  analysis  of  yourself  and 
your  daily  deeds  will  surprise  you.   Try  it  once. 
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The  Fellow  with  a  Grouch 

Vengeance  has  no  foresight  and  its  hindsight  is  hid- 
eous to  look  upon.  It  cannot  be  trained,  reasoned  with, 
or  kept  in  control.  It  must  be  forgotten.  Like  a  tumor 
it  must  be  cut  out.  We  all  have  someone  we  want  to 
get  even  with,  and  none  of  us  ever  do  by  vengeance. 
Kindness  is  the  only  instrument  with  which  we  can  op- 
erate successfully  upon  a  fellow  who  has  done  us  dirt. 
The  world  is  too  full  of  people  who  don't  suit  us  to  spend 
our  time  in  paying  attention  to  the  obstacles  they  put  in 
our  way.    Forget  it.-  Ex. 


Hardware  News 

Black  &  Elliot,  of  Ragan,  have  sold  out  their  hard- 
ward  and  implement  business. 

Third  district  reports  a  bumper  corn  yield,  hardware 
trade  good,  stove  trade  a  little  slow. 

We  indeed  regret  to  announce  that  our  namesake 
Harry  Roberts,  of  Mitchell,  is  in  hard  lines.  He  has  been 
forced  into  bankruptcy,  whether  by  his  own  fault  or 
others  we  know  not.  He  has  our  sympathy  and  any 
help  we  can  give  him  and  hope  it  will  be  but  a  step- 
ping stone  of  experience  to  a  new  start  and  better 
things  and  more  friends  and  less  need  of  them.  When 
you  lose  your  grit,  Harry,  get  the  man  ahead  to  put 
sand  on  the  track. 
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Advances  all  along  the  line.  Are  you  covered?  If 
not,  why  not?   River  jobbers  are  willing. 

One  of  the  Spadt  boys,  of  Crete,  paid  us  a  pleasant 
visit  and  reports  fair  trade,  although  the  corn  yield  is  not 
good  in  that  section  this  year. 

Two  per  cent,  ten  days,  means  12%  per  annum  with- 
out figuring  turnover.  Are  you  throwing  it  away?  Bet- 
ter borrow,  it  will  pay  you. 

Member  Arndt,  of  Blair  has  lost  another  of  his  fine 
girls,  Josephine  this  time.  It  is  too  bad,  he  has  our  sym- 
pathy. However,  we  congratulate  Ed  Brunning  and  ex- 
tend to  both  our  best  wishes  that  their  cup  of  joy  may 
full  and  running  over. 

F.  A.  Larson  of  Plainview,  has  taken  a  partner,  the 
firm  name  now  being  Larson  &  McConnell.  We  wish 
them  success.  All  they  lack  to  insure  it,  and  make  them 
as  well  as  ourselves  happy  is  membership  in  the  Hard- 
ware Association  and  a  policy  in  the  Hardware  Mutual 
Insurance  company.   Come  with  us,  boys. 

Geo.  Druliner,  of  Benkleman,  has  promised  me  the 
first  of  his  profit  making  books  that  comes  from  the 
press.  You  better  send  me  a  V  and  I  will  mail  you  one 
very  soon.  It  will  prove  the  best  $5  investment  you  ever 
made,  and  if  after  you  examine  its  merits  you  don't 
think  you  need  it  in  your  business  send  it  back  and  your 
money  will  be  refunded.  If  you  don't  understand  this 
refer  to  page  14  of  the  November  Ironmonger. 
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Our  correspondent  at  Alliance  reports  good  business 
in  Box  Butte  county.  November  has  been  a  record 
breaker  and  the  hardware  men  happy  and  making 
profits.   That  is  as  it  should  be. 

The  conference  held  in  Indianapolis  recently  be- 
tween the  manufacturers  and  retailers  of  stove,  brought 
out  many  good  things  for  both.  Still  there  is  room  for 
criticism.  Read  the  full  report  in  St.  Louis  Hardware 
Reporter,  page  75. 

Association  members  are  a  progressive  bunch.  Mc- 
Intyre  &  McCloud,  of  Schuyler,  have  recently  moved  in- 
to their  new  building,  especially  built  and  adapted  to 
their  business,  and  equipped  throughout  with  Warren 
shelving  and  up-to-date  appliances,  which  puts  the  boys 
in  the  front  rank  as  hardware  merchants. 

We,  as  hardware  men,  extend  to  J.  Haefflin,  of  West 
Point,  our  heartfelt  sympathy  in  his  sad  bereavement 
and  loss.   His  wife  recently  died  at  Albuquerque,  N.  M. 

The  preliminary  hearing  of  J.  W.  Dozier,  traveling 
collector  for  the  Rot-Iron  Range  company,  charged  with 
stabbing  Herman  Kurpgeweit  on  the  head  and  left  arm, 
at  the  Kurpgeweit  farm  north  of  Meadow  Grove,  Thurs- 
day, was  heard  before  County  Judge  McDuffee  at  Madi- 
son Saturday  afternoon.  The  trouble  grew  out  of  an 
attempt  on  the  part  of  Dozier  to  collect  a  note  given  by 
Kurpgeweit  to  the  Rot-Iron  Range  Co.  Dozier  was 
bound  over  to  the  district  court  and  bail  fixed  at  $500. 
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Fred  Sandoz,  of  Verdigre,  has  taken  the  agency  for 
the  celebrated  Carter  Car  as  a  side  Hne.  Sandoz  Bros, 
have  been  members  for  many  years  and  making  good. 

Member  Arndt  says  he  works  his  mind.  Just  think 
of  it!  What  possibilities  lie  before  him !  It  has  already 
cropped  out  in  a  substantial  manner.  He  has  now  a  larg- 
er store,  double  front  and  up-to-date.  He  pulled  off  a 
stunt  lately  that  was  a  winner.  His  mind  went  to  the  5 
and  10  cent  people  who  seemed  to  pull  in  the  sheckles 
by  the  bushel,  and  what  did  he  do  but  fill  that  double 
front  with  things  from  his  shelves  and  counters  that 
were  largely  dead  boarders.  Everything  imaginable, 
worth  up  to  25  cents  as  boarders,  and  the  ladies,  and  the 
men  too,  fell  over  each  other  grabbing  them  up  at  5  and 
10  cent  per  grab.  Oh,  it  was  fine,  and  much  cheaper  to 
Arndt  than  paying  for  space  in  a  newspaper  that  de- 
votes its  columns  to  exploiting  mail  order  hot  air,  prom- 
ise everything  and  return  nothing  dope.  Arndt  is  onto 
his  job  all  right,  and  he  has  his  mind  working  and  that 
means  success  every  time.  He  wants  to  ^  know  if  such 
doings  makes  a  cheap  store.  You  bet  it  does,  and  that 
is  what  we  want  people  to  get  into  their  systems. 

Make  them  forget  that  there  is  anything  cheaper  or 
better  outside  of  your  own  towns.  I  am  willing  to 
leave  the  profit  end  to  men  like  Arndt.  Try  it  out  boys, 
it's  a  winner.  There  are  more  people  who  buy  good 
goods  than  there  are  cheap,  but  we  are  all  alike,  always 
looking  for  a  store  that  seems  to  sell  cheap. 
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The  disastrous  fire  at  Seneca  did  not  get  any  hard- 
ware concerns. 

J.  L.  Roseberry  &  Co,,  of  Mullen,  have  closed  out 
their  branch  at  Pullman. 

Tom  McCauley,  of  the  firm  of  Uhler  &  McCauley, 
of  Seneca,  has  sold  out  his  interests  to  his  partner.  We 
wish  Mr.  Uhler  every  success.  While  this  firm  are  not 
members  of  the  N.  R.  H.  A.  we  sincerely  hope  that  Mr. 
Uhler  will  soon  see  the  error  of  his  ways  and  join  the 
best  bunch  of  hardware  men  from  coast  to  coast. 

Member  Arndt,  of  Blair,  has  pulled  off  a  wonderful 
demonstration,  establishing  without  doubt  the  many  fine 
points  to  be  had  in  the  Copper  Clad  Malleable  Range. 
These  people  will  exhibit  their  line  at  the  coming  Edu- 
cational Exposition  in  Omaha. 

The  conference  meeting  held  in  Chicago  December 
9  and  10  between  three  committees  of  five  members  each 
and  each  committee  representing  as  a  class  the  manu- 
facturer, jobber  and  retailer  of  hardware,  is  far-reaching, 
and,  we  trust,  will  be  productive  of  results.  This  is  the 
first  time  in  the  history  of  conferences  that  all  three  sys- 
tems of  merchandising  have  met  on  a  common  level  and 
for  a  common  purpose,  namely,  the  concentration  of 
forces  looking  toward  the  protection  of  that  force  that 
markets  95%  of  the  hardware  manufactured  in  this  and 
foreign  countries.  Nebraska  was  well  represented  by 
our  own  president  M.  D.  Hussie.  Let  the  good  work  go 
on.   More  later. 
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S.  S.  Sears  &  Son,  of  Hyannis,  have  just  completed 
a  gasoline  storage  and  supply  system  approved  by  the 
fire  warden.  This  is  a  step  in  the  right  direction  which 
all  should  follow. 

Our  correspondent  at  Weeping  Water  states  that 
hardware  men  in  his  section  don't  go  busted  nor  sell 
out.  He  gives  seventeen  reasons  why  hardware  mer- 
chants are  unsuccessful.  They  are  good.  Copy  them  in 
large  letters  and  hang  up  where  you  can  see  them  al- 
ways: 

They  Don't  have  sufficient  capital. 

Don't  have  the  goods  when  called  for. 
Don't  keep  their  stock  well  assorted. 
Don't  discount  their  bills. 
Don't  keep  stock  attractive. 
Don't  keep  strict  account  of  all  expenses. 
Don't  say  skidoo  to  the  traveling  salesman. 
Don't  concentrate  their  thoughts  on  the  bus- 
ness. 

Don't  feel  that  their  competitor  deserves  to 
live. 

Don't  take  the  clerks  into  their  confidence. 
Don't  collect  bills  when  due. 
Don't  invoice  once  a  year. 
Don't  look  the  business  square  in  the  face. 
Don't  smile  when  they  feel  the  opposite. 
Don't  belong  to  the  Hardware  Association. 
Don't  insure  in  the  Hardware  Mutual. 
Don't  subscribe  to  the  Ironmonger. 
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Membership  Dues 

Do  you  know  yourself  to  be  in  arrears  for  1912  dues? 
Please  fire  them  in  now  as  I  am  compiling  my  list  of 
members  in  good  standing  for  a  special  feature  that  will 
be  pleasing  to  you.  I  have  no  time  nor  inclination  to 
dun  you. 


Question  Box 

When  you  come  to  the  convention  be  loaded  for 
bear  on  the  question  of  '*cats-pawism/'  That  is  a  new 
word  but  it  means  lots  to  you. 

Think  about  this  question:' Is  it  my  own  or  the  job- 
ber or  manufacturer's  guarantee  on  the  goods  I  sell  that 
builds  up  my  trade  in  my  territory? 

Is  private  brand  free  stationery  advertising  and  los- 
ing your  identity  as  a  progressive  merchant  conducive  to 
sure  and  safe  growth?   Think  about  this. 

Should  jobbers  and  manufacturers  quote  one  price 
to  all  alike  irrespective  of  quantity,  conditions  or  credit 
rating? 


1913  Exposition  Notes     February  11th  to  14th 
Our  motto  to  exhibitors  is:  "Loyalty  to  retailers  the 

first  essential.''   None  other  need  apply. 

Have  all  your  wants  tabulated  for  convention  week 

at  the  Educational  Exposition.   It  will  return  you  big 

dividends. 

Our  headquarters  will  be  at  the  Hotel  Rome.  Mr. 
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Miller  promises  to  take  the  very  best  care  of  the  boy^ 
and  their  ladies.  Write  him  early  for  reservation.  His 
rates  will  be,  rooms  without  bath  $1.50,  two  in  a  bed  $2^ 
rooms  with  bath  $3.00,  but  two  may  occupy  the  room  at 
the  same  price. 


Shall  we  try  to  make  the  Annual  Educational 

Exposition  a  Permanent  Issue 

If  so,  we  must  encourage  exhibitors  in  our  buying 
at  that  time.  And  why  not?  It  is  much  easier  and  you 
can  much  more  intelligently  buy  from  the  real  article 
than  you  can  from  a  picture.  You  can  see  just  how  a 
stove  or  range  will  look  on  your  own  .floor.  Then  you 
have  the  time  to  examine  and  no  distracting  features  to 
annoy  you,  and  again,  the  salesmen  are  in  a  more  recep- 
tive mood  and  on  their  best  behavior.  Everything  favors 
better  buying.  The  atmosphere  is  charged  with  it.  I 
believe  it  should  be  an  annual  feature  to  buy  such  goods 
as  we  need,  to  be  shipped  as  we  may  arrange  for.  I  am 
now  trying  to  interest  the  exhibitors  to  make  special  in- 
ducements to  members  of  the  N.  R.  H.  A.  on  their  pur- 
chases at  this  time.  It  would  pay  a  dividend  to  both 
parties,  and  figures  prove  it.  It  costs  the  jobber  and 
manufacturer,  to  see  500  members  in  their  store,  at  least 
$10  per  order.  If  they  sell  500  merchants  an  average 
bill  of  $100  each  at  their  place  of  business  it  would  cost 
them  $5,000  to  sell  $50,000.  Now  if  500  merchants,  at 
their  own  expense,  buy  an  average  bill  of  $100  each  from 
the  salesman  at  the  exposition  what  becomes  of  the  $5,- 
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000  it  costs  to  sell  the  same  amount  on  the  road?  Why 
are  not  the  500  merchants  entitled  to  at  least  a  part  of 
that  amount?   Is  this  good  logic  or  not?. 


Hardware  Stocks  for  Sale 

No.  1.  No  trade.  A  $20,000  stock  of  up-to-date 
hardware  in  one  of  the  best  cities  in  the  "state,  doing  a 
business  of  about  $60,000  per  annum.  Expenses  light. 
Will  give  time  on  part.   Write  this  office  about  it. 

No.  2.  In  Saunders  county,  a  good  clean  stock  of 
hardware  and  implements,  in  a  live  town,  doing  a  fine 
business  on  a  paying  basis.  Will  sell  at  net  value.  Just 
the  place  for  a  live  wire.  Stock  will  invoice  about  ten 
thousand  dollars.   Write  this  office  for  particulars. 


Has  Anyone  Seen  Corey 

On  page  36  of  the  November  Bulletin?  It  brings  to 
mind  a  strenuous  episode  at  the  Omaha  convention  two 
years  ago.  Ye  gods!  how  the  mill  grinds  slow  but 
mighty  fine. 


Looking  Backward 

The  prototype  of  this  little  magazine.  The  Ironmon- 
ger, of  England,  dated  1876,  has  the  following  item  of 
news:  "The  bicycle  driven  by  a  small  engine  is  the  lat- 
est novelty  of  the  manufacturing  district." 
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Convention  Foreword 

This  must  be  largely  left  until  the  January  issue  as 
most  matters  are  still  in  embryo.  However,  right  here 
I  am  willing  to  assure  you  that  it  will  be  the  most  profit- 
able and  entertaining  you  ever  attended  and  will  be  well 
worth  the  time  and  cost.  Come  prepared  to  absorb  as 
well  as  disgorge  knowledge,  and  to  this  end  I  want  a  list 
of  your  troubles  and  perplexities  now  as  well  as  later. 
Don't  hesitate  to  ask  the  most  simple  question.  Simple 
things  are  often  of  vital  importance.  We  extend  a  cor- 
dial welcome  to  your  ladies.  There  will  be  a  good  pro- 
gram prepared  for  their  entertainment.  We  need  them 
in  our  business.  Come. 


Prizes 

Get  your  want  book  in  shape  at  inventory  time  and 
bring  it  with  you.  Your  prize  committee  will  soon  re- 
port a  plan  whereby  the  smallest  merchant  may  com- 
pete on  an  equal  basis  with  the  largest.  It  will  not  be  a 
question  of  volume,  as  in  former  years. 


In  the  January  issue  I  will  try  and  write  on  the  buy- 
ing end  of  the  game. 


Mr.  Norvell,  editor  of  the  Hardware  Reporter,  of  St. 
Louis,  has  promised  to  be  with  us  and  give  us  a  talk  hot 
from  the  bat.  He  can  do  it  right  and  you'll  appreciate  it. 
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Newberry's  Underground  Gasoline  and  Kerosene 
Storage  Ot&tfits 

A  medium  priced  outfit,  but  in  every  way  first  class.  The  pump  is 
a  brass  barrel  and  valves  with  brass  lever  hose  bibb.  The  tank  is 
made  of  18  or  16  gauge  galvanized  iron  as  desired,  riveted,  soldered 
and  air  tested  before  leaving  our  factory  and  guaranteed  satisfactory. 
55  gal.  18  ga.  23x36  $16.20-16  ga.  $17.40  120  gal.  18  ga.  30x42  $19.80-16  ga.  $21.90 
150  gal.  18  ga.  30x60  $21.00-16  ga.  $23.40  200  gal.  18  ga.  30x72  $27.00—16  ga.  $30.00 
Terms— 60  days  net,  2%  10  days,  or  if  cash  accompanies  order  will  deliver  any  of 
these  outfits  to  your  station  freight  prepaid  at  the  above  prices  NET. 

NEWBERRYS  HARDWARE  CO.,       ALLIANCE,  NEBR. 
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Letters  from  the  Boys 

From  the  National  President— I  just  finished  read- 
ing the  Nebraska  Ironmonger,  second  edition.  The  first 
one  must  have  come  to  my  desk  but  I  missed  it.  I  en- 
close 25c  for  a  year's  subscription.  On  page  12  you  have 
commenced  to  strike  where  the  iron  is  hot,  and  I  hope 
you  will  keep  it  up.  The  education  of  the  little  dealer  is 
essential,  just  now,  and  is  one  of  the  improvements  ab- 
solutely necessary  to  better  conditions  in  retailing  hard- 
ware. When  you  realize  the  problems  that  confront  our 
insurance  department  in  many  cases  when  called  upon 
to  adjust  losses  where  there  is  no  inventory,  no  cash 
sales  record,  no  system  whereby  the  value  of  the  goods 
can  be  determined,  it  is  hard  to  figure  out  where  ,  this 
dealer  can  protect  himself  against  the  live  up-to-date 
mail  order  firms.  I  believe  that  it  is  very  important  for 
us  all  to  come  out  very  plainly  on  some  of  these  ques- 
tions, and  try  and  develop  local  conditions.  In  fact  we 
must  inject  our  membership  with  a  little  more  ''kreuger- 
ism,''  which  means  ginger,  system,  more  activity,  and  a 
better  management  of  the  retail  store.    L.  C.  Abbott. 

Boston  Enclose  find  check  for  two  year's  subscrip- 
tion to  the  Ironmonger.  I  am  very  much  interested  in 
the  magazine  and  cannot  see  anything  but  success  for  it. 
I  think  it  a  very  good  idea  for  all  associations  to  adopt. 
Henry  M.  Sanders. 

Bradshaw  I  have  received  two  copies  of  the  Iron- 
monger and  think  it  a  neat  sheet  and  well  worth  every 
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dealers  consideration.  Enclosed  find  25c  for  subscrip- 
tion.  C.  A.  Strahle. 

Alliance— We  are  in  receipt  of  the  Ironmonger  and 
also  note  your  comment  on  our  gasoline  storage  outfit. 
We  think  you  are  getting  out  a  nice  paper  and  do  not 
see  why  it  should  not  be  a  great  help  to  the  dealers  in 
Nebraska,   C.  A.  Newberry. 

Page-  Enclosed  find  $1  in  payment  of  subscription 
to  the  Ironmonger  for  four  years.  This  is  a  step  in  the 
right  direction,  let  the  good  work  go  on.  Townsend  Bros. 

Upland— We  have  the  second  issue  of  the  Ironmon- 
ger and  enclose  $1  on  subscription.  Your  enterprise  in 
getting  out  this  little  house  organ,  it  may  be  called,  mer- 
its the  support  of  the  hardware  men  and  we  hope  that 
they  realize  it.  After  reading  Hargelroad's  letter  I  hur- 
ried to  send  in  my  subscription  so  that  I  would  not  be 
counted  among  the  39.  Mike  is  all  right.   Hansen  Bros. 

Broken  Bow— Have  just  received  the  second  num- 
ber of  the  Ironmonger  and  have  read  it  with  newer  in- 
terest. Seems  to  be  a  good  thing,  especially  for  the  low 
price.  Herewith  find  25c  in  stamps.  Wish  you  the  sup- 
port of  all  the  hardware  dealers  and  much  success  to  the 
Ironmonger.   G.  W.  Apple. 

Seward—  Enclosed  find  $1  subscription  to  the  Iron- 
monger. Same  is  always  welcome  in  our  store.  It  no 
doubt  will  be  greatly  appreciated  by  most  of  our  hard- 
ware men  as  it  is  quite  a  valuable  addition  to  the  N.  R. 
H.  A.   We  wish  you  success.    Rupp  &  Dietz. 
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A  gude  New  Year  to  ane  and  a'  and  mony  may 
you  see. 


Our  Regular  Family  Chat 

The  fourth  number  of  this  leaflet  must  of  necessity 
be  given  over  largely  to  Convention  matters,  being  the 
last  issue  before  that  eventful  occasion.  I  think  every 
man  owes  it  to  himself  and  his  business  to  take  a  few 
days  away  from  the  daily  grind,  to  brush  up  against  his 
fellow  merchant,  to  come  in  touch  with  others  than  those 
he  sees  daily,  to  open  his  eyes  at  least  once  a  year  to  the 
immensity  of  things,  to  learn  that  others  have  business 
plans  and  systems  different  from  his  own,  some  better 
and  some  not  as  good,  to  have  his  troubles  and  perplex- 
ities  aired  from  many  viewpoints,  to  find  out,  perhaps  to 
his  surprise,  that  his  competitor  is  not  such  a  mean  fel-^ 
low  after  all,  to  learn  something  it  pays  well  to  know, 
and,  finally,  to  take  a  few  days  rest  and  have  a  good 
time.   It  is  a  good  investment.   You  will  reap  the  profit 
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when  you  return  to  the  grind,  I  beHeve  it  pays  every 
merchant  to  take  a  rest  and  look  away  from  that  which 
possesses  his  soul  so  many  days  in  the  year.  When  we 
lay  down  our  working  tools  for  the  last  time  we  will  be 
dead  a  long  period,  and  we  can't  take  a  nickel  with  us. 

Bring  the  good  lady  along,  she  needs  a  rest  too,  and 
will  be  better  able  to  help  you  when  you  get  back.  The 
fare  is  only  two  cents  a  mile,  which  is  cheaper  than  to 
walk,  and  Omaha  will  feed  you  cheaper  than  staying 
at  home  and  the  change  will  do  you  good.  Also  come 
with  your  mind  aglow  to  give  as  well  as  take.  Like  the 
sponge,  absorb- but  when  squeezed,  let  it  out. 

The  roll  call  will  be  at  two  o'clock,  Tuesday,  Febru- 
ary 11th,  in  the  auditorium  of  the  Rome  Hotel.  Be  pres- 
ent to  answer  "Aye."  EDITOR. 


The  Buying  Game 

Some  would  have  us  believe  that  good  buyers  are 
born,  not  made.  There  is  nothing  to  it.  However,  for 
argument's  sake  I  will  admit  that  there  is  one  class  of 
people  born  traders.  They  got  their  early  knocks  along 
that  line  back  among  the  Pharaohs  and  it  has  stayed  in 
their  blood  ever  since,  in  fact  a  kind  Providence  has 
marked  them  in  such  a  way  that  we  may  know  them 
and  be  on  our  guard.  But  when  we  get  back  to  common 
clay  it  is  only  a  question  of  digging  out  our  own  salvation 
as  best  we  can.  The  whole  secret  of  buying  right  is 
knowing  right,  and  the  merchant  who  does  not  know 
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right  is  at  the  tail  end  of  the  race.  The  adage  ''Knowl- 
edge is  power''  will  never  lose  its  force,  and  the  merchant 
who  desires  to  buy  right  must  possess  the  power.  In  this 
day  and  age  of  printer's  ink  there  is  no  excuse  for  lack 
of  power.  The  mails  are  supercharged  with  knowledge, 
tons  of  which  many  consign  to  the  fire  without  even 
looking  at  them.   Of  what  value  are  the  public  schools 

j  if  we  don't  learn  to  read,  and  of  what  value  is  being  able 
to  read  if  we  don't  apply  it  to  our  betterment?  All  there 
is  to  buying  right  is  to  know  your  subject  well  and  make 
its  application.  The  mail  order  houses  know  its  value 
and  apply  their  hearts  to  wisdom.  Why  can't  you?  The 
fact  that  a  jobber  salesman  reads  his  titles,  or  I  should 
say  cost  marks,  clear,  can't  for  a  moment  discount  your 

.  superior  knowledge  on  any  price  subject  you  have  laid 
yourself  out  to  master.  Don't  forget  it  you  must  lead 
and  let  him  follow  if  he  can.  There  is  another  feature 
of  buying  that  oft  times  proves  an  expensive  experience. 

'  Buy  to  fit  your  business  -and  you,  not  your  neighbor  or 
customer,  must  be  the  proper  judge  of  that  important  es- 
sential. I  might  dilate  on  so  large  a  subject,  but  this  is 
sufficient  if  you  will  think  it  out  and  then  apply  the 
thunks.    The  results  will  be  gratifying  to  you. 

EDITOR. 


M^antei/  Hardware  stock  in  eastern  Nebraska  from 
$5,000  to  $20,000,  in  trade  for  clear  improved  irrigated 
farms  in  Scotts  Bluff  county.   Apply  at  this  ofifice. 
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Prize  Buying  Contest 

We  don't  desire  to  urge  on  you  buying  beyond  your 
needs,  but  that  exhibitors  may  have  practical  demonstra- 
tion of  our  interest  in  the  exposition  feature  of  our 
annual  convention,  it  should  be  the  pleasureable  duty  of 
every  member  to  accumulate  his  wants  for  this  opportu- 
nity. In  order  that  there  may  be  a  mutual  incentive  to 
do  so,  the  Association  offers  four  prizes  of  $20  each,  upon  a 
just  and  equitable  basis.  The  plan  is  fully  explained  on 
the  following  page. 

The  prize  committee  are  among  our  best  men  and 
they  will  see  to  it  that  absolute  fairness  is  meted  out, 
whether  you  have  $2,000  or  $50,000  invested  as  a  going 
business.  Study  it  over  carefully  and  come  prepared  to 
do  your  whole  duty. 

Prize  Contest  Plan 

You  will  be  given  a  buyer's  register  at  the  Secre- 
tary's desk  upon  your  arrival.  The  class  in  which  you 
belong  will  be  indicated.  It  will  be  your  duty  to  have 
salesmen  record  therein  name  of  line,  amount  purchased 
and  sellers  name  and  address.  Mr.  J.  J.  Jennings,  of 
Gothenburg,  is  chairman  of  the  prize  plan  committee. 
He,  with  the  other  members  of  committee,  Thomas  and 
•Lottspeich  of  Minatare,  will  put  you  right  on  any  diffi- 
culties that  may  arrive  and  their  decisions  are  final. 

Members  shall  be  divided  into  four  classes  as  per  R. 
G.  Dun  Co.  rating. 

Class  A,  rated  $20,000  and  over. 
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Class  B,  rated  $10,000  to  $20,000. 

Class  C,  rated  $5,000  to  $10,000. 

Class  D,  rated  $2,000  to  $5,000. 

Members  of  the  N.  R.  H.  A.  in  Class  A  buying  in 
each  line  during  Convention,  from  Exhibitors,  a  total 
purchase  of  not  less  than  $20  in  each  line,  for  the  great- 
est number  of  purchases,  a  prize  of  $20  will  be  awarded. 

Class  B  is  limited  not  less  than  $15,  same  conditions. 

Class  C  is  limited  not  less  than  $10,  same  conditions. 

Class  D  is  limited  not  less  than  $5,  same  conditions. 

In  explanation,  lines  a  general  hardware  jobber  car- 
ries is  divided  up  as  she'f  hardware  one  line,  cutlery  an- 
other, tinware,  graniteware,  washing  machines,  r  efriger- 
ators, stoves,  etc.,  are  all  considered  as  different  lines 
and  the  same  is  held  good  in  all  the  exhibits  throughout 

The  List  of  Exhibitors 

At  the  Twelfth  Annual  Educational  Exposition,  at 
Omaha,  February  10  to  15.  1913.  Nebraska  i  ed  Letter 
Days,  February  11,  12,  13  and  14.  Arrange  your  want- 
books  to  fit  the  lines  handled  by  them.  There  will  be 
about  thirty  more  who  come  too  late  for  this  issue.  See 
the  official  program  for  complete  list. 

At  Last  Washer  Co.,  Perry,  la.    34 

Aluminum  Cooking  Uten.  Co.,  E.  St.  Louis,   64 

American  Steel  &  Wire  Co.,  Chicago   54-55 

E.  C.  Atkins  &  Co.,  Minneapolis  83-84 

Arcadian  Malleable  Range  Co.,  Milwaukee   88 
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Copper  Clad  Malleable  Range  Co.,  St.  Louis_  105 

Carborundum  Co.,  Niagara  Falls,   46-47 

Campbell  Heating  Co.,  Des  Moines  1-2 

Double  Blast  Mfg.  Co.,  North  Chicago   37 

R.  E.  Peitz  Co.,  New  York  City  _   74 

DeLaval  Separator  Co.^  Ciiicago   16 

Elliott  Mfg.  Co.,  Warren,  111.    27-28 

Excelsior  Steel  Furnace  Co.,  Chicago  _  .  71 

Engman-Matthews  Range  Co.,  So.  Bend,  Ind  „^  98 

Globe  Stove  &  Range  Co.,  Kokomo,  Ind.   4-5 

Ciobe  Mfg.  Co.,  Perry,  la.    66 

Griswold  Seed  Co.,  Lincoln,  Nebr.   .  87  , 

Gem  City  Stove  Co.,  __   .    _  26-35  . 

Herrick  Refrigerator  Co.,  Om  aha,  _  . .  „  _  _ _  _ .  _    86 , 

Hardware  Reporter,  St.  Louis   108 

C.  F.  Ham  Mfg.  Co.,  Rochester,  N.  Y.,   48 

Henry  &  Allen,  Omaha,   80 

Quincy  Stove  Co.,  Quincy,  III.  .  21-40, 

Iron  Age-Hardware,  New  York__„  __  109 

Keith  Furnace  Co.,  Des  Moines  -    --  44 

Lenox  Furnace  Co.,  Marshalltown,  Iowa   50^51 

Kees  Mfg.  Co.,  Beatrice,  Neb.    j  67  : 

Luther  Grinder  Mfg.  Co.,  Milwaukee  . .  1  _ ^ .     6  ' 

Malleable  Iron  Range  Co.,  Beaver  Dam,  Wis  93-94 

Majestic  Mfg.  Co.,  St.  Louis  .   65-76 

Monarch  Mfg.  Co.,  Council  Bluffs,  la.  90 
Malleable  Steel  &  Range  Co.,  So.  Bend,  Ind.,:  i85 
Nebraska  Blau  Gas  Co.,  Omaha   _____  i ::  89 


THE  NEBRASKA  IRONMONGER 


Nebraska  Seed  Co.,  Omaha   75 

National  Hardware  Bulletin,  Argos,  Ind.  107 

Ohio  Varnish  Co.,  Cleveland,    77 

Omaha  Paint  &  Glass  Co.,  Omaha   92 

Omaha  Heavy  Hardware  Co.,  Omaha   82 

Paxton-Gallagher  Co.,  Omaha    95-96-97 

Perfection  Washer  Co.,  New  York  City   56 

Ringen  Stove  Co.,  St  Louis   99 

Rullman  Bros.  Mfg.  Co.,  St.  Joe,  Mo  45 

Rumley  Product  Co.,  Lincoln,  Neb.   72 

Sharpies  Mfg.  Co.,  Chicago  .   7 

Standard  Furnace  &  Supply  Co.,  Omaha  41-60 

R.  F.  Struthers,  Peoria   15 

Victor  Mfg.  Co.,  Leavenworth,  Kan   57-58 

Voss  Bros.  Mfg.  Co.,  Davenport,  Iowa   91 

Womans  Faultless  Washer  Co.,  LaCrosse,  Wis_  106 
White  Lily  Mfg.  Co.,  Davenport,  Iowa  25-36 


atioral  Headquarters 
Few  of  us  have  seen  the  national  plant  at  Argos,  In- 
diana. Those  who  have  not  have  no  idea  of  its  immen- 
sity, efificiency  and  daily  grind  in  the  interest  of  the  hard- 
ware men^of  the  United  States.  We  can't  all  go  to  the 
mountain,  but  we  can,  in  a  measure,  bring  the  moutain 
to  Mohammed.  To  that  end  we  will  exhibit  an  exact  re- 
production of  the  building  at  Argos,  in  the  N.  R.  H.  A. 
headquarters  in  the  auditorium  at  Omaha.  The  hostesk 
will  dispense  light  refreshment%  that  the  body  as  well  as 
the  mind  may  be  treated  imparj:ially. 


8 


THE  NEBRASKA  IRONMONGER 


Heart  to  Heart  Talk  from  the  President  of  the  Mutual 
Insurance  Company 

How  is  your  Fire  Insurance  placed  ? 

If  it  is  with  the  Nebraska  Hardware  Mutual,  it  is  all 
right,  and  you  can  retire  at  night  with  a  feeling  of 
security. 

At  the  last  meeting  of  the  Directors;  the  question 
ot  a  dividend  for  this  year  was  one  of  the  interesting 
items  to  be  decided.  The  net  surplus  jusf  ified  a  generous 
amount  to  be  credited  each  policy  holder  on  the  1913 
expirations,  and  at  the  same  time  maintain  a  reserve 
greater  than  required  by  the  Insurance  department.  The 
Directors  authorized  a  return  of  20%  on  each  renewal 
for  this  year  believing  this  plan  would  in  the  end  be  the 
wisest  and  most  satisfactory  to  the  members. 

The  condition  of  the  Nebraska  Hardware  Mutual  is 
better  at  this  writing  than  ever  before,  and  the  loyalty  of 
the  members  during  the  ex'stence  of  this  company  has 
placed  the  Nebraska  Hardware  men  in  the  front  rank 
of  retail  merchants  throughout  the  country. 

This  company  is  almost  exclusively  a  state  company, 
and  as  such  can  be  much  more  beneficial  for  the  mem- 
bers than  by  a  scattered  membership,  located  in  various 
states,  and  with  an  indifferent  membership  who  would 
look  to  dividends  rather  than  safety. 

The  Secretary  will  soon  mail  to  all  policy  holders,  a 
statement  of  business  up  to  December  31, 1912, 


THE  NEBRASKA  IRONMONGER 


9 


If  each  of  the  members  will  examine  his  policies, 
see  if  this  company  has  the  limit  of  insurance  on  the 
business,  also  a  policy  on  the  house  and  household  goods 
and  will  then  pass  the  good  word  along  to  his  employees 
and  competitors,  it  will  assist  in  the  solid  growth  of  the 
Hardware  Mutual. 

Other  influences  continually  work  against  mutuality 
and  it  requires  loyal,  clear-headed,  far-seeing  business 
men  to  protect  their  best  interests,  of  which  the 
Nebraska  Hardware  Insurance  Compauy  is  one  of  the 
safest  and  most  profitable. 

A  word  for  our  Secretary  who  is  devoting  his  whole 
of  his  time  night  and  day  for  the  up-building  of  the 
Hardware  Interests.  He  is  demonstrating  the  ability  of 
a  retail  hardware  merchant  in  an  original  manner. 

A  Standpat  in  conservative  methods  on  all  insur- 
ance matters. 

A  Progressive  in  his  ''Ironmonger''  and  Hard- 
ware Association  ideas. 

A  Republican  in  principal,  yet  Democratic  in  his  in- 
dependence of  thought  and  action. 

Long  live  the  Ironmonger  and  its  Editor,  who  have 
first  entered  the  field  in  the  interests  of  the  Retail  Mer- 
chant, first,  last  and  always. 

Whatever  you  plan  for  this  year,  place  first  on  the 
list  the  Nebraska  Hardware  Convention.  It  will  be  orig- 
inal, educational  and  inspiring. 

Bring  your  insurance  policies  and  have  them  checked 
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up  to  date,  to  avoid  possibility  of  error,  which  usually  be- 
comes known  after  a  loss  occurs. 

Hoping  to  give  the  ''glad  hand''  to  one  thousand  loy- 
al Nebraska  Hardware  men  at  the  Omaha  convention  on 
February  11th  to  15th,  next,  I  am, 

Truly  yours, 

H.  J.  HALL 


The  Question  Box 

There  is  much  that  we  know  that  we  do  not  know 
we  know. 

Rules  governing  discussions:  Each  question  shall 
be  opened  by  a  different  speaker.  Time  five  minutes. 
Each  member  shall  be  allowed  five  minutes.  No  mem- 
ber shall  speak  more  than  twice  on  the  same  question. 
Referee  shall  occupy  five  minutes. 

Why  should  we  continue  to  be  cats-paws? 
Opened  by  Mr.  Ammon,  of  David  City. 

Is  it  the  jobber's  or  manufacturer's  guarantee  on  the 
goods  I  sell  that  builds  up  my  trade  in  my  territory? 
Opened  by  Frank  Bonzek,  of  Linwood. 

Are  private  brands  and  free  stationery  advertising 
progressive,  and  are  they  conducive  to  sure  andjsafe 
growth? 

Opened  by  S.  A.  Sanderson,  of  Lincoln. 
Should  jobbers  and  manufacturers  quote  one  price 
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to  all  irrespective  of  quantity  conditions  or  credit  rating? 
Opened  by  J.  W.  Armstrong,  of  Auburn. 

Does  it  pay  to  economize  in  help? 
Opened  by  C.  J.  Olsen,  of  Palmyra. 

Should  members  devote  much  time  to  reading  Hard- 
ware literature  and  posting  up  on  the  market? 
Opened  by  W.  C.  Klein,  of  Milford. 
Is  it  an  essential  feature  of  business  to  promptly  an- 
swer important  correspondence? 

Opened  by  Mr.  Alden,  of  Hyannis. 
How  can  we  get  wholesale  houses  to  quit  retailing? 
Opened  by  O.  L.  Wernier,  of  Omaha. 

Does  it  pay  to  concentrate  our  buying? 
Opened  by  Ray  Weaverling,  of  Beatrice. 

Why  can't  I  make  a  living  profit  in  my  hardware 
store? 

Opened  by  M.  J.  Wickersham,  of  Weeping  Water. 

Is  it  wise  to  take  up  the  Merchants  Syndicate  cata- 
logue scheme  in  addition  to  our  legitimate  business? 
Opened  by  H.  C.  Wittman,  of  Lincoln, 
Why  can't  we  buy  harness  staples  at  15  cents  a  doz- 
en, etc.  etc. 

Opened  by  M.  A.  Hargelroad,  of  Holstein. 
Can  and  should  the  entire  retail  Hardware  trade  in- 
augurate a  strictly  cash  basis  upon  which  to  do  business? 
Opened  by  E.  J.  Holmes,  of  Bloomington. 
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A  Timely  Warning 

Why  don't  Hardware  Associations  take  the  initia- 
tive in  a  movement  to  restrict  the  sale  of  fire  arms?  Or 
better  yet,  why  don't  the  Nebr.  Retail  Hardware  Asso- 
ciation take  some  active  steps  along  this  line? 

Talk  about  needed  reforms,  there  is  no  reform  in  all 
the  long  list  from  ballot  reform  to  prison  reform  so 
needed  as  this.  There  may  have  been  a  time  in  the 
past,  when  this  country  was  new  and  personal  protec- 
tion required  that  a  man  go  armed,  that  there  was  an 
excuse  for  carrying  a  revolver,  but  now,  no  such  excuse 
exists.  Only  the  ease  with  which  the  ubiquitous  bandit 
can  possess  himself  of  a  revolver  makes  it  at  all  neces- 
sary for  the  honest  man  to  own  one. 

If  proper  laws  were  enacLed  restricting  the  sale  and 
ownership  of  guns  and  revolvers,  life  and  property  would 
be  far  safer  than  they  are  today.  Almost  every  pawn 
shop  and  second  hand  store  in  the  country  have  dozens 
of  guns  and  revolvers  for  sale,  at  prices  ranging  50  cts. 
upward.  All  the  holdup  man  has  to  do  is  to  step  in  and 
purchase  and  no  questions  are  asked. 

In  the  first  place,  every  vendor  of  fire  arms  in  the 
state  should  be  licensed.  Not  merely  a  nominal  license 
but  large  enough  to  place  the  sale  of  these  goods  in  the 
hands  of  persons  with  enough  financial  backing  to  make 
them  responsible  in  case  of  violation  of  the  law. 

Secondly,  no  one  should  be  allowed  to  purchase  or 
carry  a  revolver  without  a  permit  from  the  Mayor  or 
Chief  of  Police,  if  resident  of  a  town  or  city,  and  if  a 
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country  resident,  from  the  Sheriff  of  the  county  in  which 
he  resides.  The  penalty  for  not  complying  with  this 
law  to  be  fine  or  imprisonment  of  sufficient  severity  to 
render  the  carrying  of  weapons  without  such  permit 
practically  prohibitive. 

For  instance,  the  person  desiring  to  own  a  gun  or 
revolver  would  then  go  to  the  proper  authorities,  secure 
his  permit,  paying  for  same  a  nominal  fee,  and  register- 
ing his  name  and  address.  The  number  of  this  permit 
and  the  purchaser's  name  and  address  could  be  taken  by 
the  vendoi^  and  his  register  of  sales  be  open  to  the  in- 
spection of  the  proper  officers  at  anytime. 

With  some  such  regulation  as  the  foregoing,  irre- 
sponsible parties  could  not  have  fire  arms  for  sale,  and 
would-be  murderers,  suicides  and  hold-up  men  could  not 
so  readily  purchase  the  means  to  consummate  their  ends. 
It  would  enable  the  householder,  who  desires  to  own  a 
weapon  at  his  home,  or  the  sportsmsn  who  owns  a  shot 
gun  or  rifle  for  amusement,  to  secure  the  same  and  yet 
bar  out  the  irresponsible  who  have  no  right  to  possess 
dangerous  weapons.  HARDWARE. 


Convention  Foreword 
Terse  subjects  will  be  handled  by  prominent  and 
able  men. 

S.  Norvell,  editor  of  the  Hardware  Reporter,  will 
handle  "How  best,  to  utilize  parcels  post  to  our  advan- 
tage.'' 
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W.  S.  Wright,  secretary  of  theWright-Wilhelmy  Co., 
will  explain  the  outcome  of  the  Triangle  Conference. 

W.  L.  Macomber,  Chicago,  will  emphasize  ''Salvation 
via  hardware  mutual  insurance." 

George  Druliner  will  offer  "Redemption  through 
profit-making,''  simple  but  absolutely  guaranteed  to  cure 
or  no  pay. 

G.  L.  Ladner,  national  officer,  will  offer  a  glad  hand 
and  welcome  to  greater  progress. 

Sharon  E.  Jones,  the  mastermind,  will  speak  of  "the 
possibilities  for  the  future.'' 

A.  C.  Bartlett,  president  of  the  Hibbard,  Spencer 
Bartlett  Co.,  will  point  the  way  to  a  sound  banking  sys- 
tem. 

There  are  many  others  who  will  have  good  practical 
talks  for  our  uplift  and  betterment.  A  feast  of  reason 
and  flow  of  soul  promised  to  those  who  are  looking  and 
reaching  for  bstter  things  in  the  future. 


Special  Inducements  Offered  to  Buyers  by  Exhibitors 

I  have  been  officially  notified  by  a  number  of  exhib- 
itors that  my  plan  of  offering  special  discounts  to  mem- 
bers of  the  N.  R.  H.  A.  has  been  favorably  adopted,  and 
while  we  can't  make  public  the  list  of  jobbers  and  man- 
ufacturers that  have  conceded  this  point  it  will  be  up  to 
you  and  them  to  get  together  on  this  feature  as  soon  as 
possible  after  you  arrive.  Come  early— everything  will 
be  in  apple  pie  order  Tuesday  morning,  February  11th. 
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Making  Use  of  Parcels  Post 

Whether  originally  in  favor  of  parcels  post  or  not, 
it  is  here,  and  it  is  up  to  us  merchants  to  embrace  the 
opportunity  and  turn  its  many  advantages  to  our  own 
benefit  and  usef  ulness.  The  live  business  man  will  find 
in  it  a  means  to  an  end  and  it  is  up  to  you  to  catch  hold 
of  the  new  tow-line  now— stop  thinking  about,  until  the 
other  fellow  more  alert  gets  ahead  of  you.  Keep  abreast 
of  the  current  and  lose  no  time  in  letting  your  country 
trade  know  that  you  are  ready  to  utilize  this  service  for 
their  benefit  and  comfort,  that  you  are  prepared  to  antic- 
ipate their  needs  out  of  your  complete  and  up-to-date 
stock,  give  them  prompt  delivery  at  their  door,  free  of 
cost  to  them.   Get  these,  and  you  will  get  there. 


It  was  brought  to  my  attention  recently  that  there 
is  one  Ime  of  profitable  non-competitive  goods  that  strict- 
ly belongs  to  the  hardware  line  that  is  passed  over  by 
many  of  our  merchants,  namely:  steel  fence  posts.  They 
are  fast  gaining  ground  over  the  old  wood  posts  and  will 
soon  be  a  staple  article.  I  know  at  least  one  of  our  pro- 
gressive merchants  who  finds  it  a  profitable  side  line  to 
his  business.  I  am  told  that  he  averages  a  car  a  month, 
which  is  not  bad  for  a  side  line.  We  will  try  and  have 
this  member  tell  us  about  it  at  the  Convention. 


T/ps— As  to  your  expense  account  Brothers,  note 
this  Arithmetic:  Five  dollars  is  five  per  cent,  of  one  hun- 
dred dollars.  Have  you  stopped  to  think  it  over 
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Tips—  I  had  rather  have  good  crops,  than  a  choice 
of  presidents  any  day.  The  business  man  who  reaHzes 
that  swopping  dollars  does  not  make  him  any  friends  is 
going  to  get  busy  and  ask  a  profit  on  what  he  sells,  and 
old  Mother  Nature  is  going  to  boost  his  game  along  and 
help  him  get  it.  Most  business  men  have  gotten  the 
habit  of  believing  that  the  only  way  to  bring  on  prosper- 
ity is  to  force  sales  at  the  expense  of  profit,  but  there  is 
nothing  to  it.  This  thing  of  going  the  other  fellow  one 
better  is  like  a  pie  eating  match,  one  is  going  to  kill 
himself  and  the  other  is  going  to  the  hospital  and  when 
he  gets  well,  there  will  be  no  more  pie  on  the  bill  of 
fare.  This  is  all  good  dope  brothers  and  I  hope  you 
will  go  to  it. 


Work  backed  up  with  a  reason,  a  purpose  and 
a  route.  Thaf  s  the  kind  that  delivers.  Wasted  efforts 
made  the  most  useless  junk.  They  have  to  be  picked 
out  of  the  junk-pile  and  dumped  into  the  swamp  to  fill 
up.  And  some  day  some  fellow  builds  a  house  there 
and  tries  to  start  a  garden,  but  nothing  grows  when  fer- 
tilized with  wasted  effort.  Don't  work  for  work's  sake- 
work  for  results.  Every  effort  which  works  out  right 
adds  to  self-confidence,  and  every  effort  which  works  out 
wrong  adds  to  experience.  Keep  on  trying,  make  the 
attempt.  If  you  have  an  idea  you  can  only  measure  its 
worth  by  trying  it  on. 
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A  Good  Resolution 

Here  is  a  resolution,  by  Secretary  Scott,  of  the 
Michigan  Retail  Hardware  Association,  that  may  be  a 
few  days  late,  but  it  is  none  the  less  important  to  the 
man  who  is  starting  out  the  New  Year  with  a  determi- 
nation to  make  it  the  best  one  in  his  business  career. 

Read  it  over  and  if  it  looks  ^ood  to  you  fall  in  line 
and  give  it  your  endorsement. 

Whereas:  I  have  in  the  past  depended  upon  my 
own  knowledge  and  experience  to  guide  me  in  my  busi- 
ness and  have  given  no  particular  thought  to  the  benefits 
which  I  might  derive  from  meeting  personally  and  ex- 
changing experiences  with  the  hundreds  of  other 
bright  hardware  dealers  in  my  state*  and, 

Whereas :  The  Nebraska  Retail  Hardware  Associa- 
tion, composed  of  upwards  of  700  active  merchants,  is 
seeking  in  every  way  possible  to  improve  the  business 
in  which  I  am  engaged  and  only  asks  me  to  contribute 
the  nominal  sum  of  $5  per  year  for  tts  support,  which 
sum  can  be  returned  to  me  many  times  over  each  year 
through  the  medium  of  the  Nebraska  hardware  mutual 
fire  insurance  company,  therefore,  I  hereby 

Resolve:  To  make  application  for  membership 
in  this  Association  at  once  and  as  an  evidence  of  my 
earnestness,  I  have  this  day,  mailed  to  the  secretary,  my 
signed  application  blank  with  $5  which  will  cover  my 
entire  dues  to  February  1,  1914. 

We  want  you  now.   Let's  hear  from  you.  Don't 
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vvithbold  f  cm  yourself  longer  the  benefits  that  are  so 
easy  to  secure. 


Entertainment 

Member  Arndt,  of  Blair,  takes  charge  of  the  singing 
and  he  promises  that  his  quartette  will  make  the  welkin 
ring.  He  bids  me  say  that  he  expects  all  the  members 
to  wet  their  whistles  thoroughly  and  be  ready  to  join  in. 

The  entertainment  during  the  Convention  is  being 
worked  out  by  a  capable  committee  located  in  Omaha 
especially  for  the  ladies,  and  is,  in  part,  Tuesday,  receiv- 
ing Merchants  and  Ladies ;  Wednesday  afternoon.  See- 
ing Omaha:  Wednesday  evening.  Theatre  Party; 
Thursday  afternoon.  Matinee  Party ;  Thursday  evening, 
Grand  Banquet.  In  addition  there  will  be  intensely  in- 
teresting features  at  the  Auditorium  all  the  time. 

Lack  of  space  prevents  the  publication  of  the 
official  program  but  there  will  be  something  doing  all 
the  time.  The  Convention  will  open  promptly  at  1:30 
Tuesday,  February  11th,  in  the  Rome  Hotel  auditorium. 
Be  on  hand  and  respond  to  roll  call. 

If  our  plans  fail  not  our  very  genial  fiyend,  Hospe 
the  Music  Man,  will  furnish  the  very  latest  acquisition 
to  the  highest  art  of  man,  in  the  way  of  an  electrical 
combination  of  musical  instruments.  It  will  be  worth 
going  a  long  way  to  see  and  hear.  This  will  be  in  action 
a  great  part  of  the  time. 
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An  important  part  of  our  Convention  program  will 
be  short,  snappy,  educational  talks  in  the  Auditorium 
every  day  at  4:00  o'clock,  lasting  about  thirty  minutes. 
On  the  second  day  we  will  have  moving  pictures  showing 
every  operation  in  changing  pig  iron  to  the  finely  finished 
product.  There  will  be  short  talks  on  selling  the  hard- 
to-sell  article. 

There  will  be  an  expose  of  the  white  lead  and  pa^nt 
problem,  from  a  co-operative  viewpoint,  and  other  fea- 
tures of  interest.  I  want  the  N.  R.  H.  A.  members  to 
lend  their  presence  and  attention  to  this  feature  of  our 
gathering.    It  will  pay  you  ten-fold. 


Auction  Sale  at  Convention 

Have  you  any  surplus  stock  in  any  of  your  lines? 
Perhaps  others  are  short.  Bring  with  you  a  list  pf  such. 
They  will  be  offered  for  sale  to  the  highest  bidder,  the 
owner  retaining  the  privilege  of  bidding  in  his  own  goods. 
This  may  liave  real  merit  and  it  costs  you  nothing  to  try 
it  out.  ; 


Something  New  and  Interesting  i 

At  one  of  the  sessions  in  Convention  hall  we  expect 
to  place  threa  or  ifour  articlevof  houshold  use  and  play 
salesman  with  th^m.  We  want  you  to  select  your  tavor- 
ite  range,  washing  machine,  or  any  article  you  please, 
write  us  at  once  what  it  is,  and  I  will  try  and  have  it  all 
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ready  for  you.  You  then  shall  enter  the  competitive  lis  t 
in  selling  to  prospective  customers.  Three  judges  shall 
decide  on  points  of  merit  and  prizes  shall  be  awarded. 
Don't  fail  to  write  me  at  once.  This  will  be  interesting 
and  instructive  to  all,  but  will  not  materialize  unless  you 
take  it  up  now. 

Members  who  made  the  ofifice  a  pleasant  visit  this 
month :  O.  G.  Dahlstrom,  Newman  Grove,  who  is  now 
out  of  business;  Mr.  and  Mrs.  Peter  Olsen,  Bennett; 
Jas.  T.  Hanzvicker,  Beaver  Crossing;  W.  C.  Kline,  Mil- 
ford  ;  W.  L.  Speier,  Genoa ;  Wm.  Waldorf,  late  of  Wes- 
ton, now  out  of  business ;  C.  J.  and  Miss  Olsen,  Pal- 
myra; J.  B.  Trexler  and  Wife,  Bennett;  .S.  C.  Oaks, 
Seward ;  L.  F.  Holloway,  Fremont ;  J.  F.  Goehner, 
Seward ;  Thos,  Nelson,  Springfield ;  Dan  Kavanaugh, 
C.  K.  Lawson,  Hastings;  M.  D.  Hussie,  Omaha;  Ernst 
Hoppe,  Lincoln. 


The  Byars  Hardware  Co.  will  open  up  a  new  stock 
in  Benson..  Mr.  Byars  has  conducted  a  successful  busi- 
ness at  Valley  for  many  years  but  sold  out  last  fall  to 
Clark  &  Johnston.  He  has  always  Leen  a  loyal  member 
of  the  Association. 


T/p— Subtract  O  from  Good  and  add  D  to  Evil  and 
you  have  left,  God  and  Devil.  D  plus  O  spells  DO,  the 
word  which  signifies  true  religion.  It's  what  you  do  that 
counts  for  good  or  evil. 
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Out  in  the  State 

The  fire  fiend  played  havoc  with  the  largest  school 
buildiing  at  Alliance  last  month. 

Alliance  is  up-to-date  and  progressive.  The  White 
Way  from  the  depot  up  town  is  lined  with  a  cluster  of 
lights,  five  in  each  set.  The  effect  is  beautiful  and 
unique. 

The  last  cold  snap  developed  15  below  zero  at 
Alliance.  The  boys  at  work  on  inventory  had  to  hustle 
to  keep  warm. 

Member  J.  W.  Rogers,  of  Farnam,  incurred  a  total 
loss  by  fire  January  9th.  He  had  a  stock  of  about 
$28,000,  with  $24,000  insurance,  $5,000  of  which  was  in 
hardware  materials.  Indications  are  that  the  fire  was 
started  by  burglars.  The  safe  had  a  hole  drilled  into  it. 
Here  is  where  your  own  Mutual  will  do  its  good  work 
and  help  Rogers  get  a  just  settlement. 

M.  J.  Wickersham,  of  Weeping  Water,  reports  a 
splendid  Christmas  trade.  He  was  not  afraid  to  tackle 
the  goods  that  people  wanted,  and  pushed  them,  and 
won  out  oh  specialties. 

L.  W.  Roetgar,  of  Elmwood,  tackled  a  big  thing  in 
his  special  sale  of  standard  high  priced  goods.  He  did 
well,  but  one  has  to  consider  conditions  sometimes. 

New  men  in  the  Hardware  business :  Adam  Lock- 
ner  &  Son,  Cedar  Bluffs ;  J.  H.  Bedford,  Stapleton. 


22 


THE  NEBRASKA  IRONMONGER 


The  town  of  Neligh  reports  good  business.  Many 
new  buildings  being  constructed,  and  a  fine  $30,000 
hotel  about  completed.  Good  news  for  the  Knight  of 
the  Grip  in  more  ways  than  one. 

Frank  J.  Henry,  of  Ragan,  has  bought  out  and  will 
succeed  C.  J.  Reynolds,  and  continue  the  business  at  the 
old  stand.  We  want  all  of  them  to  join  the  Hardware 
Boosters'  Band. 

The  fire  at  Oak  did  not  reach  Member  Persinger  for 
which  both  he  and  ourselves  are  very  thankful,  although 
if  he  had  met  with  a  loss,  we  would  be  would  have  been 
quick  and  ready  to  help  him  out. 


Letters  from  the  Boys 

Abbott  &  Bro.,  of  Sargent,  writes  and  we  indeed 
appreciate  the  many  complimentary  words  for  the  Iron- 
monger and  the  good  work  it  may  accomplish,  to  all  of 
which,  in  the  good  old  Methodist  style,  we  say  "Amen ! 
The  conditions,  from  a  retail  hardware  man's  viewpoint, 
don't  appear  of  a  very  rosy  hue  to  Abbott  &  Bro.  I 
want  to  say  that  a  faint  heart  never  won  a  fair  lady. 
The  sun  still  shines  behind  the  clouds,  and  one  of  these 
days  it  will  break  out  for  us.  The  trend  of  the  times  is 
to  the  betterment  of  things  socially,  physically  and  com- 
mercially. "The  service  of  humanity  is  the  business  of 
mankind,"  says  our  next  president.  Come  down  to  the 
Convention.  We  will  talk  it  over.  Perhaps  W.  S.  Wright 
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can  tell  us  how  that  Triangle  Conference  in  Chicago 
lately  may  help  us  to  utilize  some  of  the  clouds  that 
now  darken  our  pathway. 

Winnetoon— Enclosed  find  25c  in  stamps,  payment 
for  one  year's  subscription  to  the  Ironmonger.  Your 
little  book  is  well  worth  the  money.  It  reminds  us  of 
the  "  Gimlet "  but  it  has  no  "  Diamond  Edge."  Wm: 
Saunders  &  Son. 

Bloomington— Enclosed  find  coin  50c  as  subscrip- 
tion to  the  Ironmonger.  I  have  received  three  issues 
and  find  it  worthy  of  my  time.  Have  found  a  number 
of  good  articles  in  them  some  that  I  have  been  giving 
thought  to  myself.  Keep  pounding  away  at  them,  Mr, 
Roberts.  It  will  do  good.  It  is  reaching  the  point 
where  some  things  must  be  done  different  or  down  goes 
the  ship.  Will  endeavor  to  have  some  questions  ready 
for  the  February  meeting.   E.  J.  Holmes. 


Get  your  competitor  on  the  tow-line  and  bring  him 
to  the  Convention  with  you.  It  will  do  you  both  good. 
Don't  take  no  for  an  answer. 


Think  up  good  t'mber  for  our  new  officers  from  your 
district  and  present  their  names  to  the  nominating  com- 
mittee. They  won't  all  get  there,  but  we  will  in  that 
way  get  the  best. 
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Association  Dues 

As  you  are  no  doubt  aware,  the  Association  dues 
are  payable  in  advance,  our  current  year  closing  February 
1,  1913.  A  large  majority  of  the  members  prefer  to  mail 
their  annual  dues  prior  to  the  Convention.  It  saves 
confusion,  delay  and  perhaps  errors,  and  helps  your  sec- 
retary at  such  a  busy  time. 

You  have  by  now,  or  will  very  soon  receive  by  mail 
a  statement  to  that  effect.  If  convenient  mail  your 
check  promptly.  You'll  be  happy  ever  after,  as  well  as 
helping  me  to  retain  my  equanimity.  I  regret  very  much 
that  there  are  about  a  hundred  members  who  have  not  . 
yet  paid  their  1912  dues.  To  those  I  would  say  that  the  | 
Association  advanced  for  you  the  National  Per  Capita 
Tax,,  and  the  subscription  to  the  National  Bulletin.  In 
addition  thereto,  the  State  and  National  Association 
workshop  has  been  grinding  daily  for  your  benefit  just 
as  much  as  for  those  who  paid  up  nearly  a  year  ago. 

I  am  sure  that  you  are  not  of  those  who  want  some- 
thing for  nothing,  but  have  simply  overlooked  such  a 
small  matter  while  in  pursuit  of  apparently  larger 
interests.  Come  across  now,  today,  and  save  a  sight 
draft  later.   It  is  neither  fair  nor  good  business  to  delay. 


T/;95--Quality  is  satisfaction  kept  up.  If  you  think 
if  s  anything  else,,  forget  it.  After  the  work  is  all  done 
there  is  only  one  thing  which  measures  its  value  ^and 
that  is— profit 
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To  the  members  who  are  unavoidably  detained  from 
attending  the  twelfth  annual  convention  this  week  in 
Omaha:  I  take  pleasure  in  giving  you  the  main  interest- 
ing facts  and  news  fresh  from  the  field  of  action,  and 
wffile  it  is  not  as  uplifting,  inspiring  and  instructive  as 
personal  contact  would  be,  we  cannot  always  shape  mat- 
ters to  suit  our  desires,  and  1  hope  you  will  enjoy  reading 
about  it  and  will  catch  hold  of  the  tow-line  for  1913  and 
lend  a  helping  hand  and  your  influence  in  the  uplift  move- 
ment for  the  betterment  of  the  hardware  business  in  this 
state.  It  will  take  concentrated  action  and  loyal  stickto- 
itiveness  to  accomplish  and  carry  out  the  plans  mapped 
out,  and  I  am  looking  for  and  expecting  such  co-operation 
from  every  up-to-date  hardware  merchant  in  the  state.  It 
is  to  the  interest  of  your  family  and  your  own  bread  and 
butter  to  join  issues  with  every  other  live  merchant  as 
well  as  your  secretary  in  assisting  to  carry  us  from  the 
tail  end  of  the  race  to  the  vanguard  of  the  procession. 
For  progress  and  business  let  us  weed  out  the  derelicts 
and  set  the  live  wires  at  work. 

THE  EDITOR. 
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ATTEND  ANNUAL  MEETING 

List  of  policy  holders  who  attended  the  annual  meeting 
of  tlie  Nebraska  Hardware  Mutual  Insurance  Co.^  at  Lin- 
coln, on  February  6,  1913:  N.  H.  Harms,  Hooper;  John 
Forrest,  Pender;  Allen  Crosby,  Lincoln;  J.  Frank  Barr, 
Lincoln ;  F.  AV.  Arndt,  Blair ;  W.  C.  Klein,  Milf ord ;  S.  C. 
Oaks,  Seward;  Dan  Kavanaugh,  Fairbury ;  M.  D.  Hussie, 
Omaha ;  L.  F.  Halloway,  Fremont ;  Thos.  Nelson,  Spring- 
field :  Ernst  Hoppe,  Lincoln ;  C.  K.  Lawson,  Hastings ; 
H.  J.  Hall,  Lincoln ;  J.  F.  Goehner,  Seward ;  Frank  Hacker, 
Friend;  J.  W.  Armstrong,  Au1)urn;  C.  AV.  Trimble,  Haz- 
ard ;  J.  M.  Tingard,  Lincoln. 


SECRETARY  HAS  VISITORS 

The  following  members  of  the  N.  R.  H.  A.  made  t^is 
office  pleasant  calls  during  the  past  month :  Max  Uhlig, 
Holdrege;  P.  DeLabar,  Firth;  Chas.  Ammon  and  wife, 
David  City;  Jos.  Roche,  Hallam;  C.  M.  Uhlig,  representing 
Lee-Glass-Andresen  Hardware  Co.;  J.  W\  Armstrong, 
Auburn;  M.  D.  Hussie,  Omaha;  W.  M.  AA^ineland,  Univer- 
sity Place ;  Peter  Olsen,  Bennett ;  G.  H.  Axelson,  St.  Louis, 
and  0.  M.  Merwin,  late  of  Palmyra.  Come  again,  gentle- 
ment,  our  latch-string  is  always  out  and  we  are  glad  to 
welcome  visitors. 


NEWBERRY'S  BANQUET 

The  employes  of  the  C.  A.  Newberry  Hardware  Com- 
pany were  the  guests  of  Mr.  and  Mrs.  Newberry  at  a 
banquet  tendered  them  at  the  Drake  Hotel  last  Thursday 
evening.  Mr.  Newberry  is  the  proprietor  of  Alliance's 
largest  manufacturing  and  sales  establishmenf.    He  was 
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one  of  the  first  business  men  to  settle  in  Alliance,  and  has 
seen  his  business  grow  from  a  small  hardware  store  years 
ago  to  a  retail,  Avholesale  and  manufacturing  business  oc- 
cupying several  large  buildings  in  the  business  district. 

The  Drake  management  served  a  banquet  that  was 
tempting  and  deliciously  prepared. 

A  delightful  and  entertaining  musical  program  was 
rendered  by  Paul  W.  Thomas  on  the  violin  and  Miss 
Beaulah  Smith  at'the  piano.  An  interesting  program  was 
carried  out. 

Joe  O'Connor,  traveling  salesman  for  the  firm,  acted  as 
toastmaster.  A  number  of  interesting  speeches  were 
made  and  toasts  responded  to.  A  toast  to  ^'The  Ladies" 
^vas  very  ably  responded  to  by  J.  L.  Barnett.  A.  T.  Lunn 
spoke  entertainingly  on  ''Our  Social  Welfare."  G.  H. 
Stanton  spoke  on  ''Co-operation  Along  Business  Lines." 
FiVeryone  present  was  made  to  feel  that  this  banquet, 
i^'iven  at  the  closing  of  a  successful  year's  business,  should 
bring  tliem  closer  together  socially  as  well  as  in  a  business 
way. 

Extemporaneous  speeches  were  made  by  a  number  of 
the  men  present,  the  evening's  enjoyment  closing  with  an 
(effective  Mttle  speech  by  J.  H.  Carroll,  who  brought  the 
.L»'iiosts  to  tlu  ir  feet  with  a  rising  vote  of  thanks  to  Mr.  and 
Mrs.  Newberry. — Alliance  Herald. 


FROM  OVER  THE  STATE 

The  Crawford  Hardware  Company  of  Crawford,  Ne- 
))raska,  have  sold  out  their  stock  to  George  Thomas.  Mr. 
Thomas  is  a  nephew  of  Mr.  E.  E.  Kineaid  of  E.  R.  Kincaid 
rind  Company,  Bingham,  Nebraska. 
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On  February  7th  the  Alliance  fire  boys  were  called  out 
to  save  their  own  apparatuses — the  city  hall  caught  fire 
and  the  damages  to  the  building  are  estimated  at  $2,000. 


A  few  weeks  ago  Marsland  had  t  very  destructive  fire, 
burning  out  E.  C.  Kendrick  and  Company's  hardware 
stock  and  blacksmith  shop  and  C.  E.  Mathed's  stock  and 
the  hotel. 


SOMETHING  TO  THINK  ABOUT 

Mr.  A.  C.  Bartlett  writes  me  as  follows: 

"The  other  day  I  had  a  very  interesting  talk  with  T.  H. 
AVitten,  a  hardware  merchant  who  is  President  of  the 
Trenton  Commercial  Club,  of  Trenton,  Mo.,  and  it  occurs 
to  me  that  if  the  information  he  gave  could  be  worked 
into  a  suggestion  to  merchants  in  other  sections  of  the 
country,  the  result  might  be  valuable. 

Realizing  that  there  was  a  lack  of  unanimity  between 
the  town  and  country  people  in  that  section,  the  Trenton 
business  men  invited  farmers  and  others  living  within  a 
range  of  fifteen  miles,  to  join  in  organizing  a  Commercial 
Club,  which  should  be  a  unit  for  the  promotion  of  the 
welfare  of  that  particular  community.  The  invitation  was 
heartily  accepted  and,  gathering  around  the  dinner  table, 
hosts  and  guests  laid  the  foundation  for  what  has  been  a 
great  success. 

The  Club  has  a  variety  of  committees,  selected  from 
town  and  country  alike,  which  work  together  for  the 
common  good.  When  Trenton  wanted  different  railroad 
train  service,  the  request  was  made  by  a  committee  rep- 
resenting the  Commercial  Club,  and  it  was  granted.  Con- 
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sumers  have  reached  the  conclusion  that  they  should  buy 
their  goods  at  home  rather  than  in  some  distant  city.  In 
other  words,  there  is  real  co-operation  for  the  general 
good. 

I  give  you  the  following  extract  from  the  Club's  little 
pamphlet : 

*'The  Trenton  Commercial  Club 

Is  different  from  the  old-fashioned  aggregation.  It  has 
received  into  its  young  veins  the  healthy  blood  of  the 
farm  and  it  smacks  of  the  soil,  the  rich,  black  soil  of 
Missouri. 

It  deals  in  men,  products  and  distribution.  It  reeks  of 
the  sweet  scented  fields  of  the  farm,  and  thrives  amid  the 
roar  of  the  machinery  of  industry.  The  beauty  about  'The 
Trenton  Idea'  is  that  it  is  not  lazy,  it  works. 

Can  you  do  better  work  for  your  community  than  to 
talk  this  idea  to  your  townsmen  and  to  write  to  Mr.  T.  N. 
AVitteD.  Pres.  Witten  Hardware  Co.,  Trenton,  Mo.,  and 
ask  for  literature  upon  this  subject?  Mr.  AVitten  ex- 
pressed a  perfect  willingness  to  answer  all  questions  rela- 
tive to  the  Trenton  Plan,  in  the  interest  of  other  com- 
munities. I  suggest  that  a  stamped  envelope  should  be 
enclosed." 

This  strikes  me  as  a  splendid  policy  to  create  community 
interest  in  your  territory,  awaken  your  people  to  the  fact 
that  you  should  be  home  builders  at  home,  that  every 
dollar  sent  away  detracts  from  community  interest  and 
<^Towth,  that  every  dollar  spent  in  your  own  town  adds 
that  much  to  its  prosperity  and  growth.  Interest  your 
farming  people  to  a  common  interest,  interest  your  bank- 
ers along  these  lines.    Don't  sidetrack  this,    Start  now. 
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A  TALE  OF  THE  ARABIAN  NIGHTS,  SOMEWHAT 
BELATED 

In  the  days  of  Haroun  Al  Raschid  there  lived  in  a  City 
of  his  Realm  a  certain  Honest  Man,  who  dealt  in  articles 
of  Iron  and  Brass  and  cunningly  wrought  Locks  and  Or- 
naments for  the  same.  His  place  of  business  was  known 
in  the  Bazaar  as  the  Place  of  Honest  Dealing,  and  the 
saying  went  abroad  in  the  City,  ^^If  You  Buy  it  of  Hassan 
It's  Right." 

Now  this  Hassan  was  a  Loyal  Member  of  his  Guild  and 
not  only  paid  his  Annual  Toll  to  the  Head  Scribe  of  the 
Guild,  in  Pieces  of  Silver  of  almost  Full  AVeight,  but  he 
attended  all  the  Meetings  of  the  Guild  and  joined  in  the 
AYeighty  Discussions  and  listened  to  the  AYords  of  AYis- 
dom  from  the  lips  of  the  Leaders. 

He  would  also  listen  Patiently  while  some  member  of 
the  Guild,  usually  a  Howler  or  Dervish,  performed  the 
Dance  known  as  the  Torture  of  the  Cat."  This  Dance 
would  consist  in  Spinning  Rapidly  in  a  Circle  (of  words) 
and  whirling  a  Stuffed  Effigy  of  the  Animal  around  by 
the  Tail,  at  the  same  time  emitting  Howls  supposed  to 
come  from  the  ''Cat.''  That  this  performance  ever  In- 
jured the  Animal,  Hassan  never  believed,  as  He  noticed 
that  the  only  Attack  to  which  it  seemed  to  pay  the  least 
attention  was  one  aimed  at  the  curtailment  of  its  Food 
Supply. 

The  source  of  this  Food  Supply  being  the  Natives  of 
certain  districts,  who  worshipped  the  ''Cat"  and  sent 
Daily  Offerings  of  pieces  of  Silver  and  Gold  to  its 
Chief  Temple,  situated  at  a  Place  called  Chingatcligook. 
In  return  for  this  Tribute  the  Attendants  of  the  Cat  woubJ. 
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send  Merchandise  of  more  or  less  questionable  value,  and 
if  during  Transportation  a  Camel  Rolled  Over  on  his  Load, 
thereby  reducing  a  Stove  to  its  Original  Scrap  Iron,  the 
Benighted  Native  said,  '^Kismet,"  it  is  Fate,  and  sent 
more  Tribute. 

It  was  the  Constant  Effort  of  the  Leader  of  the  Ouild 
to  Teach  the  Common  People  in  these  affected  districts 
that  the  Cat  was  a  Ferocious  and  Rapacious  Blood  Sucker, 
and  not  a  God,  and  the  fact  that  this  teaching  created  a 
falling  oft'  in  the  Tribute,  caused  !he  first  real  wails  to 
com'e  from  the  ^^Cat,''  at  least  so  it  seemed  to  Hassan. 
Now,  Hassan  saw  the  Real  Good  that  was  being  Accom- 
plished by  the  Leaders  of  his  Guild,  and  He  Thought 
within  Himself,  ''I  Will  Humbly  lay  my  Grievance  before 
Them  and  Mayhap  obtain  Relief.  Besides,  I  think  it  will 
he  Far  Easier  to  Regulate  than  the  AVorship  of  the  Cat." 

Now  the  Particular  Grievance  in  question  that  annoyed 
irasSfUi,  well  as  all  his  I)r()tli(M'  Merchants  in  the  City, 
was  the  persistent  and  \'(  ry  Annoying  Custom,  carried  on 
by  the  Servants  of  the  (ireat  IMerchants,  who  supplied 
Hassan  and  Others  with  Merchandise,  of  also  supplying 
Hassan's  Customers  at  the  Same  Time  that  the  Heads 
were  Protesting  that  under  no  Circumstances  would  any 
Merchandise  be  sold  at  Retail. 

Hassan  had  often  gone  to  the  Place  of  these  Merchants 
and,  after  Bowing  Humbl}^,  petitioned  them  to  call  their 
Servants  and  Slaves  to  a  more  Strict  Accounting  in  this 
Matter,  inasmuch  as  several  of  his  Customers  had  Re- 
fused to  further  pur  chase  from  him,  saying  Foolish 
Hassan,  why  should  We  buy  from  You  when  we  can  Pur- 
chase from  the  Great  Ones  Direct  and  Cheaper  than  You 
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Can  Buy/' 

This  Matter  was  called  to  the  Attention  of  the  Great 
Ones  Repeatedly  by  Hassan,  and  they  Condoned  with  him, 
saying,  ''This  Indeed  Must  Cease,''  ''This  Cannot  Con- 
tinue," "AVe  cannot  have  our  Most  Loyal  Supporters  an- 
noyed in  this  Manner,"  and  many  other  Soothing  Words 
of  like  import.  Hassan  would  go  down  to  His  place  in 
the  Bazaar  Cheered  with  the  thought  that  now  Every 
Thing  would  be  All  Right  and  these  Unfaithful  Servants 
of  the  Great  Ones  brought  Properly  to  Book. 

But  no  Improvement  Ever  Came.  In  fact  the  Slaves 
and  Servants  of  the  Great  Ones  became  More  Bold,  and 
Jaughed  behind  their  Bears,  saying:  "Simple  Hassan,  he 
thinks  to  stop  us  supplying  our  Friends,  and  incidentally 
making  a  Few  Pieces  of  Silver  that  we  do  not  have  to 
turn  into  the  Coffers  of  our  Masters,  but  He  can  do 
Nothing,  therefore  Let  us  be  Merry,"  and  they  Guffawed 
in  a  very  Disgusting  manner.  Now  on  Certain  coins  that 
Passed  Current  in  the  Bazaar,  Hassan  had  often  seen  the 
words  inscribed,  "E  Pluribus  LTnum, "  and  he  one  day 
asked  a  Money  Changer  the  Meaning  of  Them.'  He  was 
told  that  they  Avere  words  from  a  Language  used  by  an 
Ancient  People  and  meant,  '"We  must  Stand  Side  by 
Each."  This  sounded  very  Good  to  Hassan,  and  the 
Words  Percolated  into  his  Cocoanut  and  Stuck  There. 
Now  the  Words  came  back  to  Him  and  He  said  with  Con- 
viction, "I  will  lay  the  matter  before  the  Wise  Ones  of 
the  Guild.  But  first  I  will  take  the  advice  of  some  of  my 
Fellow  Merchants,  as  they  are  very  Wise  Men  also  and 
can  no  doubt  Guide  me  Right." 

Llassan  therefore  called  upon  about  a  Dozen  of  his 


THE  NEBRASKA  IRONMONGER 


9 


Brothers  in  the  Bazaar,  and  to  each  he  put  the  Case,  and 
asked  if  they  too  had  been  Annoyed  in  this  manner.  He 
found  that  they  were  Loud  in  their  Denunciation  of  what 
they  termed  Unfair  Competition  and  they  all  cited  Many 
Tinstances  of  Direct  Injury  sustained  by  Them. 

Some,  however,  Avere  Afflicted  with  Cold  Feet  when  it 
came  to  Organizing:,  but  one,  by  name  Aii  Nathan  Ben 
Lomond,  who  Knew  Many  Things,  said,  ^'Let  all  of  us 
who  are  not  Afflicted  with  Cold  Feet,  and  are  not  Afraid 
that  the  Great  Merchants  will  Shut  off  our  Source  of 
Supplies,  draw  up  a  Memorial,  setting  forth  in  Specific 
Form  each  his  Special  Complaint,  and  send  it  to  the 
Scribe  of  the  Branch  of  our.  Guild  with  the  request  that 
Submit  the  Same  to  the  Consideration  of  the  Great 
Merchants,  asking  them  to  give  us  the  desired  Relief. 

And  as  Ali  Nathan  Ben  Lomond —  counseled,  so  it  was 
d()i](\  A\]d  Lo,  tli('  Result  was  a  ^lost  Pleasant  Surprise. 
The  Crc.'it  Ones  rej)lie(l  at  onc(^  ihn\  they  were  only  too 
Anxious  to  put  a  Crimp  iu  this  Aiiuoyinii'  Practice  and 
would  (Jladly  Meet  with  th('  jx't  it ioners  at  any  place  con- 
N'cnieiit  (hotli  parti(^s  to  come  to  the  place  of  meeting  un- 
armed), and  there  devise  a  Plan.  At  this  Meeting  Ali 
Nathan  Ben  Lomond  arose  and  spoke  as  follows: 

"Oh,  Great  Ones,  you  know  that  our  Complaint  is  Just, 
you  know  that  we  of  the  BnzrUir  iwi^  Loyal  to  you,  you 
Icnow  that  Competition  is  Something  Fierce  among  our- 
s(dv('S,  you  know  that  you  hav(?  Promised  Repeatedly  to 
gi\'e  us  Relief.  Now  we  ask  in  the  Name  of  our  Guild 
that  you  do  so." 

tiassnn  rdso  Spoke,  as  did  Sregor  the  Son  of  Sregor  and 
the  Scrilx^  and  the  Treasurer  of  the  Guild,  and  their  Voices 
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were  not  as  Loud  and  far  reaching  as  Ali  Nathan  Ben 
Lomond,  before  whom  every  one  Trembled. 

Then  the  Greatest  of  the  Great  Merchants  arose  in  his 
Place  and  spoke  as  follows :  ''Oh,  Ali  Nathan  Ben  Lomond, 
Scribe,  Treasurer,  and  even  Lowly  Hassan,  we  have  read 
your  petition,  listened  to  your  Just  Statement  of  your 
Grievance,  and  we  will  Pledge  3^ou  as  follows :  That  any 
Slave  or  Servant  of  our  caught  Violating  the  Rule  of_ 
'NOT  SELLING  AT  RETAIL^  will  be  subject  to  the  Bas- 
tinado, nor  in  the  future  will  the}^  be  allowed  to  take 
Anything  for  their  Own  Use  nor  can  the  Slaves  or  Ser- 
vants of  other  Great  Ones  obtain  even  so  much  as  a  Tack. 
And  behold  we  have  "Written  the  same  on  Parchment  and 
Append  our  Great  Seal.  We  further  agree  to  notify  all 
other  Merchants  of  our  class  in  the  City  of  this  our  De- 
termination, to  the  End  .that  this  most  Demoralizing  Prac- 
tice may  be  Abolished  and  Trade  be  kept  in  its  Legitimate 
Channel. 

''In  return,  however,  we  ask  of  you  to  help  us  to  Ac- 
complish this  much  to  be  desired  result,  all  you  can,  and 
particularly  we  as]^  that  you  bring  what  we  have  started 
To  Do  before  your  Chief  Guild  Meeting  to  the  End  that 
Other  Great  Merchants,  or  as  they  are  called  Jobbers,  in 
other  Trading  Centers  may  be  asked  to  do  Likewise!" 

And  Ali  Nathan  Ben  Lomond  and  Hassan  and  All  the 
Others  Gladly  Promised  and  said  as  one  man,  ^'AVe  will, 
W^e  will."  And  then  the  Meeting  broke  up  and  Every- 
body shook  hands,  as  was  the  Custom  in  those  times,  and 
every  one  Gargled  his  Tonsils  with  Sherbet  at  the  Request 
and  Expense  of  the  Great  Merchants,  whicli  wms  anotlier 
Rite  or  Custom  at  that  time. 
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And  the  Great  Ones  kept  their  Agreement,  Dealing 
Severely  with  any  of  their  Servants  canght  offending  as 
Before,  and  they  waxed  Pat  and  Smiling  in  the  knowledge 
of  having  done  what  was  Right. 

The  above  is  a  tale  of  ''Ye  Olden  Time,"  and  history 
further  relates  that  the  Servants  of  the  Great  Ones  were 
held  in  Check  Many  Days,  but  it  is  written  in  the  Chron- 
icles of  the  time  that  these  Unfaithful  Servants  again 
broke  the  Agreement  of  their  Masters,  and  not  only  sold 
at  Retail,  but  Stole  and  Pawned  with  Isaac  the  Jew,  Mer- 
chandise to  a  large  amount,  all  of  which  was  very  De- 
moralizing to  Hassan  and  his  fellows. 


PROCEEDINGS  OF  THE  TWELFTH  ANNUAL  CON- 
VENTION OF  THE  NEBRASKA  RETAIL 
HARDWARE  ASSOCIATION 


Omaha,  Nebraska,  February  11-14,  1913 


TUESDAY  AFTERNOON  SESSION 
Fe])niary  11,  1913 

The  Tw(^lftli  Annual  Convention  of  the  Nebraska  Re- 
tail Hardware  Association  convened  at  the  Rome  Hotel, 
Omaha,  Ne])raska,  on  Tuesda.y  afternoon,  February  llth, 
1913,  at  2  oVdock. 

President  M.  D.  Hnssie,  of  Omaha,  opened  the  Conven- 
tion with  several  announcements  from  the  various  com 
mittees  for  the  entertainment  of  the  members,  and  the 
ladies,  during  the  week,  and  while  so  engaged  was  inter- 
rupt (h1  by  Mr.  R.  N.  McAllister,  Vice-President,  who,  on 
})ehalf  of  the  Association,  presented  President  Hussie 
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with  a  rosewood  gavel,  with  sterling  silver  rings  on  the 
two  outer  ends,  a  shield  padlock  on  the  face,  being  the 
emblem  of  the  Association,  and  engraved,  M.  D.  Hussie, 
President,  1912,  N.  R.  H.  A.,  and  made  the  following 
remarks : 

Mr.  President,  Secretary,  Members,  Ladies,  and  Vis- 
itors of  the  Nebraska  Retail  Hardware  Association,  I 
wish  to  explain  my  position  and  apologize  to  you  for  the 
torture  you  will  have  to  endure  Avhile  I  may  have  the 
floor. 

A  story  is  told  by  Mr.  George  W.  Perkins,  relative  to 
an  oJd-fashioned  economist.  He  says  that  such  a  one  is 
he,  who,  having. use  for  an  awl  (or  gimlet),  attempts  to 
make  one  by  straightening  out  an  old  corkscrew. 

1  received  a  letter  from  our  Secretary  advising  me* 
that  if  T  referred  to  the  second  number  on  the  (Official 
program  wliich,  by  the  v:ay,  he  was  mailing  under  sep- 
arate cover,  T  would  observe  that  I  was  to  respond  to 
''Presenting  the  gavel.'' 

Now,  I  will  leave  it  to  you  if  that  isn't  an  ''awl." 
x\nyway,  "a  sharp  instrument"  and  to  the  point. 

Again,  since  I  have  been  attempting  to" straighten  out 
a  corkscrew"  by  coming  to  the  "point,"  I  would  ask 
you  to  recall  one  year  ago.  You  will  remember  our  Na- 
tional Secretary  suggested  this  "presenting,"  and  that 
Mr.  Roberts  did  it  "awl"  to  the  "point."  ,  Should  I 
have  had  his  ability,  or  that  of  many  members  of  this 
assembly,  I  should  not  have  had  to  do  so  much  explain- 
ing, and  could  have  talked  the  Secretary  into  nmking  a 
change  in  his  program. 

"Presenting  the  gavel" — what  does  it  mean?  Some- 
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where  I  have  heard  that  the  gavel  in  the  hands  of  the 
master  was  an  emblem  of  power.  .To  you,  Mr.  President, 
must  mean  great  power  when  considering  the  Ibacking 
given  you  by  eight  hundred  such  members  as  are  here 
assembled.  Yet,  again,  wisdom  is  here  shown  through 
the  choice  of  you,  Mr.  President,  to  wield  this  instru- 
ment, and  which  will  mean  great  honor. 

Then  justice  comes  in  for  her  part  in  the  symbol,  and 
when  w^e  read  of  your  energy  and  part  in  the  late  con- 
ference at  Chicago,  among  men  of  both  power  and  wis- 
dom, we  know  that  that  ''power"  which  was  given  you 
by  the  wisdom  of  this  body  received  justice,  which  you 
with  the  otlr^Y  members  of  the  National  body  justly  de- 
manded for  us  little  fellow^s  out  here  in  the  sandhills. 

Therefore,  Mr.  President,  it  affords  me  great  pleasure 
to  have  the  honor  to  present  to  you  this  gavel,  not  for 
its  intrinsic  value,  but  as  a  memorial  from  this  body  of 
progressives  who  have,  are  and  will  work  with  you  in 
justice,  power  and  wisdom  for  equality,  service  and 
profit.  Take  it,  and  may  it  rectal  1  this  meeting  to  yours 
in  2013.    (Applause.)     ^  , 

In  accepting  the  gavel,  President  Hussie  said  : 

Mr.  McAllister,  and  m}^  good  friends,  this  is  so  very 
sudden  (I  only  had  two  weeks'  notice  of  this)  that  words 
almost  fail  me;  however,  I  can  sav  now  that  as  I  have 
it  in  my  hand,  aside  from  the  use  to  which  I  can  put  it 
here,  it  will  be  a  very  handy  little  tool  around  the  house. 
Tsed  like  that  (indicating)  it  would  make  a  potato 
iiuish^er:  lunl  used  like  this  (indicating)  it  would  help 
to  make  condemned  automobile  tires  that  are  served  to 
us  for  steaks  more  palatable.    And  now  that  I  poise  it  in 
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my  hand,  I  hope  I  will  be  able  to  reach  my  neighbor's 
dog.  He  is  of  a  melancholy  disposition,  and  selects  my 
front  yard  in  the  middle  of  the  night  to  give  vent  to  his 
feelings.  Lumps  of  coal  have  never  yet  reached  the  spot, 
but  I  think  I  could  land  on  him  with  this.  But,  seri- 
ously, when  not  used  in  any  of  those  common  pursuits, 
and  after  it  has  served  its  usefulness  here,  I  can  assure 
you  that  this  little  emblem  will  occupy  a  prominent  posi- 
tion on  my  mantle,  there  to  remind  me  of  the  best  and 
loveliest  bunch  of  friends  I  ever  had — the  Nebraska  Re- 
tail Hardware  Association.    I  thank  you.  (Applause.) 


The  Arndt  Hardware  Quartette,  consisting  of  W.  J. 
Jennings  of  Gothenburg,  F.  W.  Ebinger  oE,  Plainview, 
J.  S  .Pattison  of  Minden,  and  F.  W.  Arndt  of  Blair,  as- 
sisted by  the  audience,  sang  ''America." 

The  President :  We  are  particularly  fortunate  in  our 
Association,  and  are  not  obliged  to  go  outside  of  our  own 
ranks  when  we  want  to  do  anything.  We  have  our  own 
music,  and  I  am  proud  of  the  fact  that  we  have  with  us 
a  member  who  will  lead  us  in  prayer,  and  while  we  stand 
I  w^ill  ask  Mr.  John  Forrest,  Pender,  to  lead  us  in  prayer. 
Invocation. 

Our  Heavenly  Father,  we  thank  Thee  for  this  occasion, 
when  we  have  the  opportunity  to  lay  aside  our  ordinary 
daily  cares  and  meet  together  and  confer  with  our  fellow- 
workers  to  consider  our  condition  and  progress. 

As  we  look  over  the  past  year,  we  realize  that  we  have 
been  greatly  prospered,  and  we  thank  Thee  for  it.  May 
we  not  forget  that  every  good  gift  cometh  from  Thee, 
and  that  while  we  may  sow  the  seed  and  till  the  soil,  it 
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is  God  who  order eth  and  sendeth  the  sunshine  to  enable 
us  to  reap  the  harvest. 

We  ask  for  a  continuance  of  thy  blessing  upon  each 
of  our  members.  May  our  meetings  here  be  gatherings 
of  good  fellowship.  Be  with  the  officers  who  shall  lead 
us  in  our  endeavors;  give  them  wisdom  to  guide  us  in 
the  right  direction.  May  our  Association  be  known  as 
one  that  is  not  only  just  and  fair,  but  that  is  helpful,  and 
not  to  our  own  members  only,  but  to  others  as  well.  May 
our  greatest  success  be  because  we  are  thoroughly  fitted 
for  our  tasks,  and  are  really  of  service  to  our  fellowmen. 
We  ask  Thee  to  bless  those  Avho  have  welcomed  us  to 
this  city. 

Heavenly  Father,  bless  us  each  day  with  the  thoughts 
that  direct  aright  our  earthly  acts.  Give  us  to  approach 
our  daily  tasks  with  that  serenity  of  mind  that  makes  of 
work  a  pleasure.  Instill  in  us  that  spirit  of  love  that 
radiates  good  will  to  men  and  cheers  all  amongst  whom 
we  tarry.  0,  gracious  God  of  Love,  as  we  reflect  Thy 
divine  image,  make  us  contrite  of  heart,  but  sturdy  in 
the  spirit,  walking  steadfastly  in  the  light  that  has  never 
failed  and  giving  thanks  for  life,  love  and  hope.  Amen. 

The  President:  In  introducing  the  Mayor  of  Omaha, 
who  will  welcome  you  to  the  city,  I  wish  to  correct  the 
(erroneous  impression  that  has  gone  out  over  the  city  that 
Mr.  Dahlman  has  a  life  interest  in  the  office.  This  is  not 
true.  He  has  been  compelled  to  run  for  the  office  just 
the  same  as  any  other  candidate,  the  only  difference 
being  that  he  wins.  To  give  you  an  insight  into  his 
method  of  winning,  I  might  relate  a  little  incident  that 
happened  during  one  of  his  numerous  campaigns  for  this 
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office. 

He  took  occasion  one  day  to  visit  the  Union  Pacific 
shops  during  the  noon  hour,  and  talked  to  the  men  there. 
That  evening  a  simple  old  Irishman  who  worked  in  one 
of  the  shops  as  a  sweeper  stopped  at  onr  store,  and  he 
said  to  my  father,  'MoHn,  Jim  Dahlman  was  at  the  shops 
today,''  and  my  father  said,  ''AVhat  did  he  have  to  say?" 
^^AVell,  sir,  he  is  a  great  fellow;  he  had  to  confess;  he 
must  confess.''  ^'What  did  he  confess?  What  has  he 
been  doing?'-  ''"Well,  he  said  to  us  men,  'First,  last  and 
all  the  time  I  must  confess  that  I  am  for  the  working 
man.'  What  do  you  think  of  that?"  Now,  I  want  to 
say  to  you  that  Mr.  Dahlman  is,  no  doubt,  just  as  keen 
for  the  w^orking  man  today  as  he  was  then,  but  I  had 
the  assurance  that  he  will  not  attempt  to  work  any  of 
you,  but  just  to  welcome  you  to  Omaha  in  his  own  in- 
imitable manner;  and  his  worst  enemies  admit  that  when 
he  makes  a  promise  he  will  stick  to  it.  1  now  present  to 
you,  Mayor  Dahlman.  (Applause.) 

Address  of  Welcome — Hon.  J.  C.  Dahlman,  Omaha. 
Mr.  President,  Ladies  and  Gentlemen: 

I  can  assure  you  that  this  is  another  great  honor  on 
my  part  to  be  given  the,  privilege  of  addressing  this 
great  convention.  It  has  been  my  pleasure  before,  and 
I  am  glad  to  have  the  opportunity  now,  because  it  speaks 
well  for  those  who  are  in  command  of  the  arrangements, 
and  it  speaks  well  for  our  city  and  her  people  to  have  a 
great  convention  such  as  this  to  meet  in  our  city  again. 

This  is  an  historical  event  in  this  great  western  city  of 
ours  today.  If  you  will  notice,  we  have  a  primary  elec- 
tion here  today.    It  means  much  to  the  people  of  our 
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city,  because  last  fall  we  went  before  the  people  of  this 
great  state  and  asked  them  at  the  ballot  box  to  change 
the  constitution  of  our  great  state  and  give  to  cities  of 
5,000  and  over  the  right  to  make  their  own  charter. 
After  appealing  to  the  wisdom  and  the  fairness  of  the 
people  of  our  state,  they  gave  us  that  permission,  and 
today  we  are  taking  the  first  ste])  towards  that  great 
privilege  that  we  have  received  at  your  hands.  AA^e  are 
today  electing  thirty  men  at  the  primaries,  and  thirty 
days  from  today  we  will  select  the  highest  fifteen  out  of 
that  number  to  make  the  charter  for  the  city  of  Omaha — 
the  first  privilege  of  that  kind  that  this  city,  or  any 
other,  has  ever  received  in  this  state. 

A^our  chairman  has  told  you  that  in  some  of  these 
fights  that  I  have  made  for  this  office  that  I  have  said, 
not  only  to  the  working  men  that  he  speaks  of,  but  to 
our  business  men,  that  I  stand  for  equal  rights  to  all, 
and  special  privileges  to  none,  that  I  took  that  pledge 
when  I  went  into  office,  and  T  believe  1  have  carried  it 
out  to  the  satisfaction  of  the  people  of  Omaha.  (Ap- 
plause.) 

Tliey  have  delegated  to  me  the  power  and  the  author- 
ity l)y  reason  of  this  office  that  1  hold,  the  highest  within 
theii-  iiii't,  to  extend  not  only  to  you  men  and  women  the 
wariiH  st  welcome  that  could  fall  from  my  lips,  but  they 
liave  said  to  me  to  extend  it  to  all  others  who  may  visit 
our  city.  So  when  I  appear  before  you  today  I  am  repre- 
s(^i]tir]g  the  rank  and  file  of  the  people  of  this  city,  and 
when  I  speak  of  them  I  speak  of  all. 

AVe  are  prcmd  of  this  great  city  of  ours  because  you 
men  and  women  who  have  the  opportunity  to  visit  our 
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city  from  time  to  time  can  see  a  wonderful  growth.  Each 
time  yon  come  you  see  larger  structures  built  here  and 
there ;  you  see  more  splendid  streets ;  you  see  more 
lights,  and  you  see  greater  parks  and  boulevards;  and 
you  see  everything  that  goes  to  make  up  a  civilized. 
^  metropolitan  city.  This  has  been  done  by  the  energy  and 
pluck  of  our  men  and  women,  and  the  reason  we  have 
beeu  able  to  do  and  accomplish  as  much  as  we  have,  is 
by  co-operation  with  you  men  and  others  that  I  spoke  of 
today,  because  in  order  for  us  to  reach  the  ambition 
which  we  expect  to  attain  to  make  this  one  of  the  great 
metropolitan  cities  of  the  world,  it  is  necessary  for  us  to 
join  hands  with  you,  and  by  co-operation,  and  working 
together  hand  in  hand,  with  the  great  opportunities,  and 
the  wealth  that  can  be  produced,  we  can  accomplish  that 
result. 

So  I  am  here  today  to  bid  you  welcome  in  behalf  of 
this  people.  I  am  here  to  extend  to  you  our  key,  be- 
cause we  want  it  understood  that  we  are  plroud  of  our 
city,  and  we  are  proud  of  our  state ;  we  are  proud  of 
this  great  nation  of  ours ;  we  are  proud  of  its  religious 
life ;  we  are  proud  of  its  passion  for  education,  and  wo 
are  proud  of  the  great  fight  that  it  has  made  for  free- 
dom, which  has  cost  thousands  of  lives  on  the  field  of 
battle  to  make  it  so ;  we  are  proud  of  the  fight  that  it 
has  always  made  for  the  poor  man  and  the  poor  woman 
to  give  each  one  of  them  an  equal  chance ;  and  we  are 
proud  of  those  humble  and  eloquent  homes — the  millions 
of  them  that  are  scattered  over  this  nation,  where  men 
and  women  will  be  born  and  are  born  to  carry  on  this 
fight  after  yOu  and  I  lay  down  the  sword. 
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Our  gates  are  open  to  the  East;  they  are  open  to  the 
AVest;  they  are  open  to  the  North;  and  they  are  open 
to  the  South ;  and  through  these  gates  have  come  millions 
of  men  and  women,  and  out  of  all  those  men  and  women, 
a  new  nation  has  been  born,  and  you  and  I  are  a  part  of 
that  nation,  and  we  are  all  proud  of  it.  We  are  proud 
of  that  flag,  and  everything  that  it  stands  for,  and  may 
that  flag  float  on  the  man-of-war,  or  on  the  ship  of  state, 
our  hope  and  our  ambition  is,  that  wherever  she  goes,  or 
wherever  she  floats,  that  she  wdll  maintain  the  lofty  posi 
tion  that  she  does  today,  for  us  and  for  humanity. 

My  friends,  in  behalf  of  just  such  people  as  I  have 
spoken  about,  I  extend  to  you  the  key  to  this  great  city 
of  ours.  It  comes  to  you  as  white  as  the  snow  that  falls 
on  the  mountain  tops,  and  knowing  what  I  do  of  your 
great  organization,  I  know  that  when  it  comes  back  to 
us  it  will  come  back  without  a  stain  or  blemish.  I  thank 
you.  (Applause.) 

The  President:  Tlie  Program  Committee  must  have 
})een  gifted  with  great  foresight,  and  they  knew  that 
your  President  would  be  unequal  to  the  task  of  respond- 
ing to  what  the  Honorable  Mayor  has  said,  so  they 
wisely  selected  the  silver-tongued  orator  of  this  Associa- 
tion, and  it  gives  me  great  pleasure  to  put  the  burden  of 
responding  to  the  Mayor  of  Omaha  upon  the  shoulders 
»>!'  Mr.  AVilliam  Ashby,  of  Fairfield,  who  will  now  ad- 
dress A^OU. 

RESPONSE  TO  ADDRESS  OF  WELCOME 

By  William  Ashby,  Fairfield. 
Mr.  Mayor,  Mr.  President,  and  Members  of  the  Asso- 
ciation : 


20 


THE  NEBRASKA  IRONMONGER 


We  wish  to  extend  to  yoii  and  through  yon  to  the 
good  people  of  Omaha,  over  whose  destinies  yon  have 
presided  these  many  years,  our  hearty  appreciation  of 
the  cordial  welcome  which  yon  have  extended  to  ns 
today.  AVe  know  that  Omaha's  welcome  is  not  a  mere 
welcome  of  words,  but  a  welcome  that  indeed  comes 
from  the  heart. 

AVe  are  in  no  wise  jealous  of  Omaha's  wonderful 
growth;  in  fact  we  are  proud  of  Omaha,  because  Omaha 
is  our  metropolis  as  well  as  yours.  There  used  to  be  a 
feeling  which  was  fostered  in  the  minds  of  every  one 
which  was  the  opposite  of  this.  It  was  to  set  man  against 
man,  city  and  Anllage  against  city  and  village,  teaching 
the  idea  that  each  man  is  for  himself,  regardless  of  the 
rights  of  others.  There  is  a  little  story  which  illustrates 
this  as  follows :  A  mother  heard  a  tremendous  racket 
on  the  back  porch  one  day  and  went  out  to  find  her  two 
small  boys  quarreling  over  the  family  cat.  She  immedi- 
ately interrupted  them,  and  drawing  a  line  through 
that  cat  says,  ''Now,  Johnny,  one-half  of  this  cat  be- 
longs to  you,  and  Willie,  the  front  half  belongs  to  you, 
and  I  want  you  to  quit  your  quarreling."  She  returned 
to  her  work,  and  pretty  soon  she  came  back,  having 
heard  an  awful  racket,  and  she  found  Johnnie  standing 
with  his  arms  folded  around  the  cat's  tail.  The  cat  was 
making  a  large  amount  of  noise.  She  said,  ''Johnnie, 
what  are  you  doing  f"  "Notliing,  excepting  standing 
on  my  rights.  You  better  talk  to  Willie ;  it  is  his  end 
making  all  the  racket."  We  are  all  selfish  in  a  way,  and 
enlightened  selfishness  is  the  motive  power  for  much 
progress. 
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Human  society  is  so  constituted  that  as  we  raise  olir-  • 
selves  we  needs  must  raise  oiir  fellowmen,  and  I  think 
you  will  agree  with  me  that  although  each  one  of  us  is 
selfish,  each  one  is  playing  the  game  for  all  he  is  worth, 
each  one  is  fighting  the  battle  of  life  for  loved  ones  and 
home,  to  the  best  of  his  ability ;  still,  as  we  play  for  our- 
selves, we  are  playing  for  others.  The  community  grows 
by  the  advancement  of  the  individuals,  and  while  Omaha 
has  made  a  wonderful  growth,  we  out  in  the  state,  as 
your  Mayor  said,  have  backed  Omaha.  AVe  have  done 
our  part  towards  building  up  our  state,  and  have  helped 
to  make  Omaha  great ;  and  I  can  also  say  that  the 
smaller  cities,  towns,  and  the  country  are  today  largely 
what  they  are,  due  to  the  commercial  leadership  of  the 
city  of  Omaha,  and  due  to  the  opportunities  for  trans- 
acting business,  which  the  growth  of  Omaha  has  given 
to  us.  We  are  proud  of  Omaha,  and  we  trust  that  as  we 
leave  here,  nothing  will  occur  which  will  give  Omaha 
reason  to  hav^e  other  feelings  toward  us.  We  trust  we 
may  return  the  key  to  Omaha  as  unsullied  as  we  received 
it,  and  that  Omaha  will  be  as  glad  to  receive  us  again  in 
our  convention  two  years  from  now.  when  we  come  here 
again,  as  it  is  at  this  time.  AYe  v^igain  thank  you,  Mr. 
Mayor,  for  your  kind  welcome.  (Applause.) 
Tlie  President  then  announced  the  committees: 
Committee  on  Resolutions — Mr.  Ammon,  David  City; 
K.  K .  Tjawson,  Hastings ;  John  Forrest,  Minden ;  W.  M. 
AVineland,  University  Place ;  J.  H.  Price,  Florence ;  Max 
Uhlig,  Holdrege;  I.  W,  Haws,  Minden;  Mr.  Clarke, 
Farnam. 

Committee    on   Suggestions — Wm.   Ashby,  Fairfield: 
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F.  AV.  Ebinger,  Plainview ;  Tlios.  Nelson,  Springfield ; 
F.  AY.  Arndt,  Blair;  S.  A.  Sanderson,  Lincoln;  C.  A. 
Jack,  Tekamah. 

Committee  on  Nominations — Geo.  Drulinger,  Benkle- 
man ;  Albert  Degner,  Norfolk ;  L.  M.  Thomas,  University 
Place;  J.  W.  Armstrong,  Auburn;  M.  A.  Hargelroad, 
Holstein,  E.  A.  Clark,  Omaha. 

Committee  on  Place  of  Meeting — S.  C.  Oaks,  Seward; 
L.  Neitzel,  Murdock ;  Mr.  Alden,  Hyannis ;  E.  W.  Shafer, 
Tekamah;  H.  N.  AYineland,  Ihiiversity  Place;  C.  L 
Kelly,  North  Bend. 

Supplementary  Prize  Committee — J.  J.  Jennings,  Goth- 
enburg;  H.  A.  Lotspeich,  Minatare ;  J.  B.  Thomas,  Lyons; 
C.  B.  Diehl,  Stratton;  A.  V.  Klava,  Ravenna. 

Press  Committee — Dan  Kavanaugh,  Fairbury;  H.  J. 
Hall,  Lincoln;  F.  A.  Bouzek,  Linwood. 

Grievance  Committee  for  1912 — M.  A.  Hargelroad.  Hol- 
stein; PL  M.  Rogers,  Omaha;  N.  Roberts,  Lincoln. 


MEMBERSHIP  REPORT  FEBRUARY  1,  1913 


Reported  last  year   724 

Suspended  for  non-payment  of  1910  dues   5 

Suspended  for  non-payment  of  1911-1912  dues.  .  35  40 


Net  membership  in  good  standing  Feb.  1,  1912.  .  684 
Present  enrollment  in  good  standing   745 


Net  gain  in  1912   61 

We  have  lost  from  various  causes  during  1912.  .  25 
We  have  lost  from  death   3 
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28 

There  are  still  50  in  arrears  for  1912  dues  who  have 
not  refused  to  pay  as  3^et  and  are  carried  on  the  rolls  but 
may  be  suspended.  Of  the  above  50  there  are  8  who  carry 
insurance  and  have  refused  to  pay  Association  dues,  and 
there  are  11  who  are  still  in  suspense. 

Those  lost  by  death  are  as  far  as  known: 

George  Goodbrod,  Utica. 

John  Solms,  Loup  City. 

J.  A.  Hinchilwood,  FuUerton. 

Respectfullv  submitted, 
NATHAN  ROBERTS,  Secretary. 


SECRETARY'S  ADDRESS 
Nebraska  Retail  Hardware  Association,  Feb.  11,  1913 

As  I  look  back  over  the  six  months  since  I  took 
charge  of  tliis  office,  1  rca]izc  fully  how  little  I  knew  and 
how  ill  prepared  1  was  to  hike  hold  and  successfully 
cope  with  the  difficulties  that  surround  this  office,  and 
the  proper  discharge  of  its  duties,  so  as  to  bring  out 
the  ])est  results  and  the  most  good  to  its  members.  I 
may  safely  assert  that  I  knew  little  of  human  nature  and 
the  various  phases  of  its  makeup,  and  have  learned 
much  in  this  short  experience. 

The  aim  of,  Mud  in  fact  the  principal  reason  for,  the 
existence  of  this  Association  is  that  by  coming  in  touch 
with  one  another,  learning  each  other's  ways  and  means 
that  have  proven  good  or  bad  in  one's  own  experience, 
that  we  may  thereby  benefit  others.  How  near  we  have 
livcnl  up  to  this  axiom  is  for  each  one  to  answer  for 
himself  and  to  his  own  conscience. 
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To  me,  who,  so  to  speak,  has  felt  the  pulse  of  all  of 
you  the  past  six  months,  I  regret  to  say  that  we  have 
not  reached  the  goal  of  our  ambition  or  the  height  of 
our  aspiration.  It  is  marked  fact,  however,  that  the 
most  successful  hardware  merchants  in  Nebraska  are 
members  in  good  standing  in  the  Association,  and  take  a 
live  interest  in  its  affairs. 

'  October  last  I  started  the  publication  of  a  medium  be- 
tween your  officers  and  members,  and  while  I  well  knew 
I  lacked  the  literary  ability  and  Norvilette  or  Seole 
acumen  to  edit  an  interesting,  readable  production,  I  am 
gratified  in  the  results  as  expressed  by  a  great  many  of 
our  members.  Some  of  the  soil  was  rough  and  rugged 
and  the  seed  sown  not  of  the  best  to  produce  an  early 
and  sure  crop,  still  I  find  a  healthy  sprout  here  and 
there  which  may  grow  to  mature  growth. 

I  believe  I  see  signs  of  better  business  methods  all 
along  the  line.  Haste  the  day  when  Nebraska  hardware 
men  will  wave  aloft  their  banner  as  the  peer  of  any 
state  in  the  Union. 

Touching  the  subscription  price  charged  for  the  Iron- 
monger, if  all  our  members  in  good  standing  would  pay 
25  cents  per  annum,  it  would  be  self-supporting,  while 
at  the  present  time  it  is  but  half  the  amount,. 

Legislation 

"We  believe  we  will  be  successful  in  amending  the 
peddlers^  law  to  make  it  more  effective  for  our  protec- 
tion than  the  laws  on  the  statute  books.  The  exemption 
arnd  garnishee  law  has  passed  the  house,  and  we  have 
hopes  of  success.  There  are  a  number  of  good  bills 
being  pushed  in  the  interest  of  our  people.  Members 
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Trimble  of  Hazard  and  Armstrong  of  Auburn  are  doing 
good  and  effective  work  along  that  line. 

Parcels  Post 

It  is  with  us,  and  we  believe  up-to-date  merchants  are 
taking  protfiable  advantage  of  its  measures.    I  would 
•  urge  on  you  thoughtful  attention  to  the  propaganda  on 
one  cent  letter  postage.    I  believe  it  a  sure  measure  to 
present  attempts  to  establish  a  flat  rate  parcels  post. 
Hardware  Exposition 

I  have  urged  upon  ,  the  members  a  buying  campaign 
from  those  who  have  spent  their  money  to  put  on  these 
exhibits,  that  make  possible  an  educational  feature  of 
our  convention,  and  I  have  no  doubt  they  have  re- 
sponded. If  you  do,  it  will  possibly  be  a  greater  show 
next  year;  if  you  do  not,  it  will  be  a  doubtful  quantity 
in  the  years  to  come. 

District  Meetings 

We  held  one  in  the  sixth  district  at  Alliance  this  sum- 
mer. It  was  of  interest  to  those  Avho  attended,  but  I 
doubt  as  yet  Avhether  our  members  are  ready  for  this 
fcHture  of  association  work,  and  whether  the  cost  war- 
rants it.  However,  that  matter  will  be  decided  by  your 
new  Board  of  Directors. 

National  Bulletin 

I  am  proud  to  report  that  many  of  our  members  are 
(h\sirous  of  more  light  upon  vital  questions,  which  doubt- 
less the  management  will  attend  to. 

In  closing  this  report,  J  want  to  say  that  there  are 
[)lans  being  worked  out  for  better  conditions  for  the 
hardware  man,  especially  along  the  lines  of  equitable 
cost  of  goods.    There  are  some  of  your  officers  who  at 
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this  time  have  their  hands  on  the  th^-ottle,  and  it  would  , 
be  well  to  study  carefull}^  condition  and  if  possible  leave 
such  important  matters  in  the  hands  of  those  who  fully 
understand  them  and  can  better  work  out  our  expecta- 
tions than  new  workmen. 

We  expect  hearty  co-operation  from  every  member.  It  * 
is  your  bread  and  butter  to  join  issue  with  every  live 
merchant,  as  well  as  your  secretary,  in  assisting  to  carry 
us  from  the  tail  end  of  the  race  to  the  vanguard  of  the 
procession  for  progress  and  business  and  a  living  profit 
for  our  labors. 

Respectfully  submitted, 

NATHAN  ROBERTS, 

Secretary. 


Mr.  Arnda :  I  move  the  report  of  the  secretary  be  re- 
ceived and  placed  on  file. 

JMotion  seconded  and  unanimously  carried. 

The  report  of  the  Treasurer,  W.  C.  Klein,  Milford,  was 
called  for,  and  he  presented  the  following  report: 

Mr.  Klein :    I  wish,  to  present  to  you  the  following- 


report  : 

February  1,  1912,  balance  on  hand  $  313.5,5 

Amount  received  during  the  year   6,539.23 


Total   $6,852.78 

Amount  paid  out  during  the  year   5,699.35 


Balance  on  hand  •  $1,153.43 


Mr.  McAllister:  J  move  the  report  of  the  Treasurer 
l)e  received  and  placed  on  file. 
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Motion  seconded  and  unanimously  carried. 

The  President :  If  you  will  consult  your  program,  you 
will  see  that  the  next  speaker  was  to  have  been  Mr.  M. 
C.  Bartlett,  of  Hibbard,  Spencer,  Bartlett  Company,  of 
whom  you  all  know.  He  was  not  to  speak  to  us  as  a 
hardware  man,  but  as  a  representative  of  the  National 
Citizens'  League;  but  at  almost  the  last  moment  he  noti- 
.fied  our  Secretary  of  his  inabilitj^  to  fill  this  engage- 
ment, and  consequently  the  League  has  sent  to  us  as  a 
substitute,  Mr.  A.  C.  Smith,  of  the  M.  E.  Smith  Dry 
Goods  Company  of  Omaha,  a  very  large  wholesale  dry 
goods  house  and  manufacturing  concern,  and  I  feel  my- 
self that  the  advantage  is  all  ours  by  the  exchange,  inas- 
much as  Mr.  Smith  comes  to  us  as  a  Nebraska  product, 
he  being  one  of  us.  If  you  would  ask  me  what  the  Na- 
tional Citizens'  League  is,  I  would  have  to  answer  that 
Mr.  Smith  will  tell  you  about  it.  To  me,  and  perhaps  to 
you,  the  phrase  ^'liquid  currency,  demand  credit,  and 
elastic  currency,"  have  but  a  nebulous  meaning,  and  a 
proper  or  more  clear  understanding  of  our  present  bank- 
ing system  and  of  the  reforms  proposed  by  the  National 
Citizens'  League  would  be,  I  think,  educational,  and  I 
therefore  take  great  pleasure  in  presenting  to  you  Mr. 
Smith,  who  I  feel  quite  sure  will  be  able  to  give  us  more 
in  this  one  lesson  than  we  will  be  able  to  assimilate. 

(On  account  of  lack  of  space  we  are  obliged  to  omit 
Mr.  Smith's  address,  and  it  Avill  appear  in  a  later  issue.) 

The  President:  We  certainly  owe  a  vote  of  thanks  to 
^Tr.  Smith  for  this  talk,  and  if  any  of  you  desire  to  ask 
him  any  questions  upon  this  vital  subject,  he  will  be 
Ljhul  to  answer  them.    The  next  number  on  the  program 


28 


THE  NEBRASKA  IRONMONGER 


is  tlie  question  box,  and  we  will  now  take  it  up.  ' 

]\rr.  Roberts :  T  think  it  is  not  out  of  place  to  say  that 
the  question  box  is  arranged  aloug  lines  that  I  hope  will 
he  of  benefit  to  the  members.  Each  question  is  opened 
by  a  certain  member,  and  the  Presideut  is  privileged  to 
call  him  within  five  minutes  if  he  feels  so  disposed,  and 
after  that  it  is  open  to  the  house,  and  each  member  is 
allowed  five  minutes,  but  no  mem  her  sliall  speak  more 
than  twice  on  the  same  question.  Mr.  Dan  Kavanaugh 
of  Fairbury  has  consented  to  act  as  referee  on 'all  ques- 
tions, and  knowing  him  to  be  a  man  of  good  judgment,  T 
believe  we  will  all  abide  by  his  decision. 

?^rr.  Kavaiiaugh  :  There  arc  a  number  of  very  inter- 
esting subjects  here  to  be  discussed,  and  as  all  of  our 
members  have  not  as  yet  arrived,  I  think  this  part  of  the 
program  should  be  postponed  until  later,  and  therefore  I 
move  that  we  adjourn  until  9:00  o'clock  tomorrow 
morning. 

The  motion  was  seconded  and  carried,  and  on  arising 
to  adjourn  the  Arndt  Hardware  Quartette  sang  ''Old 
Black  Joe." 


WEDNESDAY  MORNING  SESSION 

February  12th 

The  convention  reconvened  at  9 :30  a.  m..  President 
Hussie  in  the  chair.  As  a  prelude  the  Arndt  Hardware 
Quartette  sang  '^Marching  Through  Georgia"  and  ''The 
Old  Oaken  Bucket." 

The  President:  We  have  with  us  one  of  the  representa- 
tives of  the  National  Association,  and  it  is  the  policy  of 
that  Association  to  send  to  each  affdiated  state  one  or  un)re 
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representatives,  and  at  this  meeting  we  are  fortunate  in 
having  one  Nebraskan  as  a  member  of  the  National  Asso- 
ciation, but  to  make  our  list  complete  they  have  kindly 
sent  us  Mr.  G.  F.  Ladner  of  St.  Cloud,  Minnesota,  and  it 
gives  me  pleasure  to  introduce  him  to  you. 
GREETINGS  FROM  NATIONAL  REPRESENTATIVES 
Mr.  G.  F.  Ladner,  Minnesota 

Mr.  Chairman,  Ladies  and  Gentlemen:  I  feel  this  morn- 
ing like  the  old  maid  that  had  been  courted  by  a  rather 
cold  blooded  bachelor  for  about  fifteen  years,  and  finally 
he  proposed.  She  almost  fainted,  and  said,  ^^This  is 
rather  sudden.''  I  also  feel  that  it  is  rather  sudden  that 
I  should  be  called  upon  so  soon  after  reaching  Omaha,  hav- 
ing just  arrived,  and  did  not  know  I  was  on  the  program, 
nor  did  I  know  you  had  a  session  this  morning. 

Your  chairman  put  it  rather  modest  when  he  said  that 
you  also  had  a  national  representative  from  this  state  on 
the  national  board.  You  have  more  than  that.  Nebraska 
has  a  past-national  director;  and  you  have  in  the  national 
organization,  in  the  judgment  of  those  who  know  men,  one 
of  the  strongest  committeemen  that  the  National  Associa- 
tion had  during  the  last  year  in  your  present  president. 

The  work  that  has  been  done  by  your  president  and  the 
r(^st  of  the  committee  at  Chicago  last  December  will  reach 
(h^eply  into  the  trade  conditions  of  the  entire  United 
States.  I  believe  that  it  would  mean  the  returning  of  the 
distribution  of  hardware  to  its  natural  sources,  and  to 
where  it  belongs,  and  if  the  policy  that  was  outlined  at 
that  conference  is  backed  up  by  every  loyal  member  of 
Hie  different  state  associations  success  will  crown  our 
eiforts. 
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I  will  not  go  into  the  different  phases  of  the  national 
work  at  this  time.  I  want  to  eongratnlate  you  on  the 
large  andienee  present  and  also  on  the  beautiful  jMinne- 
sota  weather  you  are  having  during  this  convention.  (Ap- 
plause.) 

The  President :  According  to  our  program,  the  next 
number  is  the  report  from  the  delegates  to  the  national 
con^  entiou  held  in  Detroit  last  year,  but  before  takin^c 
that  up,  T  will  call  upon  ^Tr.  John  Forrest,  wdio  will  give 
us  a  talk  on  the  most  improved  methods  of  taking  an  in- 
ventory. (Owing  to  lack  of  space,  Mr.  Forrest's  address 
will  appear  in  next  issue.) 

The  President  :  At  a  national  conN  eijtion  it  is  customary 
to  have  every  state  represented  by  delegates,  and  we  had 
a  fine  representation  last  year  at  Detroit,  so  much  so  that 
each  one  clamored  to  be  the  representative  before  the 
state  associations.  They  are  with  us,  and  we  will  hear 
from  them,  giving  each  but  five  minutes  to  tal>.  Mr.  Dan 
Kavanaugh  will  present  the  report  on  our  national  presi- 
dent's report. 

PRESIDENT'S  REPORT 

Mr.  Kavanaugh :  You  have  all  read  that  report  care- 
fulh^,  as  I  take  it  for  granted  you  are  all  good  hardware^ 
men.  We  are  more  interested  in  the  present  than  the 
past,  and  while  I  consider  j\Ir.  Jones'  address  a  master 
piece,  in  view  of  the  amount  of  work  ahead  of  us,  I  think 
it  would  be  a  waste  of  time  to  repeat  what  he  told  us.  We 
have  an  address  coming  from  President  Hussie,  and  with 
your  permission  I  would  rather  listen  to  him.  He  did  not 
get  an  opportunity  to  deliver  it  j'-esterday,  and  we  are 
all  anxious  to  hear  it. 
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I  have  known  Mr.  Ladner  for  a  number  of  years,  having 
lirst  met  hmi  in  Boston  when  he  was  on  the  nominating 
committee,  and  I  became  very  mucii  attached  to  him,  and 
I  trust  he  will  tell  us  much  of  interest  tomorrow,  as  he  is 
a  prominent  hardware  merchant. 

The  President :  In  the  little  town  of  Neenah,  Wiscon- 
son,  there  is  a  hardware  man,  named  H.  F.  Krueger,  which 
does  not  mean  anything  until  you  have  known  him,  but 
after  you  have  known  him,  and  read  some  of  the  things 
that  he  has  written,  you  will  begin  to  realize  that  Mr. 
Krueger  is  in  a  class  by  himself.  In  our  delegation  we 
had  a  man  of  the  Krueger  type,  sort  of  a  human  dynamo, 
'<\ml  it  was  the  consensus  of  opinio q  among  the  delegates 
that  our  Nebraska  dynamo  would  be  the  proper  man  to 
give  us  an  extract  of  Mr.  Krueger  s  talk  at  the  conven- 
tion, and  so  I  will  introduce  to  you  Mr.  S.  A.  Sanderson 
of  Lincoln. 

KRUEGER  FEATURES 

Mr.  Sanderson:  I  am  unable  to  tell  you  very  much 
about  Mr.  Krueger  outside  of  what  has  been  published  in 
our  trade  papers.  He  is  probably  the  best  man  in  the 
National  Association  to  delve  into  the  problems  of  the 
catalogue  house  and  the  mail  order  proposition.  He  has 
made  it  a  rule  that  Avhenever  he  had  any  competition,  to 
go  to  th(^  root  of  the  matter,  get  a  sample  of  the  goods,  and 
the  prices,  and  ascertain  the  entire  procedure,  and  apply 
it  to  himself.  If  some  one  sold  razors  at  a  certain  price, 
and  he  heard  that  some  one  else  was  selling  them  at  a  dif- 
ferent price,  or  giving  them  away  with  baking  powder,  he 
immediately  secured  some  of  those  razors  with  baking 
])owder,  and  then  sold  them  at  whatever  price  he  wanted 
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to.  He  tells  of  how.  he  secured  two  dollar  and  a  half 
razors  and  sold  them  at  $1.00,  and  so  advertised  them  in 
his  paper,  and  the  result  was  that  the.y  sent  a  man  direet 
from  the  factory  to  see  him,  and  it  worked. out  just  as  he 
wanted  it.  He  does  not  wait  for  his  state  association  to 
solve  his  problems,  but  does  it  himself.  What  we  should 
do,  when  we  have  troubles,  is  to  settle  them  then  and 
there,  and  come  here  and  tell  the  other  fellow  how  we 
did  it. 

A  short  time  ago  I  heard  that  a  competitor  in  another 
town  was  selling  a  line  of  advertised  goods  that  I  was 
selling  at  a  less  price.  1  did  not  quote  his  price,  but  my 
wife  and  1  went  in  our  automobile  to  see  him,  and  he 
gave  us  a  welcome  reception.  I  there  learned  that  my 
customer  had  been  untruthful,  and  that  this  man  was  not 
cutting  prices.  So  I  say  we  should  not  carry  our  griev- 
ances, but  go  to  the  competitor  and  find  out  from  him  the 
exact  situation,  and  thereby  solve  99  per  cent  of  our  diffi- 
culties. (Applause.) 

The  President :  The  result  of  the  deliberations  of  any 
organized  body  is  usually  embodied  in  resolutions,  and 
that  was  the  case  with  the  National  Association.  Mr. 
AY.  A.  Win  eland  of  our  delegation  was  selected  to  report 
on  the  resolution,  and  I  will  now  call  upon  him. 

EESOLUTIONS 

Mr.  W^ineland :  There  were  sixteen  resolutions  pre- 
sented by  the  national  committee.  The  first  one  was  on 
parcels  post.  It  is  here,  and  we  must  make  the  best  of  it, 
and  I  would  recommend  that  .you  send  out  small  circulars 
to  your  customers  asking  them  to  'phone  in. their  orders, 
and  yon  will  send  them  a  pitchfork,  a  boiler,  or  like  goods 
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by  mail. 

Besolution  No.  2  refers  to  the  one-cent  postage.  That 
is  a  good  resolution.  Resolution  No.  11  relates  to  pro- 
iiibiting  the  sale  of  firearms  and  ammunition.  Personally 
I  do  not  agree  with  it.  I  think  we  should  be  allowed  to 
sell  all  the  ammunition  we  can,  but  as  to  firearms,  we 
should  be  very  careful  to  whom  wo  sell  them;  but  they 
will  have  them,  and  if  we  refuse  to  sell  them  they  will 
send  away  for  them. 

Resolution  No.  15  refers  to  the  re-sale  price  on  mer- 
chandise. I  am  in  favor  of  it.  It  puts  our  goods  in  a 
class  by  themselves.  It  takes  them  from  department 
stores,  and  the  tendency  is  for  them  to  let  them  alone. 

There  is  another  resolution,  hoAvever,  that  T  would  sug- 
gest presenting  to  the  next  annual  convention,  and  that  is 
never  take  an  umbrella  or  wear  a  straw  hat  to  the  na- 
tional convention.  My  wife  left  her  umbrella  on  a  ^^rub- 
ber-wagon,'' and  ITussie  sat  on  my  straAV  hat  and  smashed 
it.  (Applause.) 

The  President :  That  was  unintentional,  but  I  have  at 
home  a*perfectly  good  straw  hat  that  Mr.  AVineland  can 
have  if  he  prefers  to  use  it.  A  Thursday  evening  session 
was  held  by  the  National  Association,  and  Mr.  C.  B.  Diehl 
of  our  delegation  consented  to  report  on  that  session,  an»l 
1  now  call  upon  him. 


THURSDAY  EVENING  SESSION 

President  Jones  introduced  Mr.  John  A.  Green,  the 
secretary  of  the  National  Grocers'  Association. 

He  told  us  that  our  convention  was  one  of  the  most  im- 
portant convention  ever  called  together,  for  the  time 
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has  come  for  most  decided  action,  in  the  hardware  busi- 
ness as  well  as  in  other  lines.  We  will  have  to  stand  up  for 
our  rights  and  demand  them  or  go  back  to  the  plow  and 
thereby  build  up  the  big  city  and  destroy  our  towns  and 
villages. 

Stand  on  our  own  platform,  that  was  the  advice,  but  of 
course  we  must  understand  that  there  is  a  duty  for  each 
of  us  to  perform,  a  responsibility  that  we  must  not  shirk. 
AVe  owe  the  best  that  is  in  us  and  nothing  short  will 
suffice. 

We  know  that  there  are  houses  doing  business  that 
do  not  hesitate  to  stoop  to  any  unfair  means  to  get 
inisiness. 

The  purpose  of  this  association  is  not  to  enter  into  a 
combine  to  fix  prices;  all  we  want  is  a  chance  to  buy 
goods  at  the  same  price  as  other  houses  doing  business ; 
in  other  words,  a  square  deal  all  around. 

We  are  informed  that  we  have  arrived  at  the  point 
where  we  must  do  more  than  resolve.  We  as  individuals 
must  help  our  brother  state  association  or  national  asso- 
ciation. The  time  has  come  for  action  both  singly  and 
collectively.  >Seek  the  remedy,  then  endeavor  to  enforce 
same  in  a  friendly  way. 

Present  conditions :  Catalogue  or  factory  to  family 
plan,  is  growing  at  a  rapid  rate  and  threatens  the  entire 
distributing  forces  n-ow  organized.  One  must  not  attempt 
to  destroy  this  monster  by  attempting  not  to  recognize 
same,  for  we  must  admit  its  claws  have  been  fastened  on 
the  very  heart  string  of  all  our  business  enterprises.  It 
is  not  too  late  yet  for  us  to  devise  some  plan  whereby  the 
retail  merchant  can  remain  at  the  helm,  and  the  o«ly  way 
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that  can  be  done  is  for  him  to  be  able  to  buy  his  goods  as 
cheap  as  the  other  fellow. 

Prices — AVe  have  no  problems  tha't  we  can  not  as  a 
body  meet. 

Let  us  meet  as  a  cabinet  to  consider  the  vital  question, 
which  is  the  price.  Service  and  ciuality  has  been  brought 
lip  so  much  that  it  is  an  old  chestnut.  Give  me  the  price 
and  you  can  have  the  service.  If  cur  competitor  adver- 
tises at  our  cost,  we  will  then  hav^j  to  drop  such  goods 
from  our  list  or  buy  cheaper. 

One  of  the  greatest  benefits  that  we  derive  from  the 
association  is  the  exchanging  of  our  views  and  mingling 
of  our  ideas;  a  meeting  often  together  results  in  a  better 
understanding  and  a  closer  business  relation. 

We  are  told  that  the  merchant  is  responsible  for  dis- 
honesty to  some  extent,  for  he  sells  his  trade  on  time  and 
does  not  compel  prompt  settlements,  and  sometimes 'over- 
sells a  customer,  and  in  that  way  he  is  unable  to  pay,  for 
he  has  gone  beyond  his  ability  to  pay,  hence  a  dishonest 
f'ustomer  is  made  in  this  way. 

The  success  of  the  association  depends  on  each  indi- 
vidual.  Do  not  let  us  ask  ourselves  what  has  the  associa- 
tion done  for  me,  but  what  have  I  done  to  make  the  asso 
ciation  greater  and  better? 

A  cliaracter  for  integrity  in  business  means  that  you 
A\  ill  ])e  helpful  to  yourself  as  well  as  to  your  fellow  man. 

Mr.  Green  further  says :  I  feel  sure  the  founders  of  your 
association  must  have  had  abiding  faith  in  the  principle: 
(live  to  the  world  the  best  you  have  and  the  best  will 
come  back  to  you. 

After  Mr.  Green's  address  we  listened  to  the  different 
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eouiinitteemen's  reports. 

Til  AY.  P.  Bogardus'  report  on  icgislatiou  lu^  recoiu- 
uiended  the  Washirigtoii  and  Oregon  peddler  law,  whieli 
has  stood  tlie  test  of  tlie  supreme  court  of  the  United 
States. 

Next  came  the  place  of  our  next  meeting,*  and  Jackson- 
ville, Fla.,  was  finally  chosen  as  the  best  place,  considering 
all  things. 

Then  election  of  officers  was  taken  np.  L.  C.  Abbott  of 
Mai shalltown,  la.,  was  chosen  president;  Chas.  A.  Ireland, 
iirst  vice-president;  E.  E.  Mitchell,  second  vice  president; 
W.  P.  Bogardiis,  treasurer. 

Then  came  the  closing  of  the  greatest  meeting  the  Na- 
tional Retail  Association  has  ever  bad.  President  Jones 
then  gave  some  very  glowing  and  touching  remarks,  in 
his  turning  over  the  office  to  Mr.  L.  C.  Abbott  for  the  en- 
suing years.  (Applause.) 

The  President:  The  delegate  who  will  speak  to" you  on 
insurance,  as  it  was  presented  at  the  national  meeting, 
needs  no  introduction,  and  I  naw  call  upon  Mr.  H.  J.  Hall. 
INSURANCE  FEATURES 

Mr.  Hall:  There  are  so  many  important  matters 
planned  for  each  annual  convention,  whether  it  be  state 
or  national,  that  the  final  results  depend  entirely  on  how 
thoroughly  the  delegate  has  studied  the  particular  prob- 
lem in  which  he  is  interested  and  for  which  he  is  respon- 
sible. 

It  will  surprise  you  to  know  how  the  old  Hardware 
Mutual  officials  consider  the  younger  Hardware  Mutuals 
and  the  present  standing  of  the  Nebraska  company. 

In  the  first  place,  the  big  five  hardware  mutuals  have 
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set  a  pace  that  almost  takes  the  breath  away  from  the 
youngster,  in  tlie  same  business,  OAving  to  the  immense 
dividends  declared  by  them. 

They  do  not  yet  realize  the  ^MUTUAL  feature,  as  ap- 
plied to  hardware  insurance  companies,  and  it  is  this  most 
important  factor  in  the  success  of  our  growling  business 
which  your  president  and  secretary  planned  to  present 
at  the  Detroit  meeting. 

Yon  can  appreciate  the  strenuous  time  Ave  had,  as  our 
ijisurance  Avork  Avas  outside  of  the  regular  sessions.  There 
Avas  scarcely  an  hour  during  the  entire  Aveek  that  Ave  Avere 
□  ot  taking  the  opportunity  of  personal  presentation  of  the 
three  important  features  of  mutual  harclAvare  insuranc-e 
to  the  different  insurance  officials  in  attendance,  AA'hich 
Ave  feel  should  soon  receive  attention. 

The  creating  of  a  national  hardware  insurance  organi- 
zation AA^hich  will  so  firmly  unite  the  various  state  hard- 
Avare  mutuals  that,  like  our  ITnited  States  government, 
hardAvare  insurance  will  typify  th'^  sti'ong('st,  safest  and 
most  loyal  organization  on  earth. 

The  cutting  of  rates,  Avhich  is  proving  the  ruin  of  so 
many  fire  insurance  companies,  and  resulting  in  the  final 
loss  to  the  policyholders,  must  have  attention,  and  our 
mutual  plan  is  to  have  a  schedule  for  arriving  at  an  ac- 
curate rate  on  any  hardware  stock  and  building. 

This  Avill  result  in  having  a  better  examination  of  risks, 
also  ultimately  a  better  plan  of  adjusting  losses. 

The  ecpializing  of  return  diA^dends,  placing  each  state 
association  on  the  same  basis  and  adding  strength  and  a 
larger  reserve  to  each  of  the  companies,  is  another  im- 
i>')rtant  feature. 
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Your  officers  of  the  insurance  company  had  several 
ca]]p«I  meeting's,  at  which  a  full  attendance  of  insurance 
men  brought  out  a  final  determination  to  secure  some  of 
the  results  as  outlined,  and  we  are  glad  to  report  a  better 
condition  of  affairs  than  first  introduction  indicated. 

The  value  of  convention  work  grows  on  a  man.  and  to 
make  the  convention  time  valuable  it  becomes  necessary^ 
as  stated  in  the  beginning,  to  plan  your  work  ahead,  then 
work  unceasingly  for  results  while  on  the  job. 

Our  Nebraska  delegates  learn  quickly,  but  to  get  the 
most  benefit  for  an  association,  the  delegate  must  have 
experience. 

•  There  are  other  uuitters  covering  insurance  legislature 
which  your  officers  are  planning,  and  when  the  essential 
features  are  worked  out,  your  advice  and  endorsement 
will  be  sought. 

I  thank  you  for  your  attention. 

The  President:  In  our  delegation  last  year  at  Detroit, 
the  hub  around  which  we  all  revolved  was  one  delegate ; 
when  we  w^ould  stray  away  and  get  lost,  he  would  bring 
us  back.  Everything  was  buzzing  around  this  hub,  or 
center,  and  it  affords  me  great  pleasure  to  call  on  Mr.  S. 
C.  Oaks,  who  sort  of  bell-wethered  us,  and  he  will  tell  us 
about  the  entertainment. 

ENTERTAINMENT 

Mr.  Oaks:  I  have  prepared  a  great  taffy  speech  to  de- 
liver to  you  on  the  entertainment.  The  world  loves  good 
entertainment,  but  it  is  out  of  my  line. 

On  Tuesday  we  were  entertained  at  a  fine  picnic  by 
the  Michigan  State  Hardware  Dealers'  Association.  We 
were  royally  treated.    The  luncheon  was  elaborate  and 
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we  had  games  of  all  kinds,  and  it  was  just  fine.  That  is 
enough.  I  will  only  take  occasion  to  tell  you  about  the 
tug-of-war,  as  there  is  something  in  that.  In  this  con- 
test, fourteen  giants  from  the  eastern  hardware  men  were 
lined  up  on  one  side,  and  fourteen  western  hardware  men 
were  at  the  other  end  of  the  two-inch  cable.  The  eastern 
hardAvare  men  weighed  four  hundred  pounds  more  than 
our  men,  who  it  seemed  were  whipped  before  they  started. 
You  see  the  point!  The  rope  was  stretched  out.  They 
would  not  let  me  pull,  as  they  said  I  was  too  small.  (Ap- 
plause.) They  said  I  could  coach  the  western  boys,  and 
give  the  word;  and  I  used  to  be  a  rock-puller,  an  old  rock 
barn  raiser,  and  I  learned  to  give  the  Avord.  Ready ! 
Every  man  to  his  place!  He-Haw-He!  Hee-Haw-He-e ! 
He-Haw-He-e-e !  He-Haw-He-e-e-e-e-e !  Do  you  see  the 
point?  There  was  organization,  and  the  result  was  that 
our  western  bo3^s  Avon  the  contest. 

1  gained  a  lesson  from  that.  The  eastern  fellows  never 
got  organized.  Our  boys  pulled  together  and  naturally 
Avon  the  game.  The  lesson  to  be  deriA^ed  from  this  is  that 
AA^e  should  go  home  and  organize  our  forces,  and  when  we 
walk  into  the  store  in  the  morning,  say  He-Haw-He  1 
EA^ery  man  should  take  his  place,  and  ten  hours  should  be 
U'iven  to  organization,  and  you  will  Avin  as  you  cannot  any 
other  way.  It  is  a  monej^-maker ;  it  is  a  western  idea. 
Try  it !  (Applause.) 

The  entire  audience  gave  Mr.  Oaks  three  cheers. 

The  President :  We  will  noAv  go  into  executive  session, 
and  all  members  and  their  ladies,  as  well  as  associate 
menibers,  are  eligible ;  and  all  others  Avill  kindly  retire. 

President  Plussie  then  delivered  his  annual  address,  as 
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follows  : 

PRESIDENT  HUSBIE'S  ADDRESS 

Once  more  we  are  assembled  for  our  yearly  exchange 
of  ideas  and  it  is  with  a  great  deal  of  pleasure  indeed  that 
I  greet  all  the  old  faces  and  notice  so  many  new  ones 
among  us.  It  is  not  my  intention  to  go  into  an  extended 
rehash  of  last  year.  Yon  all  know  prett.y  near  what  last 
ye:}r  did  for  you.  On  the  whole  I  l^elieve  you  will  agree 
Avith  me  tliat  our  country  was  prosperous,  and  I  sincerely 
hope  that  each  and  every  one  of  you  got  his  share  of  the 
prosperity. 

Neither  do  I  desire  you  to  get  the  impression  that  my 
remarks  are  intended  to  instruct  y(.u  in  how  you  should 
cojuluct  your  business.  If  you  can  use  any  suggestions  I 
make,  you  are  welcome  to  them,  and  if  you  do  not  use 
them  I  shall  not  feel  hurt  in  the  least.  Don't  think  I  am 
trying  to  put  myself  in  the  position  of  the  good  lady  who 
was  lecturing  to  a  group  of  little  children  from  the  shuns, 
and  in  the  course  of  her  remarks  slie  said,  ''Children, 
which  is  the  greatest  virtue  No  one  answered,  and  to 
encourage  them  to  think,  she  said,  ''What  am  I  doing 
when  I  come  here  to  instruct  you,  leaving  my  comfortable 
]iome  and  my  pleasured'  A  grimy  hand  went  up  and  the 
lady  said,  "Well,  little  boy,  you  may  answer,  what  am  I 
doing?''  "Buttin'  in,"  piped  the  small  boy.  So  I  don't 
want  you  to  think  that  I  am  "buttin'  in." 

There  will  be  wto  points  about  what  I  am  going  to  say 
to  you  that  will  be  different  from  the  usual  address.  I  in- 
tend to  cut  it  short  and  give  the  rest  of  you  a  chance,  and 
I  perhaps  will  say  some  things  that  have  not  been  sand- 
papered to  a  degree  of  smoothness  calculated  not  to  irri- 
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tate  sensitive  feelings. 

The  year  just  passed  has  been  a  notable  one  in  many 
respects.  We  have  had  the  long  fought  parcels  post 
lianded  to  iis  by  a  fond  and  paternal  government,  and  will 
ye,  nil  ye,  we  will  be  compelled  to  adapt  ourselves  and  our 
business  to  whatever  changes  this  will  bring  about  in 
merchandising. 

As  most  of  you  are  aware,  along  last  May  our  former 
^^ecretary  saw  fit  to  tender  his  resignation,  which  made  it 
necessary  to  find  some  one  to  succeed  him  in  both  the 
insurance  and  association  field.  Usually  the  resignation 
of  a  secretary  is  considered  a  misfortune,  and  often  times 
results  in  the  wrecking  of  the  organization  from  which  he 
resigns,  the  difficulty  being  to  find  some  one  capable  of 
taking  up  the  work  with  intelligence  where  the  former 
incumbent  of  the  office  left  off.  Your  Board  of  Directors, 
T  need  scarcely  tell  you,  had  several  sleepless  nights  be- 
fore they  were  fortunate  enough  to.  secure  our  present 
Secretary,  who,  as  you  are  all  aware,  came  to  us,  as  T 
might  say,  trained  by  ourselves  for  the  job.  This  circum- 
stance has  enabled  us  to  round  out  the  year  in  a  most 

editabk^.  manner  and  in  a  way  most  favorable  for  asso- 
ciation growth. 

We  are  standing  now  at  the  parting  of  the  ways.  Here- 
iofore  our  association  has  been  mostly  formulative.  We 
lici\  ])een  cultivating  and  broadening  ourselves  and  learn- 
ing to  trust  our  fellowmen  engaged  in  the  same  line  of 
ondeavor  as  ourselves.  We  have  found  that  after  all  he 
is  \'(M*y  much  like  we  are,  trying  to  do  the  thing  that  is 
right,  sometimes  succeeding,  sometimes  making  mistakes, 
])iit  in  the  main  not  such  a  bad  fellow  after  all.   We  have 
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learned  that  by  helping  others  we  help  ourselves  and  that 
an  association  like  ours,  where  everyone  helps  a  little,  can 
accomplish  what  would  be  hnpossible  for  one  of  us  alone. 

I  believe  the  time  is  present  when  our  association  will 
be  called  upon  to  solve  some  of  our  problems  for  us,  prob- 
lems that  we  cannot  solve  for  ourselves  and  which  we 
must  in  self  defense  find  a  solution  for  or  suffer  the  de- 
moralization of  the  entire  retail  business.  "What  are  we 
to  do  with  Parcels  Post  now  that  it  is  an  assured  fact"? 
Don't  you  think  our  association  is  htted  to  help  us  adapt 
ourselves  to  the  necessarily  changed  conditions  that  this 
uew  law  will  bring  about,  or  will  we  just  struggle  along 
by  our  lonesome?  I  believe  that  the  sensil)le  thing  for  a 
body  of  men,  who  have  such  an  association  as  we  have, 
to  do  is  to  get  our  associate  heads  together  and  plan  out 
what  is  best.  For  myself,  I  believe  we  can  with  proper 
readjustment  of  our  methods  of  doing  business  render 
parcels  post  a  help  rather  than  an  unmitigated  evil.  One 
tendency  it  will  mpst  assuredly  have  will  be  to  bring  ex- 
press rates  somew^here  within  the  bounds  of  reason. 

Another  problem,  and  I  believe  an  ever  present  one 
with  most  of  us,  a  problem  that  like  Banquo's  ghost  will 
not  down,  is  how  to  meet  competition.  I  do  not  mean 
the  competition  of  our  home  section,  that  we  can  meet  at 
any  time  or  we  are  not  fit  to  be  called  merchants,  but  I 
mean  the  competition  of  the  outsider  who  comes  poach- 
ing on  our  legitimate  territory,  territory  whose  welfare 
we  have  at  heart  and  whose  institutions  we  help  support. 
These  outsiders,  who  pay  not  a  cent  toward  this  end,  leave 
no  stone  unturned  to  get  the  business  that  should  come 
to  us.    Even  this  could  be  met  with  calmness  and  ^.oped 
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with  success  fully  were  it  not  that  these  before  mentioned 
outsiders  are  aided  and  abetted  in  getting  our  trade  by 
people  who  are  all  the  time  protesting  that  they  are  re- 
sirous  of  protecting  us,  so  it  seems  about  time  for  us  as 
an  association  to  get  busy.  We  at  least  should  have  fair 
play  and  no  discrimination.  There  should  be  one  prict 
for  all,  not  a  low  price  for  these  special  competitors  of 
ours  and  a  high  price  for  us.  AVliy  should  certain  manu- 
facturers, and  jobbers  as  well,  discriminate  grossly  in 
favor  of  some  firms  and  then  pass  us  the  jolly  that  ''we  do 
not  sell  catalogue  houses''?  I  say,  sell  catalogue  houses, 
sell  anybody  who  buys  to  sell  again,  but  make  us  the 
same  price  as  it  made  to  them.  Singly  we  can  do  nothing 
in  this  issue. and  our  complaints  are  brushed  away  and  no 
more  attention  given  to  them  than  is  paid  to  the  buzzing 
of  a  mosquito  in  a  dark  room.  Association  help  i^  what 
we  need  to  solve  this  problem.  1  am  informed  that  up  in 
Minnesota  at  the  present  time  there  is  in  successful  opera- 
tion a  chain  of  co-operative  stores  owned  and  operated  for 
and  by  farmers.  I  understand  that  there  are  now  some- 
thing over  150  of  these  stores,  all  paying  good  dividends 
to  the  stockholders,  and  their  numbers  are  increasing.. 
Tlie  point  I  desire  to  make  is  this :  If  the  farmers  of  that, 
or  any  other  community,  have  solved  the  problem  by 
quantity  buying,  why  cannot  we,  an  association  of  mer- 
chants and  business  men  of  more  than  average  intelli- 
gence, do  something  toward  getting  our  goods  at  as  low 
a  price  as  is  obtained  by  our  competitors.  Are  we  to  sit 
supinely  down  and  allow  our  business  to  be  filched  away 
From  us  without  an  effort  on  our  part  to  retain  it?  If  we 
do  we  deserve  all  we  are  getting  and  more.    For  myself 
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I  am  getting  very  tired  of  that  old  slogan  hurled  at  iis 
so  often,  Manufacturer  to  Jobber,  Jobber  to  Retailer, 
Retailer  to  Consumer.  If  this  channel  cannot  get  us  the 
price,  or  rather  if  manufacturers  and  jobbers  give  one 
set  of  prices  to  retailers  and  another  set  to  parties  wlio 
perhaps,  buy  larger  single  lots  than  the  small  retailer  can, 
then  let  the  small  retailers'  association  come  to  his  rescue 
and  do  the  buying  for  the  lot  of  us  and  get  the  preferred 
price.  Price  is  Avhat  we  want,  the  same  price  that  our 
competitor  gets;  no  more,  no  less.  For  my  part  I  will  go 
over  the  head  of  every  intermediate  source  of  supply 
before  going  to  the  l)usiness  boneyard,  and  in  the  language 
of  the  late  lamented  Patrick  Ileniv,  "If  this  l)e  treason, 
make  the  most  of  it." 

During  the  month  of  December  last  an  important  meet- 
ing of  manufacturers,  jobl)ers  and  retailers  w^as  held  in 
rhicago,  the  object  being  to  arrive  at  some  definite  plan 
tliat  would  enable  the  15,000  retail  merchants  composing 
our  association  to  purchase  their  goods  as  low  as  their 
competitors  purchase  them.  Your  committee  was  con- 
fronted at  the  outset  by  the  statem^ent  that  the  small  re- 
tailer was  to  blame  in  a  measure  himself  for  a  great  deal 
jof  his  trouble,  inasmuch  as  he  bought  without  question  of 
price.  I  believe  this  is  often  true,  and  this  condition  can 
only  be  remedied  by  ourselves  as  individuals.  Use  your 
competitor's  catalogues  when  bu^dng.  Familiarize  your- 
selves with  their  prices  and  insist  on  buying  so  you  can 
meet  these  prices^  plus  service  and  accommodation.  In 
that  connection  I  will  read  you  the  resolution  adopted  at" 
the  Chicago  conference  by  the  jobbers  and  retailers. 

''Resolved,  That  we  assume  as  distributors,  wholesale 
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and  retail,  that  the  prices  made  by  catalogue  and  mail 
order  houses  are  those  at  which  manufacturers  are  willing 
that  their  goods  are  to  be  sold  to  the  consumer,  and  that 
we  feel  it  is  only  just  and  proper  that  those  who  distribute 
to  the  consumer  for  the  manufacturer  shall  be  remuner- 
ated for  the  service  rendered/' 

Now,  if  the  above  resolution  means  anything  at  all,  it 
means  that  we  should  use  these  catalogues  as  a  basis  of 
price.  When  buying  make  it  clear  to  every  salesman  that 
he  should  get  your  goods  to  you  at  a  price  that  will  enable 
you  to  compete.  Stick  to  this  and  you  will  see  results. 
You  can't  expect  others  to  help  you  unless  you  help 
yourself. 

The  fact  is  that  it  is  not  altogether  the  other  fellow  that 
needs  reformation.  There  are  a  great  many  things  that 
retailers  do,  even  members  of  retail  hardware  associa- 
tions, that  are  not  what  would  be  called  ethical,  to  say 
the  least.  How  many  of  us  take  our  cash  discounts?  I 
fear  not  as  many  ^s  would  if  they  were  better  collectors. 
How  many  take  the  cash  discount  ten,  or  even  twenty, 
days  after  the  date  set  b}^  the  terms  of  the  invoice?  I 
sincerely  hope  that  not  many  association  members  are 
guilty  of  this  practice,  but  if  any  arc  I  would  advise  them 
to  discountinue  it.  Every  time  you  do  something  ^of  this 
Ivind,  wliile  the  jobber  or  manufacturer  may  allow  it,  still 
lie  puts  the  fact  away  in  the  back  of  his  spelling  book  that 
you  have  done  it,  and  you  lose  in  his  good  opinion  just 
tliat  much. 

How  many  of  us  have  any  system  for  collections,  or 
nro  we  afraid  of  offending  our  customer  by  asking  for 
what  is  due  us  ?   Do  we  in  consequence  of  weak  knees  or 
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water  in  our  backbone  let  these  aeeoiintvS  run  on  in- 
definitely, stand  off  our  creditors,  lose  our  cash  discounts, 
or  borrow  from  the  bank  to  talvc  tlieiu  or-  to  meet  oui* 
current  indebtedness  ? 

1  have  been  told  by  many  good  !  mi  sin  ess  men  who  are 
located  in  a  farming:  country,  and  whose  business  is 
mostly  with  the  farmers,  that  it  is  inip()ssil)le  to  get  a  set- 
tlement oftener  than  once  a  year.  1  have  no  doubt  that 
this  is  true,  but  could  not  a  change  l)e  l)rought  about  and 
still  not  offend  your  customers  f  I  do  not  think  it  would 
be  impossible  to  get  a  fair-minded  man  to  grant  me  the 
same  consideration  as  he  demands  for  himself.  If  one  of 
3^our  farmer  customers  brings  in  a  load  of  any  old  thing 
to  sell,  v:ill  he  take  a  stand-off  for  a  3^ear  for  it?  I  see  him 
doing  it.  No,  sir;  he  demands  the  cash  and  gets  it,  and  I 
honor  him  for  it.  Then  why  cannot  we  take  a  lesson  from 
him  and  have  the  settlement  of  account  within  a  reason- 
able time  ? 

How  many  of  lis,  even  association  men,  take  the  pains 
to  study  and  know  something  about  the  goods  we  sell? 
Or  are  we  content  to  pass  them  along  like  so  many  bales 
of  hay?  ^\side  from  the  pleasure  to  be  derived  from 
knowledge,  the  ability  to  direct  a  customer  intelligently 
in  his  purchase  oftimes  gains  his  confidence  and  makes  a 
lasting  friend.  It  pays  to  know  all  you  can  about  your 
goods. 

How  many  of  us  find  fault  with  things  as  they  are,  but 
do  nothing  to  correct  or  remedy  them?  "We  wait  for 
George  to  do  it,  and  perhaps  find  fault  with  George  for 
the  way  he  does  it  at  that.  Don't  let  us  be  faultfinders. 
Criticise  as  much  as  you  like,  but  don't  find  fault.  Grit- 
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ieism  brings  results,  but  the  chronic  faultfinder  is  like 
the  old  man  who' sent  his  son  to  Yale.  The  youngster  was 
a  good  boy  and  studied  hard  and  succeeded  in  getting  a 
place  next  to  the  head  of  the  class  at  the  end  of  the  first 
year.  He  came  home  quite  elated  and  proudly  announced 
to  his  father  the  fact  that  he  was  next  to  the  head  of  his 
class.  Next  to  the  head  I  Next  to  the  head said  the  old 
man.  ''\Yhat  do  you  think  I  am  sending  you  to  college 
for?  You  should  be  at  the  head  of  your  class,  sir.''  The 
youth  was  quite  crestfallen  andwhen  he  returned  to  col- 
lege determined  to  please  the  old  gentleman  if  it  took  a 
leg.  The  result  was  that  he  applied  himself  so  diligently 
to  his  studies  that  he  was  enabled  to  announce  at  the  end 
of  the  second  year  that  he  held  the  coveted  place,  namely, 
the  head  of  the  class.  AYhen  his  father  heard  the  glad 
announcement  he  swung  around  and  looked  the  boy  up 
and  down  for  a  moment  and  then  remarked,  '^Head  of 
the  class,  eh?    Well,  that's  a  fine  commentary  on  Yale." 

I  don't  wish  to  be  understood  as  decrying  criticism,  but 
there  is  a  vast  difference  between  the  critic  and  the  fault- 
finder. The  critic  analyzes  a  subject  or  the  action  of  an 
individual  and  his  analysis  does  not  of  necessity  mean 
that  the  action  or  the  individual  was  not  right,  while  the 
faultfinder  is  just  '^forninst  the  government"  on  general 
principles. 

It  is  well  sometimes  to  turn  our  thoughts  inward  and 
indulge  in  a  little  self-analysis,  and  if  this  self-analysis  is 
good  for  the  individual,  it  is  certainly  good  for  an  associa- 
tion. Let  us,  as  it  were,  strike  a  balance,  debit  and  credit. 
On  the  credit  side  we  have  the  fact  that  we  are  successful 
li;n'(l\\'ar(4nen,  and  I  claim  that  it  is  not  everyone  who 
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can  make  a  success  of  the  hardware  business.  To  be  a^ 
hardware  merchant  in  this  day  and  age  requires  as  much 
stujy  and  as  high  a  degree  of  intellectual  ability  as  it 
does  to  be  a  professional  man.  In  fact,  I  know  quite  a 
few  men  engaged  in  the  professions  whose  judgment  in 
things  outside  of  their  profession  i«  not  worth  the  snap 
of  your  finger ;  still,  clients  and  patients  place  implicit 
confidence  in  that  judgment  in  professional  matters.  Ask 
your  attorney  or  your  doctor  for  an  opinion  and  the 
chances  are  that  he  won't  give  it  to  you  without  first 
looking  up  authority,  and  usually  a  fee  or  retainer  is 
necessary  to  properly  make  the  oracle  work.  Yet  every 
day  you  are  called  upon  by  perhaps  these  very  men  to 
give  expert  advice  as  to  their  roofs,  furnaces,  ranges, 
heaters,  builders'  hardware,  etc.,  and  your  customers 
would  be  quite  disappointed,  and  perhaps  go  elsewhere 
to  do  business,  if  you  could  not  answer  right  off  the  bat 
dozens  of  questions  relative  to  size,  capacity,  quality, 
application  to  your  customers'  particular  needs/  how 
made  and  by  whom,  and  all  without  either  retainer  or  fee. 

Therefore,  the  fact  that  we  are  successful  hardware 
merchants,  to  my  mind,  looms  big  on  the  credit  side.  But 
to  offset  this  on  the  debit  side  is  our  apathy  in  association 
affairs,  our  disposition  to  allow  someone  else  to  do  things, 
or  our  timidity  about  pushing  ourselves  into  the  limelight, 
and  perhaps  the  worst  feature  of  all,  our  suspicion  and 
jeafousy  of  each  other,  which  is  only  human,  of  course. 
Therefore,  I  think  it  well  when  taking  this  inventory,  so 
to  speak,  to  look  our  faults  squarely  in  the  face  and  try 
to  overcome  them  as  much  as  possible. 

I  believe  our  association  can  help  us  in  all  of  these 
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things : 

We  want  better  buying. 

We  want  better  selling. 

We  want  better  settlements. 

AVe  want  better  methods  of  account  keeping. 

These  are  the  four  corners  of  bpsiness  and  are  emi- 
nently necessary  to  success.  Our  association  can  help  us 
to  buy  better  if  we  who  make  the  association  so  will  it. 
It  can  help  us  to  be  better  salesmen  by  educating  us  in 
salesmanship.  I  believe  that  if  we  would  have  a  school 
of  salesmanship  at  our  conventions  each  year,  where  we 
would  all  be  given  a  chance  to  not  only  try  our  own  hands 
at  the  selling  game,  but  listen  to  others  selling,  that  we 
i-ould  derive  untold  benefit  therefrom. 

We  can  derive  help  in  our  collections  from  our  associa- 
tion in  many  ways  that  we  can  learn  more  about  if  we 
will  consult  our  secretary. 

Which  of  us  is  satisfied  with  our  account  keeping,  our 
method  of  keeping  posted  as  to  whether  we  are  making 
money  or  losing  on  each  transaction.  We  oftentimes 
^'CTess"  we  are  making  a  profit,  but  we  don^t  know? 

tliis  and  more  our  association  can  do  for  us,  but  we 
must  first  get  into  the  game  and  begin  doing  ourselves. 
We  can  not  expect  that  the  payment  of  our  association 
(lues  is  m11  that  is  necessary.  We  must  put  something 
more  than  money  into  it.  AVe  must  put  ourselves  into  it. 
At  the  meetings  get  up  and  say  what  you  have  on  your 
mind.  Suppose  some  one  else  does  know  all  about  it,  and 
lie  may  think  you  dumb  not  to  know  also.  That  other 
I'ellow  who  knows  is  just  the  one  we  want  to  hear  from, 
and  your  question  may  be  the  means  of  drawing  him  out. 
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I  see  members  right  here  in  this  room  who,  to  my  cer- 
tain knowledge,  have  never  seconded  the  motion.  Now, 
that  is  not  fair.  It  is  not  fair  to  the  other  members  nor 
fair  to  yourselves.  Don't  be  a  clam.  There  is  a  certain 
kind  of  clam  that  burrows  in  the  sand  just  above  low 
water  mark.  He  also  has  a  valve  that  extends  from  his 
clamship  to  the  surface  of  the  sand  and  when  he  is  dis- 
turbed he  spurts  a  stream  of  cold  water  and  pulls  in  his 
valve.  Come  out  of  the  sand;  don't  spurt  cold  water: 
get  into  the  game.   Don't  be  a  clam. 

Now",  in  conclusion  let  me  say  just  a  word  about  your 
insurance  company.  I  wish  everyone  of  you  would  read 
carefully  the  secretary's  report,  dated  December  81st, 
1912,  showing  the  condition  of  the  company.  I  believe 
you  w^ill  agree  with  me  that  the  present  officers  are  to  be 
congratulated  on  that  splendid  showdng.  That  statement 
shows  that  we  have  actual  cash  assets  of  upwards  of 
$22,000.00  (which  I  may  state  incidentally  here,  I  have 
personally  seen  and  counted)  ;  that  we  owe  not  a  cent 
aside  from  the  small  daily  current  expenses,  and  all  this 
is  just  one  year — a  year  in  which  w^e  started  wdth  a  handi- 
cap of  a  debt  of  $8,000.00.  I  think  no  more  need  be  said 
as  to  w^hether  we  have  the  right  men  at  the  head  of  ou^' 
insurance  company  at  last.  It  is  ni}^  hope  that  each  and 
every  one  of  you  will  return  to  his  home  and  business  with 
the  feeling  that  he  has  attended  the  very  best  convention 
ever.   We  can  make  it  such  if  all  help.   AYill  you  help? 


Mr.  George  Druliner,  Benkleman,  gave  the  following 
talk  on  profit  making : 
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PROFITS 

By  Geo!  Driiliner 

^Fr.  President  and  Members :  When  onr  worthy  secre- 
tary asked  me  to  g^ive  a  talk  on  this  subject  I  informed 
liim  I  was  not  a  public  speaker  or  lecturer,  and  I  was 
sure  he  could  find  someone  that  could  handle  this  subject 
lietter  than  I.  But  he  state'd  that  he  wanted  one  from  his 
own  tribe,  so  I  told  him  I  would  do  the  best  I  could. 

One  day  last  fall,  just  a  short  time  before  our  last  presi- 
dential election,  1  invited  one  of  my  customers  to  take 
lunch  with  me  at  my  home,  and  of  course  the  only  right 
thing  to  talk  about  at  that  time  was  politics  and  political 
leaders,  which  we  did.  After  the  meal  we  reconnoitered 
to  see  if  we  had  covered  the  grounds  thoroughty,  when 
my  little  six-year-old  son  spoke  up  and  said:  ^'Papa, 
what  are  youf^'  I  answered,  ^'A  hardware  man."  And 
he  said  further,  "Why  don't  you  run  for  president?"  I 
iinswered,  "Because  I  am  a  hardware  man."  "Ugh!"  he 
said.  "I  don't  want  to  be  a  hardware  man,  I  want  to  be 
;i  Bull  .Mooser. "  I  asked  him  why  he  wanted  to  be  a 
hull  mooser,  and  he  answered,  "So  I  can  wear  horns." 
So  I  do  not  seem  to  have  risen  much  in  the  estimatiour  of 
my  son,  as  I  have  no  horns.   I  am  just  a  hardware  man. 

No  doubt  all  of  you  are  subscribers  to  the  "Iron- 
i!U)i)<^'er/ '  the  little  messenger  we  are  glad  to  see  arrive 
cMch  montli.    If  you  are  not  a  subscriber  you  should  be. 

In  the  January  number  our  secretary  in  stating  my 
subject  put  on  the  rear  end  the  words,  "Guaranteed  to 
cure  or  no  pay."  which  might  lead  you  to  the  belief 
tluit  r  r))ii  a  doctor  and  will  give  you  some  dope.  If  I 
wer'c  a  (h)ctor,  I  presume  the  first  thing  to  do  would  be  to 
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take  your  temperature,  but  from  the  appearance  of  this 
gathering:  I  do  not  think  it  is  necessary.  Tt  may  be  neces- 
sary, however,  after  yon  have  listened  to  me  for  a  whih^ 
to  have  the  services  of  a  professional  man.  I  am  not 
«'oing  to  give  you  any  dope,  but  will  try  and  leave  a  for- 
mula with  you,  and  it  will  be  up  to  you  to  be  your  own 
nurse,  take  your  own  temperature,  and  use  the  formula, 
if  you  think  you  need  it. 

Profit  is  not  a  big  Avord,  but  it  means  much.  It  means 
gain,  excess  over  expenditure.  Talking  about  profits  in 
1)usiness,  we  cannot  get  away  from  the  cost  of  doing  busi- 
ness. We  must  know  that  in  order  to  figure  profits.  So  I 
am  going  to  exhibit  a  small  piece  of  furniture  here  to 
]ie]p  impress  this  fact  upon  your  minds. 

This  piece  of  furniture  is  nothing  novel  or  new,  because 
most  of  us  have  a  stool  of  some  kind  about  our  stores. 
This  stool  varies  from  the  ordinary  one  just  a  little.  You 
will  note  that  it  has  three  legs  and  they  are  of  different 
sizes.  I  belicA^e  you- will  agree  witli  me  that  it  would  be 
a  hard  matter  for  this  stool  to  stand  on  two  legs.  The 
largest  one  we  w^U  name  cost  of  goods,  this  one  expense, 
and  this  one  profit.  Now,  in  figuring  profits  we  have 
these  three  things  to  take  care  of,  or  in  other  words,  in 
making  resale  prices  on  any  article  these  three  things 
must  be  taken  into  consideration.  We  have  heard  men 
say,  and  T  do  not  know  but  all  of  us  do  at  some  time  or 
other  boast  of  the  amount  of  goods  we  sell,  ten,  fifteen, 
twenty  or  forty  thousand  dollars  worth,  and  so  on.  And 
sometimes  say  Ave  knoAV  Ave  do  twice;  as  much  business  as 
our  competitor,  and  so  on  like  that.  Noav  this  may  mean 
much  or  it  may  not  mean  anything  at  all.    If  there  has 
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been  no  profit  in  selling  this  amount  of  merchandise, 
what  have  we  to  boast  of  ?  As  I  look  at  the  business 
game  T  do  not  think  we  have  anything  to  boast  of  unless 
we  can  shov/  the  profits  on  the  goods  sold,  be  it  ten,  fif- 
teen, twenty  or  forty  thousand  dollars  worth.  This  profit 
must  shoA¥  up  by  the  books  or  else  it  is  all  imagination, 
just  in  our  mind.  I  believe  it  would  sound  much  better 
if  we  would  say  that  T  made  a.  certain  per  cent  on  my  sales 
last  year,  or  a  certain  per  cent  on  my  investment,  don't 
youf  To  say  that  your  sales  were  so  and  so  does  not 
signify  that  you  made  any  profit. 

Big  sales  might  mean  you  are  a  good  salesman,  a  good 
stock  buyer,  a  good  advertiser,  etc.,  or  it  might  mean  that 
you  were  a  first  class  price-cutter.  But  are  you  a  profit 
salesman?  A  profit  buyer?  A  profit  advertiser?  And 
all  of  us  know  that  a  price  cutter  is  not  a  profit  getter. 

Profit  in  the  literal  sense  as  applied  to  merchandise 
means  the  difference  betAveen  cost  of  goods  and  the  selling 
price ;  but  as  we  merchants  understand  it,  it  means  what 
is  left  after  we  have  paid  for  the  goods  and  the  expense 
of  selling  or  handling  the  same.  Therefore  the  difference 
l)(4ween  tlie  cost  price  and  the  selling  price  may  not  mean 
n  profit.  There  is  an  old  saying  that  goods  well  bought 
MFC  half  sold.   Let  us  see  if  we  can  sell  the  other  half. 

Now  the  question  arises  how  may  we  know  our  selling 
price  whicli  will  show  us  a  profit?  A  true  profit?  Some- 
thing  left?  There  is  no  secret  in  the  answer.  It  is  purely 
a  mathematical  problem.  Figuring  profits  on  merchan- 
dise is  percentage  and  if  properly  applied  will  tell  a  true 
story ;  l)ut  if  wrongly  used  will  show  what  is  not  true. 
AVe  w']]]  iist^  percentage  as  the  banker  uses  it  on  a  note 
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drawing  interest  from  date.  AVe  will  use  a  high  rate  of 
interest  so  you  can  clearly  see  the  difference  in  the  appli- 
cation of  percentage  as  we  will  apply  it.  Here  is  a  note 
of  $10.00  for  one  year  with  20  per  cent  interest  from 
date.  How  much  will  we  owe  the  banker  at  the  end  of 
the  year?  The  answer,  12.00.  Now  let  ns  take  an  article 
of  merchandise  that  cost  ns  $10.00,  and  we  will  assume 
that  it  is  costing  us  20  per  cent  to  do  business.  Note  20 
per  cent  interest  on  th.e  note  and  20  per  cent  to  do  l)usi- 
ness.  The  same  rate,  you  see;  l)nt  now  look  out!  Now 
we  want  to  know  vvhat  we  will  have  to  sell  this  $10.00 
article  for  to  receive  enough  to  money  to  pay  for  the 
goods  and  the  expense  of  selling,  which  remember  is  20 
per  cent.  We  will  look  out' for  the  profit  after  we  have 
found  the  dead  line,  or  what  we  will  have  to  get  to  break 
even.  Can  we  figure  as  the  banker  figures  his  interest  ? 
No.  Then  how  must  we  figure  it,  and  why  should  we  fig- 
ure differentl}^?  Because  we  are  going  to  deduct  20  per 
cent  from  the  selling  price,  and  after  making  that  deduc- 
tion we  must  have  $10.00  left,  or  the  cost  of  our  goods. 
So  you  see  we  have  another  unit  to  deal  with.  There  are 
two  units  in  figuring  profits ;  one  is  the  cost  of  the  goods, 
or  the  unit  cost,  and  the  other  is  the  selling  price,  or  sell- 
ing unit.  We  are  going  to  make  this  deduction  from  the 
selling  unit,  but  we  do  not  know  what  that  selling  unit 
is  yet.  So  we  will  have  to  determine  that.  We  will  deal 
with  the  selling  unit  for  a  moment.  A  unit  equals  100  per 
cent ;  if  we  deduct  20  per  cent  from  the  selling  unit  we  are 
deducting  20  per  cent  from  100  per  cent,  and  we  find  we 
have  80  per  cent  left.  AA"e  have  made  our  deduction  and  | 
have  80  per  cent  left,  and  when  we  made  our  deduction  : 
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from  the  selling  price  we  must  have  $10.00  left,  so  I  think 
you  can  plainly  see  that  this  $10.00  or  cost  of  our  goods 
and  this  80  per  cent  "which  we  have  left  are  equal.  Or  in 
.other  words  $10.00  equals  80  per  cent  of  our  selling  price 
or  selling  unit.  Now  the  rest  is  easy.  If  $10.00  is  80  per 
cent  of  the  selling  price,  the  one  per  cent  would  be  one- 
eightieth  of  $10.00,  or  12y2  cents.  100  per  cent,  or  our 
selling  unit,  will  be  100  times  12%  cents  or  $12.50,  or  our 
selling  price  to  simply  pay  for  the  goods  and  the  20  per 
cent  cost  of  doing  business.  No  profit.  No  we  will  prove 
this.  20  per  cent  of  $12.50  is  $2.50 ;  deduct  that  from  your 
selling  price,  $12.50,  and  you  have  $10.00  left,  or  the  cost 
TjI  jov^r  goods.  Your  profit  must  be  above  the  $12.50,  as 
that  is  the  dead  line,  or  where  you  break  even.  I  believe 
you  can  plainly  see  that  we  ,cannot  apply  percentage  as 
the  banker  does  in  determining  our  resale  price;  in  this 
example  it  makes  50  cents  difference. 
•  Now  isn't  it  too  true  that  a  great  .number  of  merchants 
apply  percentage  to  their  business  as  the  banker  does? 
And  isn't  it  too  true  that  a  great  number  do  not  figure  it 
at  all,  just  guess  at  the  selling  price?  Can  we  afford  to 
rlo  this?  Can  the  business  man  afford  to  guess?  Is  our 
})usiness  of  no  more  importance  ?  Especially  in  this  age, 
when  goods  cost  so  much  and  the  cost  of  doing  business 
is  so  hi^'li  ;  cost  of  living  so  high  ;  in  fact  everything  that 
])ertaiiis  to  conducting  a  business  is  no  small  item. 

You  will  hear  some  men  say,  ^^0!  I  have  been  in-busi- 
ness  ten,  fifteen,  twenty  or  twenty-five  years,  and  I  never 
figure  to  know  my  selling  price,  and  I  have  made  money.'' 
^^I  have  made  a  success  of  my  business,"  and  so  on.  But 
Cfin  merchant  know  how  much  more  he  might  have 
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made  if  he  had  figured  his  profits  and  had  an  accurate 
knowledge  of  his  selling  price?  Ten, "fifteen  and  twenty 
years  ago  conditions  were  much  dii¥erent  than  they  are 
today.  Cost  of  goods  was  not  as  much,  therefore  his 'in- 
vestment was  not  as  great.  His  clerk  hire  not  as  much, 
his  cost  of  living  not  as  much,  his  rents  not  as  much ;  and 
in  fact  any  expense  in  the  business  was  not  as  great  as  it 
is  today.  So  I  think  the  real  business  maft  realizes  that 
we  need  today  more  efficiency  in  business ;  that  we  cannot 
afford  to  guess,  and  why  should  v/e  guess  at  these  things, 
when  we  can  positively  knowf  Is  this  business  just  a 
pia^^tliing,  just  a  toy,  sometliing  of  no  importance! 

Do  you  suppose  that  big  manufacturing*  concerns  build 
up  their  immense  businesses  by  guessing?  No  You  go 
to  one  of  these  concerns  and  you  will  find  all  these  years 
that  they  were  not  guessing ;  that  they  had  actual  knowl- 
edge of  their  business  in  every  detail.  They  are  always 
figuring  every  item  in  their  business,  making  accurate 
account,  not  sleeping  on  the  job.  Do  you  suppose  the 
wholesale  dealers  guess  at  their  profits?  Do  you  suppose 
they  guess  at  their  cost  of  doing  business;  their  travelers' 
expenses;  their  office  expense;  warehouse  expense,  etc.'' 
No,  indeed.  You  will  find  that  their  records  will  show 
an  accurate  accounting  of  every  item  pertaining  to  their 
business.  That  is  what  makes  them  prosperous  and  suc- 
cessful, efficiency  and  an  accurate  knowledge  of  their 
business.  You  say  their  business  will  support  something 
of  this  kind,  they  can  afford  to  keep  track  of  these  things, 
but  with  their  big  busincvSs  and  the  thousands  of  items 
that  they  must  look  after  and  figure  on,  does  it  not  ap- 
pear to  you  that  with  your  small  business  that  you  could 
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install  to  a  certain  degree  at  least,  efficiency  in  the  differ- 
ent items  that  go  to  make  up  your  business?  I  believe 
this  one  thing,  lack  of  etficiency  and  knowledge  of  our 
business,  is  responsible  to  a  greater  degree  than  we  re- 
alize the  condition  of  the  retailers  today.  We  must 
realize  the  truth  of  this  condition.  Business  today  is 
much  different  than  it  was  years  ago ;  therefore  it  stands 
ns  in  hand,  if  we  are  going  to  be  successful  in  business,  to 
keep  pace  with  the  times.  "What  is  meant  by  business 
success?  Ability  to  make  the  business  pay  a  profit. 
Then  let  us  as  business  men  regard  these  conditions  seri- 
ously. If  it  is  unnecessary  for  us  to  guess  at  these  things, 
then  let  us  take  enough  interest  in  our  business  to  make 
ourselves  efficient  business  men.  It  is  not  necessary  for 
us  to  guess  at  our  expenses  of  doing  business,  because  our 
i>ooks  or  records  will  show  that  expenses,  and  our  books 
will  show  our  cost  of  goods,  and  we  know  that  the  resale 
price  can  be  figured.  Let  us  cut  out  the  guessing  and  es- 
tablish accuracy  and  efficiency  in  our  business.  I  be- 
lieve that  the  man  or  men  that  are  doing  this  are  men 
that  are  making  a  profit  out  of  their  business.  Don't  for- 
•^et  the  three-legged  stool  in  making  your  resale  prices. 
Remember  there  are  three  legs,  cost  of  goods,  expense  of 
slling,  and  the  profit.  You  are  entitled  to  a  profit;  be 
sure  your  resale  price  has  three  legs;  it  won't  stand  on 
Iwo  with  safety.  (Applause.) 

Mr.  Shahan,  Kearney:  I  move  that  we  remain  in  ses- 
sion until  one  o'clock,  and  then  adjourn  to  meet 
promptly  tomorrow  morning  at  eight  o'clock. 

iMotion  seconded  and  carried. 

The  President:  Our  next  speaker  is  Mr.  W.  S.  Wright 
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of  Omaha,  who  has  kindly  consented  to  address  us  on  the 
''Trinagle  Conference,"  and  T  now  call  npon  him. 
TRIANGLE  CONFERENCE 
By  Mr.  W.  S.  Wright,  Omaha 

Mr.  President,  gentlemen,  and  I  say  say,  fellow-suffer 
ers  in  the  hardware  business :  I  cannot  say  fellow  suffer- 
ers to  you  very  long,  because  I  have  been  relieved  of 
many  troubles  in  the  hardware  business.  For  several 
years  I  have  been  developing  a  farm  in  the  suburbs  of 
Omaha,  and  with  what  little  effort  I  put  on  it  it  prac- 
tically takes  care  of  itself,  and  is  helping  to  support  the 
hardware  business;  so  that  I  have  started  a  new  proposi- 
tion in  the  hardware  trade.  Mauy  of  you  years  ago  used 
to  advertise  that  you  owned  your  ovn  building  and  there- 
fore could  sell  cheaper  than  your  competitor,  and  Dru- 
liner  got  you  out  of  that  notion,  and  now  I  have  taken  the 
position  that  since  the  farm  makes  me  a  living  and  con- 
tributes something  toward  the  hardware  store,  I  can  sell 
goods  cheaper  than  I  could  before.  (Applause.)  I  warn 
you  to  remember  that.  That  was  not  what  I  came  here 
to  talk  about.  I  was  instructed  to  tell  you  something 
about  the  Chicago  conference,  and  .1  feel  that  it  is  a  sub- 
ject in  which  we  were  very  much  interested  at  that  time, 
and  it  is  a  subject  in  which  you  will  be  very  much  inter 
ested  at  this  time. 

It  was  a  very  interesting  conference.  I  look  at  it  from 
a  little  different  viewpoint  from  that  of  your  president, 
because  he  said  at  the  time  that  it  was  his  first  experi- 
ence in  a  conference  of  that  kind.  I  have  been  milling 
through  that  kind  of  work  for  the  last  twenty-five  years, 
and  probably  T  take  a  more  pessimistic  view  of  it  than  he 
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did.  It  was  a  very  interesting  occasion,  and  I  see  now  the 
line-up  there  was  in  that  conference.  There  was  President 
Abbott  of  the  National  Hardware  Association — suave, 
alert,  fair,  and.  broad-minded,  in  my  judgment  the  best 
president  the  National  Kertail  Hardware  Association  ever 
had;  combining  the  ability  that  was  so  clearly  dis- 
played by  his  predecessor,  not  only  in  equal  amount  of 
ability,  but  a  disposition  to  consider  the  other  fellow's 
side ;  to  be  broad  and  fair,  and  to  give  the  other  fellow  an 
equal  show  for  his  money,  the  same  as  he  claimed  for 
himself. 

Then  there  was  Krueger-of  AA^iscoilsin,  whom  if  you 
liave  not  all  met,  it  is  your  loss — he  is  full  of  vim,  ginger 
and  energy;  as  full  of  knowledge  and  reaching  after 
something  that  he  did  not  know  all  about  as  an  egg  is 
full  of  meat.  I  love  Krueger  for  two  reasons:  first,  be- 
'cause  he  is  made  of  ability,  and  second,  because  it  turned 
out  that  he  and  I  were  born  in  the  same  state,  and  con- 
sequently were  twins. 

Then  there  was  Charles  A.  Ireland,  who  was  quiet,  and 
liad  very  little  to  say,  but  who  is  a  deep  thinker,  and 
when  his  opinion  was  asked  he  always  displayed  a  clear 
knowledge  of  the  situation — in  all  respects  a  pleasant, 
uenial  person  to  meet. 

Then  tiiore  was  Hussie — you  all  know  him.  He  was 
riglit  on  tlu^  job  there  as  always,  with  an  open,  receptive 
mind,  ready  to  take  in  everything ;  and  when  his  opinion 
was  expressed  you  never  had  any  doubt  at  all  as  to 
where  he  stood.  (Applause.) 

W.  P.  Bogardus  you  all  know.  He  had  a  very  little  to 
say,  but  when  the  emergency  arose  and  a  scrap  was  on. 
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and  some  fellow  wanted  to  pull  the  other  fellow's  hair, 
Mr.  Bogardus  was  always  on  the  job,  and  he  knew  all  the 
details,  and  it  quieted  down  under  his  able  direction. 
Outside  of  the  secretaries,  there  were  only  two  men  wlio 
liad  met  in  previous  conferences  at  that  time.  We  missed 
liigelow,  Kirk,  Norval,  Dudley,  Ireland,  Bush  and  Miles, 
and  on  the  retail  side  of  the  question  Mr.  Bogardus  was 
the  only  old  war  horse  who  was  there,  and  I  think  I  repre 
sented  the  other  side  with  what  little  ability  could  be 
mustered. 

The  conference  impressed  me  very  much  on  the  state- 
ment of  the  president,  which  opened  along  the  lines  that 
we  iiave  heard  more  of  during?  the  last  two  years  than  is 
really  best  for  either  the  retailer  or  jobber.  When  you 
come  down  to  the  proposition,  the  interests  of  the  jobber 
and  retailer  are  mutual.  When  you  wipe  out  one,  you 
wipe  out  the  other;  when  you  endanger  one,  you  en- 
danger the  other.  Instead  of  undertaking  to  get  the  best 
of  each  other  in  a  problem  of  that  i^ind,  we  should  see 
how  much  we  can  give  the  other  fellow  and  how  much  we 
can  help  him,  rather  than  how  much  we  can  hinder  him. 
That  position  was  clearly  expressed  by  the  president  of 
the  Jobbers'  Hardware  Association,  and  when  it  had  been 
pretty  thoroughly  threshed  over  for  half  a  day,  the  idea 
was  developed,  when  it  was  explained  to  the  gentleman 
on  the  other  side  what  had  been  done  by  the  jobbers  in 
the  last  six  months,  where  they  had  been  working  along 
these  same  lines,  that  they  had  recommended  we  should 
take  up,  that  what  we  wanted  was  not  more  work  along 
those  lines,  because  we  have  for  nine  years  been  steadily 
working  along  these  lines,  but  w^e  wanted  help  and  co-oper- 
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ation  from  the  great  body  of  the  retail  trade  which  they 
represent,  and  that  that  help  would  be  valuable,  and  that 
it  would  make  the  work  more  effective,  and  be  of  benefit 
to  both.  "When  the  matter  had  been  threshed  over  from 
about  ten  o'clock  in  the  morning  until  nearly  twelve 
o'clock  at  night,  we  reached  the  conclusion  expressed  in 
that  resohition.  I  think  it  is  a  great  forv^^ard  movement 
lhat  will  be  of  benefit  to  us  all. 

1  want  to  tell  you  one  thing,  and  that  is  that  when  we 
ndjourned  that  night  at  eleven-thirty,  we  had  reached 
identically  and  exactly  the  same  joint  where  the  joint 
catalogue  house  committee  ended  its  labors  six  years  be- 
fore. We  were  not  any  farther  or  any  nearer  together, 
but  in  that  six  years  we  had  drifted  somewhat  apart. 

You  may  not  be  familiar  with  what  Mr.  Miles  said  in  i 
j'cgnrd  to  the  work  of  the  joint  catalogue  house  commit- 
tee. Tie  said  that  the  work  of  this  committee,  composed 
of  jobbers  and  retailers,  was  the  most  important  and  far- 
reaching  effort  ever  obtained  in  that  movement.  "While 
this  committee  has  passed  out  of  existence,  the  good  work 
accomplished  will  continue  to  live  on,  and  it  is  hoped  that 
this  new  organization  will  attain  even  better  results  than 
the  old  committee  did,  which  was  not  by  any  manner  of 
means  a  small  item  in  the  uplift  and  development  of  the 
trade. 

In  that  connection  I  want  to  say  in  regard  to  this  propo- 
sition, that  the  matter  of  the  National  Retail  Hardware 
Association  has  only  one  expression  in  connection  with  it. 
It  was  the  only  thing  that  came  up  on  the  start  in  this 
meeting,  and  that  was  the  question  ^'meet  the  price.''  I 
want  to  say  to  you  very  frankly  that  that  is  an  important 
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question,  but  it  is  the  only  one  of  tlie  important  questions 
that  is  before  these  organizations  in  working  out 
this  problem.  To  my  mind  it  is  only  one  of  a  niunber.  It 
is  good  as  far  as  it  goes,  but  there  are  other  equally  im- 
portant propositions  that  I  believe  should  be  considered 
in  connection  Avith  the  price. 

The  first  is  the  question  of  service.  When  a  man  comes 
into  your  store  and  wants  an  item,  there  is  a  great  differ- 
ence between  the  proposition  if  you  can  give  him  that 
item  off  of  your  shelf,  and  explain  to 'him  the  use  of  it, 
and  tell  him  the  advantage  it  posseses  over  some  other, 
and  put  him  in  shape  to  intelligently  handle  that  particu 
lar  tool  or  item,  there  is  a  wide  difference  between  that 
and  sending  his  money  in  advance  to  the  catalogue  house 
without  any  knowledge  as  to  when  he  will  get  it,  or  what 
he  will  get. 

There  has  been  much  noise  in  the  last  two  years  about 
eliminating  the  -middleman,  and  also  about  eliminating 
the  jobber.  When  you  talk  about  eliminating  the  middle- 
man, the  press  to  a  large  extent  is  responsible  for  the  cir- 
culation .and  development  of  that  kind  of  a  proposition— 
and  why?  The  middleman  is  not  a  real  good  advertiser 
He  does  not  spend  as  much  money  as  he  ought  to,  or  as 
he  could  do,  or  as  the  advertising  man  would  like  to  have 
him  do  with  the  papers,  and  consequently  if  the  middle- 
man is  eliminated,  and  everything  goes  from  the  producer 
to  the  consumer  at  an  increased  cost,  not  as  a  matter  of 
economy,  but  you.  eliminate  the  middleman  and  you  in- 
crease the  cost  to  the  consumer,  but  you  increase  the  reve- 
nue to  the  man  who  sells  advertising  to  an  extent  that 
you  do  not  any  of  you  dream,  and  still  some  of  the  papers 
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will  harp  on  the  fact  that  the  middleman  increases  the 
cost  of  living.  Did  you  ever  hear  a  more  ridiculous,  un- 
reasonable, "impossible  proposition  ? 

As  an  illustration,  you  all  sell  a  razor,  and  you  sell  it 
for  $5.00,  and  you  sell  more  of  them  than  you  do  of  any* 
other  razor.  Why  do  you  do  it  ?  It  is  advertising.  But 
what  is  the  cost  of  the  razor  and  what  is  the  cost  of  the 
advertising?  Divide  it  up.  I  w^ill  bet  thirty  cents  that 
hundreds  of  you  sell  a  dollar  razor  that  is  equally  as  good 
and  that  you  can  recommend  to  your  Customer  with  the 
same  confidence,  but  it  is  not  advertised.  Now,  if  that  is 
the  fact,  how  much*  of  that  represents  the  cost  of  high 
living,  and  how  much  of  it  represents  the  cost  of  advertis- 
ing ?  Figure  it  out  for  yourselves.  If  you  come  down  to 
an  economical  proposition,  you  can  buy  at  any  hardware 
store  where  they  sell  them  for  25  cents  a  razor  that  serves 
every  purpose  of  the  five-dollar  one,  and  will  do  the  same 
work  and  give  you  every  advantage  if  you  want  a  clean 
shave.  I  do  not  know  where  it  comes  in.  I  know  the  mid- 
dleman doesn't  get  $3.75  out  of  the  difference.  It  is  a 
matter  of  fact  that  out  of  that  $5.00,  $3.00  represents  the 
cost  of  advertising  and  the  other  $2.00  is  divided  between 
tlie  distributor  and  retailer.  If  that  is  a  fact,  you  may 
take  into  careful  consideration  the  fact  that  the  middle- 
man is  not  the  cause  of  high  living.  So  far  as  the  jobber 
is  concerned,  it  appears  to  me  like  this:  That  no  matter 
how  you  figure  it  out,  there  must  be  a  distributor.  The 
only  question  in  regard  to  eliminating  the  jobber  is  this 
fact,  that  some  other  fellow  wants  the  job.  If  you  are 
going  to  distribute  you  must  have  the  distributive  facili-  • 
lies,  and  you  must  pay  the  cost,  as  you  cannot  get  away 
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from  it. 

There  should  be  some  method  adopted  by,  which  the 
eost  of  doing  business  is  brought  down  to  a  better  basis, 
*and  put  the  retailer  and  the  jobber  in  better  shape  to 
meet  the  conditions  as  they  exist. 

Meeting  the  price  is  only  a  partial  remedy  for  it.  I 
liave  in  mind  a  few  ideas  in  regard  to  that  which  with 
your  permission  I  would  like  to  submit. 

There  is  nothing  that  would  please  me  better  than  to 
see  the  Nebraska  Hardware  Association,  who  are  in  pro- 
portion to  the  number  of  opportunities  that  they  have  to 
get  members,  the  largest  organization,  and  I  will  say  the 
best  organization  in  the  United  Stales — there  is  no  asso- 
ciation better  equipped  to  take  hold  of  a  practical  proposi- 
tion than  the  gentlemen  that  I  see  before  me.  I  would 
like  to  have  you  do  it.  My  ideas  may  not  appeal  to  you, 
but  I  say  to  you  frankly  that  I  have  covered  a  great 
many  years  in  the  retail  and  jobbing  business  and  I  think 
I  can  see  the  practical  side  of  this  situation  just  as  well 
as  anybody. 

There  is  another  thing  you  must  not  overlook,  and  that 
is  that  every  other  line  has  its  same  troubles,  though  they 
are  not  so  clearly  brought  together,  because  they  lack 
these  organization  qualifications  for  getting  to  the  bottom 
of  things  that  seems  to  be  the  exclusive  property  of  the 
hardw^are  trade.  Years  ago  w^e  used  to  read  that  95  per 
cent  of  the  people  who  went  into  business  failed;  they 
gave  the  statistics.  I  never  heard  one  in  all  that  time  say 
that  it  was  due  to  the  high  cost  of  distributing  goods. 
Whenever  a  man  fails,  every  one  of  you  fellows  do  not 
!iave  but  one  suggestion,  which  is  that  the  jobber  charged 
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him  too  much,  and  that  was  the  reason  he  went  out  oi* 
business. 

When  you  have  a  clerk  in  your  store  that  has  no  more 
qualifications  to  sell  goods  than  a  dog  has  to  teach  gram- 
mar in  a  college,  and  he  goes  out  of  the  store,  do  you  or 
your  customers  lay  to  you  the  fact  that  the  fellow  lost  his 
job  and  that  you  ought  to  pension  him  because  you  did 
not  keep  him.  You  say  he  is  a  worthless  specimen  that  is 
not  fit  to  be  in  a  store  because  he  cannot  sell  anything, 
and  yet  when  one  of  your  associates  who  is  no  better 
qualified  to  do  business  than  that  fellow  goes  to  the 
*\valb  you  say  the  jo])])er  charged  him  too  uuicli-r— it  is  not 
fair.  You  ought  to  divide  it  up.  (Applause.)  I  am  will- 
ing to  take  half,  i)ut  you  other  f(ij]ows  should  take  the 
otluM'  half.  I  flunk  thesc^  lueetings  are  mighty  good 
tilings,  because  they  ^ire  e(iu(/ational  in  their  line,  but 
they  bring  out  the  strong  and  the  weak  points  of  doing 
business,  and  you  get  the  benefit  when  they  will  talk  of 
the  advice  and  experience  of  thosa  retail  hardware  men 
wlio  are  able  in  thirteen  years  to  clean  up  $30,000  from 
$1,000.    You  want  to  get  more  of  them  on  the  floor. 

In  regard  to  this  matter  that  has  been  suggested  by 
yonr  president  of  how  we  shall  handle  these  things,  it  may 
become  necessary  some  time  to  follow  that  suggestion, 
luit  we  gentlemen  that  appoint,  we  should  try  the  other 
way.  Sometimes  those  suggestions  do  not  w^ork  always 
as  you  think.*  In  this  financial  investigation  where  J.  P. 
^Morgan  and  others  testified — ]\Ir.  Morgan,  who  probably 
stands  on  a  bMsis  with  some  of  the  hardware  people  in 
Nebraska  ms  i'lw  as  a])ility  and  his  standing  is  concerned, 
said  that  he  alwa.ys  preferred  co-operation  to  competition. 
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He  said  he  thouglit  it  was  better  foi'  both  parties.  I  have 
always  been  myself  a  great  believer  in  co-operation.  1 
think  we  get  better  results  out  of  it.  I  am  a  believer  in* 
exhausting  co-operation  before  starting  in  on  coinpetition. 
How  can  this  be  brought  about  ? 

First,  I  believe  if  we  can  secure  closer  co-operation 
between  the  jobber  and  the  retailer,  we  can  get  better 
^^esults.  If  you  gentlemen  will  concentrate  your  buying, 
and  buy  from  less  houses,  you  will  eliminate  the  situa- 
tion to  a  very  luaterial  extent.  If  you  are  in  nead  of  a 
dozen  articles  of  one  kind,  do  not  buy  a  fourth  of  them 
from  one  house,  and  a  fourth  from  another,  and  so  on,  but 
huy  them  all  of  one  house,  and  by  so  doing  you  will  be 
saved  much  expense  and  trouble  and  you  materially  de- 
crease the  expense  of  the  jobber. 

When  1  first  went  on  the  road,  I  used  to  make  a  trip 
every  six  days.  Nowadays  they  are  made  every  two 
'weeks.  Now  if  you  can  bring  it  from  sixty  days  to  tv\^o 
weeks  you  can  put  it  back  from  two  weeks  to  sixty  days, 
which  is  often  enough  for  the  traveling  man  to  make  the 
same  trip,  and  if  this  Association  and  its  members  can 
bring  this  about,  or  will  work  along  that  line,  you  will 
have  done  a  good  work.  (Applause.) 

The  average  profit  of  the  jobber  on  his  sales  is  3  per 
cent.  I  do  not  believe  any  of  you  will  begrudge  a  man  a 
laet  profit  at  the  end  of  the  year's  business  of  three  per 
cent,  especially  when  you  read  the  report  of  the  catalogue 
house,  and  know  they  made  less.  I  am  satisffed  with  that 
3  per  cent,  and  you  help  cut  dow^n  that  3  per  cent,  and 
between  us,  we  will  get  the  cost  of  distribution  to  the 
consumer  down  on  a  lower  basis  than  it  is  now,  and  that 
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is  what  we  want,  and  that  is  what  you  w^ant,  and  that  is 
w^hat  we  will  join  you  in,  and  if  we  can  get  the  co-opera- 
tion that  you  are  capable  of  giving,  it  can  be  done. 

The  manufacturer  does  not  give  a  picayune  about  the 
retailer.  Their  interests  are  not  identical;  and  I  will  ask 
your  president  to  confirm  that  by  the  experience  your 
committee  had  when  met  in  Chicago  by  the  jobbers  and 
the  manufacturers,  and  he  will  tell  you  that  there  is  a 
natural  basis  of  co-operation  between  the  jobbers  and  the 
retailer  which  does  not  exist  between  the  retailer  and  the 
manufacturer. 

Ah  a  matter  of  fa(4  nmiiy  of  you  take  considerable  in- 
terest in  politics.  You  do  uot  take  the  interest  in  politics 
that  you  should,  and  you  do  not  take  it  along  the  broad 
lines  that  you  should.  The  small  town  and  the  small  com- 
munity is  more  in'  need  of  protection  than  the  manufac- 
turers of  the  United  tSates.  They  are  thoroughly  capable 
and  able  to  take  care  of  themselves,  and  yet  all  the  con- 
gressional legislation  in  past  years  has  been  along  the  line 
of  hounding  the  life  out  of  the  small  community  and  de- 
veloping the  large  one.  There  is  a  proposition  in  which 
you  are  interested,  and  in  which  you  can  co-operate  with- 
out detriment  to  your  business. 

With  reference  to  the  matter  of  education,  one  of  our 
"ustomers  told  me  the  other  day  that  it  was  not  possible 
lor  him  to  compete  with  Sears-Roebuck  &  Company  on 
cartridges,  when  they  sold  them  at  such  and  such  a  price. 
I  said,  do  you  know  that  as  far  as  cartridges  are  con- 
cerned, that  the  cartridge  manufacturers  of  the  United 
Stat(\s  hriV('  cut  Sears-Roel)iick  off  the  list,  aud  they  are 
uot  c()m])('tito}  s  of  yours?    That  the  cartridges  that  Sears- 
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'Roebuck  sell  are  Canadian  cartridges,  and  such  as  are 
made  by  small  concerns,  and  do  not  compare  with  the 
goods  yon  have  on  your  shelf.  I  fully  explained  tills  mat- 
ter to  him,  and  he  said,  I  am  glad  you  have  made  this 
clear,  atid  I  will  in  the  future  be  better  able  to  handle  this 
matter. 

Another  thing  I  wish  to  impress  upon  you  is  to  get 
(dose  to  your  customers.  If  you  find  out  that  they  ar^^ 
buying  goods  from  the  mail  order  houses, -go  to  them  and 
tell  them  you  will  order  the  goods  for  thei]i,  and  when 
they  reach  your  store  you  will  be  able  to  coinpare  them 
with  your  own  goods  and  will  have  no  trouble  in  con- 
vincing them  that  your  goods  are  far  superior  to  those 
sold  by  the  mail  order  houses.  If  we  develop  this  educa- 
tional proposition  to  the  point  where  we  will  be  able  to 
meet  the  situation,  with  a  better  knowledge  of  the  case,  it 
will  be  a  great  benefit  not  only  to  the  jobber,  but  the  re- 
tailer as  well. 

The  great  secret  of  success  in  the  retail  business  is  to 
])uy  small  and  buy  often,  and  turn  the  stock,  and  let  us, 
settle  it  down  to  these  two  propositions :  cut  your  expenses 
down  to  the  lowest  possible  point  and  conserve  a  great 
deal  of  your  time  by  trimming  down  this  matter  of  trav- 
eling salesmen,  which  is  an  expense  which  we  both  have 
to  stand,  and  then  remember  that  there  is  nabody  any 
more  interested  in  your  welfare  and  development  than  the 
jobber,  and  iet  us  have  co-operation  and  not  competition 
and  criticism.  (Applau>se.) 

The  President :  We  will  call  upon  one  more  speaker 
before  we  adjourn,  and  I  am  sure  you  will  all  be  glad  to 
hear  him.    In  olden  times  there  was  a  class  of  men  going 
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around  the  country  redressing  wrong,  and  they  were 
called  knights  errant.  Nowadays  they  do  not  have  to  go 
around,  but  they  stay  in  their  offices,  and  they  do  it  with 
the  pen.  We  have  with  us  today -one  of  those  gentlemen, 
a  modern  knight  errant;  he  is  the  editor  of  the  Commer- 
cial News,  Sioux  Fails,  South  Dakota,  and  it  affords  me 
pleasure  to  introduce  him  to  you. 

(On  account  of  lack  of  space  we  are  obliged  to  omit 
Mr.  Mannix's  sp(^ech  until  a  later  issue.) 


THUE.SDAY  MOSNING  SESSION 
February  13tli 

Th(»  convention  leconvcned  at  8:45,  President  Hussie  iii 
the  chair.  The  session  was  opened  with  the  songs  ^'Battle 
Hymn  of  the  Republic"  and  "My  Old  Kentucky  Home," 
by  tho  Arndt  Hardware  Quartette,  following  which  the 
president  asked  Mi*,  il.  V.  Lji'Iikm',  one  of  the  national  rep- 
resentatives, to  aihlicss  t!i(^  conveniion. 

Mv.  (I.  h'.  Laducr:  As  you  all  know,  my  address  was  to 
liave  bocy  delivered  the  first  thir)g  tliis  morning,  and  as 
this  conNciition  was  called  to  meet  by  motion  at  8  o'clock 
3^ou  all  slept  while  I  delivered  my  address.  (Applause.) 

In  looking  over  yoar  program  I  find  that  you  have  the 
mosl  impor'tarit  work  of  the  session  to  do  this  morning. 
Vou  have  your  question  box  containing  many  nice  live 
questions  that  have  not  been  touched,  and  you  will  all 
agree  with  me  that  that  is  really  the  meat  of  a  convention 
of  this  kind,  and  it  would  l)e  a  crime  on  my  part  to  in- 
fr-inur  on  you  with  a  lot  of  dry  matter  which  you  have  al- 
ready read  oi*  h(^ai'd  a])out,  and  thus  delay  the  question 
box,  and  perhai)s  leave  many  important  questions  un- 
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touched.  The  topics  I  intended  to  speak  npon  were 
largely  tonehed  upon  yesterday  by  the  president  in  his 
annual  address,  and  by  Mr.  Wright,  so  I  will  say  but  a 
few  words  in  regard  to  the  national  work. 

The  first  item  is  the  National  Bulletin.  You  vvill  all 
agree  with  me  that  the  service  keeps  continually  improv- 
ing, and  the  articles  published  therein  are.  written  by 
some  of  the  best  retailers  of  the  states,  and  I  am  sure 
you  will  all  agree  with  me  that  this  work  can  hardly  be 
improved  upon.  The  Members'  Advertising  Service  is 
also  showing  great  improvement,  and  if  any  of  you  have 
availed  yourself  of  that  service,  you  have  received  good 
results. 

There  was  a  meeting  held  by  one  of  the  committees , 
with  the  Central  Stove  Association,  and  while,  owning  to 
the  present  conditions  of  the  market,  we  have  not  yet 
brought  about  any  reduction  in  the  price  of  stoves,  you 
will  find  that  (kiring  the  next  year  it  will  be  very  much 
l)etter.  You  have  heard  about  the  grindstone  situation : 
the  meeting  with  the  Enterprise  Manufacturing  Company 
and  last  but  not  least,  the  wringer  situation,  regarding 
which  you  will  be  glad  to  know  that  quite  a  material  re- 
duction has  recently  been  established.  As  most  of  you 
have  received  the  new  prices,  you  know  that  the  reduc- 
tion is  from  a  dollar  and  a  half  a  dozen  on  the  lower 
grades  up  to  three  dollars  and  a  half  a  dozen  on  the  five- 
year  guaranteed  goods.  That  reduction  is  the  direct  re 
suit  of  the  work  done  by  such  men  as  your  Mr.  Hussie  and 
Kavanaugh  and  the  rest  of  the  committee,  and  now  with 
this  reduction  and  readjustment  of  the  conditions  you  can 
meet  any  one  in  your  locality.    The  leading  wringer  man- 
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iifactiirers  had  for  a  number  of  years  been  selling  the  in- 
stallment houses  and  the  street  peddlers  wringers  at  a 
lower  price  than  the  jobbers  could  buy  them  in  carload 
Jots. 

There  has  been  some  publicity  given  in  a  certain  trade 
paper  regarding  the  inner  circle  of  the  National  Retail 
Hardware  Association.  Gentlemen,  you  know  that  such 
men  like  L.  C.  Abbott  of  Iowa,  Mr.  Ireland  of  Michigan 
and  Mr.  Barber  of  Massachusetts,  Howe  of  Pennsylvania, 
and  Ernst  of  New  York,  and  last  hnl  not  least,  Kavanaugh 
of  Nebraska,  are  the  men  tliat  compose  that  so-called  inner 
circl(\  Do  you  believe  that  thes^^  are  men  that  can  be  led 
l)y  any  oiio  !  Don't  you  i  ^cognize  th(^m  as  leaders  tlu^m- 
selvesl 

There  has  been  some  reflection  cast  on  the  secret  sur- 
plus, of  the  national  fund.  Do  you  know  how  much  that 
amounts  to?  Scarcely  tln-ce  dollars  per  membership. 
Are  you  afraid  that  tlial  i'uud  will  uot  be  handled  right? 
This  entire  matter  is  simply  a  matt(M*  of  a  little  person- 
ality between  said  publisher  and  pcrha})s  one  of  the  of- 
ficers of  the  organization.  I  want  to  assure  you  that  the 
best  of  feeling  prevails  among  all  the  officers,  and  they 
are  all  working  to  the  best  end. 

I  had  a  little  dream  last  night,  and  I  dreamed  that  one 
of  the  members  of  the  Nebraska  Hardware  Association 
was  going  to  make  a  motion  to  instruct  their  delegates  to 
1  national  convention  that  they  would  vote  a  half  of  one 
|)(']-  c(^nt  of  their  annual  profit  for  the  furtherance  of  the 
host  interests  of  the  hai'dvare  dealer;  and  I  stopped  to 
ii<i'ur(\  and  1  found  that  if,  upon  that  investment,  the  re- 
Inrns  would  only  be  two  pcM*  cent,  the  gain  through  the 
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membership  of  tlie  retail  organization  would  amount  to 
six  million  dollars  a  year.  Don't  you  think  it  would  be  a 
pretty  good  investment  ?  If  this  organization  would  wake 
up  to  the  fact  that  instead  of  sending  one  dollar  per  mem- 
bership to  the  national  office  for  the  maintenance  of  that 
work,  they  would 'send  ten  or  fifteen  dollars,  and  engage 
men  of  the  type  of  Mr.  L.  C.  Abbott  and  Charles  A.  Ire- 
land, or  any  of  the  national  officers,  at  a  saliry  of  from 
.+8,000  to  $10,000  a  year,  so  that  they  could  put  their 
entire  time  to  working  out  just  such  work  as  w^as  done 
in  the  last  few  months,  just  see  the  result.  If  there  would 
be  only  an  added  profit  of  two  per  cent  on  your  annual 
])usiness  it  would  amount  to  six  million  dollars.  Would 
it  not  be  m  oney  well  spent  ? 

There  is  one  subject  that  I  believe  Mr.  Wright  slightly 
touched  on,  that  I  would  like  to  enlarge  a  little,  and  that 
is  local  co-operation  in  your  home  communities.  We  have 
noticed  that,  and  w^e  are  working  along  those  lines  to 
some  extent  in  Minnesota,  and  are  getting  good  results 
We  have  tried  to  have  informal  organizations  in  certain 
parts  of  the  state,  so  that  the  dealers  in  certain  sections 
could  get  together,  and  thereby  get  a  more  thorough  un- 
derstanding between  themselves,  and  things  could  be  bet- 
ter regulated.  Quite  often  joint  purchases  can  be  made 
of  such  things  that  we  cannot  alone  handle  to  advantage, 
and  we  are  getting  good  results,  and  I  can  recommend 
that  practice  to  you. 

I  want  to  thank  the  officers  of  this  Association  and  the 
members  for  the  very  courteous  treatment  they  have 
given  me,  and  I  assure  you  I  appreciate  my  A^isit  among 
you  very  much.  (Applause.) 
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Mr.  William  Ashby,  the  chairinaa  of  the  committee  on 
suggestions,  presented  the  following  report : 

Suggested:  First — That  next  year  one  night  session  be 
held  in  order  to  give  more  time  for  important  business 
discussions. 

Second — That  as  we  understand  ''The  Iron  Age"  is 
sending  an  expert  into  different  states  for  the  purpose  of 
ads'ising  with  hardware  men  as  to  store  arrangement  and 
management,  we  wish  to  welcome  siidi  an  expert  into  our 
state,  and  as  an  association  will  co-opeiate  with  them  in 
any  way  possible. 

Third — That  th.is  Association  hcai'tily  endorse  the  posi- 
tion oF  Pr('si(h'nt  L.  i\  Ah])()tt  with  r(^F(n'e}ice  to  the  rela- 
tions l)'^t\''(M'n  th(^  mainiiacl  n :'(M's,  the  .inl)bers  and  the 
r(4ail(n'H. 

Fonri  h-  -That  this  >\ssocialion  (M)-o{)(n'ate  witli  the  Ne- 
1,'i  asiva  Federation  of  Ketailci's  wlnM'cx'er  our  interests  are 
nintual. 

Fifth — That  hear-tily  endoi'se  the  efficient  effort  of 
President  M.  D.- Ilussie  and  recognize  in  his  annual  mes- 
sage a  masterpiece,  and  recommend  a  conscientious  study 
n!"  ihc  same  by  every  member.. 

Mr.  Kincel :  I  move  that  we  accept  the  report,  and  that 
saiiic       referred  to  the  committee  on  resolutions. 

Motion  seconded  and  carried. 

The  President :  You  will  see  by  the  program  that  Mr.  S. 
Noi-v(dl,  editor  of  the  Hardware  Reporter,  St.  Louis,  was 
to  spea  k  to  us  this  morning,  but  we  have  received  a  letter 
from  him,  which  the  secretary  will  read. 

St.  Louis,  January  29,  1913. 

•Ml*.  Nathan  liobin'ts,  Secy., 
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Nebraska  Retail  Hardware  Assn., 
Lincoln,  Neb. 

Dear  Mr.  Roberts :  I  am  very  sorry  indeed  it  is  iiOL-essary 
for  me  to  write  this  letter  advising  you  that  I  wall  be 
unable  to  attend  the  convention  ol:  the  Nebraska  Retail 
Hardware  Association  to  be  held  at  Omaha,  February  10- 
15.  The  democrats  here  are  running  me  for  mayor  of  St. 
Louis,  and  for  that  reason  I  will  be  extremely  busy  in  the 
next  month  or  two,  and  it  will  be  simply  impossible  for 
me  to  get  away.  I  especially  regret  this  because  it  is  the 
second  time  that  I  have  been  compelled  to  disappoint 
your  members. 

Wishing  you  a  successful  convention,  I  l)eg  to  remain. 
Yours  very  truly, 

S!!  NORVELL.  Editor, 

iFr.  Roberts:  I  have  had  considerable  correspondence 
from  our  national  secretary,  Mr.  M.  L.  Corey,  in  regard 
to  the  publication  known  as  the  Successful  Merchant.  T 
also  had  a  letter  from  our  national  president,  Mr.  Abbott, 
who  both,  after  careful  consideration  and  investigation 
have  recommended  to  the  members  of  the  National  Retail 
Hardware  Association,  an  investigation  and  consideration 
of  this  publication,  and  I  wall  read  to  you  the  following 
letter  which  Mr.  Corey  recently  sent  me: 

Argos,  Tnd.,  January  21,  1913. 

Nathan  Roberts,  Secy., 
Lincoln,  Nebr. 
Dear  Sir:  You  have,  no  doubt,  received  sample  copies, 
from  time  to  time,  of  the  Successful  Merchant,  published 
in  Chicago.   We  have  been  w^atching  this  for  over  a  year, 
and  believe  that  Mr.  Bowes,  the  editor,  has  a  buying  ser- 
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vice  which  our  ineinbers  can  well  take  advantage  of.  We 
have  several  letters  from  meni])ers  in  dilTerent  parts  of 
the  country  who  have  secured  goods  through  this  channel 
at  a  substantial  reduction,  and  through  it  they  have  been 
enabled  to  meet  the  catalogue  price,  which  they  were  un- 
able to  do  heretofore. 

Mr.  Bowes  has  lately  added  a  number  of  new  items  to 
l:.is  list,  and  has  several  liU);  in  preparation.  It  is  pro- 
posed that  the  secretaries  mail,  if  it  meets  your  approval, 
a  sample  copy  of  tins  pu])]i<  ation  together  with  a  letter 
from  Mr.  Abl)ol1,  who  s(^''Ui*ed  some  good  through  this 
channel,  arid  thais  open  the  way  for  su])stantial  benefits 
lor  our  inr^i)) !)( I's.  There  is  no  chai'g(^  cojuiected  with  this 
hiiying  s(U'vic(^  other  than  the  placing  of  subscri])tions  for 
])r)per,  which  is  worth  tlu^  '{^2. 00  he  charges  for  it. 

rii^Hsc  1(4  nie  Iciiow  a1  oi  i-i'  whethcM*  you  would  mail 
out  these  sample  copies  if  some  were  furnished  you 
and  if  you  v/isii  to  see  a  sample  co])y  would  ask  you  to 
ad(lr(\ss  The  Kuccr-sj ul  .AIiM^chant,  587  South  Dearborn 
Street,  Chicago. 

Yours  truly, 
M.  L.  COREY,  Secretary. 

The  Tresident :  It  is  not  necessary  for  this  Association 
to  take  action  on  Mr.  Corey's  letter.  It  is  vsimply  a  matter 
of  information,  and  you  can  use  your  individual  judgment 
in  this  matter. 

Yesterday  we  had  a  very  pleasant  and  profitable  talk 
by  the  gentlemen  who  is  just  steeped  in  questions  of  vital 
11!)  porijini  e  to  us  all,  and  he  told  me  this  morning  at  7  :30 
thril  lir  ]ui(l  110  other  (ju<\stioDS  that  he  would  like  to 
su.1»ini1  for  your  cousich^rn tiou,  and  lie  said  that  was  the 
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reason  he  got  itp  so  early.  I  told  him  he  eould  cut  out 
the  hundred  and  give  us  ten,  which  he  will  now  submit 
for  our  consideration,  and  T  will  now  call  upon  Mr.  A.  J. 
Mannix  to  make  good. 

Mr.  Mannix :  You  have  one  of  the  most  diplomatic 
chairmen  1  have  been  up  against  for  a  long  time.  You 
iiave  the  man  that  can  do  the  thing  up  right.  (Applause.) 
He  can  cut  them  off,  turn  them  duwn,  and  they  like  it, 
and  T  congratulate  you  on  your  president  and  secretary. 
In  tact  I  like  the  entire  crowd  in  Nebraska. 

(The  speaker  at  this  time  elaborated  upon  the  ninc^ 
questions  which  he  read  to  the  Association  yesterday.) 

I  wish  to  emphasize  the  fact  that  those  who  live  in  the 
smaller  towns,  and  who  go  to  the  larger  ones,  or  send  to 
the  larger  cities,  for  goods  are  very  inconsistent.  AYe 
should  be  consistent  in  buying  goods,  and  should  patron- 
ize tlie  merchant  of  our  town.  I  also  favor  a  law  creating 
an  information  bureau  in  every  town  in  the  state  under 
the  supervision  of  a  state  officer.  This  would  be  a  place 
where  the  people  of  that  community  could  come  and  se- 
cure information  regarding  the  quality  and  price  of  all 
kinds  of  wares,  goods,  merchandise.  We  have  experi- 
mented with  this  in  my  town,  and  being  the  instigator  of 
it,  the  work  has  largely  fallen  upon  my  shoulders,  and  it' 
is  wonderful  the  amount  of  service  we  can  perform,  and 
the  amount  of  good  we  can  do  to  our  fellow  citizens.  It 
has  proven  very  practical,  and  I  recommend  it  to  you.  We 
are  endeaA^oring  in  our  state  to  have  a  law  passed  for  the 
election  and  appointment  of  some  one  who  will  take  up 
that  work.  They  need  not  necessarily  give  their  entire 
time  to  it.    For  instance,  a  newspaper  man  would  be  a 
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good  man  1o  undertake  it.  (Applause.) 

The  President :  You  all  heard  the  letter  of  ^Ir.  Nor  veil, 
the  editor  of  the  Hardware  Reporter,  read  by  the  seere 
tarv,  and  we  all  regret  as  much  as  he  that  he  is  not  here, 
but  we  have  a  representative  lu^re  in  more  ways  than  one. 
Mr.  Norvell's  son,  Kdward  S.  Norvell,  is  in  the  room,  and 
T  will  ask  him  to  say  a  few  avoi  ds  of  gi-eeting  to  us  from 
Ills  highly  esteemed  fathei\ 

Mr.  Edward  S.  Norvell:  I  came  out  here  to  report  this 
convention,  and  T  do  not  wish  to  !ak(^  up  your  valuable 
time  in  talking,  hecnuse  1  do  I'Ol  Ivnnw  nnytiiiiig  a])out 
lifudwnic  in  comparison  to  what  xou  pc()j?l(^  know,  but  T 
WM]^t  to  a- 1:  your  pai-don  i'or  my  i'atlicr,  and  di^liver  liis 
apology  for  not  appearing  before  you.  When  he  consented 
to  com(%  he  fully  (expected  to  Ix^  her.\  but  the  people  of  St. 
Louis  w'dut  M  busin(\ss  mayor,  and  want  him  nominated, 
and  as  the  primari(^s  mi'c  being  held  tliis  week  he  is  una])le 
to  leave  tln^  city;  oth(^i'wise  1  nssur(^  you  he  would  be 
here  at  this  time.  I  believe^  that  is  m11  1  have  to  say,  ])ut 
will  r(4urii  lioine  nml  will  t(^ll  him  all  aheut  the  good  con- 
NH'ntion  you  ar{^  holding.  (Applause.) 

The  President:  We  now  come  to  the  part  of  the  pro- 
gram that  is  always  the  most  interesting,  and  always 
stMMningly  the  most  slighted,  and  that  is  the  question- 
box.  Each  question  wdll  be  opened  by  a  different 
speaker,  and  he  will  have  five  minutes.  Each  mem])er 
wdio  follows  him  will  also  be  allowed  five  minutes,  and 
]io  member  will  speak  more  than  twice  on  the  same 
(juestion.  Mr.  Dan  Kavanaugh  and  Mr.  G.  P.  Ladner 
have  kindly  consented  to  act  as  referees. 

No.  1.    Is  it  wise  to  concentrate  our  buying? 
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I  will  ask  i\Ir.  F.  W.  Arndt  to  open  the  question. 

Mr.  Arndt:  I  have  discussed  this  question  with  a 
great  many  hardware  men,  and  it  is  of  vital  import- 
ance to  all  of  us.  AA^e  bu}^  from  too  many  houses  and 
do  not  concentrate  our  purchases  enough,  to  our  own 
detriment.  This  applies  to  stoves  and  hardware.  Mr. 
Wright's  talk  yesterday--  fully  covered  this,  and  he 
showed  us  how  the  man  that  purchased  in  quarter 
dozen  lots  spent  more  money  than  if  he  placed  the 
entire  order  with  one  house.  AA^ith  most  houses  there 
is  a  difference  in  price  between  the  dozen  and  less  than 
dozen  quantities,  and  a  difference  between  case  lots 
and  less  tlian  case  lots.  Instead  of  handling  three  or 
more  different  kinds  of  stoves,  and  getting  them  from 
that  many  places,  I  recommend  that  you  confine  the 
matter  to  one  kind,  and  if  possible  get  a  carload  of  the 
various  makes  and  sizes  of  stoves  and  ranges  from  that 
one  factory,  and  you  will  thereby  find  it  a  great  saving 
in  price  and  freight.  Now  the  question  is,  can  we  in 
every  case  get  better  prices  by  concentrating  our  buy- 
ing? And  by  concentrating,  and  buying  of  fewer 
houses,  can  we  get  better  prices  in  every  case'?  I  would 
like  to  hear  from  you. 

Air.  Abbott,  Sargent :  AA'^e  confined  our  buying  to  one 
house,  and  we  found  out  that  we  were  not  entirely 
pleased  with  it,  and  I  told  the  manager  of  the  house 
that  I  had  confined  my  buying  to  his  house,  and  that 
I  was  not  getting  satisfactory  prices,  having  named  - 
certain  prices  at  which  I  could  buy  articles  from  other 
places,  and  I  never  heard  from  him.  The  next  year  I 
1)0ught  from  various  houses,  and  thereby  saved  quite  a 


Tl-iE  NEBRASKA  IRONMONGER 


79 


little  money. 

Mr.  Ebinger,  Plainview :  Confining  our  purchases  to 
one  house,  I  believe  interferes  with  the  proper  keeping 
up  of  the  stock.  If  I  want  a  Dovell  wringer,  I  must 
buy  it  of  a  jobber  who  handles  that  make,  and  if  I 
want  a  certain  make  of  shovel,  I  would  have  to  buy  of 
Simmons.  That  also  applies  to  locks.  There  are  some 
things  you  can  buy  of  everybody,  but  there  are  others 
that  you  must  buy  of  the  parties  who  handle  them.  I 
do  not  mean  by  that  that  you  should  buy  your  goods 
indiscriminately,  l)iit  as  far  as  possibk^  to  ])uy  them  of 
as  few  houses  as  you  can.  By  buying  of  different  lead- 
ing houses  you  get  a  better  idea  as  to  prices,  and  y(  u 
can  save  money  in  that  way.  There  is  also  a  certain 
amount  of  education  connected  with  it,  as  the  traveling 
men  as  a  rule  are  well  posted,  and  each  one  does  his 
best  to  sell  you  a  large  bill.  Therefore,  I  would  not 
want  to  confine  my  purchases  to  one  house. 

Mr.  Arndt:  I  think  Mr.  Ebinger  is  right,  but  the 
thought  I  wished  to  leave  with  you  is  to  concentrate 
your  mind  and  not  buy  of  every  fellow  that  comes 
along.  If  the  local  jobber  finds  a  certain  article  quoted 
lower  than  he  is  selling  it,  he  will  naturally  meet  the 
price. 

Mr.  McAllister:  This  matter  was  referred  to  yester- 
day, but  it  seems  to  me,  if  I  correctly  understood  Mr. 
Wright,  that  he  contradicted  himself.  He  first  spoke  of 
our  buying  in  dozen  lots  from  one  house,  instead  of 
buying  a  quarter  of  a  dozen  from  this  or  that  house, 
and  then  on  the  other  hand  he  said  to  buy  in  small 
quantities  ami  buy  often. 
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Mr.  A.  Rowlison,  DeWitt:  I  do  not  think  Mr.  Wright 
intended  to  contradict  himself.  The  idea  he  meant  to 
convey  was,  that  we  should  concentrate  our  buying  as 
much  as  possible.  We  should,  of  course,  get  the  best 
prices  possible,  and  keep  posted  all  the  time. 

Mr.  C.  B.  Diehl:  Mr.  Wright  yesterday  said  that 
the  trouble  with  you  was,  that  in  place  of  buying  a 
dozen,  when  you  needed  that  much,  that  you  bought 
it  in  quarter  dozen  lots  indiscriminately,  and  he  only 
sold  you  a  quarter  of  a  dozen,  and  he  told  you  he 
charged  more  money  for  that,  and  at  the  conclusion  of 
his  talk  he  advised  us  to  buy  more  often  and  in  smalJ 
lots.  In  regard  to  concentration,  it  would  be  a  good 
plan  if  we  would  get  our  neighbor  merchants  to  join 
us  and  buy  the  heavier  articles  in  carload  lots,  and 
thus  save  the  freight. 

Mr.  A.  J.  Mannix :  Inasmuch  as  we  are  fighting  first, 
last  and  all  the  time  for  the  jobber  and  retailer,  we 
are  hitting  the  jobber  by  saying,  first  of  all  you  must 
make  as  low  a  price  to  the  retailer  as  the  catalogue 
houses  are  able  to  make  even  if  you  lose  money  on  thi^ 
thing,  and  then  you  reduce  the  price  to  correspond 
with  the  catalogue  house  price,  and  we  say  to  the  jol)- 
ber,  you  are  rich,  and  you  are  making  money,  and  we 
are  with  you,  now  get  down  on  these  things.  If  you 
have  a  man's  trade,  do  not  ask  him  to  buy  a  carload  of 
goods,  but  make  him  the  same  price  as  you  would  if  it 
was  a  large  quantity.  We  are  with  the  jobber,  and 
the  goods  should  be  bought  through  the  jobber,  and  we 
tell  the  jobbers  to  get  together  and  get  after  the  manu- 
facturer, and  make  them  do  business  right. 
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Mr.  C.  J.  Coffey,  Spencer :  T  liave  sent  in  a  great  ^ 
many  mail  orders,  but  I  never  rtceive  any  better  price 
than  I  get  from  the  traveling  man.  If  we  save  the 
jobbing  honse  10  per  cent,  I  think  the  jobber  ought  to 
encourage  the  mail  order  business.  ]\lany  of  the  travel- 
ing salesmen  seem  to  have  one,  two  or  three  prices,  and 
if  you  do  not  chew  tliem  down,  you  often  pay  too  much. 
I  do  not  like  that  system.  If  it  were  possible  I  would 
like  to  encourage  the  mail  order  1)usiness,  and  if  v:e 
must  meet  mail  order  competition,  we  ought  to  l)e  given 
a  better  price  when  we  send  in  a  mail  order. 

Mr.  Jennings,  Gothenburg:  I  live  in  a  small  town. 
We  used  to  buy  from  Hibbard-Spencer  &  Bartlett,  and  Sim- 
mons, Lee-Grlass,  and  AVriglit  &  Wilhelmny,  but  as  we 
grew  older,  and  we  had  a  competitor  al)out  eighteen 
years,  we  got  tngc^tlun-,  and  talked  tlu^  matter  over,  and 
agreed  that  W(^  vould  buy  of  AVright  &  AVilhelmy  of 
Omaha,  and  lie  ol*  Li^e-Olass.  By  so  doing  we  had  dif- 
IVrcnt  lines  of  goods.  AVe  continued  with  Simmons 
and  he  bought  of  Hibbard.  \V(^  iire  as  friendly  with 
Hibbard  as  we  ever  were,  but  we  did  not  want  the 
same  line  of  goods  that  our  competitor  handles,  and  by 
so  doing  we  confine  ourselves  to  fewer  houses.  I  do 
not  think  we  should  eliminate  the  traveling  man.  We 
can  buy  goods  cheaper  of  him  than  by  mail  order.  I 
suggest  that  we  buy  of  fewer  houses  and  establish  a 
reputation  with  those  houses. 

Mr.  Arndt :  If  you  could  so  arrange  your  business, 
and  the  merchants  of  the  smaller  towns  could  buy 
stoves,  for  instance,  together,  ther(^  arc  two  tilings  to 
l)e  consid(n-cd  :    First  five  per  cent  to  start  with,  and 
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second  the  freight,  which  on  less  than  carload  lots  is 
third  class  and  in  carload  lots  fifth  class. 

Mr.  Kavanaugh:  These  discussions  are  very  interest- 
ing. I  thonght  yesterday  that  Mr.  AA^right  in  his  able 
discourse  contradicted  himself,  but  since  considering 
the  matter,  and  hearing  the  discussion  this  morning,  1 
will  give  Mr.  AVright  credit  for  being  abler  than  1 
thought  he  was.  Concentration  of  purclias,^s  does  nol 
mean  larger  purchases  at  any  one  time.  He  told  you 
yesterday  that  any  house  would  gladly  make  you  a 
better  price  on  a  dozen  than  a  quarter  of  a  dozen,  but 
if  you  are  not  able  to  buy  a  dozen,  buy  a  quarter  of  a 
dozen  from  him,  and  when  you  have  disposed  of  that 
and  w^ant  more,  buy  the  next  quantity  of  him,  instead, 
of  someone  else.  That  is  what  he  meant  by  concentrat- 
ing your  purchases,  and  by  the  end  of  the  year  he  has 
sold  you  a  good  many,  and  thereby  you  have  concen- 
trated your  purchases.  It  is  not  always  •  necessary  to 
have  a  large  variety  of  goods  in  order  to  be  a  successful 
merchant.  You  should  first  decide  on  what  line  you 
want  and  then  make  up  your  mind  to  push  it,  and  it  is 
up  to  you  to  show  your  customer  that  that  is  the  best 
thing  in  the  market. 

Air.  Ladner :  Do  not  confuse  this  with  co-operative 
1)uying.  Concentration  and  co-operation  are  different. 
A  short  time  ago,  I  was  in  the  store  of  a  hardware  mer- 
chant who  lives  in  a  town  of  two  or  three  hundred 
population  and  he  had  a  five  thousand  dollar  stock, 
and  in  his  store  he  had  seven  different  makes  of  wash- 
ing machines.  AA^ould  not  two  have  been  sufficient? 
On  another  occasion  I  went  into  a  store  of  a  man  who 
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lived  in  a  town  of  3,000,  and  his  stock  was  valued  at 
fifteen  thousand  dollars.  That  man  should  have  bought 
his  stoves  in  carload  lots,  but  instead  of  doing  that  he 
had  twelve  different  makes  of  ranges  on  his  floor.  Is 
that  concentrated  buying?  In  my  own  firm  we  con- 
centrate our  buying  to  practically  three  jobbers,  and 
by  doing  that  on  quite  a  number  of  items  there  is  an 
extra  two  three  or  five  p'M*  cent.  Taking  it  all  in  all, 
wdiether  you  live  in  a  large  or  a  small  town,  you  should 
.'oneentrate  your  mind. 

No.  2:  Why  should  we  continue  to  be  cat's-paws? 

The  President:  No.  2  nnd  No.  T)  are  quite  similar, 
but  I  will  ask  Mr.  Amnion  of  David  City  to  open 
No.  2. 

Mr.  Ammon :  There  are  only  three  people  witli  whom 
we  come  in  contact  in  our  riusinc^ss,  the  customer,  the 
jobber  and  manufacturi^r,  aud  we  can  be  cat's-paws  of 
any  of  them. 

With  the  customer  v^'e  hav(^  two  chances — bad  ac- 
counts and  low  prices.  As  to  the  bad  accounts  we 
usually  contract  them  through  lack  of  nerve.  We  are 
afraid  to  turn  him  down.  He  threatens  to  go  to  our 
competitor,  and  consequently  we  weaken  when  we 
know  he  would  not  pay.  Then,  too,  w^e  carry  him  from 
year  to  year.  .Last  year  our  gross  profit  was  36  per 
c(ait,  and  our  gross  expense  was  2614,  leaving  91/2  per 
cent  profit..  If  we  carried  a  man  a  year  that  meant  a 
1  deduction  of  7  per  cent,  and  I  will  not  handle  any- 
body's business  for  21/2  per  cent. 

The   next  proposition  is  price-cutting.   ^Do  not  cut 
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prices  because  you  think  your  customer  is  going  to  tii** 
other  fellow.  When  we  think  our  competitor  is  cutting 
prices  let  us  go  to  him,  and  if  w^e  do  find  that  he  has 
been  cutting  the  price,  our  plan  has  been  to  forget 
about  it,  and  go  ahead  and  do  business.  As  to  coal-oil 
we  were  getting  a  large  profit  on  it  when  a  certain 
individual  realized  the  situation,  and  got  busy,  and 
went  out  and  solicited  business  from  the  farmer,  and 
sold  two  car-loads.  Later  on  we  got  together  and  ad- 
justed the  price  and  succeeded  in  eliminating  the  wagon 
fellow^,  and  we  have  not  had  any  more  trouble  on  coal 
oil  since.  AYhen  a  complaint  like  that  is  made,  I  want 
to  know  about  the  complaint,  and  I  want  to  know  the 
solution.  AVe  have^  our  Nebraska  Ironmonger,  which 
is  a  good  thing,  and  I  would  like  in  some  way  to  ha^ 
that  publish  our  complaints  and  the  solution.  We  all 
should  take  this  publication,  and  if  I  were  a  jobber  and 
seven  hundred  of  my  customers  made  a  reasonable  request 
of  me,  I  would  think  awfully  hard  before  I  refused  to 
comply  with  it.  Then  there  is  the  National  propo- 
sition. We  are  fifteen  thousand  strong,  and  if  that 
number  will  work  in  harmony,  we  can  accomplisli 
wonders. 

Take  for  instance  the  trap  situation.  Sears-Roebuck, 
buy  them  for  96  cents,  and  T  have  to  pay  $1.13.  They 
sell  them  for  $1.35.  And  if  I  sold  them  at  that  price 
my  profit  would  be  very  small.  The  real  trouble  is 
that  we  are  not  given  the  same  prices  as  the  catalogue 
house.  I  do  not  care  how  many  the  factory  sells  the 
catalogue  house,  so  long  as  they  sell  to  them  at  the 
same  price  they  do  to  me.    They  are  good  advertisers. 
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but  I  can  copy  after  them,  and  as  they  live  so  far  away 
from  my  people  I  think  I  have  the  edge  on  them,  and 
Avill  trust  to  securing  my  share  of  the  business.  The 
fact  of  the  matter  is  that  we  are  too  small  in  their 
estimation. 

When  a  complaint  is  ijiade  to  the  National  Associa- 
tion we  ought  to  hear  about  it.    AVe  pay  a  dollar  a 

.  iiv  into  the  National  Association  for  the  book,  and 
we  pay  a  dollar  a  year  for  th^  support  of  the  Associa- 
tion, and  as  has  ali-eady  been  said,  it  is  not  enough. 
It  is  true  we  have  a  surplus,  but  Mr.  Corey  built  it 
up  through  business  inana^^ement.  "We  need  efficient 
meii  al  the  head  of  this  oi  <^-a nizat  ion  in  the  sanu^  way 
th.at  we  want  a  ^^ood  clerk  in  oui*  store  ,aiid  if  W(^ 
Avant  skillful  help  we  must  pay  for  it.  AVe  now  have 
^rcat  men  at  tlie  h<^ad  of  it,  aiul  let  us  pay  them  enough 
inoiK^v  to  keep  th(Mu  there,  AVe  have  21  different 
(h'partuKMit  ill  our  >1()i'e,  and  we  pa,y  but  $5.00  a  year 
into  the  Association.  According  to  the  figures  given 
by  Air.  Ladner,  we  would  rather  pay  a  hundred  dollars 
a  year  and  get  the  returns,  and  have  the  independents 
outlined  ])y  him.  AVe  have  been  a  long  time  organizing 
and  now  are  fully  organized,  and  without  a  doubt 
W(^  ai-e  75  per  cent  of  the  hardware  men  of  the  country. 
If  75  ])er  cent  of  the  business  of  any  factory  comes  to 
us  we  in  luin  should  be  in  a  position  to  dictate  their 
I)rices  ,and  when  we  make  a  request  of  a  certain  indi- 
vidual factory,  let  us  all  pull  together,  and  I  am  certain 
In^  will  s(H^  it  0111'  way  if  Ave  are  reasonable.  I  know 
1luit  has  b(H^n  our  experi(4ice  in  the  past,  and  if  that 
Tad  or}'  will  not  be  reasonable  with  us,  I  am  sure  some 
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other  factory  will  ])e  glad  to  deal  with  us.  Anybody 
can  do  what  ai\ybody  else  does. 

Mr.  King,  Pierce :  I  think  our  complaints  should  he 
published  in  the  Ironmonger,  as  well  as  the  solution  of 
the  complaint. 

Mr.  President:  That  has  been  gone  over  carefully  by 
the  editor  of  the  Ironmonger.  There  are  some  things 
you  can,  and  cannot  do.  Usually  the  comphiints  that 
he  gets,  and  that  come  to  your  grievance  committee, 
to  whom  all  these  complaints  go,  are  rather  indefinite. 
You  must  be  careful  what  you  publish.  The  law  is 
stringent  on  libel  and  the  editor  or  publisher  must  J)e 
careful.  Facts  always  can  be  published,  but  the  com- 
plaint must  be  •  backed  with  facts. 

Mr.  Mannix  :  The  law  is  strict,  but  remember  gentl:^- 
inen  while  I  represent  all  of  you,  I  dare  not  represent 
any  particular  organization,  otherwise  I  would  be  able 
to  reproduce  the  shipping  tags  of  the  concerns  that 
ship  goods  direct  to  the  consumer,  he  must  quit,  or  he 
would  be  unfair  ,but  I  would  be  in  jail  if  I  represented 
you  as  an  individual. 

Mr.  Ladner :  One  trouble  with  the  entire  situation 
is,  that  in  Minnesota,  we  have  too  few  men  by  the  name 
of  Ammon.  We  have  in  that  state  1,250  members, 
and  if  we  had  100  Ammons  up  there  there  would  be 
something  doing.  Too  many  of  you  are  afraid  to  enter 
your'  complaints  or  to  see  t^at  they  are  thrashed  out, 
and  too  many  of  3^ou  carry  a  grouch  yourselves  without 
having  it  carried  by  the  association.  We  find  it  diffi- 
<'ult  to  get  the  goods  on  the  people.  In  regard  to  the 
trap  proposition  Mr.  Abbott  took  up  with  the  Unida 
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Community,  and  you  will  hear  abut  that  later. 

:Mr.  Roberts:  The  trap  proposition  is  now  being 
considered. 

Mr.  Kavanaug'h :  I  do  not  think  we  have  had  a  grievance 
in  the  last  two  years  with  the  exception  of  a  grievance 
we  are  now  considering,  but  what  it  has  l)een.  settled 
satisfactorily.  The  trouble  is,  we  do  not  have  any 
grievances.  AYe  have  them  here  once  a  year,  but  they 
do  not  come  to  us  after  we  go  home.  Your  officers 
would  be  only  too  glad  to  lumdle  tb(\se  iiuittei'S  for  you. 
This  is  an  individiusj  quesiioii  <\n'\  1  tliiiik  every  fellow 
must  settle  these  matters  ns  they  coiiu^  up  himself.  We 
must  not  expect  a  National  or  State  organization  to 
transact  our  business  for  us.  They  (^an  lielj)  you  buy 
goods  and  advise  you,  but  it  is  up  to  you  to  caiTy  out 
the  details. 

The  Unicla  ( 'omininiity,  (which  is  practically  the  only 
trap  manufacturiM-  in  the  United  i^tates)  controls  95 
per  cent  of  the  trap  production,  therefore  all  the  cata- 
logue houses,  as  well  as  ourselves,  must  get  the  traps 
from  them.  When  a  customer  comes  in,  and  you  ciuote 
him  the  price  on  Lakeside  saws,  there  you  can  talk 
quality,  and  you  can  convince  him  that  you  are  able 
to  meet  the  price  on  Lakeside  goods  when  you  compare 
quality.  We  do  not  care  much  about  the  little  factory 
down  in  the  East  that  sells  us  20^'/c  of  a  commodity, 
but  it  is  the  fellow  that  sells  70  to  90^;?,  of  the  standard 
goods  ,that  we  want  to  get  after,  and  when  we  are 
under-quoted  on  them,  then  it  hurts.  When  a  man 
coiiH^s  to  your  store  and  says  he  can  buy  a  No.  5 
l^hi1(M'j)i*is(^  cliopper  just  about  as  cheap  as  you  can  buy 


THE  NEBRASKA  IRONMONGER 


it,  it  hurts,  for  years  we  have  been  after  those  people, 
and  said  it  is  not  fair,  that  we  have  l)nilt  up  your 
trade  and  have  talked  your  goods,  and  we  are  responsi- 
Ide  for  the  business  that  you  have  ,so  be  fair  with  us, 
and  give  the  catalogue  house  the  same  price  that  you 
give  us.  If  you  are  able  to  do  that,  we  will  do  some 
good. 

Mr.  Roberts:  The  remedy  lies  with  us  as  to  whether 
or  not  such  lines  or  goods  shall  be  sold  in  our  territory. 

No.  5:    Why  can't  we  buy  harness  staples  at  fifteen 
cents  a  dozen? 

The  President:    I  will  ask  Mr.  M.  A.  Hargelroad,  to 
open   this  subject. 

Mr.  Hargelroad:  When  I  asked  the  question  to  the  ■ 
Ironmonger  sometime  ago,  I  had  a  great  desire  to  know 
what  you  were  paying  for  hames  staples,  and  I  am  sorry 
to  tell  you  that  I  did  not  get  any  reply,  and  I  think  per- 
haps that  is  the  reason  wdiy  this  matter  has  been  brought 
up  here  at  this  time.  It  has  received  much  publicity  and 
I  predict  it  is  the  first  time  it  has  ever  been  before  this 
Convention  and  it  will  be  the  last  time,  and  I  will  tell 
you  why.  You  gentlemen  who  do  not  read  the  Iron- 
monger will  be  punished,  and  you  gentlemen  Avho  do  not 
Send  in  25  cents  for  the  Ironmonger  Avill  be  punished  the 
second  time.  I  want  to  tell  you  that  I  have  $9.75  in- 
vested in  that  little  paper,  and  I  want  your  quarter,  so 
that  I  will  get  that  back.  (Applause.)  If  you  gentlemen 
have  been  reading  the  daily  papers,  and  I  do  not  think 
you  have  because  you  have  had  better  entertainment, 
you  will  notice  that  the  little  hames  staple  got  into  the 
AA^orld-Herald.    It  is  a  small  article,  but  it  is  a  large 
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one  right  now.  I  find  in  asking  the  various  dealers 
here,  that  they  have  been  paying  from  12  to  20  cents  a 
dozen  for  hames  staples.  Is  there  an  article  today  in 
the  hardware  business  with  that  range  in  price?  I 
asked  a  merchant  yesterday  v\diat  he  pays  for  hames 
staples  ,and  he  said  12  cents  a  dozen.  I  said  how  did 
you  come  to  get  that  price,  "to  youT'  lie  said,  I  will 
liAl  you.  I  noticed  what  you  had  said  in  the  Ironmonger 
a])out  hames  staples,  and  I  woke  u]^,  and  went  after 
the  price,  for  prior  to  that  time.  I  w^is  paying  18  cents. 
If  any  of  you  geiitl^^nUMi  civi-  \fny\u^  more  than  12  cents, 
if  you  will  mak(^  th(^  proper  re(juest,  I  know  you  will 
get  them  for  this  amount. 

Our  President  will  tell  you  tliat  l)efor(^  he  left  for  the 
Triangle  ConfiM'ence  at  Chicago,  he  sent  me  a  long  list 
of  articles,  to  whieh  I  was  to  attach  the  price  I  paid  for 
them.  lie  knew  i  was  well  posted  on  prices,  and  he 
wanted  me  to  submit  to  him,  the  price  I  was  paying  for 
hardAvare,  and  I  did  this,  and  in  addition  thereto,  I 
added  another  list  nuieli  longer,  and  he  told  me  the 
other  day:  ''when  1  got  that  I  started  on  foot  for  Chi- 
cago right  across  the  Missouri  River,  and  never  waited 
for  the  train."  What  has  been-  accomplished'?  The 
noise  we  nuike,  the  more  noise  there  will  be.  (Applause.) 

Soiiietime  ago  I  s(ait  an  order  for  a  bill  of  goods  into 
an  Omaha  j()l)l)er  and  in  it  was  four  articles  of  merchan- 
dise, foi'  which  they  charged  me  more  than  I  could  liave 
Ixnight  them  of  the  catalogue  house,  and  I  reminded 
tliem  of  that"  faet,  and  you  know  I  pay  my  bills,  but 
they  ne\'ei'  gcH'e  me  any  credit  for  them.  The  ai'ticles 
refiiri'ed  to,  w(Me  liames  staples,  hame  clips,  and  cli}) 
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eock-eyes,  and  the  other  I  have  forgotten,  and  because  of 
these  high  prices  they  have  knocked  me  ont  of  considera- 
ble business.  And  so  I  say,  we  should  be  alert,  and  this 
brings  me  back  to  the  Ironmonger  again.  I  have  the 
honor  of  being  the  father  of  this  organization  and  am 
proud  of  it,  and  I  think  this  gentleman  will  tell  you 
that  I  am  the  father  of  the  Ironmonger.  (Applause.) 
The  gentleman  who  told  me  he  only  paid  12  cents  a  dozen 
for  hame  staples  did  not  tell  me  how  many  he  bought, 
anyhow  he  saved  six  cents  on  each  dozen,  and  if  you 
gentlemen  have  not  sent  in  your  money  for  the  Iron- 
monger, and  if  you  have  only  sold  four  dozen  hames 
staples,  you  have  made  enough  on  them  alone  to  pay 
for  the  Ironmonger.  This  hames  staple  business  has 
brought  more  trade  to  the  catalogue  house  than  any 
other  piece  of  merchandise,  throughout  the  entire 
country. 

Ever  since  our  first  annual  convention  I  have  filed 
away  the  able  addresses  of  our  different  Presidents,  n^t 
that  I  expect  I  would  have. occasion  to  use  them  myself, 
as  I  would  not  accept  a  position  under  any  condition, 
but  if  you  will  pin  those  different  addresses  together, 
and  bring  them  into  our  next  meeting  and  read  them, 
and  make  the  claim  that  you  had  written  them  up  your- 
self ,you  will  be  considered  the  smartest  President  that 
has  ever  been  in  this  organization. 

The  President:  The  President  of  the  insurance  com- 
pany is  urging  me  to  adjourn  this  meeting  in  order  that 
he  may  take  up  the  insurance  meeting,^  but  before  I  do  so, 
J  wish  to  call  upon  Mr.  Robert  Joyce,  the  President  of 
the  Lincoln  Commercial  Club,  a  gentleman  we  all  know. 
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and  he  has  something  he  wants  to  tell  us  before  he  goes 
home. 

Mr.  Robert  Joyce :  I  wish  to  extend  to  the  Nebraska 
Retail  Hardware  Association,  an  invitation  to  hold  its 
next  annual  meeting'  in  Lineoli^.  The  invitation  is  ex- 
tended on  behalf  of  the  Lincoln  Commercial  Club,  which 
T  have  the  pleasure  to  represent,  and  also  Lincoln  by  the 
authority  of  the  Mayor,  who  was  intending  to  accompany 
me.  There  is  nothing  T  can  tell  you  about  Lincoln  that 
you  do  not  know,  except  that  since  your  last  visit  we 
have  taken  in  our  present  .  legislature,  and  have  added 
a  National  secretary  of  state,  and  also  Nathan  Roberts, 
and  inasmucli  as  we  are  loyal  adherents  of  the  Roosevelt 
theory  there  is  no  telling  what  we  may  have  by  this 
time  next  year.  I  trust  your  custom  of  alternating  your 
plac(^  of  meeting  has  j)i'()\eii  satisfactory  ,and  when  your 
Committee,  and  y()Uis(^lvcs  conu^  to  decide  upon  yoiw 
next  meeting  place,  and  you  ch'cide  to  meet  in  Lincoln, 
1  can  assure  you  that  everything  we  can  possibly  do  to 
add  to  your  comfort  will  be  done  ,and  we  very  much 
hope  that  you  will  be  with  us  next  year.  (Applause.) 

On  motion  seconded  and  carried,  the  President  de- 
clared the  meeting  adjourned  until  8:00  o'clock  Friday 
morning. 

The  proceedings  of  the  insurance  meeting  will  be  given 
in  our  next  issue. 


FRIDAY  MORNING  SESSION 

February  14th 

1'hc  convention  re-con\'ened  at  9:00  o'clock  a.  m. 
ri'(\sidcnl    Ilussie   in   the   chair,   and  after   the  songs, 
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''Marching  Through  Georgia/'  and  "Mary"  the  questio]] 
box  was  taken  up,  Mr.  Dan  Kavanaugh  acting  as  referee. 

No.  3:    AVhy  ean't  we  make  a  living  profit      our  biisi 
ness?    AVas  opened  by  Air.  M.  J.  Wiekershani,  Weeping- 
Water,  as  follows : 

Mr.  President  and  Fellow  Hardware  Merchants: 

I  greet  you.  T  will  not  attempt  to  discuss  those  greni 
•  [uestions  such  as  class  distribution,  parcel  po'':'t,  etc.,  hut 
will  leave  these  and  other  like  questions  to  those  higlier 
up  and  will  confine  my  remarks  to  the  litth^  things  tluit 
are  many  times  overlooked  in  the  hardware  ])usiness. 

Why  can't  we  make  a  living  profit  in  our  business? 
That  is  the  question  and  interests  us  all. 

Well  it  might  be  the  lack  of  capital.  ''Afonc^y  makes 
the  mare  go.'' 

W^ifhout  a  sufficient  amoimt  of  money  Ave  are  unabL> 
to  discount  our  bills,  unable  to  take  the  bargains  that 
come  along.  We  cannot  keep  our  stocks  well  assorted 
which  causes  us  to  lose  sales  by  not  having  the  goods 
when  called  for.  Then,  again,  it  might  be  on  account 
of  our  location.  T  think  it  would  be  l)etter  to  pay  a 
goodly  sum  for  rent  rather  than  be  poorly  located.  x\u 
attractive  store  is  alw^^ys  a  drawing  card  and  it  is  a 
means  of  drawing  trade.  Bargains  we  all  like.  A  5  and 
to  cent  department  if  properly  stocked  and  nicely  ar- 
ranged is  very  attractive  and  especially  to  the  ladies 
and  is  a  money  maker  to  the  proprietor.  Profits  ar(^ 
necessary  if  we  are  to  succeed.  To  be  able  to  get  a 
good  profit  and  hold  the  trade  requires  gray  matter  a 
plenty.  If  we  do  not  have  the  right  price  on  each  and 
every  article  we  offer  for  sale  we  will  soon  find  out  some- 
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tiling  is  A^rong.  If  marked  too  high  our  customers  soon 
vanish .  If  tf:o  lovr  our  profits  go  glimmering.  How, 
then,  are  we  to  determine  what  is  right.  No  set  rule 
will  work  out.  Intuition  must  determine  the  right  price. 
Some  goods  will  stand  a  long  profit,  while  others  will 
not.  Grood  judgment  must  determine  this  all  important 
question  or  we  will  surely  fail  to  make  a  living  profit. 
Tact  is  very  essential.  To  l}e  able  to  size  up  the  cus- 
tomer quickly  and  accurately  ,to  say  the  right  word  at 
the  right  time  and  in  t\u'  right  plnce  is  very  imporUuit 
and  requires  quick  wit. 

He  who  is  wise  \^  ill  Hdv('i'tis(\  This  is  an  art  but  few 
a('(piire,  and  it  is  very  essential  Mud  must  not  be  neg- 
lected. The  expense  account  is  just  as  important  as  the 
bank  acc(mnt,  each  must  be  in  proportion  to  the  other 
and  always  needs  careful  attention.  And,  in  addition,  to 
what  we  have  aliM^ndy  suirg*  sted,  we  must  have  that 
Honu^thing,  (lik(^  the  soul  of  a  good  honest  hardware 
merchant,)  which  cannot  be  weighed  or  measured,  foi' 
the  lack  of  a  better  name  we  will  call  it  personal  mag- 
netism, or  personal  trust,  the  art  of  attracting  people  to 
their  good  and  our  advantage.  A  spontaneous  natuse 
fully  developed,  makes  friends  and  is  like  apples  of 
gold  in  pictures  of  silver. 

Then,  in  conclusion,  we  would  say,  the  lack  of  capital, 
a  poor  location,  poorly  arranged  stock,  the  lack  of  a 
bargain  counter,  the  careless  pricing  of  goods,  the  need 
of  proper  advertising  ,tlie  gross  sales  and  expense  out 
of  proportion,  the  lack  of  tact  and  personal  magnetism, 
many  times  defeat  our  fondest  hopes  and  prevent  us 
from  making  a  living  profit  while  engaged  in  the  hard- 
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ware  business. 

M.  J.  WICKERSHAM, 
Weeping  Water,  Neur. 

Mr.  Hargelroad:  1  would  like  to  hear  what  success 
our  members  have  had  w^th  the  five  and  ten  cent 
counter,  where  do  you  buy  your  goods,  and  w^hat  per- 
centage do  you  make"/ 

Mr.  Arndt:  During  the  last  six  months,  I  have 
adopted  this  plan,  and  I  w411  say  that  even  though  Vv^e 
may  not  make  any  profit  on  it,  it  is  a  g,ood  advertiser. 
By  it,  we  interest  the  most  prominent  ladies,  in  fact  all 
the  ladies  of  the  city,  and  many  of  them  keep  inquiring 
when  we  will  have  a  new  assortment.  We  often  have  an 
overstock  in  certain  articles  that  are  apparently  poor 
sellers,  probably  cost  from  fifty  to  twenty-five  or  thirty 
cents,  and  by  putting  them  on  the  ten-cent  counter,  and 
advertising  them,  w^e  attract  the  public.  As  to  where 
w^e  get  the  goods,  there  is  one  assortment  costing  ten 
dollars  , which  has  such  things  as  oil  cans,  coffee  pots, 
])read  pans,  and  other  small  articles  of  good  value,  and 
I  find  them  very  good. 

Mr.  Kincel,  W^isner:  We  have  adopted  this  plan  for 
twenty-five  years,  and  in  that  department  we  c^rry  such 
things  as  household  necessities,  covering  potato  mashers, 
vegetable  brushes,  etc.,  these  can  be  bought  from  Ribbel 
or  Butler.  The  wholesalers  have  specialties  very  often 
and  certain  articles,  that  they  put  out  as  leaders,  and  we 
can  use  them  in  this  department. 

Mr.  Hargelroad :  What  would  you  think  of  a  nine- 
cent  counter? 

Mr.  Kincel :    I  do  not  think  it  w^ll  work  as  well  ni 
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a  small  town  as  a  large  one.  You  can  of  course  put 
articles  costing  8  cents  and  7  cents  on  the  counter,  and 
charge  9  cents  ,hut  in  the  small  town  we  prefer  the 
even  amount, 

Mr.  Arndt :  Do  3^ou  gain  arything  hy  buying  of  Butler 
Brothers  ? 

Mr.  Kincel :  They  have  some  things  that  you  can  get 
cheaper  than  you  can  from  tlie  regular  jobber/  and  I 
would  advise  that  you  select  your  goods. 

The  Secretary:  AVouid  you  apply  this  special  bargain 
price  propositiou  to  all  towns.  Does  it  not  depreciate 
the  appearance  of  a  good,  tiui^  up-to-date  storc^  in  a  large 
city. 

■Mr.  Kincel  :  AVe  should  not  make  it  too  prominent. 
\W'  liave  a  department  occupying  two  shelves,  and  it 
is  so  located  that  the  customer  in  coniiiig  to  the  store, 
will  be  attracted  by  it,  the  ladies  will  see  little  things 
like  vegetable  bi-iishcs  ,and  we  find  it,  a  good  advertiser. 

Mr.  Oaks:  h^arn  very  much  from  each  other. 

Three  years  ago  my  stove  business  was  not  doing  Avell, 
and  I  had  four  large  sections  for  stoves,  and  I  cut  out 
the  first  section  and  put  in  its  place  a  tier  of  tables  or 
ratlier  very  wide  shelves,  say  four  feet  wide,  and  ten 
feet  long,  the  first  one  being  about  ten  inches  from  the 
fioor,  and  from  that  up,  everj^  eight  or  ten  inches. 
These  were  artistically  built  and  properly  decorated. 
This  furnished  a  great  many  square  feet  for  display 
purposes,  and  T  had  a  job  on  my  hands  to  fill  them  with 
low,  popular  priced  goods,  such  as  have  been  mentioned, 
and  marked  tluMu  in  plain  figures  .and  T  want  to  tell 
.you  it  has  l)e('n  a  decided  success.    That  sec'tion  of  tables 
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brings  me  more  money  than  a  thousand  d'ollars  worth  of 
stoves.  It  is  so  located  that  when  anybod}^  comes  to  pay 
me  a  bill  or  to  see  me  they  have  to  pass  it,  and  I  know 
of  one  instance  where  after  a  party  had  settled  a  small 
bill  of  35  cents,  I  succeeded  in  selling  him  $15.00  worth 
of  goods  before  he  left  the  store.  These  shelves  are  all 
the  same  width  and  length,  and  nicely  finished. 

Mr.  Kincel:    When  we  are  not  using  our  stove  plat-  ' 
form  for  stoves^  we  do  for  various  other  things  attractive 
to  the  public. 

Mr.  Wickersham :  I  wish  to  impress  upon  you  tlie 
thought  that  this  stock  should  be  kept  up  in  good  shape, 
and  perfectly  clean.  In  my  store  it  is  at  the  back  end, 
and  the  ladies  will  go  back  there  and  pick  out  what  they 
want,  and  it  leads  to  the  purchase  of  hardware,  and 
higher  priced  goods. 

Mr.  Amnion :  I  wish  to  suggest  that  we  should  watch 
these  small  articles  when  put  out  on  display,  as  I  find 
many  articles  disappear. 

Mr.  Abbott :  A  year  and  a  half  ago  Ave  opened  up 
this  department,  and  partitioned  off  one-half  of  our  floor 
space  upstairs,  25x60,  put  in  tables,  and  a  five-hundred 
dollar  stock,  and  a  competent  saleslady.  In  order  to 
attract  the  attention  of  the  public,  and  as  an  opener,  and 
special  attraction,  we  sold  several  dozen  forty-cent 
brooms  at  ten  cents,  and  it  has  proven  a  great  success. 

Mr.  Kavanaugh :  I  am  of  the  opinion  that  it  depends 
largely  on  the  town,  as  to  whether  a  five  or  ten  cent 
counter  will  pay.  In  my  town  we  have  a  department 
store,  and  two  five  and  ten  cent  stores,  and  I  question 
whether  I  w^ould  be  justified  in  adding  these  lines.  T 
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think  we  should  not  keep  our  stoves  as  long  as  we  gen- 
erally do  on  display  in  the  best  part  of  the  store,  as 
the  bulk  of  them  are  sold  in  thirty  days.  In  that  space 
we  can  put  tables  and  thus  display  our  five  to  fifty  cent 
goods.  AVe  do  not  display  our  goods  properly.  AVe  put 
too  many  on  the  shelf  and  wait  until  the  fellow  calls  for 
them.  AA^'e  are  not  all  like  Oaks,  v.dio  naturally  attracts 
th(^  ladies,  whether  he  has  a  ten-cent  counter  or  not. 

Air.  AA^ineland :  He  ouglit  to  be  liired  to  go  on  the 
vaudeville  circuit. 

Secretary  Robi^its:  Last  MimiiMM^  avc  b.ad  a  very 
pleasant  time  at  Alliance — it  was  a  v(M'y  s]Vij*ited  social, 
and  instructive  m(^(^ting.  At  that  meeting  I  had  the 
pleasure  of  making  an  estimahle  lady  a  hardware  man, 
and  she  is  taking  considera])le  interest  in  our  meeting 
since  she  came  tuuong  us.  1  ask(Ml  her  how  she  liked  the 
convention,  and  she  said  it  was  fine,  but  she  said,  do  you 
know,  I  like  that  little  meeting  we  had  in  Alliance 
better,  ^he  said  there  was  so  nnich  here,  that  she  could 
not  grasp  it  all.  I  persiiach^l  her  to  give  us  a  little 
talk  this  morning,  and  she  kindly  consented,  T  will  now 
call  on  Airs.  C.  D.  Essig,  of  KSidney. 

Airs.  Essig:  I  am  very  sure  there  is  nothing  I  could 
say  that  would  l)enefit  any  of  you,  but  I  will  say  this 
convention  has  been  a  great  benefit  to  me,  and  I  have 
enjoyed  it,  although  as  Air.  Roberts  says,  there  is  so 
much  going  on  that  it  is  hard  to  grasp  it  all;  but  I 
shall  return  to  my  home  with  more  interest  in  the  busi- 
ness than  I  had  1)efore. 

I  am  interested  in  your  discussion.  It  may  seem 
strange  to  you  to  see  a  woman  in  this  position,  but  if 
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yoli  understood  the  circumstances  under  which  1  am 
here,  you  would  not  consider  it  strange,  because  all  of 
us  realize  that  no  matter  where  our  duty  lies,  the  thing- 
is  for  us  to  take  hold  of  the  situation  and  make  the 
best  of  it,  and  that  is  what  I  am  trying  to  do. 

This  has  been  a  mind-broadener  for  me,  in  many  ways, 
and  I  think  that  if  each  of  you  men  as  you  go  home  to 
your  wives,  and  get  them  interested  in  the  broader 
things  of  life,  that  some  of  the  women  would  not  have 
the  name  of  being  narrow  minded.  I  know  that  some 
of  us  do  have  that,  but  we  are  not  to  blame  for  it  alto- 
gether. You  are  partly  to  blame  for  it.  (Applause.) 
It  is  because  w^e  do  not  have  the  opportunity  of  looking 
at  these  things  from  your  standpoint.  AVe  can  stay  at 
home,  we  can  cook  and  wash  the  dishes,  and  mend  you: 
clothes,  and  keep  you  comfortable  in  every  way,  and  con- 
sequently there  is  not  much  time  to  go  outside.  When 
you  go  home  please  be  a  little  more  patient  and  a  little 
more  kind  to  the  ones  that  are  there,  and  v;ho  are  doing 
much  for  you. 

While  I  am  practically  in  your  world  now,  my  sym- 
pathies are  with  my  own  side,  and  I  can  realize  a  change 
from  both  points  of  view  now.  A  year  ago  I  did  not 
have  this  opportunity.  I  was  shielded  and  protected, 
and  when  I  was  thrust  into  this  position,  I  was  like  a 
child  when  it  comes  to  the  business  part  of  the  world, 
and  I  naturally  had  many  things  to  learn.  And  so  let 
me  say,  when  you  return  please  help  the  other  side  to 
see  the  broader  side  of  the  world  as  you  see  it.  (Ap- 
plause.) 

No.  4:    Is  it  proper  to  take  up  the  merchants'  syndi- 
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cate  catalog  scheme  in  addition  to  our  legitimate  busi- 
ness ? 

The  President :  Mr.  Whitmann,  who  was  to  open 
this  is  not  with  us,  and  I  will  ask  Mr.  Roberts  to  open  it. 

Mr,  Roberts:  Our  national  secretary,  Mr.  Corey, 
condemns  this.  He  says  it  is  not  the  best  thing  for  the 
uplift  of  the  hardware  trade.  I  selected  him  to  open 
this  for  the  reason,  that  he  brought  up  this  subject. 
He  said  it  is  a  good  thing,  and  it  is  not  a  good  thing. 
He  says,  to  not  make  a  featuri^  of  it,  but  when  somebody 
comes  along  with  i\  mail  order,  and  wants  something  you 
can  attend  to  his  wants,  and  tak(^  his  money,  before  it  is 
delivered,  and  he  takers  his  cliauces,  pays  his  ovrji 
freight.    This  keeps  him  from  sending  away  himself. 

Mr.  O.  Kuehchenhoff,  South  Omaha  :  T  put  this  into 
my  store  a  year  ago,  and  it  was  tlu^  only  way  I  could 
keep  some  of  my  custoiiuM's  From  sending  to  Sears-Roe- 
buck, and  they  come  to  see  me  and  sometimes  I  can  talk 
them  into  buying  my  own  goods. 

The  President :  Do  you  think  that  this  is  a  good  thing 
for  you  in  the  way  of  educating  your  customers? 

^Fr.  Kuechenhoif :  Yes,  that  is  the  reason  T  put  it  in. 
When  they  order  in  this  way  they  pay  in  advance,  and  I 
(h)  not  guarantee  their  goods.  In  these  catalogues  they 
have  everything  the  same  as  Sears-Roebuck — groceries, 
furniture,  hai-dware,  etc.,  and  the  catalogues  run  for  one 
year.  I  paid  $100.00  for  my  contract  for  one  year,  and 
was  furnished  one  hundred  catalogues,  and  after  the  first 
y(^fii'  they  agr(^ed  to  furnish  them  at  8  cents  a  pound, 
but  you  must  take  one  hundred  or  more  every  year. 

.Mr.  Ammon:    Sears-Roebuck  guarantee  their  stuff  and 
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will  absolutely  back  it  up  the  same  as  the  rest  of  lis. 
How  do  you  convince  your  customer,  whet]  you  do  not 
guarantee  it,  that  the  goods  are  the  same  (juality  as 
Sears-Roebuck.  I  do  not  guarantee  it,  l)ut  the  factory 
does  guarantee  it.  The}^  must  write  to  the  factory  if 
there  is  anything  wrong.  The  catalogue  has  information 
along  that  line. 

Mr.  Roberts:  Don't  you  think  that  in  carrying  on 
this  campaign  that  you  are  educating  your  customers  to 
the  fact  of  your  inability  to  furnish  their  wants  and 
creating  in  their  minds  a  greater  desire  than  ever  before 
for  distance  ordering  or  mail  order  purchases. 

Mr.  Kuechenhoff:  No,  because  they  are  the  same  as 
Sears-Roebuck.  Their  1912  catalogue  had  700  pages, 
and  their  1913  will  be  a  thousand  pages.  T  am  rot 
going  to  order  any  more  catalogues,  because  during  thj 
entire  year,  I  only  received  25  orders. 

Mr.  Kavanaiigh:  Do  you  find  any  large  percentage  of 
the  people  who  come  into  your  store  w}ie>'e  they  buy 
hardware  from  you  and  want  you  to  add  something  to 
the  bill,  in  the  way  of  furniture  or  hardware  ? 

Mr.  Kuechenhotf :    No,  sir. 

Mr.  Weimer:  According  to  the  gentleman's,  remarks 
this  is  a  very  expensive  proposition. 

Mr.  Heimie,  Uehling:  J  also  used  these  merchant's 
syndicate  catalogues,  and  paid  twenty  dollars,  and  some- 
times a  customer  came  in  and  would  want  to  pick  some- 
thing out  of  the  catalogue,  but  before  I  got  through  with 
them  I  would  sell  them  out  of  the  store.  By  good  sales- 
manship you  can  often  win  them  over.  I  do  not  think  it 
should  be  entirely  condemned,  however,  it  is  onl^^  a  help 
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now  and  then, 

Mr,  Weinsfrand :  Tlie  descriptions  usually  given  in 
tliese  catalogues  are  very  extra^^agant,  and  are  often 
much  better  than  our  description  of  an  article  costing 
double  or  half  more,  how  do  you  get  over  that  feature  of 
it.  Recently  a  preacher  came  iu  and  wanted  me  to  send 
for  a  stove,  I  did  so,  and  I  made  .+5.20,  and  received  the 
money  in  advance,  and  never  turned  a  hand  over.  I  saw 
the  stove  at  th(/  depot  nnd  it  wms  as  good  as  could  be 
<jxpected, 

Mr.  Mungliug,  AVausa  :  This  cMtfih)guc  is  n  good  thing 
for  certain  pco])]c  to  lia\'(\  It  sioj)s  nrgmnent.  The 
'•ntalogue  is  also  n  help  to  us  in  bnying  from  the  .jol)])er, 
as  A\;e  h.ave  an  oj)portunity  to  makt^  comparison. 

Tin'  l^resideut :  ITow  many  of  you  are  using  this 
catalogne? 

Seven  or  eight. 

Mr.  Kavanaugh :  Witli  refci-cnce  to  the  glowing 
descriptions  in  the  catalogue,  what  would  you  do  wlieu 
a  customer  came  in  and  ]>nt  the  (jucstion  to  you  and  said, 
you  want  sixt.y  dollars  for  a  Majestic  i-ange,  and  your 
competitor  across  the  street  has  one  l~or  thirty-hve  or 
forty  dollars,  that  he  says  is  just  as  good  as  yours.  That 
is  a  question  of  salesmanship  with  you.  If  you  are  not 
stroug  enougli  to  convince  him  that  you  had  a  better 
article  ,for  the  money,  you  are  not  in  the  I'ight  l)usin(\ss, 
Tlie  same  apj)li<'s  to  the  catalogue  guarantee. 

Ml*.  AVickei'sham  :  Tn  my  catalogue  I  would  have  my 
name  ami  ])lace  oi*  ])nsin(\ss  ju-inted,  so  that  T  can  make 
my  guarautee  good. 

Mr.  Kavanaugh:    AVe  are  not  in  the  ha])it  of  gnaram 
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teeing  goods  and  standing  back  of  them  when  we  know 
nothing  about  them  and  have  not  seen  tliem.  I  would 
recommend  that  you  go  slow  on  this  catalogue  house 
proposition.  It  may  be  a  good  thing  properly  handled, 
but  I  am  of  the  opinion  that  if  you  will  spend  the  same 
amount  of  money  in  advertising,  in  other  wa3^s  that  you 
will  have  a  better  standing  in  your  community  as  a  mer- 
chant, and  you  will  get  better  results  in  the  long  ru  i. 
The  only  good  feature  of  it  is,  that  you  get  a  certain 
class  of  people  into  your  stores,  that  otherwise  might  not 
come.  There  is  no  question  but  there  is  a  certain  per- 
centage of  goods  sold  and  ordered  from  the  mail  ordei- 
houses  that  we  know  nothing  about.  It  is  not  the  fellow 
that  comes  in  and  quarrels  with  you  about  the  price, 
that  gives  you  as  much  trouble,  as  the  fellow  who  never 
sees  you — that  is  the  person  we  want  to  reach. 

The  President :  How  many  of  you  gentlemen,  who 
reported*having  used  this  catalogue,  are  satisfied  to  con- 
tinue using  it. 

There  was  no  response  from  anyone. 

No.  6 :  Can  and  should  the  entire  retail  hardware 
trade  inaugurate  a  strictly  cash  basis  upon  which  to  do 
business  ? 

Mr.  Roberts:  Mr.  Holmes,  who  was  to  open  this  wrote 
me  some  little  time  ago,  regarding  this  in  a  very  pointed 
manner,  and  wanted  it  brought  before  the  convention. 
A  gentleman  met  me  yesterday  in  the  Auditorium  and 
said,  the  day  is  coming  when,  if  you  hardware  men  don't 
take  a  different  stand  and  position  in  regard  to  your 
extending  your  line  of  credits  to  farmers,  etc.,  you  will 
go  busted.    I  showed  him  how  difficult  it  was  to  draw 
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lines.  Are  we  drifting  in  accordance  with  Mr.  Amnion's 
talk  yesterday  and  being  used  as  cat's-paws  to  ruin  our- 
selves in  business,  or  should  we  take  the  stand  and  hue 
to  the  line  as  much  as  possible  to  curtail  the  line  of 
credits  along  this  feature,  and  lea  in  to  say  no,  when  the 
opportunity  and  the  circumstances  surrounding  it,  war- 
rant us  in  so  doing  ? 

Mr.  AVickersham  :  For  three  months  I  have  been  on  a 
cash  basis,  and  for  once  T  would  l)e  willing  to  try  it  out. 
Either  do  a  cash  business  or  quit,  or  go  busted.  That 
Avould  put  us  all  on  a  level  with  the  other  fellow;  and  I 
would  be  willing  to  t]\y  it  anyway. 

Mr.  Kincel:  If  the  950  dealers  in  Nebraska  would 
.stand  together,  we  would  surely  win  out,  and  they  would 
have  to  pay  cash,  and  let  the  few  who  want  to  sell  for 
credit,  do  so,  but  if  everyone  here  wouhl  r  esolve  to  do  it, 
it  would  be  a  good  thing  for  us. 

Mr.  Amnion:  That  sounds  good,  but  as  one  out  of  that 
1)50,  T  would  not  join  you.  1  would  not  trade  my  good 
solid  credit  customers  for  the  cash  customi-r  that  sends 
his  money  to  the  mail-order  housr.  NeithiM*  am  T  afraid 
to  say  my  credit  customer  that  I  want  pay.  Further- 
more I  sell  a  great  amount  of  goods  that  I  Avould  not 
sell,  if  T  sold  for  cash.  The  man  who  buys  on  credit 
usually  buys  better  goods,  than  the  fellow  who  pays 
cash,  furthermore  he  does  not  turn  over  the  leaves  of  his 
catalogue  at  home  and  see  whether  you  are  over-charg- 
ing him.  He  sticks  to  you  because  you  stick  to  him.  1 
consider  a  credit  business,  properly  handled,  far  more 
j)rofitabl(^  than  the  straight  cash  business. 

Ml*.  Lainson,  Hastings:    How  do  you  handle  the  con- 


104 


THE  NEBRASKA  IRONMONGER 


tractor's  aeeountsf 

Mr.  Clark,  Fariiam :  Last  year  our  stor(^  did  $86,000 
hiisiness  with  a  competitor  who  had  a  $32,000  stock.  lie 
burned  out  this  winter,  and  now  we  are  practically  alone 
with  the*  catalogue  houses.  This  gentleman  wants  t;) 
know  how  we  handle  the  contract  business.  We  have 
what  we  call  accommodation  slips,  and  if  we  know  a 
party  is  honest,  we  fill  his  order,  and  we  carry  him 
along  until  the  building  is  complete,  and  tluni  we  expect 
to  settle.  AVe  do  not  intend  to  carry  any  accomniodations 
over  thirty  days.  We  liought  this  business,  a  short  tiiru^ 
ago  and  at  that  time  these  slips  amounted  to  only  $470.00 
It  is  our  aim  to  be  on  a  cash  basis.  We  have  been  doing* 
this  about  two  years  and  when  we  started. some  of  the 
firm  did  not  look  upon  it  with  favor,  but  now  they  are 
satisfied  with  the  way  it  is  being  run.  In  the  face  of 
the  catalogue '  agitation  we  can  win  out.  Our  business 
lias  been  a  success.  I  believe  the  man  who  sells  on  time 
will  sooner  or  later  be  compelled  to  discontinue  it.  Our 
last  year's  net  profit,  was  about  five  per  cent. 

Mr.  Weimer:  AVe  all  like  to  get  cash,  ])ut  the  hai^d- 
ware  dealer  who  is  able  to  get  it  at  all  times  is  entitled 
to  credit.  In  the  larger  cities  it  is  almost  an  impossible 
thing  to  do  it.  Many  of  our  best  customers  are  the  ones 
who  want  their  purchases  cliarged. 

Mr.  Ilargelroad :  No  body  of  men  has  ever  been  able 
to  solve  this  question,  as  there  is  such  a  vast  difference 
owing  to  where  you  are  doing  business,  and  how  much 
money  you  have.  If  I  went  into  a  new  neighborhood  and 
did  not  know  anybody  I  would  expect  spot  cash.  Some 
years  ago  I  saw  a  piece  of  land  for  sale  at  $36.00  an 
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acre,  I  went  to  the  bank,  secured  credit,  bought  it,  and 
that  land  today  I  can  sell  for  $130.00  an  acre.  On  the 
first  day  of  January  I  had  $11,000  of  notes.  I  had  a 
thousand  dollars  in  cash.  The  notes  are  all  good.  In 
my  business  I  extend  credit  to  the  man  I  know,  or 
reasonably  believe  is  a  good  citizen,  and  honest.  A 
young  man  came  into  my  store,  whom  I  knew  was  honest, 
had  ju^t  been  married,  and  was  going  to  farming;  I 
knew  his  circumstances  and  he  wanted  to  buy  several 
goods,  and  said  he  would  not  be  able  to  pay  for  them 
until  a  year  from  next  October.  I  said,  you  can  have 
anything  you  want  in  my  store.  So  gentlemen,  it  de- 
pends on  how  you  are  fixed  and  how  you  are  located, 
and  what  you  know  about  your  trade  and  customers.  1 
do  not  think  I  lost  over  $400  in  the  last  twenty-four 
years.  Each  fellow  will  lune  to  settle  this  question  for 
himself.  If  a  man  coin(\s  i]i  and  asl-^s  for  credit  I  look 
him  in  the  face,  and  as  I  decide  matters  quickl^^,  I  get 
the  impression  then,  whether  or  not  I  will  trust  him. 

Mr.  Kuechenhoff:  Ninety  per  cent  of  the  stoves  in 
Soutli  Omaha  are  sold  on  the  installment  plan,  and 
naturally  I  sell  most  of  mine  the  same  way.  I  take  a 
chattel  mortgage  on  the  goods,  and  if  they  don't  pay  up, 
th(^  goods  are  returned.  The  large  installment  houses  are 
our  strong  competitors. 

Mr.  Clark :  Our  average  stock  is  valued  at  about 
$35,000,  We  welcome  competition,  and  invite  any  of 
you  gentlemen  to  come  to  our  town,  and  we  will  do  our 
Ix'st  to  hold  our  own. 

Mr.  Kavanaugh:  Mr.  Clark  challenges  anybody  to 
open  up  Ills  store  and  to  compete  with  hini.    I  would  not 
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want  to  tackle  him  ,as  I  would  not  want  to  be  satisfied 
with  less  than  eight  per  cent  on  my  money.  .  With  refer- 
ence to  this  word  cash,  it  can  be  defined  in  various 
ways.  I  would  say  that  a  man  who  buyS  goods  of  me 
and  pays  for  them  within  thirty  or  sixty  days,  is  a  cash 
customer.  It  depends  on  the  community  you  are  in.  I 
am  in  a  town  where  there  are  a  great  many  working  men, 
and  where  we  have  railroad  shops.  And  I  find  an  en- 
gineer ,a  young  man  who  gets  married,  and.  has  saved 
up  a  few  hundred  dollars,  is  going  to  house  keeping,  and 
he  doesn't  feel  like  spending  all  of  his  money,  and  he 
says,  Kavanaugh,  you  know  me,  I  want  to  buy  my  stove 
and  hardware  from  you  and  I  will  pay  you,  say,  half 
down,  and  I  would  like  accommodation  on  the  balance. 
With  that  man  it  is  not  a  question  of  price.  We  make 
a  good  fair  profit  on  him,  and  feel  that  the  risk  is  per- 
fectly s|ife,  but  if  I  insisted  on  the  cash,  I  could  not 
sell  him  as  much  nor  fi.s  good  a  quality.  The  same 
applies  to  where  a  man  wants  to  buy  a  home.  He 
buys  it  on  the  installment  plan.  It  is  an  advantage  to 
a  young  man  to  have  an  accommodation  as  it  teaches  him 
experience,  and  if  the  merchant  uses  good  judgment  in 
his  credits  he  is  on  the  better  basis  than  the  cash  man, 
he  makes  more  money,  but  the  trouble  is  we  do  not 
watch  our  collections.  I  do  not  think  it  is  practical  to 
go  on  a  cash  basis,  but  we  can  get  nearer  to  it  than  we 
are.  Insist  on  prompt  settlement  and  look  after  the 
collections. 

No.  7 :  How  can  we  get  w^holesale  houses  to  quit 
retailing  ? 

Mr.  0.  L.  Wiemer,  Omaha:    I  wish  I  could  do  this 
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question  justice,  as  I  am  up  against  it,  I  started  a  retail 
store  here  two  years  ago  ,and  I  thought  I  would  be  doing 
our  wholesale  houses  a  favor  by  buying  of  them.  1 
refer  to  the  paint  line.  To  make  a  long  story  short,  I 
reasoned  and  explained  the  situation  to  the  Omaha 
wholesale  paint  houses  with  no  satisfaction  to  myself, 
for  I  find  that  they  have  been  selling  ,and  are  selling 
the  consumer  at  the  same  price  that  they  sold  me,  and 
the  result  was,  in  order  to  get  on  a  proper  bavsis,  I  had  to 
buy  of  the  factory  direct.  Now  I  am  selling  paint  and 
making  a  fair  profit.  In  those  cases  I  believe  it  is  right 
to  go  over  the  jobber  because  we  are  in  business  for  a 
profit.  As  to  the  hardware  jobbers,  they  are  much  better, 
but  they  will  retail  at  times.  A  grocer  can  go  down  to 
a  jobber,  and  buy  a  wringer,  which  is  wrong.  I  think 
the  best  way  to  get  the  wholi^saler  to  quit  retailing  is 
for  us  to  band  ourselves  together  and  go  in  a  gronp. 
They  we  can  talk.  The  individual  has  no  influence.  Mr. 
Judson,  manager  of  the  Midland  Glass  &  Paint  Company 
told  me  they  could  not  change  their  system  of  business 
to  accommodate  one  retailer.  I  said,  you  need  not  do, 
and  so  we  changed  our  method  of  doing  business.  As  the 
retailer  is  certainly  entitled  to  a  profit  on  what  he  is 
sdling.  (Applause.) 

The  President:  We  are  banded  together  for  just  such 
purposes,  and  we  have  simmered  our  band  down  to  our 
grievance  committee,  who  can  act  better,  as  they  are 
the  mouth  piece  of  this  Association,  than  if  all  went  and 
storm (m1  the  ('itM(l(^l  in  body..  One  trouble,  when  we 
inakr  our  (M)ni]>hntits  to  Uu^  wholesale  house  is  that  we 
(h)  not  h^ivc  th(^  proper  in t'orniation. 
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Mr.  Roberts :  AVith  reference  to  the  paint  proposition 
the  only  way  to  make  a  profit  is  to  buy  direct  from  the 
factory. 

Mr.  McAllister :  A  similar  condition  exists  in  onr 
locality.  It  is  a  hard  matter  to  get  evidence,  but  this 
practice  is  growing.  In  our  community  they  go  to  the 
contractor,  and  one  of  the  contractors  has  grown  in  our 
community,  so  that  he  has  a  prestige,  and  it  is  hard  for 
us  to  combat  those  conditions,  nevertheless  our  smaller 
contractors  have  profited  by  the  example  ,and  they  are 
buying  direct  from  the  catalogue  houses.  J  thought 
along  in  1909,  we  had  a  resolution,  or  an  agreement 
with  these  jobbers,  that  they  would  not  sell  to  the  con- 
sumer, and  I  wonder  what  has  become  of  it. 

Mr.  Roberts:  There 'is  not  a  single  grievance  that  has 
come  to  me  in  the  last  six  months  that  has  not  been 
settled  in  a  satisfactory  manner,  except  one  which  is  now 
on  tap.  I  can  speak  for  the  whole  body.  If  any  jobber 
is  violating  his  agreement,  let  me  know  ,aEd  I  will  tal 
it  up. 

Mr.  Heine,  Uehling :  As  we  all  know  some  manufac- 
turers adopt  the  plan  of  creating  a  market  for  certain 
goods,  and  as  soon  as  that  is  done  it  is  turned  over  to 
an  agent,  but  sometimes  jihey  violate  that  rule  ,and  it  is 
up  to  us  to  see  that  they  discontinue  it. 

]\Ir.  Hargelroad:  As  a  member  of  the  grievance  com- 
mittee, sometime  ago  we  drew  up  a  letter  to  the  mem- 
bers asking  them  to  send  us  their  grievances,  but  some- 
how it  died  in  the  office,  and  t^e  next  time  I  took  it  up 
I  did  so  through  tlie  Ironmonger,  and  you  will  notice 
that  through  it  you  are  notified  to  send  in  your  griev- 
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ances.  I  wish  the  Omaha  men  would  explain  the  work 
the  grievance  committee  did  in  Omaha  about  three  years 
ago. 

President  Hussie :  I  was  a  member  of  that  grievance 
committee  and  w^e  were  having  trouble,  as  tht  %viiol6- 
salers  were  selling  at  retail.  Our  committee  went  about 
it  in  a  systematic  manner,  secured  the  evidence  and  then 
through  our  secretary,  Mr.  Barr,  presented  the  matter  to 
the  jobbers.  Several  conferences  were  held  and  without 
going  into  the  details  they  'promised  us  that  they  would 
absolutely  refrain  from  selling  anyone  at  retail.  We 
even  brought  to  their  attention  an  instance  of  where 
one  of  their  own  employees  had  taken  goods  from  the 
stock  and  sold  th<Mii  to  a  consumer  without  the  knowl- 
edge of  his  house.  When  the  house  learned  of  this' he 
was  of  course  discharged.  As  I  say,  this  was  three  or 
four  years  ago  ,j)n(l  it  has  been  slowly  slacking  down, 
and  unless  we  kee])  after  them  diligently  ,their  employees 
are  apt  to  take  acU  juihig'^  of  this. 

Mr,  HcAllister :  J  suggest  that  our  secretary  send  a 
copy  of  this  agreement  to  the  different  jobbers. 

The  President :  That  would  not  do  much  good.  You 
must  bring  them  specific  cases,  and  be  backed  up  with 
\\u'  (^violence. 

Mr.  McAllister:  I  merely  thought  this  would  call  their 
attention  to  it,  and  remind  them  of  their  promise. 

The  President:  In  the  next  Ironmonger  you  will  find 
a  little  fabk^  which  will  very  clearly  illustrate  that 
agreement. 

H.  J.  Hall :  At  our  pi^n  ious  convention  I  told  you  all 
about  the  washing-machine  controversy  we  had  w^ith  a 
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Kansas  City  house  .and  we  too  succeeded  in  bringing* 
them  to  time.  The  retailer  should  be  protected,  and 
when  the  factory  does  not  protect  him  in  his  home  town, 
it  should  be  immediately  reported  and  set  right. 

The  President  called  upon  Mr.  Soule,  of  the  Iron  Age, 
who  made  the  f  ollowing  remarks : 

Mr.  Soule :  This  is  the ^  first  time  I  ever  spoke  to  a 
hardware  convention  under  these  circumstances.  AYe 
have  heard  too  much  about  trade  papers  that  do  not  re- 
late enough  to  the  hardware  business.  I  never  saw  a 
question  box  conducted  better  than  this  one  was  this 
morning.  The  convention  talk  that  I  am  making  this 
year  in  the  various  conventions  I  have  visited,  is  an 
illustrated  lecture  on  selling  goods. 

I  w^ill  now  tell  you  a  little  about  the  barber  supplies. 
Some  hardware  men  said,  why  is  it  that  the  drugstore 
is  doing  a  better  razor  and  barber  supply  business  than 
the  hardware  store.  In  one  town  the  barber  supply 
business  was  taken  away  from  me  and  I  analyzed  it 
closely  and  discovered  it  was  because  I  did  not  carry 
enough  stock  and  did  not  properly  display  it.  Instead 
of  carrying  one  or  two  makes  of  razors,  and  soap,  you 
should  carry  a  half  dozen.  You  should  also  handle  differ- 
ent kinds  of  stocks,  in  fact  you  should  keep  a  separate 
case  in  which  there  should  be  a  neat  display  of  all  these 
supplies  together  with  Pond's  Extract,  witch-hazel  and 
talcum  powder,  and  if  you  properly  display  it  I  am  sure 
the  business  will  come  your  way. 

Salesmanship  is  the  creation  of  additional  business 
without  additional  expense.  What  is  a  salesman.  The 
man  who  delivers  goods  for  you  is  a  salesman  and  if  he 
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IS  on  his  job,  when  he  is  delivering  his  goods,  he  will 
suggest  to  the  lady  that  her  stove  needs  certain  repairs, 
and  he  will  observe  little  things  here  and  there  which  he 
will  bring  to  the  attention  of  his  employer,  and  thereby 
help  increase  the  businses. 

Every  man  who  extends  credit  ought  to  have  a  credit 
tab  on  which  he  will  note  the  name  of  the  man  who 
seeks  the  credit,  and  just  beneath  it  the  name  of  the 
reference,  so  that  should  the  man  at  any  time  fail  to 
keep  his  promise,  the  reference  could  be  cailed  up,  and 
he  will  bring  him  to  time.  Always  find  out  how  much 
credit  a  man  wants,  and  then  see  that  he  does  not 
exceed  it. 

I  know  a  man  in  Illinois  who  keeps  on  the  end  of  his 
desk  a  little  box  and  in  it  bank  checks  of  every  bank 
within  fifty  miles  of  him.  He  said,  since  the  automobii(^ 
craze  was  on,  people  would  come  to  him  from  adjoiniii-- 
towns,  purchase  goods,  and  then  put  up  the  excuse  tint 
they  did  not  have  the  money  or  check  book  with  th( 
and  so  he  would  ask  what  bank  the  party  did  l)LiSMl(^.^ 
at  ,and  on  being  told,  he  would  hand  him  a  blank  (^^.  -k 
(Applause.) 

(The  speaker  here  exhibited  drawings  of  a  great  many 
devices  that  the  merchant  can  use  in  his  store  to  a>i- 
vantage.) 

The  President:  For  the  benefit  of  the  committee  or 
place  of  meeting,  I  wish  to  introduce  to  you  Mr  C  C 
Rosewater,  who  in  behalf  of  the  Commercial  Claf)*  of 
Omaha,  will  extend  to  you  an  invitation  to  me^t  m 
Omaha  next  y<^ai\ 

Mr.  C.  C.  K()S('wat(^r:    I  wish  to  take  this  privilege 


112 


THE  NEBRASKA.  IRONMONGER 


of  asking  for  a  moment  of  your  time,  and  to  tell  you 
that  we  thoroughly  appreciate  your  being  here.  Omaha 
has  awakened  to  the  duty  it  feels  it  owes  to  the  state  of 
Nebraska,  and  one  of  those  duties  as  well  as  a  pleasure, 
is  to  be  the  host  of  such  associations  as  yours,  and  you 
feel  that  you  can  come  back  here  next  year,  you  will 
find  the  same  kind  of  welcome  and  the  same  brand  of 
hospitality  that  we  tried  to  give  our  guests  here  in  Om- 
aha. As  you  may  know  at  the  last  session  of  the  Legis- 
lature there  was  a  bill  introduced  to  advertise  the  state 
of  Nebraska,  and  it  carried  with  it  a  $25,000  appropria- 
tion. It  had  my  support  and  that  of  many  others  ,and 
it  was  defeated.  ;My  personal  opinion  is,  that  it  was  a 
good  thing  that  it  was  defeated  at  that  time.  The  mat- 
ter since  then  has  been  the  subject  of  considerable  study 
and  as  a  result,  we  have  come  to  the  conclusion  that 
what  we  need  primarily — not  that  publishing  and  adver- 
tising is  not  a  good  thing — but  what  we  need  first  is 
just  the  same  sort  of  thing  in  the  business  of  the  state  of 
Nebraska  that  the  previous  speaker  told  you  about  the 
management  of  your  stores.  AA^e  want  ])etter  manage- 
ment in  the  state  of  Nebraska. 

AA'ith 'reference  to  the  question  of  developing  the  re- 
sources of  our  state,  the  e'vperimental  station  and  State 
University  at  iJincoln,  is  unquestionably  five  years  ahead 
of  the  actual  practicing  in  agriculture  in  this  state.  It 
is  entirely  possible  to  double  the  agricultural  production 
of  this  state.  AA"e  are  producing  on  an  average  from  25 
to  28  bushels  of  corn  to  the  acre,  and  we  should  produce 
between  40  and  50  bushels  if  we  take  the  proper  means 
and  precautions.    AA^e  do  not  know  what  we  are  produc- 
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ing.  There  is  only  a  diiference  of  30,000,000  bushels  in 
the  government  figures  and  the  state  figures.  We  do  not 
know  what  all  this  work  is  producing.  We  cannot  tell 
whether  or  not  in  any  section  of  the  state  whether  it  is 
really  effective.  All  the  statistical  work  has  been  done 
by  the  deputy  labor  commissioner,  who  has  some  57 
duties  to  perform.  The  bill  that  is  before  the  Legislature 
is  to  create  a  Nebraska  conservation  and  public  welfare 
commission  that  would  be  composed  of  the  governor  of 
the  state  of  Nebraska,  the  chancellor  of  the  university  of 
the  state  of  Nebraska,  the  chairman  of  the  industrial 
committee  of  the  board  of  regents  of  the  university,  the 
director  of  the  conservation  and  soil  survey,  the  secretary 
of  the  state  board  of  agriculture  ,r}ir  state  superintendent 
of  public  instruction,  and  th(^  director  of  the  state  legis- 
lative reference  bureau,  it  is  pi'oj){)se(l  tlujt  this  bureau 
shall  investigate  what  our  i*(\s()ur('(\s  nr(\  nnd  then  plan 
and  develop  those  to  the  l)(\st  ribility  of  tlie  stnt(\  and 
furthennore  to  inMl-'(^  the  Stnlc  rrii\(M'si1y  carry  on  tlu\S(^ 
investigations,  miuI  statistical  voi  k.  I  \\'ish  to  urge  upon 
you  that  you)"  Iu\solut  ioi's  ( 'oimii  ittei\  pass  a  i'(\solution 
favorable  to  this  bill,  a  copy  o'f  wliieli  \  will  le?i\'e  with 
the  secretary  and  that  "a  copy  be  seut  ])y  your  seenMary 
to  the  mem})er  of  the  Legislature  so  tluit  this  very  im- 
portant measure  shall  be  passed.  Regardless  of  how 
efficient  you  are,  all  of  you  recogni;<e  that  if,  in  your 
counties,  there  is  being  produced  ten  or  twenty  or  fifty 
prv  cent  or  one  hundred  per  cent  more  in  actual  pro- 
(lueiion,  you  will  get  your  share  of  it.  (Applause.) 

Mr.  Kavanaugh:  T  move  that  this  matter  ])e  referred 
to    the   Le<4islativ(^    ( 'oinii]  ittee.     Motion    seiMuidcd  and 
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carried. 

Mr.  Frank  Hacker,  Chairman  of  the  Auditing  Com- 
mittee, presented  the  following  report: 

Omaha,  Nebraska,  February  13th,  1913. 

To  the  President  of  the  Nebraska  Retail  Hardware 
Association : 

We,  your  Auditing  Committee,  beg  leave  to  report  that 
we  have-  examined  the  books  of  the  Secretary  and 
Treasurer,  and  find  them  correct  to  the  best  of  our 
knowledge  and  ability. 

FRANK  HACKER, 
FRANK  W.  EBBINGER, 
J.  C.  PATTISON. 

And  moved  that  the  same  be  received,  and  placed  on 
file. 

Motion  seconded  and  carried. 

The  report  of  the  Resolution  Committee,  was  then 
presented  by  Mr.  Ammon,  Chairman,  as  follows : 

Whereas,  the  Nebraska  Retail  Hardware  Dealers' 
Association  is  in  existence  for  the  purpose  of  bettering 
the  conditions  of  doing  business  for  the  Retail  Hardware 
Merchants, 

Therefore,  be  it  resolved : 

1.  That  we  as  individuals  convey  to  our  Legislators 
our  approval  of  collection  and  peddler's  license  law^s, 
for  the  protection  of  retailers. 

Mr.  Ammon :    I  move  the  adoption*  of  that  resolution. 

The  motion  was  seconded  and  unanimously  carried. 

No.  2.  Resolved,^  that  we  disapprove  of  any  Legisla- 
tion on  the  sale  of  fire-arms  that  discriminate  against  the 
retailer. 
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Mr.  Kincel :    1  move  the  adoption  of  that  resolution. 

The  motion  was  seconded  and  lost. 

No.  3.  Resolved,  that  we  favor  legislation  to  the 
betterment  of  road  conditions  in  this  state. 

Mr.  McAllister :  I  move  the  adoption  of  said  resolu- 
tion. 

Motion  seconded  and  carried. 

No,  4.  Resolved,  that  we  co-operate  with  the  National 
Citizens  League  to  secure  reforms  in  our  currency  and 
banking  laws, 

]\Ir,  Shahan :    I  move  the  adoption  of  that  resolution. 

The  motion  was  seconded  and  carried. 

No.  5.  Resolved,  that  we  co-operate  with  the  Nebraska 
Federated  Retailers  to  end  of  securing  law^s  fair  and 
favorable  to  the  retail  interests  of  the  state. 

Mr.  Ebbinger :    I  move  the  adoption  of  that  resolution. 

The  motion  was  seconded  and  carried. 

No.  6.  Resolved,  that  whereas  the  letter  postage  of 
the  post  office  department  pays  an  immense  profit,  we  do 
favor  the  reduction  of  letter  postage  to  a  one  cent  rate, 

Mr.  Shahan:    T  move  tlie  adoption  of  that  resolution. 

The  motion  was  seconded  and  carried. 

No.  7.  Resolved,  that  since  parcel  post  has  become  a 
permanent  institution,  we  favor  the  parcel  post  law  in 
its  present  form,  and  would  disapprove  o:f  any  action  to 
change  it  until  it  has  been  thoroughly  tried  out  in  its 
present  form. 

Mr.  Ammon :  T  move  the  adoption  of  that  resolution. 
Motion  seconded. 

i\rr.  Hall:  I  move  that  the  resolution  be  not  adopted. 
T  move  that  as  an  amendment. 
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The  amendment  was  seconded  and  put,  and  on  vote, 
was  carried,  and  the  President  declared  said  resolution 
not  adopted. 

Mr.  AA^  B.  Alills,  IMcCook :  I  move  that  we  have  the 
resolution  committee  incorporate  a  resolution  in  these 
resolutions  reading  as  follows:  Resolved  ,that  this 
Association  is  opposed  to  the  further  extension  of  the 
parcel  post  system  until  it  has  been  thoroughly  tried 
out  in  its  present  form. 

The  motion  was  seconded  and  carried. 

No.  8.  Resolved,  that  we  favor  a  movement  to  assist 
the  farmer  in  increasing  the  productiveness  of  his  land. 

Air.  Alills:    I  move  the  adoption  of  this  resolution. 

Alotion  seconded  and  carried. 

No.  9.  Resolved,  that  we  heartily  endorse  the  work 
of  the  retail  and  jobbing  committees  at  the  Triangle 
Conference  at  Chicago  and  desire  the  work  be  extended 
to  the  manufacturers  one  at  a-  time^ 

Air.  Alills:    I  move  the  adoption  of  that  resolution. 

The  motion  was  seconded. 

Air.  Kavanaugh :  I  move  to  amend  that  motion  by 
striking  out  from'  the  resolution  the  words  ^^one  at  a 
time." 

The  motion  ^was  seconded,  and  the  President  put  the 
amendment,  which  was  carried,  the  original  motion  then 
as  amended  was  then  put  and  carried,  and  the  President 
declared  said  resolution  adopted. 

No.  10.  Resolved,  that  we  favor  the  more  extensive 
use  of  the  grievance  committee  and  the  publication  of 
facts,  and  results  of  grievances  as  they  come  to  the 
notice  of  the  state  and  national  grievance  committees. 
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and  that  we  as  individuals  will  lend  our  morale  material, 
and  financial  support  in  the  proper  settlement  of  such 
grievances, 

Mr.  Shahan:    I  move  the  adoption  of  the  resolution. 

The  motion  was  seconded  and  put,  and  on  vote  was 
declared  lost,  and  the  President  declared  said  resolution 
not  adopted. 

No.  11.  Resolved  that  we  favor  the  establishment  of 
a  bureau  in  connection  with  the  secretary's  office  for 
the  auditing  and  collection  of  freight  overcharges. 

Mr.  Ebbinger:    I  move  that  the  resolution  be  adopted. 

Motion  seconded  and  carried. 

No.  12.  Resolved,  that  in  the  interests  of  economy 
and  good  businens  we  st^nd  as  delegates  to  the  National 
Convention  our  President,  Secretary  and  two  members 
elected  from  the  floor. 

Mr.  Amnion:    I  mov(^  tlu^  a(h)})ti()n  of  that  resolution. 

Mr.  Kavanaii^ii :  1  mow  that  we  amend  that  reso- 
hition,  and  thai  as  dch'i>al('s  to  the  National  Convention, 
\vi'  send  oui*  I'l-esidcut,  oui*  Scn-retary,  our  Ex-President 
and  one  d(^h\i>'at(^  fi-om  the  floor. 

S(n'(M*al  members  were  of  the  opinion  that  we  should 
s(  nd  more  delegates  than  four,  but  the  Secretary  stated 
that  Minnesota  would  send  only  half  of  its  full  represen- 
tation, but  stated  that  regardless  of  the  numlxM^  we  sent, 
the  delegates  that  did  go  could  vote  the  full  vote  of  the 
state. 

The  amendment  of  INlr.  Kavanaugh  was  seconded  and 
put  and  carrh^l,  and  the  President  then  put  the  original 
motion  as  amended  to  a  vote,  whieli  was  unanimously 
carried. 
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No.  13.  Resolved,  that  we  are  opposed  to  the  advertis- 
ing of  goods  sold  through  the  retail  channels  in  the 
papers,  which  in  their  editorial  columns  are  unfair  and 
unjust  to  the  retail  interests. 

Mr.  Oaks :    I  move  the  adoption  of  that  resolution. 

The  motion  was  seconded  and  carried. 

No.  14.  Resolved,  that  we  approve  the  plan  of  the 
Iron  Age  Hardware  to  send  representatives  to  assist  the 
retailers  in  store  management  and  arrangement. 

Mr.  Mills :    I  move  the  adoption  of  the  resolution. 

The  motion  was  seconded  and  carried. 

No.  15.  Resolved  ,that  we  approve  of  and  endorse  the 
action  and  w^ork  of  our  secretary  in  publishing  the  Iron 
Monger,  and  that  we  as  individuals  lend  our  literary, 
and  financial  support  to  him  in  this  undertaking  for  our 
betterment. 

Mr.  Lahr :    I  move,  the  adoption  of  the  resolution. 

The  motion  was  seconded  and  carried. 

No.  16 :  Resolved,  that  we  hereby  express  our  appreci- 
ation of  the  hospitality  extended  by  the  city  of  Omaha, 
and  the  kindness  and  courtesy  of  the  retail  hardware 
merchants  of  Omaha,  and  of  the  wholesale  houses  who  so 
kindly  entertained  us,  and  all  having  the  convention  in 
charge,  and  of  the  management  of  the  Rome  Hotel  where 
this  convention  was  held,  and  their  kind  treatment  of  us. 

Mr.  Ebbinger :    I  move  the  adoption  of  the  resolution. 

The  motion  is  seconded  and  carried. 

No.  17 :  Resolved,  that  Ave  also  extend  our  thanks 
and  appreciation  to  the  managers  and  jobbers  who  have 
helped  make  our  exhibition  a  success,  and  also  to  the 
salesmen  who  so  materially  helped  us  to  examine  and 
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understand  the  exhibits,  and  that  we  also  extend  a  vote 
of  thanks  to  the  ladies  of  Omaha  and  South  Omaha,  who 
so  ably  entertained  the  visiting  ladies. 

Mr.  Mills :    I  move  the  adoption  of  the  resolution. 

The  motion  was  seconded  and  carried. 

No.  18.  Resolved,  that  inasmuch  as  our  retiring 
officers  have  been  untiring  in  their  work  for  the  good  of 
the  association,  often  sacrificing  their  personal  interests, 
w^e  hereby  extend  to  them  our  heartfelt  thanks  for  their 
efforts  in  our  behalf. 

Mr.  Ammon :  I  m-ove  the  adoption  of  this  resolution. 
And  will  say  that  these  eighteen  resolutions  comprise  all 
that  our  committee  had  to  present  to  you  at*  this  time, 
and  they  were  presented  to  you  by  the  entire  committee. 

The  motion  to  adopt  No.  18  was  seconded  and  carried, 
and  the  President  declared  this  resolution,  as  well  as  all 
the  resolutions  thnt  wcm'c  carried,  and  the  resolutions 
that  were  carried  as  aiiu^juled,  duly  adopted  by  this 
Association. 

Mr.  (leorg(^  W.  Drulinger,  Chairman  of  the  Committee 
on  Nominations,  i)resented  the  following  report: 

We,  your  Nominating  Committee,  beg  lo  submit  th(^ 
following : 

For^  President — Fred  Ebbinger,  Plainview,  Nebr. ; 
Prank  Lahr,  Lincoln,  Nebr. 

For  Vice-President — II.  M.  Rogers,  Omaha,  Nebr.; 
i  'has.  Ammon,  David  City,  Nebr. 

For  Treasurer— AV.  C.  Klein,  Milford,  Nebr.;  I.  AV. 
Haws,  Minden,  Nebr. 

For  Board  of  Directors — Wm.  Kincel,  Wisner,  Nebr. ; 
-Tohu  Friday,  Norfolk,"  Nebr.;  J.  J,  Jennings,  Gothen- 
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biirg,  Nebr. ;  W.  B.  Mills,  McCook,  Nebr. ;  H.  L.  Scofield. 
Lincoln,  Nebr. ;  Ernest  Hoppe,  Lincoln,  Nebr. 

For  National  Delegate — M.  A.  Hargelroad,  Holstein, 
Nebr.;  E.  A.  Clark,  Omaha,  Nebr.;  L.  F.  Hollaway,  Fre- 
mont, Nebr. ;  J.  J.  Jennings,  Gothenburg,  Nebr. ;  Mr. 
Hart,  Central  City,  Nebr.;  M.  J.  Wickersham,  Weeping 
AVater,  Nebr. ;  J.  M.  Michelsen,  South  Omaha,  Nebr. 

KSigned:  GEO.  ^Y.  DEULINER,  Chairman. 
ALBERT  DEGNER. 
M.  A.  HARGELROAD. 
C.  B.  DIEHL.. 
E.  A.  CLARK." 
Mr.  Lahr :    I  beg  to  have  my  name  withdrawn  as  it 
will  be  impossible  for  me  to  serve. 

Mr.  Ebbinger :  I  appreciate  the  honor  extended,  but 
owing  to  the  fact  that  I  may  possibly  go  out  of  the 
hardware  business  soon  I  would  ask  that  my  namie  l)e 
withdrawn. 

Mr.  Wineland :  Inasmuch  as  both  Mr.  Lahr  and  Mr. 
Ebbinger  have  withdrawn,  I  move  that  we  nominate  the 
president  from  the  floor  ,and  further  that  we  accept  the 
report  of  the  committee. 

Motion  seconded  and  carried. 

Mr.  Hall :  I  wish  to  place  in  nomination  our  present 
President,  Mr.  M.  D.  Hussie,  for  president  for  the  ensu- 
ing year,  and  further  that  the  rules  be  suspended  and 
the  Secretary  cast  the  unanimous  ballot  of  this  entire 
body  for  Mr.  Hussie. 

The  nomination  was  seconded,  but  President  Hussie 
declined  the  nomination,  stating  that  someone  else  ought 
to  fill  the  office. 
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Mr.  Wineland  placed  in  nomination  ISlv,  Robert  N. 
McAllister  for  President. 

Mr.  E'bbinger :  I  move  the  rules  be  suspended  and  that 
the  Secretary  be  instructed  to  cast  the  ballot  of  this 
entire  body  for  Mr.  R.  N.  McAllister  for  the  office  of 
President. 

Motion  seconded  and  carried  and  the  Secretary  cast 
the  unanimous  ballot  of  the  Association  accordingly. 

President-Elect  McAllister  was  escorted  to  the  plat, 
form,  and  in  accepting*  the  office  of  President  said : 

This  is  indeed  an  embarrassing  position.  You  have 
extended  a  great  honor  upon  me  indeed.  Being  a  young 
member  I  will  have  to  rely  on  the  older  heads  for  coun- 
sel and  advice.  I  may  prol)ably  be  more  enthusiastic 
than  need  be,  but  yet  we  have  the  ohler  members  to 
guide  us,  and  hy  their  guiding  hand  J  will  endeavor  to 
till  the  office  ,and  having  my  heart  in  this  work  I  will  do 
the  best  1  can  for  the  interest  ol'  this  association. 

I  have  prepared  no  speech  for  this  occasion  ,and  con- 
sequently will. not  undertalvc  to  make  any  extended  re- 
marks. T  trust,  however,  that  the  motto  of  my  adminis- 
tration nuiy  be  "deeds  and  not  words"  (applause)  and 
I  further  trust  that  our  progress  during  the  next  year 
may  be  even  better  than  it  was  during  the  past  year. 

The  ballots  were  then  taken  on  all  the  remaining 
nominations  made  by  the  Committee,  and  which  resulted 
in  the  following  election : 

Vice-President :    Mr.  Tliarles  Ammon,  David  City. 

Treasurer:    ]\lr.  W.  C.  Klein,  Milford. 

Board  of  Directors:  Mr.  William  Kincel,  Wisner;  Mr. 
J.  J.  Jennings,  Gothenburg;  Mr.  H.  L.  Scofield,  Lincoln. 
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National  Delegate :    Mr.  M.  A,  Hargelroad,  Holstein, 
And  the  President  declared  the  -above  parties  duly 
elected  to  their  respective  offices  during  tlie  ensuing- 
year. 

The  place  of  holding  the  next  annnal  meeting  was 
taken  up  .and  Mr.  Oaks,  the  chairman  of  that  committer 
reported  that  the  committee  had  unanimously  agreed  t  > 
recommend  to  this  Association  Lincoln  as  the  next  place 
of  holding  our  Annual  Meeting. 

The  President  then  put  to  a  vote  Omaha  and  Lincoln, 
and  the  unanimous  vote  was  for  Lincoln,  and  the  Presi- 
dent declared  that  the  next  annual  convention  would  be 
held  in  the  city  of  Lincoln. 

President-elect  McAllister  then  assumed  charge  of  the 
meeting  and  inquired  if  there  was  any  further  business 
to  come  before  the  meeting,  and  there  being  none,  ]\Ir. 
Hussie  moved  to  adjourn  sire  die,  which  motion  was 
seconded  and  carried,  and  tJie  President  declared  the 
12th  Annual  Convention  of  the  Nebraska  Retail  Hard- 
ware Association  adjourned  without  date. 


FLASHES  FROM  THE  FIELD  OF  ACTION. 

Suita])le  resolutions  were  introduced  in  memorandum 
of  our  departed  members  Oeo.  Goodbrod,  LTtica,  John 
^>olms,  Loup  City,  J.  A.  Hinchilwood,  Fullerton,  John 
Thornton,  Fairbury. 

It  was  a  matter  of  evidence  and  many  comments  were 
passed  on  the  fact  that  the  Convention  was  attended  in 
a  large  part,  by  the  younger  element  of  our  membership. 
Our  hope  lies  in  the  young  blood  of  our  State  ,who  ex- 
hibit enthusiasm,  energy  and  zeal.    Two  of  our  younger 
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members  were  elected  President  and  Viee-President.  It 
don't  look  like  a  Ring,  does  it  ? 

The  banquet  was  indeed  a  feast  of  reason  and  flow  of 
soul.  Song,  laughter  and  joiity  prevailed  and  everybody 
was  happy.  Covers  were  laid  for  350.  Our  Hardware 
Quartette  was  strictly  in  evidence  and  helped  as  to  en- 
joyment galore. 

We  owe  much  to  Howard  Scott,  Annie  Roberts,  Dor- 
ritt  Arndt  and  Dorris  Cole,  for  the  parts  they  con- 
tributed to  the  enjoyment  of  the  evening.  We  may  liave 
heard  better  and  sweeter  songs  in  our  life,  but  at  present 
we  can't  recollect  when  oi-  where. 

Our  genial  Toastmast(M'  W.  S.  Wright,  kept  the  ball 
rolling  in  his  usual  aide  inaiuKM*.  Wright  is  Right  always. 

Bob  Joyce,  J.  H.  Hussie,  iu w  \l.  Caiigh(\v,  A.  J.  Man- 
nix,  J.  J.  Jeffries  ,and  last  l)ul  not  least  tlie  invinci'l)]e 
H.  C.  Gallatly,  kept  us  in' a  roar  of  hmj^hter  until  tlu^ 
Finis  parting  song. 

As  a  fitting  close  of  tlu^  festivities,  the  ineiid)ers  of  the 
N.  R.  H.  A.  piM^sent(Mi  Mrs.  M.  1).  Hussie,  the  estiM^mable 
partner  of  our  woilhy  })fist  president,  witli  a  l)eautiful 
bouquet  of  American  ]3eauty  roses,  wdio  res])0Ji(h'd  in  a 
unique  manner  1)efitting  ]ier  grace  and  the  occasion. 

Mr.  Frank  E.  Lahr  slrowcni  signs  of  great  satisfaction 
from  the  fact  that  he  has  carried  a  smile  on  his  face  all 
during  the  Convention. 

Ex-President  Dan  Kavanaugh  is  a  lucky  fellow,  l)eing 
a  by-product  of  the  Irisli  race.  Those  qualifications  seem 
to  let  him  escape  many  tight  places  too  small  for  the 
ordinary  man  to  get  through. 

The  mayor  of  Holdrege,  Nebr.,  again  qualifies  himself 
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as  always,  in  case  of  emergency,  by  picking  a  chorus  of 
male  voices  at  an  apportune  time  at  our  banquet  ^and  led 
them  singing  ''How  Dry  I  Am/' 

It  is  very  evident  that  some  of  our  members  were  tak- 
ing in  the  sights  ,by  the  late  hours  some  were  keeping. 

Let  us  all  take  the  spirit  home  with  us  which  pre- 
vailed throughout  our  Convention.  It  will  help  us  sell 
more  goods  also  might  please  our  wives  much  better. 

Did  anyone  notice  our  President,  Mr.  M.  D.  Hussie, 
loafing  on  his  job!  May  he  find  rest  in  the  assurance 
that  he  has  rendered  us  all  a  most  satisfactory  and  suc- 
cessful year. 

What  would  we  do  without  our  ever  present,  always 
ready  and  ever  accommodating,  genial  Harry  Hall  to 
help  to  run  things  smoothly  and  pleasantly?  Guess  if  you 
can. 

The  prize  committee  awarded  prizes  as  follows : 

Class  A.    C.  A.  Newberry,  Alliance  $20.00 

Class  C.    W.  C.  Jamison,  Liberty  $20.00 

Class  I).    H.  Doering,  Fremont  $20.00 

AVe  extend  to  the  jobbers  of  Omaha,  Lee-Glass- Andre- 
son  Hdw.  Co.,  Wright- Wilhelmy  Co.,  and  Paxton-Galla- 
gher  Co.  ,our  sincere  appreciation  and  thanks  for  the 
parts  they  contributed  toward  the  success  and  enjoyment 
of  our  members  on  their  visit  to  Omaha. 

It  is  with  great  eclat  that  we  offer  our  appreciation  to 
the  Exhibitors  for  their  assistance  and  patience  in  regu- 
lating the  exhibits,  and  to  them  is  due  much  praise  for 
the  success  of  the  Exposition. 

National .  Convention  "  at  J acksonville,  Florida,  March 
19  to  21  inclusive.    Anyone  desiring  to  make  this  an 
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enjoyable  vacation  and  attend  the  Convention  at  the 
same  time,  write  the  Secretary  at  once  for  full  particu- 
lars. 

GEORGE  STANTON,  Reporter. 
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Jn  iimorg  of  HtUiam  (SlaHB 


It  is  with  sad  and  leaden  hearts  that  we  an- 
nounce the  death  of  WilHam  Glass,  late  secretary 
of  the  Lee-Glass-Andreson  Hardware  Co.,  who 
died  Tuesday  evening,  February  18, 1913,  after  an 
illness  of  but  five  days. 

The  last  time  we  met  him  was  at  an  informal 
gathering  at  the  Omaha  Club  on  the  evening  of 
February  10th.  At  that  time  he  was  apparently 
in  the  best  of  health,  full  of  life  and  animation. 

His,  is  indeed  an  empty  chair  that  cannot  be 
filled.  It  can  be  truthfully  and  sincerely  said  of 
him  that  he  was  the  Friend  of  Man.  His  office 
door  was  ever  open  to  all  callers,  a  cheery  word 
and  a  warm  hand  clasp  met  you  on  the  threshold 
and  one  left  his  presence  better  for  having  met 
him. 

To  his  bereaved  family,  the  Nebraska  Retail 
Hardware  Association  extends  their  sincere  and 
heart-felt  sympathy,  and  may  the  One  who  di- 
directs  all  things  give  them  aid,  courage  and 
strength  in  this  sad  hour. 
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To  the  members  who  were  unable  to  attend  the  recent 
convention  in  Omaha,  and  who  are  in  accord  with  Associ- 
ation work,  its  aims  and  object,  I  have  in  spirit  dedicated 
the  last  number  (5)  of  The  Ironmonger. 

I  did  not  from  mere  love  of  work,  nor  had  1  an  ulte- 
rior motive  in  bringing  to  you  so  complete  a  report  in  all 
its  details,  but  rather  that  next  to  being  in  attendance 
and  feeling  the  inspiration  of  the  hour,  and  the  enthusi- 
asm born  of  such  occasions,  you  might  draw  from  its 
pages  the  good  and  uplift  spirit  intended  in  compiling 
and  publishing  that  issue. 

There  is  much  wasted  effort  put  forth  in  our  work ;  at 
times  we  aim  too  high,  and  oft  too  low,  and  I  sometimes 
think  that  after  all  the  utterly  selfish  man  gets  the  most 
for  his  labors  and  life  work.  When  I  feel  in  this  mood, 
however,  the  words  ,of  our  new  president  occur  to  me 
vividly  and  strengthening,  (i.  e.)  ^^The  service  of  human- 
ity is  the  business  of  mankind,"  and,  it  is  not  for  us  to 
question  results,  but  to  simply  go  on  and  do  our  whole 
duty  as  we  see  it.  I  am  sure  that  if  but  50  per  cent  of 
our  members  would  studiously  read  every  line  of  the 
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sayings  and  doings  as  outlined  in  No.  5,  they  would  be 
amply  repaid  for  the  time  and  en,ergy  expended. 

A  merchant  in  the  western  part  of  the  state  wrote  to 
me  in  that  spirit  we  often  meet.  He  said,  '/What  good 
does  it  do  me  so  far  removed  from  the  place  where  con- 
ventions are  controlled  Such  questions  have  but  one 
answer,  namely,  if  associations  were  made  up  of  such 
men,  who  are  constantly  taking  and  never  giving,  they 
would  indeed  be  a  failure. 

It  is,  however,  the  giving  class  who  make  for  the 
world's  progress  in  everything  that  pertains  to  the  better- 
ment of  mankind,  and  the  more  we  enlarge  the  circle  the 
smaller  we  will  appear  to  ourselves  in  the  center. 

This  number  of  the  Ironmonger  will  be  largely  given 
over  to  convention  -reports  on  the  Nebraska  Hardware 
Mutual  Insurance  features.  Of  all  matters  pertaining  to 
the  interests  of  up-to-date  hardw^are  men,  I  consider 
mutual  insurance  paramount.  Read  every  line  of  Mr. 
Macomber's  talk.  It  sparkles  with  good  thoughts  and  has 
no  uncertain  sound.  Get  posted  on  the  working  of  your 
own  state  company.  The  reports  are  full  and  complete 
and  reads  as  an  open  book.  This  is  as  it  should  be.  It 
is  your  company,  and  you  are  entitled  to  know  all  about 
it,  and  it  is  your  own  fault  if  you  don't. 

I  am  hoping  to  bring  home  some  good  news  from  the 
National  Convention  in  Jacksonville.  If  there  is  nothing 
doing,  I  will  make  it  my  business  to  know  the  why  and 
wherefore.  If  15,000  members  in  the  hardware  business 
in  these  United  States,  who  have  been  the  catspaws  for 
lo  these  many  years,  are  to  remain  so,  we  better  put  up 
the  shutters  and  quit  business  while  we  can  do  so  honora- 
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bly.  Eemember  as  the  days  go  by  our  authorized  und 
accepted  password,  Q.  S.  P.  Let  it  soak  into  your  sys- 
tem, become  a  part  of  your  daily  thoughts  and  work,  and 
the  Amen  at  the  close  of  each  day's  duty — well  done. 

THE  EDITOR. 


Eighth  Annual  Meeting 
of  the 

NEBRASKA  HARDWARE  MUTUAL  INSURANCE 
COMPANY 
Rome  Hotel,  Omaha,  Nebr. 
February  13,  1913. 

President  H.  J.  Hall  called  the  meeting  to  order  at 
eleven  o^clock,  and  before  reading  his  address,  said: 

Inview  of  the  fact  that  so  few  of  the  members  were 
able  to  attend  the  annual  meeting  at  Lincoln,  we  will 
give  you  a  synopsis  of  the  work  that  was  accomplished 
at  the  annual  meeting,  and  I  will  call  upon  the  Secretary 
to  read  the  minutes  of  the  last  annual  meeting. 

The  secretary  read  the  minutes  of  the  last  annual 
meeting. 

The  president  then  delivered  the  following  address : 
PRESIDENT'S  ADDRESS. 

The  year  1912  has  made  history  for  the  Nebraska 
Hardware  Mutual  Insurance  Company,  as  it  is  the  first 
year  since  the  organization  of  the  company  that  no  divi- 
dend was  declared  to  the  policyholders.  It  is  due  the 
members  at  this  time  to  give  them  a  clear  understanding 
of  the  trials  through  which  the  company  has  passed,  and 
also  to  explain  to  them  the  reason  for  the  change  which 
was  made  in  the  office  of  secretary. 
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I  quote  from  the  report  of  H.  S.  Wiggins,  examiner  for 
the  insurance  department  of  the  state  of  Nebraska,  of 
date  of  June  17,  1912. 

After  submitting  a  balance  sheet  showing  the  income 
and  disbursements,  also  the  assets  and  liabilities  as  of 
May  31,  1912,  Mr.  Wiggins  reports  as  follows: 

''The  losses  for  the  year  1911  were  very  heavy,  the 
amount  paid,  less  reinsurance,  having  been  $28,433,  while 
the  amount  paid  policyholders  for  dividends  was 
$9,024.02,  making  a  total  of  $37,467.02,  against  which 
they  collected  in  premiums  only  $31,037.81,  leaving  a 
deficit  of  $6,429.21.  In.  view  of  this  condition,  the  direc- 
tors have  declared  no  dividend  payable  in  1912,  and  there 
has  been  a  small  loss  of  business  in  consequence. 

This  company  insured  only  property  belonging  to  the 
members  of  the  Nebraska  Hardware  Association.  Its 
plan  is  to  collect  full  board  rates  and  at  the  end  of  the 
year  declare  a  dividend  and  distribute  the  profits,  paying 
same  in  cash  or  allowing  the  amount  of  the  dividend  in 
reduction  of  renewal  premium.  For  three  years  past  the 
company  has  declared  dividends  of  33  1-3  per  cent.  The 
experience  of  the  company  in  1911  demonstrates  the  fact 
that  it  is  unwise  for  an  association  of  this  kind  to  declare 
dividends  without  first  laying  aside  a  good  and  sufficient 
reserve  or  safety  fund.  There  is  every  reason  to  believe 
that  the  company  will  recover  in  1912  the  ground  lost  in 
1911,  and  to  be  able  to  report  at  the  end  of  the  year 
unearned  premium  reserve  on  the  basis  of  40  per  cent,  to 
gether  with  a  reasonable  surplus  sufficient  to  enable  them 
to  sustain  an  unusual  series  of  losses  such  as  occurred  in 
1911,  without  impairing  their  reserves. 
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The  company  is  very  economically  managed,  and  about 
the  only  criticism  in  regard  to  management  that  can  be 
offered  is  the  paying  of  too  large  dividends  to  policy- 
holders. It  might  also  be  questioned  whether  the  ex- 
'  tremely  heavy  losses  sustained  in  1911  were  not  due  to  a 
bad  selection  of  risks  or  to  carrying  too  heavy  lines. 

The  system  of  records  and  accounts  is  found  to  be 
very  imperfect,  and  not  very  accurately  kept.  New  rec- 
ords are  now  being  prepared  which  will  greatly  simplify 
the  bookkeeping  and  provide  a  more  convenient  way  of 
arriving  at  the  true  condition  of  the  company.  To  illus- 
trate :  It  has  been  necessary  in  this  examination  to  take 
off  an  itemized  list  of  each  and  every  policy  in  force, 
also  an  itemized  list  of  all  reinsurance,  in  order  to  arrive 
at  the  net  amount  of  risk,  the  premiums  thereon,  and  the 
basis  of  reserve.  Books  have  been  prepared  by  which 
this  information  will  be  kept  from  day  to  day,  and  the 
results  arrived  at  at  any  time  the  information  is  needed. 
New  records  have  also  been  prepared  for  the  cash  re- 
ceipts and  disbursements  which  it  is  believed  will  obvi- 
ate the  great  number  of  errors  found  in  checking  the  1911 
and  1912  transactions. 

The  officers  of  the  company  and  the  salaries  paid  each 
are  as  follows : 

President — H.  J.  Hall...  $  500  per  annum 

Treasurer — J.  F.  Goehner   50  per  annum 

Secretary — J.  Frank  Barr   1100  per  annum 

Mr.  Barr  has  recently  resigned  as  secretary  and  Mr. 
Nathan  Roberts  has  been  elected  secretary  in  his  plac^. 
Respectfully  submitted, 

H.  S.  WIGGINS,  Examiner. 
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It  is  not  the  intention  of  any  of  the  members  of  this 
company  to  make  public  any  of  the  details  connected 
with  the  management  of  the  business,  except  to  the  mem- 
bers direct  and  for  the  best  interests  of  the  company 

At  the  time  of  resignation  of  the  secretary,  the  board 
discussed  the  possibility  of  securing  a  competent  man 
who  could  fill  the  position  as  there  had  been  no  plans  for 
a  change  and  no  applications  had  been  received.  After 
the  resignation  had  been  received,  Director  Nathan  Rob- 
erts, who  has  been  connected  with  the  company  since  its 
organization  and  has  always  been  very  much  interested 
in  the  success  of  the  company,  requested  the  Board  to 
consider  him  an  applicant  for  the  position  as  he  was  con- 
sidering disposing  of  the  stock  of  hardware  at  Omaha, 
which  he  had  owned  for  many  years,  and  would,  if  the 
sale  went  through,  be  in  a  position  to  take  up  the  work  of 
the  office. 

As  you  know.  Secretary  Roberts  has  been  installed 
and  since  taking  up  the  affairs  of  the  company  and  has 
demonstrated  his  fitness  and  ability  in  a  marked  manner 
The  office  records  have, been  checked  up,  a  new  system 
has  been  introduced  and  it  is  only  necessary  for  any 
member  looking  over  the  present  condition  of  the  com- 
pany to  note  that  the  Nebraska  Hardware  Insurance 
Company  is  in  better  shape  today  than  it  has  ever  oeen, 
and  it  only  needs  the  continued  loyalty  of  the  members  to 
make  it  the  strongest  fire  insurance  company  in  the 
world.  ■ 

Referring  to  the  dividend  declared  for  1913,  will  state 
that  some  of  the  Directors  desired  to  declare  a  larger 
dividend,  and  while  this  could  have  been  done  with  rea- 


THE  NEBRASKA  IRONMONGER 


7 


sonable  safety,  the  majority  of  the  Board  felt  that  an  in- 
crease of  the  reserve,  as  suggested  by  the  insurance 
examiner,  would  in  the  end  be  a  much  more  satisfactory 
plan  than  to  continue  under  the  old  system  of  a  high 
dividend  and  a  small  reserve.  Among  the  suggestions 
made  by  the  secretary  is  one  that  may  be  appreciated  by 
the  members,  as  it  relates  to  the  adjustment  of  losses. 
Heretofore  we  have  had  different  adjusters,  some  of  them 
being  men  who  adjust  for  old  line  insurance  companies, 
and  this  we  found  to  be  an  unsatisfactory  plan.  The 
present  secretary  has,  since  his  appointment,  adjusted 
all  losses,  and,  if  possible,  we  propose  to  have  one  of  the 
members  of  this  company  assist  in  adjusting  any  loss 
which  may  occur,  on  which  a  policy  in  this  company  is  in 
force  at  the  time  of  fire. 

The  loyalty  of  the  members  of  this  company  is  evi- 
dently something  that  is  appreciated  in  other  states,  as. 
well  as  among  our  own  members,  as  the  officers  have  re- 
ceived letters  of  congratulation  from  other  hardware  iur 
surance  company  officials,  congratulating  this  company 
on  the  splendid  manner  in  which  the  members  renewed 
their  policies,  when  there  was  no  dividend,  showing  in 
this  manner  their  faith  in  the  ability  of  the  officers  to 
manage  the  business  successfully  with  the  support  of  the 
members. 

In  closing,  I  wish,  to  call  your  attention  to  the  ^^House- 
hold Inventory  Book,  ^'  which  we  find  has  been  printed 
and  presented  to  you,  hoping  that  you  will,  with  the  aid 
of  your  wife,  make  an  inventory  of  your  household  goods 
and  after  appraising  each  article,  allow  reasonable  de- 
preciation from  the  footing,  and  80  per  cent  of  the 
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actual  value  will  be  a  reasonable  amount  of  the  insurance 
to  carry. 

The  suggestion  of  having  your  wife's  assistance  is  to 
more  securely  guard  against  the  disposition  to  postpone 
both  the  inventory  and  the  deferring  of  the  placing  of 
3^our  insurance  with  this  company,  as  our  experience  is 
that  the  women  are  really  more  careful  about  matters  of 
this  kind  than  the  average  man. 

The  men  who  keep  in  touch  with  their  own  secretary 
on  all  matters  touching  fire  insurance  are  the  men  who 
build  up  the  company  and  protect  their  neighbors. 

T  wish  to  personall}^  thank  each  and  every  one  of  the 
members  for  the  confidence  they  have  shown  in  the  offi- 
cers and  directors  of  this  company  during  the  trying 
period  through  which  we  have  passed,  and  assure  you 
that  your  interests  will  be  protected  at  all  times  without 
regard,  to  any  personal  sacrifice. 

I  thank  you  for  your  attention. 

H.  J.  HALL. 

The  following  report  was  read  by  the  Secretary : 


SECRETARY'S  ANNUAL  REPORT  RETROSPECTIVE 

Nebraska  Hardware  Mutual  Insurance  Company 


To  the  Members : 

It  is  with  unusual  pleasure  that  T  direct  your  attention 
at  this  time  to  the  satisfactory  condition,  financially,  of 
your  company,  per  annual  report  submitted  to  you. 

The  growth  of  insurance  at  risk  has  not  kept  pace  with 
the  accumulation  of  funds.  Your  Board  of  Directors 
wisely,  at  the  beginning  of  1912,  did  not  declare  any 
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dividends  for  1911  policies,  also  in  the  spring  of  1912 
they  carefully  examined  all  policies  in  force,  canceling 
out  dangerous  risks  and  instructing  your  Secretary  at 
that  time  to  underwrite  certain  policies  in  amounts  as 
they  desired.  This  sifting  process  and  non-participating 
dividends  naturally  resulted  in  decreased  insurance  in 
force  during  1912.  Most  of  our  losses  in  1912  were  in 
part  reinsured ;  however,  January  9th  last,  we  had  a 
loss  of  $3,000.00  on  a  policy  written  in  April,  1912,  which 
had  been  o.  k. 'd  by  the  Advisory  Board  and  the  then 
Secretary  instructed  to  underwrite  $1,000.00,  which  he 
failed  to  do,  thus  increasing  the  loss  by  that  amount, 
evidence  of  which  is  before  your  board.  During  the  past 
six  months  the  utmost  care  and  inspection  of  every  risk 
coming  up  for  renewal'  has  been  exercised.  We  can 
safely  assume  that  before  long  we  will  be  on  as  safe, 
sound  and  sane  a  basis  as  human  judgment  and  the  for- 
tunes of  fire  insurance  will  permit,  and  while  we  may  not 
grow  as  rapidly  as  some  appear  to  do,  we  will  be  on  a 
sounder  and  less  speculative  foundation.  The  danger 
most  apparent  at  this  time  arises  from  the  campaign  of 
rate  cutting  by  the  stock  companies — the  object  of  which 
I  leave  for  you  to  judge.  Seven  years  ago  Nebraska  paid 
higher  rates,  commensurate  with  the  risk,  than  any  state 
in  the  union.  Today  she  pays  lower  rates  on  an  average 
than  any  other  state,  and  the  rates  are  very  unequal, 
some  paying  too  high  a  rate  and  a  great  many  so  low  a 
rate  that  it  is  below  the  cost  of  insurance.  This  in  part 
will  explain  why  your  Board  could  not  wisely  and  safely 
declare  a  larger  dividend  for  this  year. 

In  the  year  that  has  passed  you  have,  grown  from  a 
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doubtful  quantity  to  a  strong  position;  your  surplus  is 
nearly  three  times  the  legal  reserve  of  40  per  cent.  I  do 
not  know  of  but  one  hardware  mutual  company  that  can 
make  as  good  a  showing.  Ejcperience  may  be  very  dearly 
bought,  but  if  it  does  not  break  one,  it  is  worth  all  it 
costs.  I  am  sure  I  am  right  when  I  say  that  if  the  con- 
servative and  wise  methods  of  your  Board  are  continued 
in  the  future,  history  will  not  repeat  itself  for  the  Ne- 
braska Hardware  Mutual  Insurance  Company.  However, 
the  credit  for  our  present  standing  is  not  all  due  to  your 
Board  of  Directors,  for  were  it  not  for  the  loyal  position 
taken  by  90  per  cent  of  your  members  during  1912,  who 
stood  by  this  company  with  their  support  and  intluence, 
foregoing  any  profit  returns  for  1911  policies,  the  pres- 
ent showing  could  not  be  made.  Verily  they  have  their 
reward  in  work  well  and  faithfully  done,  and  we  feel 
that  they  builded  better  than  they  knew.  Still,  your 
work  is  not  yet  completed ;  you  owe  your  Secretary  a 
helping  hand  in  bringing  your  company  to  the  highest 
possible  standard  of  physical  and  moral  hazard. 

You  are  on  the  ground  in  your  own  town  and  know 
conditions  better  than  anyone  else,  and  I  believe  it  to  be 
your  proper  and  legitimate  business  to  acquaint  yourself 
with  the  insurance  written  in  your  own  company,  in 
your  town,  and  convince  yourself  as  well  as  the  office  of 
the  company  that  conditions  are  right  in  every  particular 
for  reasonably  safe  insurance.  It  is  your  money  invested 
and  the  fewer  losses  paid,  the  greater  returns  on  your 
investment.  To  this  end  I  wish  we  were  more  like  the 
good  old  Close  Communion  Baptists,  and  keep  those  out 
who  are  not  worthy  and  well  qualified.    You  may  re  t 
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assured  that  a  hint  to  your  Secretary  of  any  off-color 
proceedings  is  all  that  is  necessary  and  your  confidence 
will  always  be,  whether  in  your  employ  or  not,  as  sacred 
with  me  as  any  mother's  memory.  It  is  but  a  service  to 
humanity. 

It  is  my  duty  as  Secretary  to  report  to  you  why  the 
irregularity  of  your  receiving  three  notices  and  three 
sets  of  blank  proxies  for  this  annual  meeting.  The  law 
provides  that  notices  of  the  annual  meeting  be  mailed  to 
all  the  members  at  least  twenty  days  prior  to  the  date  it 
is  set  for,  and  that  all  jDroxies  be  recorded  in  a  book  for 
that  purpose  ten  days  prior  to  the  meetings,  and  that  the 
meeting  must  be  held  at  the  home  office  of  the  company, 
which  in  our  case  is  Lincoln. 

January  10th  I  mailed  to  each  member  an  official 
notice  of  the  annual  meeting,  and  lor  the  convenience  of 
those  who  could  not  attend  in  person,  enclosed  blank 
proxies  that  they  might  designate  whom  they  desired  to 
represent  them.  I  did  not  suggest  any  one  to  represent 
you,  leaving  it  entirely  to  your  own  selection.  January 
17th,  the  last  day  by  law,  there  was  mailed  in  Lincoln  a 
second  notice  of  this  meeting  and  proxie  cards,  in  blank 
envelopes,  bearing  no  return  address.  It  is  needless  to 
say  that  this  second  notice  did  not  eminate  from  your 
office.    This  notice  reads  : 

Dear  Sir : 

The  undersigned  are  members  of  the  Nebraska  Hard- 
ware Mutual  Insurance  Company,  and  are  eligible  to 
have  proxies  made  out  in  their  favor  and  mailed  to  the 
Secretary  on  the  regular  proxie  card.  Although  they  are 
not  candidates  for  any  office,  they  will  all  be  present  at 
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the  annual  meeting,  and  if  you  do  not  expect  to  be  there 
yourself,  or  have  not  already  sent  in  your  proxie,  fill  out 
the  blank  with  one  of  the  names  below  and  send  the  card 
to  Secretary  Roberts,  so  that  he  can  record  the  same  on 
the  books  according  to  law  at  least  ten  days  before  the 
election.  And  then  follows  six  names  of  men  in  good 
standing  in  Lincoln  communities. 

In  studying  this  move,  by  some  one  not  connected  with 
this  office,  an  ulterior  motive  seemed  to  be  disclosed. 
Anticipating  an  effort  on  the  part  of  some  one  to  do  us 
an  injury,  I  mailed  you  a  warning  notice,  Saturday, 
January  ]8th.  The  returns  indicate  clearly  that  the  live 
wires  of  your  company  are  awake  and  on  the  job.  I 
want  to  point  you  to  the  fact  that  if  honesty  honorable 
motives  were  the  incentive,  it  was  uncalled  for.  The 
official  notice  was  sufficiently  democratic  to  embrace  any 
member  carrying  insurance  to  act  as  your  representative, 
and,  further,  your  Board  of  Directors  have  no  names  to 
offer  for  election,  no  axe  to  grind,  no  plans  to  urge,  no 
pet  scheme  to  carry  out,  and  their  past  history  as  your 
officers  is  an  open  book. 

In  closing  this  report,  I  feel  that  no  words  can  express 
the  spirit  of  loyalty  shown  by  Nebraska  men  w^ho  have 
so  unselfishly  stood  by  this  company  during  1912,  and 
have  so  ably  helped  her  to  rise  phoenix  like  from  the 
ashes  of  the  past.  To  them  belong  the  attributes  of  no- 
bility and  when  the  time  comes,  as  it  surely  will,  when 
the  Nebraska  Hardware  Mutual  Insurance  Company  shall 
own  its  own  building  in  this  beautiful  city  of  Lincoln, 
the  names  of  those  who  stood  faithfully  by  the  ship,  who 
heard  the  silver  ring  of  loyalty  above  the  ring  of  the 
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dollar,  should  have  their  names  recorded  in  its  archives. 
Sincerely  yours, 

NATHAN  ROBERTS, 
Secretary  Nebr.  Hdwe.  Mutual  Ins.  Co. 


President  Hall :  I  am  glad  to  announce  that  one  of  the 
strongest  boosters  for  mutual  hardware  insurance  has 
made  a  trip  from  Chicago  to  tell  us  what  he  thinks  about 
this  kind  of  insurance.  Most  of  you  know^  him,  and  a 
man  whom  all  of  you  would  like  to  know.  He  is  now  in 
the  room  and  we  will  be  glad  to  hear  from  Mr.  F.  L. 
Macomber  of  Chicago. 

Talk  on  Fire  Insurance  by  Frank  L.  Macomber  of  Chicago. 

Before  proceeding  to  a  discussion  of  what  may  be  fairly 
regarded  as  one  of  the  dryest  and  mustiest  subjects -with 
which  you,  as  business  men,  have  to  deal,  it  will  be  of  in- 
terest to  briefly  consider  the  origin  and  development  of 
the  business  of  underwriting. 

In  the  history  of  the  Romans  it  is  written  that  in- 
demnity contracts  were  written  against  piracy  and  other 
perils  of  navigation  almost  nineteen  hundred  years  ago. 
This,  so  far  as  I  can  find,  is  the  earliest  insurance  of  which 
any  report  has  come  down  to  us.  Strange,  is  it  not,  that 
this  form  of  relief  from  piratical  losses  should  have  been 
devised  by  the  arch  pirates  and  highbinders  of  that  age*? 

In  the  meager  records  of  commerce  during  the  first 
fifteen  centuries  of  the  Christian  era,  marine  insurance  is 
mentioned  with  increasing  frequency — at  first,  only  as 
practiced  in  the  countries  bordering  the  Mediterranean 
and  later  in  northern  Europe. 

"With  the  commercial  supremacy  of  Great  Britain  there 
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came  gradually  into  being,  during  the  seventeenth  cen- 
tury, the  granddaddy  of  all  insurance  organizations  now 
in  existence. 

In  those  days  insurance  was  still  confined  to  marine 
ventures  and  the  business  was  conducted  as  a  private  and 
individual  enterprise  by  merchants  and  capitalists.  A 
ship  or  cargo  owner  desiring  protection  wrote  out  a  con- 
tract covering  his  property  for  the  voyage  and  presented 
it  to  these  insurers,  one  after  another,  for  their  signa- 
tures. Those  signing  were  called  the  underwriters^' — 
a  term  later  on  applied  broadly  to  all  engaged  in  the 
business. 

In  London,  about  a  hundred  years  before  our  revolu- 
tionary war,  one  Edward  Lloyd  kept  a  coffee  house  much 
frequented  by  seafaring  men.  What  the  attraction  was 
I  cannot  say,  but  this  place,  as  time  passed,  became  head- 
quarters for  all  who  had  to  do  with  ocean  commerce, 
whether  as  owners  or  underwriters.  And  this  was  the 
genesis  of  the  great  association  known  as  Lloyd's,  Lon- 
don. Today  it  has  about  seven  hundred  members  whose 
field  of  operations  encircles  the  globe  and  deals  with  all 
classes  of  property. 

In  passing,  I  may  mention  some  curious  facts  concern- 
ing a  fire  policy  issued  by  those  underwriters  to  a  com- 
pany with  which  I  am  connected. 

The  contract  is  for  upwards  of  one  hundred  thousand 
pounds,  or  five  hundred  thousand  dollars.  Following  the 
quaint  phraseology  of  long  ago,  when  men  were  wont  to 
mix  more  or  less  of  religious  form  into  business  matters, 
the  document  opens  very  solemnly  with  ^'In  the  name  of 
God.  Amen.    Whereas,  etc."    There  are  only  271  printed 
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words  in  the  policy.  This  is  scant  measure,  to  be  sure ' 
To  realize  the  parsimony  and  brevity  of  the  old-time 
underwriters  and  how  much  more  generous  of  language 
are  their  modern  brethren,  you  must  contrast  this  stingy 
obligation  with  one  of  our  bounteous  present-day  stand- 
ard form  policies,  in  which  even  a  poor  man  may,  for  the 
smallest  premium,  purchase  a  magnificent  library  of  2,670 
printed  words.  The  policy  bears  the  signatures  of  about 
500  underwriters,  and  in  this  respect  resembles  a  hotel 
register  more  than  an  insurance  contract.  The  liability 
assumed  by  each  underwriter  is  separate  and  personal 
and  for  the  specified  sum  set  opposite  his  name  only. 
The  largest  individual  commitment  is  approximately 
$5,000,  the  smallest  $250,  and  the  average  about  $1,000. 
If  any  doubting  Thomas"  is  skeptical  as  to  the  finan- 
cial respectability  of  this  long  array  of  sturdy  British 
signatures,  he  is  cheered  and  encouraged  by  an  endorse- 
ment reciting  that  the  solvency  and  respectability  of  each 
is,  in  turn,  insured  and  guaranteed  by  a  policy  deposited 
with  the  management  of  Lloyd's,  London. 

Among  large  insurance  buyers  this  organization  bears 
a  good  reputation.  Its  losses  on  the  ill-fated  Titanic,  ship 
and  cargo,  were  reported  to  have  been  well  up  in  the 
millions,  but  I  am  told  the  underwriters  stood  by 
promptly  with  the  money.  I  have  not  heard  of  any  in- 
stance in  which  they  fell  short  of  their  agreements. 

So  much  as  to  the  origin  of  marine  insurance  and  its 
evolution  down  to  the  Lloyd's. 

The  practice  of  fire  insurance  is  comparatively  modern. 
The  first  company  to  transact  this  business  was  called  the 
Amicable  Contribution,  which,  I  suppose,  may  be  trans- 
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lated  to  mean  the  friendly  or  cheerful  contributor.  It 
was  organized  in  London  in  1696,  under  the  mutual  plan 
Evidently  it  found  buying  ash  piles  not  a  cheerful  busi- 
ness. At  any  rate,  the  name  was  soon  changed  to  the 
Hand  to  Hand,  and  under  this  comporting  style  it  still 
flourishes. 

Sixty-six  years  later,  in  this  city  of  Brotherly-love,  in 
April,  1752,  there  was  organized  the  first  fire  company 
on  this  continent.  It  was  a  mutual  and  was  known  as  the 
Philadelphia  Contributionship.  Ben  Franklin  was  one  of 
its  directors.  Despite  the  handicap  of  such  a  long  and 
many-jointed  name,  and  the  fact  that  the  company  was 
set  in  motion  the  thirteenth  day  of  the  month,  it  survives 
and  is  active  and  prosperous. 

There  is  sometimes  much  in  a  name.  I  am  reminded 
of  a  circus  performer  named  Zeno.  One  winter  Zeno  got 
with  a  barn  storming  troope,  and  about  the  middle  of 
December  woke  up  one  morning  to  find  that  the  show  had 
busted  and  the  manager  was  paying  off.  According  to 
immemorial  custom,  he  was  paying  the  performers  in 
alphabetical  order.  The  money  gave  out  at  *'W,''  and 
Zeno  walked  back  to  New  York.  A  year  later  one  of  his 
brother  unfortunates  met  him — this  time  with  a  circus. 
''Hello,  Zeno,"  he  shouted.  ''Zeno,  h — 1!"  responded 
the  circus  man.    '^My  name's  Ajax." 

In  1793  the  legislature  of  Pennsylvania  chartered  the 
first  stock  insurance  organization  in  this  country,  the 
Insurance  Company  of  North  America.  This  was  the 
forerunner  of  the  capital  stock  companies — perhaps  two 
thousand  of  them — by  the  survivors  of  which  the  enor- 
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mous  fire  insurance  business  of  the  nation  is  today  chiefly 
transacted. 

It  may  interest  you  to  know  that  in  the  United  States 
alone  the  propert}^  values  brought  under  the  protection 
of  this  beneficent  system  of  fire  insurance  have  grown 
to  the  amazing  aggregate  of  approximately  sixty  billion 
dollars;  that  the  fire  premiums  for  the  year  1911  ex- 
ceeded four  hundred  and  twenty-five  million  dollars,  and 
that  in  the  same  year  the  fip:*e  waste  reached  the  appalling 
total  of  two  hundred  and  thirty-four  million  dollars. 
Think  of  it  I  Substantial  products  of  the  toil  and  indus- 
try of  our  people  to  the  value  of  $450  ascending  every 
minute  merrily  to  the  zenith  and  a  large  percentage  of 
our  property  owners  not  sufficiently  concerned  to  give  it 
serious  thought. 

As  Rudyard  Kipling  said,  Laundry  soap  looks  palata- 
ble to  the  young  puppy,  until  he  has  tasted  it."  Some 
men  will  never  seriously  consider  fire  prevention  or  in- 
surance until  this  monstrous  bonfire  has  licked  up  some 
part  of  their  life's  savings.  I  wish  that  all  such  might 
read  some  of  the  pathetic  letters,  telling  of  a  vulnerable 
point  left  unguarded,  which  are  received  at  frequent  in- 
tervals by  my  firm.  Here  is  one  that  came  last  July  from 
Arkansas.  It  is  typical  of  many  others : 
'^Gentlemen : 

^^Your  statement  received,  and  I  am  very  sorry  to  say 
that  misfortune  on  my  part  will  prevent  me  from  doing 
anything  for  you  at  present  or  in  the  near  future.  Two 
nights  ago  a  fire,  starting  next  door  to  me,  burned  almost 
a  block  of  buildings  and  I  lost  nearly  everything  I  have 
in  the  world,  my  building,  with  all  my  possessions  in  it, 
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being  razed  to  the  ground.  My  loss  was  total  and  com- 
plete because  I  did  not  have  one  dollar  of  insurance.  I 
was  completely  cleaned  out/'  etc. 

For  some  time  the  National  Association  of  Credit  Men 
for  the  wholesale  houses  has  carried  on  an  active  cam- 
paign with  respect  to  fire  insurance  and  fire  protection. 
In  this  campaign  my  firm,  in  its  own  way,  has  taken  an 
active  part.  We  do  this  not  only  because  of  a  desire  to 
be  helpful  to  our  good  friends  in  the  retail  trade,  but 
from  motives  of  self  interest.  This  very  customer  whose 
letter  I  have  just  read  was  strongly  urged  a  year  or  more 
before  his  fire  to  take  out  insurance  and  our  salesman  w^as 
requested  to  use  his  influence  in  the  same  direction,  but 
without  results.  Our  personal  interest  is  illustrated  by 
the  fact  that  the  customer  has  paid  nothing  on  the  ac- 
count owing  to  us  when  he  was  burned  out,  and  the 
chances  are  he  may  never  be  able  to. 

Our  efforts  do  not  always  fall  so  flat.  A  year  ago  a 
customer  at  Nephi,  Utah,  was  advised  to  largely  increase 
the  insurance  on  his  merchandise.  He  did  so.  Last  week 
he  wa:s  burned  out.  It  is  gratifying  to  know  that  through 
our  efforts  he  will  have  enough  insurance  to  pay  his  debts 
with  something  left  over  for  a  new  stock. 

I  recall  another  Utah  incident  which  happened  about 
two  years  ago — at  Provo,  I  think — and  this  misfortune 
had  a  tinge  of  farce  comedy  in  it.  A  customer  wrote  of  a 
complete  fire  loss  with  no  insurance,  and  asked  a  long 
extension.  He  explained  that  since  his  store  was  directly 
across  the  street  from  a  fire  engine  house  he  had  not  con- 
sidered insurance  necessary;  but  as  ill  luck  would  have 
it,  there  was  in  charge  of  the  department  at  the  time  of 
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^he  fire  a  green,  awkward  individual,  who,  in  coming  out 
of  the  engine  house,  ran  the  engine  into  a  sand  pile  in  the 
street  and  tipped  it  over.  Nearly  a  half  hour  was  lost  in 
righting  it,  and  by  that  time  the  fire  had  done  its  work. 

Let  each  one  put  to  himself  the  question.  If  my  prop- 
erty is  destroyed  tonight  by  fire,  shall  I  thereby  suffer 
serious  embarrassment  or  hardships? 

If  the  answer  be  not  satisfactory,  take  out  insurance 
Nowadays  it  is  the  general  rule  of  merchants  to  look 
upon  fire  insurance  premiums  as  an  ordinary  and  neces- 
sary business  expense,  in  the  same  class  and  to  be  paid 
as  freely  as  store  rent,  clerk  hire,  etc. 

When  the  rate  is  high,  it  will  usually  be  found  t^ie  haz- 
ard is  great 

Those  here  may  not  need  this  admonition.  But,  it  is 
not  enough  to  have  full  insurance  and  in  good  companies. 
You  should  see  to  it  that  your  contracts  are  properly 
drawn  and  fit  the  risk. 

The  tendency  is  to  rely  too  much  upon  the  agent.  Men 
treat  no  other  contract  so  lightly  as  an  insurance  policy. 

Every  other  business  arrangement  may  receive  your 
minutest  attention,  every  possibility  of  misunderstanding 
be  eliminated,  but  your  insurance  policy — which  may  be- 
come the  only  barrier  between  yourself  and  bankruptcy — 
is  seldom  examined  much  deeper  than  to  see  that  it  bears 
your  name  and  is  for  the  amount  you  ordered. 

As  you  probably  know,  there  is  in  common  use  among 
insurance  companies  a  printed  policy  form  known  and 
labeled  as  the  '^standard  fire  insurance  policy  of  the 
states  of  New  York,  etc."  In  drawing  up  its  contracts 
the  company  inserts  in  and  attaches  to  this  common  form 
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such  special  clauses,  conditions  and  privileges  as  may  be 
required  to  properly  identify  and  fit  the  risk. 

Hence,  when  you  understand  the  stereotyped  printed 
conditions  of  one  policy  you  have  grasped  the  basic  con- 
ditions of  all,  and  it  remains  only  for  you  to  read  the 
special  clauses,  conditions  and  privileges  which  are  at- 
tached to  each  policy  by  the  agent,  and  these,  if  correct, 
should  be  exactly  alike  in  all  policies  applying  to  the 
same  property. 

If  you  have  not  already  done  so,  I  offer  the  suggestion 
that  you  carefully  read  at  least  one  of  your  policies 
''from  A  to  Ezra'' — fine  print  and  all.  It  will  be  dry 
reading,  but  if  not  understood  one  of  those  obscure  con- 
ditions may,  in  the  event  of  a  loss,  develop  the  joker  that 
will  force  you  to  accept  an  unfair  settlement. 

The  multitudinous  printed  provisions  in  one  of  these 
standard  form  policies  have  given  rise  to  a  joke  now 
going  the  rounds : 

A  hardware  merchant  was  wrecked  on  a  desert  island 
in  the  Pacific  Ocean  and  was  slowly  starving.  Each  day 
he  walked  the  beach  and  searched  the  horizon  for  a  sail. 
But  he  saw  no  sail — and  Lord  knows  we  know  how  hard 
it  is  to  have  day  after  day  go  by  without  a  sale.  Then  he 
had  an  inspiration.  He  decided  to  write  a  message  on  a 
piece  of  paper,  place  it  in  a  bottle  and  cast  it  adrift,  in 
the  hope  that  some  vessel  would  find  it  floating  and  pick 
it  up  and  come  to  the  rescue.  Being  a  hardware  mer- 
chant, he  had  the  bottle.  He  went  down  into  his  pocket 
after  a  piece  of  paper  on  which  to  write  the  message,  and 
all  he  found  was  a  fire  insurance  policy.    He  started  to 
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read  it,  and  found  enough  provisions  in  it  to  last  him  six 
months. 

After  the  fire  your  policies  are  unalterable,  no  matter 
how  glaring  the  errors  which  appear  and  how  far  the 
policies  are  from  what  you  expected. 

Is  it  not  worth  while  to  know  that  the  policy,  which  a 
fire  may  transform  into  a  voucher  for  several  thousand 
dollars,  will  be  null  and  void  if,  without  the  writt»::n  con- 
sent of  the  company  indorsed  thereon,  you  at  any  time 
during  the  life  of  the  policy  should  have  or  procure  an- 
other  contract  of  insurance  on  the  same  propertj^ ;  or 
should  employ  mechanics  in  building  or  repairing  the  in- 
sured premises  for  more  than  fifteen  days  at  a  time ,  or  if 
illuminating  gas  be  generated ;  or  there  be  kept  or  used 
on  the  premises  benzine,  dynamite,  ether,  fireworks,  gaso- 
line, gunpowder,  phosphorus,  naptha  and  other  explo- 
sives ;  or,  the  property  insured  not  being  a  building,  it 
is  or  becomes  covered  by  a  chattel  mortgage ;  or,  the 
property  insured  being  a  building,  it  remains  vacant 
more  than  ten  days,  or  is  located  on  leased  ground;  or, 
if  the  assured 's  interest  in  the  property  is  other  than 
that  of  unconditional  and  sole  ownership ;  or  if,  by  any 
mears  within  the  control  of  the  assured,  the  fire  hazard 
is  increased. 

Other  clauses  known  as  riders  or  stickers  are  some- 
times attached  to  the  policy. 

Recently  I  suggested  to  one  of  our  customers  he  did 
himself  and  his  family  injustice  in  carrying  only  $3,000 
insurance  on  an  $8,000  stock.  He  came  to  the  some  con- 
clusion and  doubled  his  insurance,  asking  me  to  laok  over 
and  criticise  the  policy  forms. 
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Part  of  his  stock  is  in  his  store  building  and  part  in  a 
detached  warehouse.  He  has  a  tinshop  and  tools  and  the 
usual  equipment  of  store  furniture  and  fixtures.  The 
policies  were  so  worded  as  to  cover  only  the  merchandise 
in  the  main  store.  There  was  not  a  dollar  of  insurance 
on  the  valuable  contents  of  the  warehouse,  the  tinners' 
tools  or  the  store  furniture  and  fixtures.  Still  worse,  the 
policies  contained  what  are  known  as  the  ^^three-fourths 
value"  and  the  'inventory"  and  ^^iron  safe''  clauses — 
which  T  shall  directly  explain  to  you.  Although  one  of 
the  policies  had  been  issued  months  previously,  he  had 
not  examined  it,  had  not  taken  an  inventory  within  a 
year  and  a  half  and  was  serenely  oblivious  to  the  fact 
that  the  courts  will  not  enforce  such  a  contract  when 
these  conditions  have  been  violated.  The  agent  who  is- 
sued the  policies  should  have  written  them  to  fit  the  risk, 
but  like  many  others  of  his  profession,  he  was  evidently 
too  ignorant  or  indifferent  to  realize  what  care  and  fore- 
sight must  be  observed  in  the  proper  drawing  of  these 
contracts.  Hence,  I  again  urge  that  you  examine  each  of 
your  policies.   Don't  rely  too  much  on  the  agent. 

From  my  own  observation,  I  should  say  trouble  most 
frequently  arises  from  what  are  known  as  ^^the  additional 
insurance  clause,"  the  '^three-fourths  value  clause,"  the 
three-fourths  loss  clause,"  the    reduced  rate  contribu- 
tion or  co-insurance  clause,"  and  the  "4ron  safe  clause." 

The     additional  insurance  clause"  permits  no  addi- 
tional insurance  without  the  consent  of  the  company  in 
dorsed  in  writing  upon  the  policy.    If  additional  concur- 
rent insurance  is  permitted,  you  should  see  that  all  your 
policies  are  concurrent. 
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The  ''three-fourths  value  clause^'  restricts  the  amount 
to  be  recovered  by  the  assured  to  three-fourths  of  the 
actual  cash  value  of  the  property  insured. 

The  ''three-fourths  loss  clause''  limits  the  amount  to 
be  recovered  by  the  assured,  in  the  event  of  fire,  to  three- 
fourths  of  the  ascertained  loss,  whether  the  loss  be  partial 
or  total. 

The" reduced  rate  contribution  or  co-insurance  clause'' 
is  ordinarily  used  only  where  the  fire  protection  is  good 
and  is  designed  to  induce  property  owners  to  carry  full 
insurance  and,  incidentally,  to  pay  premiums  upon  the 
same.  The  clause  amounts  to  a  warranty  the  assured  will 
maintain  insurance  to  a  certain  percentage  of  the  value 
of  the  property  or,  failing  to  do  so,  will  serve  as  a  co- 
insurer  for  the  deficit. 

To  the  merchant  who  is  a  bit  careless  the  most  pestifer- 
ous of  all  these  conditions  is  perhaps  the  "iron  safe 
clause."  It  requires  an  annual  inventory  and  a  complete 
set  of  books  and  provides  that,  after  business  hours,  the 
inventory  and  books  must  be  kept  in  an  iron  safe  or  else- 
where beyond  the  danger  of  a  possible  fire  in  the  store 
building.  Violation  of  this  clause  annuls  the  policy.  Be 
espr  cially  careful  to  determine  whether  this  clause  lurks 
in  nny  of  your  policies  and,  if  so,  to  remember  and  ob- 
serve it. 

r^nless  your  insurance  contracts  are  intelligently  drawn 
with  reference  to  these  and  other  like  conditions  they 
contain,  trouble  may  follow. 

If  there  is  a  change  in  the  composition  of  your  firm, 
notwithstanding  the  firm  name  remains  unchanged,  an 
acVnowledgment  of  the  transfer  should  be  instantly  in- 
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dorsed  by  the  agent  upon  your  insurance  policies;  as 
otherwise  they  will  be  void.  If  you  carry  agricultural 
implements  or  other  commission  goods  or  store  stoves 
for  your  customers,  the  policies  on  your  merchandise 
should  be  so  worded  as  to  cover  the  property  of  others  in 
your  custody,  including  goods  held  on  consignment  or 
commission  terms. 

Even  when  fully  insured,  prosperous  merchants  dread 
a  fire  because  of  the  consequent  labor,  interruption  of 
business  and  loss  of  profits. 

The  far  sighted  merchant  who  is  about  to  build  will, 
in  the  early  stages  of  his  planning,  ascertain  how  the  new 
building  w^ill  be  rated  and  how,  and  at  what  cost,  the  fire 
hazard  and  insurance  rate  may  be  reduced. 

Among  the  more  fruitful  causes  of  preventable  fires 
are  defective  flues,  stoves  and  heating  appliances,  elec- 
tric wiring,  gasoline  and  other  volatile  oils,  parlor 
matches,  rubbish  and  spontaneous  combustion. 

Keep  your  premises  free  from  accumulations  of  dirt, 
packing  materials  and  other  combustible  rubbish.  This 
applies  especially  to  roofs,  basements,  back  rooms, 
closets,  attics  and  outbuildings.  Piles  of  oily  clothes  or 
rags  often  produce  spontaneous  combustion.  Oils  of  all 
kinds,  and  particularly  those  of  a  highly  volatile  nature, 
such  as  gasoline,  should  be  kept,  if  possible,  in  a  de- 
tached building. 

In  passing,  let  me  say,  some  people  make  a  great  bogey 
of  the  danger  from  small  arms  ammunition  stored  in  a 
burning  building.  This  fear  is  unfounded.  It  has  been 
demonstrated,  by  crushing  cases  of  rifle  and  shot  gun 
cartridges  under  a  heavy  trip  hammer,  by  burning  them 
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in  very  hot  bonfires  and  by  other  tests,  that  large  quanti- 
ties of  them  will  not  explode  spontaneously  and  simul- 
taneously as  the  result  of  such  concussion  or  in  burning. 
In  a  bonfire  it  is  the  shell,  and  not  the  heavier  shot  or 
bullet,  which  flies,  and  even  that  does  not  go  far.  The 
very  worst  objection,  however  harmless,  in  a  burning 
building  may  serve  to  stampede  the  firemen  who  has  not 
stood,  as  I  once  did,  within  twenty-five  feet  of  a  bonfire 
which  exploded  over  fifty  thousand  rounds  of  assorted 
ammunition. 

A  supply  of  galvanized  iron  pails  constantly  filled  with 
water  and  stationed  in  accessible  places  is  a  wise  precau- 
tion. The  original  cost  of  good  chemical  fire  extiuguish- 
ers  is  small  and  the  expense  of  maintaining  them  trifling. 
One  or  two  of  these  excellent  fire  fighters  within  reach  at 
the  right  time  will  prove  a  profitable  investment. 

In  my  firm's  main  store  building  there  are  more  than 
two  hundred  and  twenty-five  fire  extinguishers  and  as 
many  fire  pails.  The  pails  are  filled  with  w.;iter  every 
week  and  the  extinguishers  are  recharged  once  a  year. 
This  is  done  regularly  and  such  a  record  of  it  is  made 
that  it  cannot  be  overlooked  or  forgotten. 

The  average  annual  per  capita  fire  loss  in  this  country 
is  above  two  and  a  half  dollars.  In  Europe  it  is  not  a 
seventh  part  of  that  amount.  The  contrast  is  not  flatter- 
ing to  us  as  a  nation. 

Every  one  of  these  losses  is  an  irreparable  tax  laid 
upon  the  wealth  of  the  community.  The  money  paid  as 
indemnity  by  insurance  companies  must  be  collected,  in 
th(»  form  of  premiums,  from  the  public,  and  the  public 
has  })een  slow  to  realize  this.    Shall  we  not,  each  of  us. 
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give  more  serious  thought  to  this  reckless  destruction  of 
property  and,  by  the  adoption  of  better  building  methods 
and  greater  precautions  against  preventable  fires,  help 
to  conserve  the  resources  of  the  nation? 

In  closing,  just  a  word  as  to  the  hardware  mutuals — a 
subject  in  which  I  am  sure  you  are  all  very  much  inter- 
ested. 

Many  people  are  instinctively  suspicious  of  any  insur- 
ance company  tagged  with  a  mutual  label.  But  that  is 
because  they  have  not  investigated  and  do  not  discrim- 
inate as  between  chaff  and  wheat. 

A  large  percentage  of  the  insurance  carried  by  my  firm 
is  in  what  are  known  as  the  New  England  Factory 
Mutuals.  After  more  than  ten  years'  experience  with 
those  companies  I  feel  warranted  in  saying  the  indemnity 
they  offer  is  first  class  and  their  methods  are  quite  as  safe 
and  scientific  as  those  of  the  stock  companies. 

You  will  not  find  this  particular  group  of  companies 
available,  because  they  write  only  upon  risks  equipped 
with  automatic  sprinklers  and  only  where  very  large 
values  are  assembled! 

You  have,  however,  at  your  command  a  group  of 
mutuals  well  worthy  of  your  careful  consideration  and 
loyal  support. 

By  the  prudent  selection  of  risks  and  the  economical 
administration  of  the  business,  a  number  of  them  furnish 
indemnity  at  a  cost  twenty-five  to  fifty  per  cent  under 
ordinary  schedule  rates,  and,  I  am  told,  there  is  rarely 
any  friction  or  hangling  over  the  settlement  of  a  loss  be- 
tween their  adjusters  and  the  assured. 

In  answer  to  my  recent  inquiry,  Mr.  M.  L.  Corey,  secre- 
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tary  of  the  National  Retail  Hardware  Association,  wrote : 
''In  point  of  strength,  amount  of  insurance,  return  pre- 
miums, etc.,  the  hardware  mutuals  rank  about  as  follows : 
Minnesota,  Wisconsin,  Iowa,  National,  Ohio,  Pennsylva- 
nia, Nebraska,  Washington,.,  Carolinas,  Texas  and  Illinois 
''I  have  never  heard  of  any  failure  to  pay  their  obliga- 
tions or  of  any  assessments  being  made  upon  the  mem- 
bers. They  are  all  paying  return  premiums  from  20  to  50 
per  cent.'' 

In  the  stock  companies  the  losses  average  about  fifty- 
five  per  cent  of  the  premium  receipts,  while  the  expenses 
run  about  forty  per  cent.  Of  every  dollar  taken  in,  forty 
cents  paid  out  for  expenses  of  operation.  How  long  would 
your  hardware  business  endure  such  an  expense  ratio  1 

That  proper  credit  may  be  given  to  the  officers  and 
members  of  the  hardware  mutuals,  it  should  be  known 
the  expenses  of  these  companies  are  only  ten  to  twenty- 
five  per  cent  and  the  losses  thirty-five  to  fifty  per  cent. 
They  merit  and  should  receive  your  cordial  support. 

President  Hall :  I  will  now  ask  Mr.  C.  B.  Diehl^  who 
was  a  delegate  to  visit  and  investigate  our  last  loss,  at  Le 
Mar,  to  tell  us  what  he  found. 

Mr.  C.  B.  Diehl :  I  went  to  Le  Mar,  and  found  that  it 
was  a  total  loss.  I  called  on  the  gentleman  and  asked 
him  where  his  papers  were,  and  he  told  me  all  he  saved 
was  his  two  books,  one  in  which  he  kepjt  his  accounts  and 
another  his  wholesale  accounts.  I  asked  him  where  his 
inventory  was,  and  he  said  he  never  took  one.  He  said 
his  bills  were  burned  up  with  the  rest  of  the  goods.  I 
asked  him  where  his  policy  was,  and  he  said  he  just  re- 
ceived it  a  day  or  two  before,  and  that  it  was  at  the 
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house.  Le  Mar  is  a  very  small  place,  as  I  saw  only  two 
store  buildings  there.  I  found  that  our  secretary  had 
sent  him  a  policy  on  the  15th  of  January,  his  old  one  hav- 
ing expired  on  the  21st  of  January,  and  his  fire  occurred 
on  the  25th  of  January,  so  you  see  it  was  all  very  closely 
connected.  He  was  not  right  sure  whether  he  had  insur- 
ance. In  fact,  he  had  not  yet  paid  his  premium.  All  I 
had  to  go  by  was  hearsay.  But  I  inquired  of  the  traveling 
men  before  I  went  to  the  place,  regarding  the  man,  his 
accounts,  and  his  integrity,  and  how  he  stood  at  the 
bank,  and  they  were  all  good.  He  was  first-class  in  the 
payment  of  his  bills,  and  had  a  good  bank  account,  and 
was  prompt  in  all  his  dealings.  The  bank  in  which  he 
did  business  was  in  a  neighboring  town.  I  investigated 
his  character  and  found  it  was  good,  and  was  told  that 
he  had  the  stock  of  goods  which  he  represented.  He  had 
it  insured  for  two  thousand  dollars,  and  the  loss,  from 
what  I  could  hear,  was  about  thirty-seven  hundred.  The 
fact  that  he  had  recently  sold  the  entire  place,  and  had 
received  twelve  hundred  dollars  earnest  money  to  bind 
the  contract,  seemed  at  first  a  little  suspicious,  but  upon 
investigation  I  found  it  all  right,  and  absolutely  as  he 
represented.  The  balance  of  the  price  of  the  purchase 
price  and  the  delivery  was  to  have  been  made  on  the  first 
day  of  March,  when  the  inventory  was  to  be  taken,  and 
from  all  of  the  facts  and  circumstances,  I  considered  that 
he  was  entitled  to  the  full  amount  insured.  I  asked  him 
if  he  had  read  his  policy,  and  he  said  no.  I  said.  How- 
do  you  expect  to  get  insurance?  It  plainly  states  that 
you  must  taken  an  inventory  and  keep  it  in  a  safe  or 
detached  building.    He  stated  that  he  had  never  read  it, 
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and  did  not  know  what  it  contained. 

Now,  if  he  had  been  insured  with  an  old  line  company^ 
the  chances  are  he  would  have  received  little  or  nothing, 
as  they  would  have  insisted  upon  a  strict  compliance 
with  the  terms  of  the  contract,  and  only  confirms  in  my 
mind  the  idea  that  we  should  stick  to  our  mutual  co-oper- 
ative insurance  company.  There  is  no  better  company 
in  the  world  than  our  company  here  in  Nebraska ;  and 
why,  because  there  is  not  a  man  here  but  what  is  as  re- 
liable as  any  one  of  the  old  line  stockholders.  You  are 
liable  for  what  you  are  worth,  and  they  are  not.  We  pay 
our  president  five  hundred  dollars  a  year,  but  the  presi- 
dent of  the  old  line  company  receives  from  fifty  to  one 
hundred  thousand  dollars  a  year,  and  that  amount  comes 
out  of  your  pockets. 

Mr.  Roberts :  With  reference  to  the  iron  safe  clause 
referred  to  by  Mr.  Macomber  and  Mr.  Diehl,  I  will  say 
that  I  only  recently  had  that  put  into  our  policies,  not 
that  we  want  to  take  advantage  of  it  at  this  time,  but 
simply  to  educate  our  members  into  being  more  careful 
in  the  future.  I  have  in  my  hand  a  letter  regarding  a  loss 
that  occurred  a  few  days  ago  at  Monowi,  and  from  what 
T  know  of  the  situation  if  we  were  an  old  line  company 
we  would  not  give  one  penny. 

Mr.  Macomber :  In  my  remarks  I  said  that  you  must 
examine  your  policy  carefully  and  ascertain  whether  the 
iron  safe  clause  is  there,  and  if  it  is  there,  to  be  sure  to 
live  up  to  it.  As  an  insurance  buyer,  I  should  prefer  not 
to  have  it  there,  but  I  do  not  mean  to  say  that  it  is  un- 
reasonal)le,  but  for  heaven  ^s  sake  if  it  is  there,  pay  some 
attention  to  it.    Caxry  full  insurance.    And  the  first  com 
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pany  I  would  take  is  the  Nebraska  Hardware  Mutual,  for 
you  are  insured  by  your  friends  and  neighbors  and  you 
are  certain  you  will  get  a  square  deal,  and  if  you  desire 
additional  insurance,  I  would  recommend  the  Minnesota- 
Wisconsin  and  Iowa  company,  who  I  know  will  give  you 
an  equally  fair  consideration. 

The  President :  Let  me  suggest  that  when  any  of  you 
want  any  additional  insurance  or  you  wish  any  one  to 
look  over  your  policies,  if  you  will  kindly  confer  with 
Secretary  Roberts,  he  will  look  over  your  policies,  and 
will  see  that  they  are  concurrent,  and  that  they  cover 
everything  that  you  want,  and  he  will  assist  you  in  every 
way  possible,  and  if  you  will  send  your  applications  for 
additional  insurance  to  him,  he  will  help  you  place  them 
with  other  reliable  mutual  companies. 

I  have  been  reliably  informed  by  various  parties  that 
the  Nebraska  Hardware  Mutual  Company  have  compelled 
the  old  line  companies  to  pay  a  much  greater  loss  than 
they  intended  to  pay.  In  one  instance  I  learned  that  they 
sent  drafts  to  the  insured  for  less  than  the  amounts 
called  for  in  the  policy,  but  after  they  learned  what  we 
had  done,  they  asked  that  the  check  be  returned  and  they 
paid  the  full  amount.  I  will  call  upon  Mr.  Oaks,  one  of 
our  directors,  who  will  tell  us  how  much  new  insurance 
he  has  secured  during  this  session. 

Mr.  S.  C.  Oaks:  In  less  than  two  hours'  time  I  secured 
requests  for  $53,900.  (Applause.)  I  assure  you  that  I 
worked  for  it.  Now  I  do  not  expect  that  Mr.  Roberts 
will  write  up  that  amount,  but  I  say  that/ 75  per  cent  of 
it  will  be  written  up.  As  I  told  you  yesterday,  we  can 
accomplish  much  by  organization,  and  if  we  will  all 
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work  for  the  best  interests  of  this  company,  and  work  in 
harmony,  we  will  secure  the  results.  You  can  go  home 
and  go  into  your  business  with  that  same  idea  and  come 
back  a  year  from  now  and  say  to  me  that  I  operated  to 
a  certain  degree  on  that  line  and  I  made  money.  T 
thank  you.  (Applause.) 

Mr.  Roberts :  If  there  is  any  gentleman  here  present 
who  is  carrying  a  limited  line  of  insurance,  and  appar- 
ently is  beyond  the  limit  of  our  own  state  company,  and 
you  would  like  to  have  your  secretary  keep  tab  on  your 
insurance,  we  are  in  shape  so  we  can  write  you  up  to  a 
reasonable  limit  beyond  our  own  state  limit. 

Mr.  McAllister:  With  reference  to  the  other  state  mutu- 
als,  would  it  be  wis(^  to  forward  the  application  to  our 
secretary,  and  to  show  him  the  papers? 

President  Hall :  There  is  no  real  necessity  for  it  if  you 
are  sure  that  your  policies  are  all  concurrent.  Referring 
again  to  the  old  line  companies,  and  speaking  of  their 
dilatory  methods  of  paying  losses,  and  in  trying  to  avoi(' 
full  payment  for  technical  reasons,  will  briefly  state  that 
to  my  personal  knowledge,  some  years  ago  I  carried  five 
hundred  dollars  old  line  insurance  on  a  frame  house 
which  I  owned  at  Lincoln,  and  afterwards  placed  addi- 
tional mutual  insurance  upon  it  in  the  sum  of  one  thou- 
sand dollars.  W^ell,  to  made  a  long  story  short,  it  took  a 
long  time,  and  several  conferences,  before  T  ever  secured 
the  money  upon  the  loss.  There  has  not  been  an  adjust- 
ment made  by  the  Hardware  Mutual  Company  that  has 
not  been  settled  promptly,  and  in  almost  every  case  the 
oth(^r  companies  have  paid  a  little  more  money  than  they 
would  have  paid  if  the  mutual  insurance  had  not  been  on 
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the  risk. 

We  write  residence  property  at  the  same  rate  that  the 
old  line  companies  do.  In  some  towns  it  is  as  low  as  five 
dollars  a  thousand,  and  in  others  seven  dollars  and  a  half. 
The  regular  rate  of  what  they  call  the  three-fourths  per 
cent  is  seven  dollars  and  a  half  a  thousand. 

Mr.  Hargelroad :  There  is  no  need  of  any  of  our  mem 
bers  carrying  anything  but  mutual  insurance. 

Mr.  Clark,  Farnam:  I  agree  with  the  gentlemen  that 
have  spoken,  but  I  also  wish  to  suggest  that  there  is  very 
little  excuse  for  the  man  who  does  as  the  man  did  at 
LeMar.  The  man  who  does  not  take  an  inventory  and 
does  not  pay  any  more  attention  to  his  books  and  papers 
than  he  did,  in  reality  does  not  deserve  very  much  con- 
sideration. I  am  trying  to  comply  with  the  requirements 
of  the  company,  and  the  man  who  does  not  do  it  I  do  not 
think  is  entitled  to  his  money. 

Mr.  McAllister :  We  are  all  dealing  on  the  square,  and 
we  should  do  justice  and  receive  justice.  I  think  that 
the  policies  are  too  long. 

Mr.  Wright,  South  Omaha :  I  read  my  policy  from  be- 
ginning to  end,  and  for  the  life  of  me  I  could  not  under- 
stand it.  Even  the  most  learned  lawyers  find  it  difficult 
to  pass  upon  them. 

President  Hall :  How  many  here  are  provided  with  a 
safe  ?  I  am  glad  you  have  all  raised  your  hands.  I  want 
to  ask  all  those  who  feel  that  this  merchant  who  was  so 
unfortunate  as  to  have  this  loss,  which  was  explained  by 
Mr.  Diehl — all  those  who  feel  that  he  should  have  been 
paid  as  we  paid  him,  stand  up.   I  notice  you  all  stand  up. 

Mr.  Clark:  I  do  not  wish  to  be  misunderstood  in  what 
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I  said,  I  merely  want  to  leave  the  impression  with  you 
that  we  want  good  risks, 

Mr,  Diehl :  I  do  not  think  that  we  should  kick  a  brother 
out  because  he  has  made  a  mistake. 

President  Hall:  A  year  ago  we  had  a  case  that  we  felt 
sure  was  incendiary,  and  at  first  we  did  not  want  to  pay 
it,  but  the  nature  of  the  case  was  such  that  we  did  pay 
it,  but  I  will  give  you  my  word  and  honor,  and  I  am 
hacked  by  the  directors,  that  we  will  never  pay  a  loss 
again,  as  long  as  the  sun  shines,  unless  we  know  it  is 
just,  and  if  you  men  ever  hear  of  our  refusing  to  pay, 
you  can  make  up  your  mind  that  there  is  a  reason  for  it, 
and  that  we  will  have  to  know  positively  that  it  is  a  just 
loss  before  we  pay  it.  (Applause.) 

Mr.  Ladner :  I  do  not  know  as  I  can  add  anything  to 
what  has  been  said.  The  discussion  has  been  interesting, 
because  I  have  been  connected  with  this  work  for  twelve 
years  in  an  official  capacity.  I  want  to  extend  my  per 
sonal  thanks  to  Mr.  Macomber  for  his  kind  words  in  re- 
gard to  mutual  insurance,  and  for  what  he  said  about 
mutual  companies  two  years  ago.  When  we  get  such  en- 
dorsement, and  such  efficient  papers  from  gentlemen  of 
that  character,  there  is  nothing  that  will  advertise  our 
insurance  companies  better  than  that. 

T  want  to  congratulate  the  officers  of  this  in¥iiraSco 
company  for  their  statement,  showing  at  the  bottom  of 
it  a  dividend  of  20  per  cent.  I  believe  it  would  have 
been  just  and  wise  if  that  amount  would  have  been  left 
blank  and  that  dividend  remain  in  the  treasury  as  an 
asset.  It  belongs  to  you.  The  showing  you  made  is  a 
splendid  one,  and  1  think  that  the  membership  itself  de 
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serves  the  congratulations  of  all  the  mutual  companies, 
in  standing  by  the  company  the  way  you  did,  when  the 
dividend  was  passed  last  year,  and  that  the  condition  of 
the  company  was  disclosed,  that  92  per  cent  of  you 
stayed  with  the  company,  and  showed  faith  in  the  of- 
ficers and  the  con^pany,  and  I  believe  you,  indirectly,  by 
that  action,  strengthened  more  than  anything  else  all  the 
hardware  mutual  insurance  in  the  different  states;  for 
had  you  not  acted  in  that  manner,  a  reverse  action  would 
have  been  a  reflection  on  all. 

As  to  the  writing  of  policies,  it  is  not  the  small  printed 
matter  in  the  contracts  that  will  bother  you  in  the  case 
of  a  loss,  but  it  is  the  actual  contract,  that  goes  into  the 
different  details  of  it,  but  we  should  endeavor  to  get  a 
system  by  which  all  policies  must  read  alike.  In  our 
firm  we  have  our  own  printed  form.  We  got  it  out  three 
years  ago,  and  submitted  it  to  the  state  insurance  exam- 
iner of  Minnesota,  and  we  have  adopted  that  form  on  all 
our  policies.  They  are  inexpensive,  and  all  the  different 
companies  with  whom  we  carry  insurance,  we  supply 
them  with  that  blank.  It  is  signed  by  them  and  is  at- 
tached to  our  contract,  and  our  policies  are  alike. 

As  to  resisting  possible  losses  that  occur  through  care- 
lessness, it  has  been  the  policy  of  the  Minnesota  mutual, 
and  all  mutuals,  to  first  consider  the  honesty  of  the  loss. 
After  that  is  once  settled,  we  pay  the  loss,  because  we  do 
not  try  to  take  advantage  of  technicalities.  I  wish  to  ad- 
vise you  to  scrutinize  your  policies  just  as  carefully  as 
you  scrutinize  ai  jobber's  statement.  Devote  as  much  at- 
tention to  them  as  you  do  to  your  invoices.  Provide  your- 
selves with  a  policy  register,  and  keep  your  papers  in 
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the  bank  where  they  are  safe,  (Applause.) 

On  motion  made  and  seconded,  President  Hall  de- 
clared the  meeting  adjourned. 


DOES  THE  NEBRASKA  HARDWARE  MUTUAL  PAY 
LOSSES  PROMPTLY? 

Parnam,  Nebr.,  January  18,  1913. 
Nebr.  Hdw.  Mut.  Ins.  Co., 
Nathan  Roberts,  Secretary, 

Lincoln,  Nebraska. 
Dear  Sir: — T  am  indeed  pleased  to  acknowledge  your 
prompt  settlement  of  my  fire  loss  which  occurred  Janu- 
ary 9.  I  am  also  appreciative  of  the  manner  and  spirit 
iu  which  our  own  Mutual  Insurance  company  met  the  sit 
nation.  At  such  a  time,  my  loss  being  a  total  one,  and 
my  income  being  cut  off.  a  prompt  cash  settlement  is  en- 
(^ouraging  and  helpful.  Your  check  for  $3,000  is  the  first 
received.  Yours  truly, 

J.  W.  ROGERS. 


Lemar,  Nebr.,  Feb.  9,  1913. 

Natlian  Roberts,  Sec, 
Nebraska  Hardware  Mutl.  Ins.  Co., 

Lincoln,  "Nebr. 
Dear,  Sir :— Your  check  for  $1,970.40  at  hand  covering 
my  loss  under  policy  No.  5721,  for  which  I  thank  you  and 
appreciate^  your  early  and  just  settlement  of  my  claim. 

Sincerely  yours, 

'  '  H.  J.  GINGRICH. 
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Nebraska  Hardware  Mutl.  Ins.  Co., 
Nathan  Roberts,  Secretary, 
Lincoln,  Neb. 

Dear  Mr,  Roberts: — I  received  your  check  for  $2,500 
covering  our  loss  by  fire,  Feb.  11,  1913,  under  your  poli- 
cies Nos.  4994  and  5796, 

AVe  appreciate  your  promptness,  also  the  satisfactory 
manner  of  your  settlement.  We  had  a  total  insurance  of 
$6,500.  Yours  is  the  first  settlement  made  and  the  first 
check  received.  Yours  truly, 

LEWIS  &  SHEPARD. 
By  R.  W.  Shepard. 


Weeping  Water,  Neb.,  Mar.  5,  1913. 

Nathan  Roberts, 
Lincoln,  Neb. 

Dear  Sir  and  Friend: — This  is  to  inform  you  that  we 
have  sold  out  our  hardware  business  to  J.  P.  Bogue  of 
Omaha.  Probably  you  know  him.  We  are  going  to  take 
a  much  needed  vacation  and  have  a  real  good  tim€. 

I  want  to  still  belong  to  the  Association  as  an  associate 
member  until  I  resume  business;  then,  of  course,  I  want 
to  be  fully  reinstated  to  the  craft.  I  will  turn  over  my 
unexpired  insurance  to  my  successor  and  have  him  make 
application  for  membership  at  once.  Mr.  Bogue  takes 
possession  next  week. 

I  am  half  glad  and  sorry  I  am  to  suspend  business  for 
even  a  little  while,  but  I  suppose  this  is  what  makes  the 
spice  of  life. 

Be  sure  and  send  me  the  Ironmongerj  and  always  re- 
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member  I  am  with  the  Association  body  and  soul.  May 

it  ever  prosper  (and  it  will). 

Very  truly, 
M.  J.  WICKERSHAM.  ' 


Hebron,  Neb, 

Nathan  Roberts, 
Lincoln,  Neb. 

Dear  Sir : — The  convention  is  over  and  settled  down  to 
business.  A  person  feels  more  like  working  after  havinsr 
a  nice  time  at  the  convention,  and  I  hope  we  will  all  live 
to  attend  many  more. 

With  best  wishes  for  the  Nebraska  hardware  men  and 
the  Ironmonger,  I  am,  Yours  truly, 

C.  C.  NACKE. 


The  following  made  us  a  pleasant  call  this  month. 
Come  again,  the  latch  string  is  always  out. 
William  Ashby,  Fairfield,  Neb. 
C.  E.  Sotham,  Hallam,  Neb. 
Mr.  Swanson,  Ceresco,  Neb. 
H.  Veith,  Lincoln,  Neb. 
H.  C.  Wittman,  Lincoln,  Neb. 


WANTED — Good  hardware  man;  state  age,  experience 
and  references.  Address  Ironmonger,  Room  202,  1519  0 
St.  Lincoln,  Neb. 

STAUNCH  INTEGRITY  A  PRICELESS  ASSET. 

In  awarding  the  prizes  for  goods  bought^  at  our  last 
convention  the  prize  committee  decided  that  C.  A,  New- 
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berry  of  Alliance  was  entitled  to  the  prize  in  class  A.  In 
due  time  I  forwarded  Mr.  Newberry  a  check  for  $20.00. 
Mr.  Newberry  promptly  returns  it  endorsed  back,  ac- 
companied by  the  statement  that  in  as  much  as  he  does 
some  jobbing  as  well  as  retailing,  he  did  not  feel  that  he 
was  entitled  to  it.   Comment  is  unnecessary. 

The  McGrath  Hardware  company  being  the  next  high- 
est, the  check  was  promptly  sent  to  them. 

NATHAN  ROBERTS,  Sec. 


INSURANCE  REPORT  FOR  FEBRUARY. 
Income. 

Balance  last  month  $20,322.70 

Income  for  month   6,519.78 


$26,842.48 

Disbursements. 

Losses  paid  in  February — 

Gingrich,  Lamar,  Neb  $  2,000.00 

Lewis  &  Shepard,  Monowi,  Neb..  2,500.00 

Dividends  to  members   453.93 

Miscellaneous  expenses    136.24 

Re-insurance  premiums    1,632.28 

Return  premiums    196.53 

Balance  on  hand   19,923.50 


$26,842.48 


I  have  had  some  correspondence  with  R.  H.  Stockton, 
president  of  the  Majestic  Mfg.  Co.,  of  St.  Louis,  over 
vital  matters  pertaining  to  the  interests  of  the  craft. 
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The  following  is  an  extract  in  part  of  my  answer  to  his 
letter : 

^^Less  literature  and  more  practical  help  is  the  crying 
need  of  the  hour.  The  manufacturer  and  jobber  sits  at 
his  desk  long  strenuous  hours  whittling  and  figuring 
how  he  may  increase  his  dividends,  by  fair  means  or 
otherwise,  so  he  gets  them.  For  appearance  sake  he 
may  theorize  and  suggest  and  perhaps  write  volumes 
telling  the  retailers  throughout  the  country  district  how 
to  do  things,  but  does  he  make  any  effort  to  better  con- 
ditions, alas  no.  The  man  who  makes  it  possible  to 
market  these  goods  and  is  asking  for  bread  is  given  a 
stone,  for  a  fish  he  is  given  a  serpent,  and  still  you  cry, 
wake  up  you  who  sleep.  It  does  not  take  much  stretch 
of  imagination  to  predict  that  within  your  life  and  mine 
if  the  trend  of  affairs  do  not  halt,  commercial  economy 
will  solve  the  problems,  (i.  e.)  a  few  large  centers  of 
trade,  a  few  large  manufacturers,  a  few  large  distribu- 
tors of  goods,  from  the  factory  through  the  congested 
centers  to  the  consumer  direct.  No  more  interest  in 
village  or  town,  churches  or  school  house,  no  building 
up  of  community  interests,  nor  state  pride  or  growth. 
Greed  and  despoilation  will  rule,  centers  of  vice  and 
crime  will  grow  and  predominate  and  it  is  but  a  short 
step  back  to  barbarism,  and  who  is  responsible.  The 
sliort  sighted  manufacturer  and  jobber  who  is  clamoring 
for  laws  against  discrimination  in  nearly  all  lines  except 
the  one  that  so  vitally  effects  the  interest  of  the  masses 
and  their  own  welfare. 

^^You  enact  laws  to  control  railroad  encroachments, 
the  distribution  of  money,  controlling  monopolies,  the 
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protection  of  the  working  class,  and  even  to  graduate 
the  wage  scale  to  a  living  basis,  and  still  permit  aggrega- 
tions of  wealth  to  despoil,  rain  and  destroy  the  growth 
of  the  rural  districts.  We  erect  a  wall  of  defense  known 
as  tariff  to  protect  the  industries  of  the  country,  and 
because  of  a  bogie  man  known  as  inter-state  commerce, 
permit  the  despoliation  and  ruin  of  that  which  has  made 
us  what  we  are.  I  would  like  to  see  a  law  enacted 
known  as  tariff  for  protection  of  internal  home  industry, 
whereby  direct  order  concerns  to  users,  should  pay  a 
revenue  to  the  government  of  at  least  25  per  cent  for 
protection  to  communities  where  they  pay  no  part  of  the 
expenses  necessary  in  sustaining  and  building  up  the 
same,  and  that  the  government  spend  this  money  in 
building  and  maintaining  good  roads.  Shall  the  people 
rule?" 
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It  has  been  a  season  of  disaster  and  destruction,  loss 
of  life  and  property,  agony  of  body  and  mind,  but  the 
American  spirit  is  unconquerable.  Today  only  is  ours. 
The  experiences  of  yesterday  have  passed  into  history 
and  are  left  as  finger-posts  of  time  to  direct  us  to  greater 
achievement.  Yesterday  we  were  happy  and  hopeful- 
today  we  are  weighing  results.-  Tomorrow  we  plan  to 
conquer,  and  look  buoyantly  to  the  future.  Despondency 
has  no  place  in  our  make-up.  He  who  hopes  to  win 
must  make  the  experiences  of  the  past  stepping  stones 
to  higher  and  better  things.  Such  is  life,  and  it  behooves 
us  to  summon  up  the  best  that  is  in  us  and  by  such  aid 
endeavor  to  surmount  all  difficulties. 

The  Annual  Convention  of  the  National  Retail  Hard 
ware  Merchants,  held  at  Jacksonville,  Florida,  March  19, 
20  and  21,  has  been  written  in  history  as  marking  an  ep- 
och in  its  life  of  fourteen  years  to  which  it  has  failed  to 
attain  until  this  time.  Each  year  of  its  gatherings  has 
shown  some  little  improvement  and  progress  made  for 
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betterment,  but  so  slow  and  infinitesimal  in  its  results 
that  we  were  becoming  discouraged  and  pessimistic. 
Looking  back  over  the  past  six  years  of  its  history  we 
can  easily  trace  a  growing  spirit  of  restless  dissatisfac- 
tion in  its  ultra-conservative  management  that  predicted 
all  things  and  returned  nothing  and  got  nowheres  and 
were  at  all  times  satisfied  with  letting  well  enough  alone. 
Four  years  ago  the  Nebraska  delegation  endeavored  by 
resolution  to  inject  a  spirit  of  progressive  life  into  their 
all  but  dead  bones,  and  at  once  raised  a  tremendous 
storm.  We  discovered  to  our  surprise,  however,  that  not 
all  were  as  dead  as  they  appeared  to  be,  as  we  nearly 
carried  the  day.  The  party  in  power  got  such  a  scare 
that  their  hearts  have  not  ceased  to  palpitate  to  this  day. 
The  ultras  being  in  the  majority,  the  very  next  year  they 
promptly  kicked  us  over  the  transom,  hoping  thereby  to 
eradicate  for  all  time  such  heretical  doctrines.  Alas  !  to 
their  sorrow,  it  lives.  The  seed  scattered  at  random  has 
found  good  soil  in  loyal  hearts  and  has  yielded  a  thous- 
and fold,  and  we  do  not  regret  that  episode,  rather  with 
unfeigned  pleasure  we  welcome  into  power  this  year  the 
progressive  wing  of  the  national  body,  who  will  dictate 
its  policies  and  direct  its  affairs  we  hope  for  all  time.  We 
are  willing  to  be  sacrificed  for  such  results,  and  here  is 
hoping  they  will  not  get  cold  feet  before  they  succeed  in 
bringing  the  Retail  Hardware  Merchant  into  his  own,  as 
against  the  powers  that  be. 

Let  us  call  a  spade  by  its  proper  name,  with  no  un- 
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certain  sound  as  to  its  meaning.  Four  years  ago  we 
landed  on  our  back.  Today  we  are  standing  on  botli  feet 
and  propose  to  so  stand  until  our  rights  are  acknowl- 
edged and  maintained. 

The  first  step  in  the  new  deal  has  materialized.  The 
National  Bulletin  has  been  taken  out  of  the  hands  of  the 
ultras  and  is  at  once  to  be  incorporated  and  the  sfock 
owned  and  controlled  by  the  rank  and  file  of  the  mem- 
bership at  large.  It  shall  be  edited  and  published  by  the 
best  talent  that  money  can  obtain,  its  policy  shall  be 
open  and  above  board,  free  speech  within  the  law  its 
maxim,  the  ultimate  possession  of  the  rights  of  the  retail 
hardware  man  its  object.  It  shall  be  the  mouth-piece  of 
its  owners  and  shall  hew  to  the  line  for  their  good,  first, 
last  and  all  the  time.  This  is  as  it  should  be  and  is  that 
which  we  have  long  hoped  for. 

Charley  Ireland,  of  Michigan,  was  elected  president, 
and  while  we  admire  him  as  a  man  and  believe  he  will 
prove  the  right  man  in  the  right  place,  we  felt  a  little 
disinclined  to  swap  horses  in  the  middle  of  the  stream. 
Abbott  has,  however,  promised  and  volunteers  every  ef- 
fort in  his  power  to  carry  out  plans  outlined  during  his 
administration  the  past  nine  months,  and  agrees  to  help 
Ireland  carry  out  the  progressive  propaganda  outlined 
for  immediate  action.  The  roster  of  the  executive  board 
is  made  up  of  men,  with  one  or  two  exceptions,  who  are 
with  him  to  the  finish. 

The  trade  relation  committee,  made  up  of  Abbott, 
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Hussie  and  Kruger,  need  no  comment  from  me.  They 
are  fighters,  each  one,  and  they  have  blood  in  their  eye. 
In  their  hands  we  look  for  things  to  move,  don't  you? 

Listen !  They  can't  accomplish. much,  however,  un- 
less we  co-operate  heartily  and  shrewdly  in  their  work  in 
our  behalf. 

Dog-goned  selfishness  is  at  the  base  of  all  our  fail- 
ures. As  long  as  we  continue  to  kiss  the  hand  that 
smites  us  we  accomplish  but  little  for  our  own  good.  I 
have  often  said,  and  repeat  it  again,  that  the  solving  of 
trade  problems  lies  entirely  with  the  retailer  himself. 
The  jobber  is  our  friend  always,  because  it  pays  him  to 
be  so,  and  we  like  him  because  it  pays  us  to  have  him 
our  friend.  We  can  live  without  him  but  he  can't  live 
without  us  and  well  he  knows  it.  In  every  breeze  that 
comes  your  way,  his  voice  can  be  heard  asking  "What 
can  I  do  to  help  you?  I  need  your  advice."  And  how 
do  you  advise?  Do  you  exercise  good  judgment  in  the 
goods  you  order,  and  that  he  is  expected  to  have  ready 
for  your  demands?  His  business  is  to  handle  that  which 
there  is  a  call  for,  otherwise  not.   How  about  it? 

All  through  this  number  you  will  find  interesting 
items  from  the  national  meeting.  Take  a  little  time  from 
the  grind  and  read  them  all.  Take  them  in  allopathic 
doses,  you  need  them  for  your  liver.  You  are  dying  by 
inches  from  dry  rot.  Wake  up  and  take  some  interest 
in  other  than  your  own  2x4  ends.  We  are  a  big  com- 
munity interest  in  hardware  matters.  We  need  you  and 
you  need  us,  is  the  cry  of  the  hour.  EDITOR. 
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ON  OUR  RESOLUTIONS 


A  Letter  from  at  Least  One  Live  Wire.     Who's  Next? 
This  is  the  Kind  of  Grit  that  Wins  Out. 

Although  I  have  helped  adopt  several  different  sets 
of  resolutions  in  different  bodies,  I  have  always  wonder- 
ed WHY  they  really  were.  I  always  had  an  idea  but  it 
never  seemed  to  be  the  real  answer.  Ex-President  Hus- 
sie  told  me  they  were  the  "summary"  of  the  deliberations 
of  a  body.  Perhaps  he  is  right,  anyway  they  usually  are 
the  finish  or  the  last  thing  we  ever  hear  of  them. 

Now  whenever  I  have  resolved  to  oh,  any  one 

of  a  thousand  January  first  resolves,  I  always  regarded 
that  as  the  beginning  of  the  work. 

This  last  year  we  resolved  much,  and  as  any  fond, 
new  parent,  I  know  they  are  the  best  ever  and  the  only 
real  ones.  I  have  been  wondering,  though,  if  in  adopt- 
ing then  forgetting  them,  we  have  really  done  our  duty. 
Is  "climbing  on  the  water  wagon''  all  that  is  necessary? 

Did  we  write  our  legislators  expressing  our  approval 
or  disapproval  of  the  bills  as  they  came  up?  Have  we 
joined  our  local  good  roads  associations?  Are  we  using 
the  red  stamps  and  distributing  the  literature  of  the  Na- 
tional One  Cent  Letter  Postage  League?  Will  we  write 
our  senators  and  representatives  on  the  One  Cent  Post- 
age subject,  and  the  Parcels  Post  bills?  And  are  we 
standing  tight  on  the  Chicago  platform?  This  is  one  of 
the  strongest  weapons  possible  to  hold  in  our  hands,  if 
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we  use  it.  Do  we  know  the  price  our  customers  can 
buy  each  article  we  sell?  Do  we  say,  "Mr.  Salesman,  my 
customer  can  buy  this  8-inch  Coes  wrench  for  44  cents, 
and  I  must  have  it  at  20%  less,  or  at  not  over  35  cents, 
or  I  must  buy  some  other  brand  or  buy  elsewere,''  and 
then  do  we  buy  elsewhere,  or  do  we  let  him  jolly  us  out 
of  it?  He  tries  to  tell  me  that  I  could  get  more  than 
about  50  cents  for  it,  that  I  should  get  65  cents  for  it. 
Do  I  tell  him  "No,  I  will  not  sell  it  for  more  than  its  cat- 
alogue price  plus  10  or  15  per  cent  to  cover  transporta- 
tion and  my  superior  service,  because  that  is  all  it  is 
really  worth,  and  I  will  not  overcharge  my  customers, 
my  friends,  on  if  or  do  I  stand  for  him  running  it  over 
me?  I  honestly  think,  anyway,  he  had  rather  we  would 
buy  some  other  make  of  wrench. 

And  there  is  something  else  I  wonder  if  we  know. 
Do  we  really  know  and  realize  how  many  knotty  prob- 
lems our  good  Secretary  Roberts  can  solve  for  us?  Do 
we  use  him? 

We  are  fortunate  enough  to  have  a  strong  and  prac- 
tical man  with  us  now.  I  have  tried  him  on  some  things 
and  I  know.  I  put  a  catalogue  washing  machine  propo- 
sition up  to  him.  He  took  it  up  with  the  factory  and 
they  went  so  far  as  to  make  him  a  10%  discount  on  a 
quantity  of  these  machines.  Now  this  is  too  big  a  quan- 
tity for  almost  any  one  of  us  alone,  but  why  could  not 
several  of  us  get  in  on  this  and  through  our  secretary 
handle  the  lot?   None  of  us  would  be  over-stocked  and 
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all  of  us  10%  better  fixed  on  the  price.  Why  can't  we 
through  him  swing  a  wringer  contract  10  dozen,  10% 
discount.  Or  perhaps  better  still,  since  the  wringer  pres- 
ident told  the  national  convention  that  if  anyone  buys 
the  quantity  they  get  the  price.  That's  at  least  10%  to 
us  on  the  buy  and  none  of  us  are  overstocked.  Take  this 
up  with  him  but  don't  expect  to  buy  a  gross  of  screws  of 
him  tomorrow  at  20%  discount.  Let's  work  it  out  grad- 
ual and  reasonable.  Secretary  Roberts  has  been  through 
•the  buying  mill  and  knows  how.  He  is  interested  in  us 
to  do  this  for  us,  too. 

The  more  of  these  things  I  take  up  with  him  the 
more  good  I  find  the  association  is  to  me,  in  its  work 
through  him.  You  try  him  out,  and  then  some  day  you 
too  will  be  ready  to.  make  the  dues  sufficient  to  give  us 
funds  to  successfully  solve  any  of  these  problems  and 
work  out  any  of  the  benefits  we  need. 

Ex-President  Abbott,  of  the  national  association, 
states  positively  that  10%  of  the  association  membership 
can  solve  the  difficulties  of  the  hardware  trade.  Let's 
make  up  more  than  our  part  of  this  10%,  stay  closely  in 
touch  with  the  association  and  the  work,  and  boost.  Ask 
for  what  we  want,  and  keep  on  asking  so  strong  that 
we  get  it.  Ammon. 

The  matter  of  controversy  with  P.  &  G.  has  been  en- 
tirely and  satisfactorily  adjusted.  We  have  mentioned 
heretofore  and  reiterate  now  that  these  people  are  loyal 
and  true  to  the  best  interests  of  the  retailer.  Of  course 
mistakes  will  happen  in  the  best  of  regulated  families. 
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Extracts  from  President  Abbott's  Address 
And  Some  Criticisms 

A  business  only  succeeds  as  it  absorbs  the  ideas  of 
other  business  methods. 

Business  is  the  Hfe  study  of  ideas.  The  more  ideas 
we  give  the  more  we  retain.  The  brain  is  a  clearing- 
house of  ideas. 

Ideas  should  receive  a  just  remuneration. 

He  suggests  separation  of  secretaries  work,  to  the 
end  that  the  secretary  may  devote  more  time  and  atten- 
tion to  association  work,  and  that  the  Bulletin  may  be 
devoted  more  to  the  aims  of  our  work— Price,  Efificiency, 
Distribution  and  Publicity. 

The  busy  man  should  take  his  turn  in  the  manage- 
ment of  affairs  of  municipality,  state  and  nation  as  a  so- 
lution of  many  vexing  problems  facing  us. 

The  retail  merchant  is  responsible  for  75%  of  his 
imaginary  troubles.  This  statement  we  take  exception 
to.  What  he  meant  was  that  75%  of  our  troubles  can 
be  settled  by  the  retailer  himself  if  he  will.  For  he  states 
further  on  that  10%  of  our  14,000  membership  can  solve 
all  the  trade  problems  confronting  us.  He  might  add, 
pointedly,  if  the  national  body  represents  this  14,000 
membership  why  have  they  been  content  in  doing'nothing 
these  many  years?  How  about  it?  There  is  nearly  that 
per  cent  in  Nebraska,  shall  we  show  them  how?  Ou 
Bulletin  today  should  be  a  progressive  trade  paper.  If 
not,  why  not,  we  say. 
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The  question  of  our  friendly  relations  with  other 
trade  interests  we  should  never  question,  but  any  dis- 
tributing concern  that  hasn't  the  price,  must  not  expect 
any  more  favors  of  the  retailer  than  the  retailer  could  ex- 
pect from  the  customers  if  the  said  retailer  did  not  have 
the  price.  Do  you  remember  President  Hayhursf  s  ad- 
dress several  years  ago?  Do  you  think  he  borrowed  this 
axiom  from  President  Abbott. 

Listen  to  this—  Please  remember  that  I  am  not 
sparing  myself  or  any  other  oflficer  in  these  statements 
we  are  all  to  blame  for  these  conditions.  Our  environ- 
ment and  associations  heretofore  have  been  such  that  we 
have  never  realized  it  was  necessary  to  work  up  until  the 
rank  and  file  of  our  membership  demanded  it.  How 
frank  and  how  true. 

Here  is  a  good  one  -  Many  of  the  stocks  of  goods 
advertised  for  sale  today  set  directly  over  a  gold  mine, 
and  only  need  the  spirit  of  business  reform  and  activity 
in  developing  them.  ♦ 

Under  the  head  of  trade  problems,  he  says,  we  must 
use  our  best  efforts  without  coercion  or  dictation,  to  con- 
vince the  producer  to  recognize  us  as  the  proper  channel 
through  which  to  market  his  products  and  when  unable 
to  do  this  to  at  least  allow  us  the  same  privileges  grant- 
ed the  other  fellow. 

Our  greatest  trouble  today  is  those  lines  of  goods 
strongly  intrenched  in  the  hardware  store,  anchored  there 
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by  years  of  active  demand.  Lines  in  which  95%  are  sold 
by  the  retailer.  We  have  a  right  to  expect  from  the  pro- 
ducer as  fair  treatment  as  this  competition  enjoys. 

Competition  is  a  whirlwind  of  ability  and  activity, 
we  must  solve  our  own  troubles  of  which  75%  are  either 
imaginary  or  local  conditions.  No  manufacturer  or  job- 
ber or  retail  association  can  help  us  in  such  cases.  How 
can  we  expect  a  committee  to  solve  the  problem  of  price 
when  the  manufacturer  state  why,  what  is  the  trouble? 
The  retailer  is  not  writing  me  about  it,  you  fellows  are 
kicking  up  a  rumpus  without  good  grounds.  When  you 
come  up  against,  cost  50^  retail  75^,  mail  order  house 
54^,  write  the  manufacturer  about  it.  State  the  facts, 
furnish  the  proof.  Then  the  work  of  the  trade  problem 
committee  becomes  easy  and  we  can  ask  for  the  same 
favors  shown  the  other  man.  It  becomes  a  law  of  e- 
quality  and  cannot  be  denied. 

The  greatest  loss  to  our  trade  is  from  those  who 
never  come  into  our  stores.  They  can't  be  blamed  for 
where  the  price  is  lowest  and  the  dealer  should  and 
must,  if  he  succeeds  in  business,  do  the  same.  Two 
hundred  fifty  million  dollars  leave  the  rural  communities, 
villages  and  towns  every  year  and  on  account  of  what? 
Price.  It's  a  problem  but  it  can  and  will  be  solved— lefs 
hammer  it  out  until  we  do. 

Mr.  Abbotf  s  address  will  appear  in  full  in  your  next 
National  Bulletin.  Read  every  line  of  it,  there  is  food 
for  thought  and  inspiration  for  action. 
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We  note  with  pleasure  that  the  hardware  boys  are 
doing  their  duty  in  the  interest  they  evince  in  municipal 
affairs.  J.  S.  Pattison,  who  is  a  member  of  the  board  of 
directors  of  the  N.  R.  H.  A.  was  elected  mayor  of  Min- 
den.  They  could  not  elect  a  better  man.  W.  H.  Well- 
meyer,  another  good  man  was  elected  treasurer  of  the 
town  of  Wymore.   We  want  more  such. 


I  am  expecting  page  18  to  bring  your  checks. 


I  have  a  grouch  in  my  liver,—  Here  it  is.  Loyal 
members  in  good  standing  are  you  fully  content  in  a 
duty  performed,  If  you  are  forget  it,  work  for  the  good 
of  others.  Boost!  Boost!  Boost!  In  season  and  out 
of  season.  Our  bundle  of  sticks  is  not  big  enough  or 
strong  enough,  we  want  every  hardware  man  in  the  state 
to  help  strengthen  the  bunch.  Don't  rest  until  you  have 
landed  every  mothers  son  of  them  worth  the  powder. 
Then  we  will  be  strong  enough  to  withstand  any  pressure. 
To  members  in  bad  standing-  Pay  up  your  dues  now 
and  qualify  for  good  standing  members.  To  non-mem- 
bers Don't  stand  idly  with  your  hands  behind  your 
back,  veaping  the  benefit  of  others  labors.  Shame  on 
you,  we  need  you,  you  need  us.  Throw  your  hands  fore- 
ward  to  help  and  encourage  others  in  their  battles.  Don't 
be  selfish,  isolated  and  alone. 


Read  page  18  and  do  your  duty. 


12 


THE  NEBRASKA  IRONMONGER 


We  notice  on  page  63  of  the  Hardware  Reporter  of 
April  11,  a  deserving  tribute  and  exhaustive  write-up  of 
one  of  our  up-to-date  Nebraska  hardware  stores,  the  R. 
H.  McAlHster  Co.,  of  Grand  Island.  This  is  a  progres- 
sive sign  for  Nebraska.  Let  us  have  more  such  write-ups. 


Callers  at  our  office  this  month  were:  Frank  Hacker, 
Friend,  A.  M.  Means,  College  View,  Wm.  Ashby,  Fair- 
field, Oswald  Kuechenhoff,  South  Omaha,  W.  C.  Cady, 
Barneston,  G.  L.  Mower,  of  the  Colon  Hardware  Co.,  and 
O.  J.  Allison,  Frank  Lahr,  O.  J.  Nolan,  M.  O.Tresterand 
Mr.  Phillips,  all  of  Lincoln.  Come  again,  boys.  We  en- 
joy crossing  swords  with  you  on  vital  questions.  ' 


I  had  a  letter  from  Billy  Arndt  in  which  he  positive- 
ly asserts  that  the  two  weeks  vacation  in  the  southland 
has  put  new  energy  in  his  old  bones  and  that  he  feels  as 
good  as  new.  He  says  it  pays  to  take  a  change  and  rest 
even  if  the  waiters  get  the  change  and  the  hotels  get  the 
rest.  A  little  more  energy,  Billy,  and  something  will  ex- 
plode in  Blair. 


Let  me  again  call  your  attention  to  co-operation  No. 
1,  page  22.  I  can't  attempt  any  reform  unless  you  do 
your  part.   Attend  to  this  now. 


There  is  something  on  page  18  I  want  you  to  see. 
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We  indeed  regret  the  publicity  given  the  work  of  the 
nominating  committee  at  the  national  convention.  It 
places  Charlie  Ireland  in  a  distasteful  and  embarrassing 
position  for  which,  from  his  own  knowledge  and  person- 
al action  he  is  in  no  way  responsible.  Criticism,  if  any, 
should  be  laid  at  the  door  of  the  Michigan  delegates, 
whose  acts  were  certainly  thoughtless,  unwise  and  un- 
warranted. We  believe  should  the  election  have  been 
brought  to  the  floor  of  the  convention  Charlie  Ireland 
would  have  been  the  unanimous  choice  of  that  body. 
Not  that  Mr.  Abbott's  popularity,  ability  and  efficiency 
would  be  discounted  but  with  Mr.  Irelands  ability  and 
popularity,  and  establishing  a  precedent,  politics  would 
have  had  no  place  in  that  body.  Let  us  forget  it  and 
work  as  a  unit  for  the  general  good  of  the  rank  and 
file. 


There  is  lots  of  dope  in  the  recent  issues  of  the 
Hardware  Reporter  relative  to  national  association  af- 
fairs, the  animus  of  which  is  too  apparent  for  a  sensible 
man  to  pay  any  attention  to.  We  may  with  profit  to  our 
selves  digest  the  good  things  and  throw  the  trash  in  the 
dump-pile  of  misdirected  and  wasted  efforts.  If  these 
gentlemen  would  remove  the  mask  from  their  faces  and 
see  themselves  as  others  see  them,  they  would  find  it 
more  profitable  to  outline  work  along  lines  of  construc- 
tion and  reconstruction  instead  of  destruction  and  disin- 
tegration. 
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Nebraska  was  honored  tliis  year  as  never  before.  All 
our  delegates  were  appointed  on  important  committees, 
and  in  addition  thereto  Ex-Pi  esident  Hussie  delivered 
the  resporile  to  the  welcome  extended  by  Florida  in  its 
state  official,  Jacksonville  by  its  mayor,  and  Commerce 
by  the  president  of  the  Board  of  Trade.  To  all  these  he 
responded  as  befitted  their  class  and  station,  and  if  I 
were  sure  it  would  do  him  no  mental  injury  I  would  en- 
large on  its  fitness,  oratory,  beautifully  expressed  senti- 
ments and  the  appreciation  of  all  the  delegates.  Suffice 
to  attest  the  fact  that  Nebraska's  cup  of  joy  was  full,  and 
to  say  the  proudest  moment  of  her  life  was  experienced 
is  to  mildly  eulogize  our  own  Maurice  in  the  masterly 
manner  in  which  he  handled  his  subject. 


House  Roll  No.  151,  as  signed  by  the  governor,  ex- 
empts wages— for  the  actual  necessities  of  life  furnished 
the  debtor,  and  for  the  maintainance  of  his  family,  and 
for  wages  for  labor  performed.  Garnishment  effective 
only  after  judgment  is  recovered.  This,  we  believe,  cuts 
out  the  hardware  man  who  may  furnish  a  spade,  shovel 
or  tools  to  enable  the  debtor  to  earn  a  living  for  himself 
and  family.  Our  advice  would  be,  if  a  man  is  not  good 
of  his  o  wn  volition  don't  rely  upon  this  law  to  collect  the 
debt.  It  is  not  even  worth  the  effort  for  those  who  man- 
ipulated the  scheme  for  their  own  selfish  ends.  Their 
profits  will  be  eaten  up  in  litigation  before  they  pry  loose 
the  principal. 
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A  Scotch  Blessing 

*lf  after  kirk  you  bide  a  wee, 
There's  some  would  like  to  speak  to  ye; 
If  after  kirk  you  rise  and  flee, 
We'll  all  seem  cold  and  stiff  to  ye. 
That  one  that's  in  the  seat  with  ye 
Is  stranger  here  than  you,  maybe. 
All  here  has  got  their  fears  and  cares, 
Add  your  soul  unto  our  prayers, 
Be  you  our  angel  unawares/' 


Something  to  think  about-  In  the  January  number 
5  page  4,  we  published  a  letter  from  A.  C.  Bartlett,  Pres- 
ident of  the  Hibbard  Spencer  Bartlett  Co.,  Chicago,  rela- 
tive to  organizing  community  commercial  clubs.  I  won- 
der how  many  towns  have  given  it  a  passing  thought? 
How  many  hardware  men  are  willing  to  lead  out  on  such 
a  splendidly  promising  venture?  Tie  your  community 
interests  together  by  such  an  organization  and  you  will 
accomplish  results  you  never  dreamed  of.  Wake  up!  and 
do  things.  We  are  dying  slowly  of  dry  rot,  while  the  big 
cities  are  feeding  and  feasting  on  our  wasted  energies. 
The  Lord  helps  thoS3  that  helps  themselves. 


The  fire  loss  of  $12,000  at  Minden  last  week  did  not 
catch  any  hardware  men,  for  which  we  are  duly  thankful. 
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I  am  preparing  as  rapidly  as  possible  what  I  term 
the  Retailer's  Text  Book.  It  is  a  compilation  of  the 
names  of  manufacturers  and  jobbers  who  are  known  to 
be  loyal  to  the  interests  of  the  retailer,  and  may  or  may 
not  be  used  by  you  as  a  buying  guide.  It  also  contains 
a  list  of  all  the  hardware  merchants  in  the  state,  also  a 
list  of  all  members  as  well  as  the  constitution  and  by- 
laws of  our  association.  It  will  be  mailed  to  you  soon, 
free  of  charge.  I  sincerely  hope  it  will  not  find  its  way 
to  the  waste-basket,  as  another  wasted  effort  on  my  part. 
Use  it,  but  don't  abuse  it. 


What  about  that  fire  insurance  policy  you  promised 
Mr.  Oaks? 


A  young  married  man  who  recently  sold  out  his 
hardware  business  would  like  a  position.  He  has  had 
ten  years  experience,  understands  furnace  and  tin  work, 
and  is  said  to  be  a  good  all-round  man.  Particulars  at 
this  office. 


Page  18  needs  your  attention. 


President  R.  N.  McAllister  is  still  in  the  tall  grass 
regions.  We  wonder  if  he  will  be  able  to  adjust  himself 
to  the  every-day  routine  when  he  returns. 
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Pleasantries  of  the  National  Meeting 

All  work  and  no  play  makes  Jack  a  dull  boy.  We 
had  lots  of  serious  work  but  sprinkled  in  was  fun  and 
frolic.  Prof.  Squills'  celebrated  weiner  schnitzel  band 
made  quite  a  hit  and  helped  to  make  lightsome  the  long 
tedious  journey.  F.  W.  Arndt  and  ye  editor  were  hon- 
orary members  and  dug  down  deep  into  their  boyish  ac- 
tivities to  raise  fun  for  the  more  sober  minded.  Push 
the  damper  in  and  pull  the  damper  out,  but  the  smoke 
goes  up  the  chimney  just  the  same,  just  the  same. 

Robt.  McAllister,  our  new  president  was  much  in 
evidence,  serious  and  otherwise.  When  Robert  says  any- 
thing he  means  it. 

You  would  have  enjoyed  the  grilling  we  gave  the 
jobbers  in  attendance.  They  no  doubt  think  we  are  a 
hard  shell  bunch. 

The  darky  mammies,  pickaninnies,  razor-back  hogs, 
palm  trees,  flowers  and  shrubbery  may  be  of  transient  in- 
terest to  the  northerner,  but  Nebraska  climate  is  good 
enough  for  me.  Buoyancy,  good  appetite,  plenty  to  eat, 
good  sleep,  is  better  than  anything  the  southland  can 
offer  at  her  best. 


Some  of  our  members  were  hard  hit  in  the  recent 
cyclone  and  no  insurance.  We  must  exert  ourselves  to 
help  them  out  to  the  best  of  our  ability. 
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Hardware  Men  Needing  Out  Help.    Rally  Day  is 
April  19th.    Do  What  You  Can. 

A  few  of  our  members  suffered  almost  total  loss  in 
the  destructive  tornado  of  March  23.  The  town  of  Ber- 
lin, Otoe  county,  was  almost  swept  off  the  map.  L.  F. 
Tiede  and  Bollman  &  Hillman,  all  members  in  good 
standing,  about  lost  their  all.  In  addition  to  Mr.  Tiede's 
financial  loss  his  little  daughter  ten  years  old  was  killed, 
and  his  wife  and  another  daughter  and  himself  were  se- 
verely injured  and  his  house  and  its  contents  destroyed. 

I  believe  it  is  our  duty  and  privilege  to  come  to  their 
aid  to  the  best  of  our  ability. 

The  insurance  branch  of  our  company  was  appealed 
to  under  the  fire  policies  each  of  them  carried,  but  as 
there  was  no  fire,  we  are  helpless  as  a  company.  Accord- 
ing to  law  we  are  prohibited  from  using  any  of  the  fund 
collected  from  premiums  for  any  other  purpose  than  that 
of  paying  fire  losses  and  legitimate  expenses. 

However,  as  individuals  we  can  and  should  help  and 
I  believe  and  have  faith  that  we  will.  Let  us  pull  to- 
gether'and  help  these  men  to  regain  a  footing. 

Mr.  Wickersham,  of  Weeping  Water,  Mr.  Joyce,  of 
Syracuse,  and  myself,  will  act  as  a  committee  of  adjust- 
ment and  distribution.  H.  J.  Hall  president  of  the  in- 
surance company,  puts  up  his  check  for  $15  to  start  the 
fund.  My  check  for  $10  is  up.  Now  boys,  cover  them, 
double  them,  or  half  it,  or  do  the  best  you  can.  There 
are  over  a  thousand  of  us  and  it  means  something  if  we 
each  do  a  part. 
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Let  it  be  a  thank-offering.  You  will  not  miss  it  and 
be  doubly  blessed  in  the  giving.  The  jobbers  of  the  river 
are  not  exempt  from  this  privilege.  The  list  will  be  pub- 
lished in  the  next  issue  of  the  Ironmonger. 

Make  your  check  payable  to  your  secretary  and  date 
them  April  19th,  Ass'stance  Rally  Day. 

Nathan  Roberts.  i 


The  Northwestern  Hardware  Company  Urges 
Dealers  to  Unite 

Touching  a  circular  that  you  have  probably  received 
from  a  company  in  process  of  forming,  having  its  head- 
quarters in  Minneapolis,  looking  towards  the  establish- 
ment of  a  members'  jobbing  house  at  that  point,  I  would 
advise  caution  from  the  members  in  Nebraska. 

Two  years  ago  we  took  steps  toward  the  organiza- 
tion of  such  an  enterprise  by  the  Nebraska  members  for 
Nebraska  only.  Better  or  worse  counsel  prevailed  at 
that  time  and  the  project  was  dropped.  Conditions  have 
not  so  far  changed  any,  but  I  believe  the  clouds  have  a 
silver  lining  today  that  they  had  not  then.  I  believe  the 
manufacturers  and  jobbers  see  the  handwriting  on  the 
wall  and  will  see  to  it  that  the  near  future  brings  forth 
the  necessary  remedies.  Until  they  absolutely  fail  to  ap- 
ply relief,  it  might  be  wise  to  forego  stirring  up  further 
strife  in  the  hardware  interests.  However,  should  our 
hopes  not  grow  to  fruition  very  soon  there  is  but  one 
thing  left  to  do,  and  I  believe  the  hardware  men  of  Ne- 
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AQ\T  \  P  *  Don't  pass  it  up  I 
Oil  -Mr     (  It  may  not  keep  \ 

ABSOLUTELY  PURE  WOODMAN  LIN- 
SEED OIL,  F.  O.  B.  LINCOLN 

Raw,  46c  a  gallon,  in  Barrel  Lots 
Boiled,  47c  gallon,  in  Barrel  Lots 

Prompt  Acceptance-Guaranteed  Against  Decline 

H.  C.  WITTMAN 

14042  No.  10th  St.  Lincoln,  Nebraska 


braska  are  amply  able  and  ready  to  carry  out  policies  on 
their  own  initiation,  under  their  own  control,  primarily 
for  their  own  benefit,  located  in  their  own  state,  at  their 
own  door,  that  will  solve  the  problems  along  the  lines 
as  outlined  several  years  ago  by  some  who  have  passed 
the  divide,  and  others  still  with  us  who  are  alive  to  the 
situation.    Be  patient.  Editor. 


George  Stanton,  of  Alliance,  has  returned  to  his 
desk  after  a  vacation  trip  extending  over  six  weeks.  He 
reports  an  enjoyable  time  and  is  now  ready  and  primed 
for  big  business. 
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Statement  of  Ownership,  Management,  Circulation,  etc. 

Of  the  Nebraska  Ironmonger,  published  monthly  at 
Lincoln,  Nebraska,  required  by  the  Act  of  August  24, 
1912. 

Editor  -  Nathan  Roberts,  Lincoln,  Nebr. 
Managing  Ed.,  Nathan  Roberts,  Lincoln,  Nebr. 
Bus.  Manager,  Nathan  Roberts,  Lincoln,  Nebr. 
Publisher,  -  Nathan  Roberts,  Lincoln,  Nebr. 
Owner,  -  Nathan  Roberts,  Lincoln,  Nebr. 
Known  bondholders,  mortgagees,  and  other  se- 
curity holders,  holding  1  per  cent  or  more  of  to- 
tal amount  of  bonds,  mortgages,  or  other  secur- 
ities        .....  None 

Nathan  Roberts. 
Sworn  to  and  subscribed  before  me  this  14th  day  of 
March,  1913.  L.  M.  Bowen,  Notary  Public. 

My  commission  expires  March  17,  1913. 


Insurance  Report,  First  Quarter  1913 

Insurance  in  force  -  -  -  $1,956,426.00 
Surplus  -  -  -  -  -  21,621.92 
Losses  since  January  1,  all  paid         -         -  7,696.82 


For  Sale  In  eastern  Nebraska,  an  old  established, 
successful,  hardware,  furniture  and  undertaking  business. 
Only  store  of  the  kind  in  town.  Stock  about  $6,000  and 
buildings  $5,000.   Full  particulars  at  secretary's  office. 
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We  were  pleased  that  you  sent  the  father  of  our 
state  association,  M.  A.  Hargleroad,  as  a  delegate  to  the 
national  convention.  He  certainly  did  appreciate  and 
enjoy  it  and  we  believe  it  broadened  his  views  wonder- 
fully. He  was  honored  as  a  member  on  the  committee 
on  place  of  meeting,  and  while  we  did  not  agree  with  the 
conclusion  and  recommendation  of  the  committee,  for 
good  and  suflficient  economical  reasons,  and  when  it  went 
to  a  vote  of  the  main  body  and  Indianopolis  was  chosen 
instead  of  Boston,  our  good  M.  A.  took  exception  to  our 
position  on  the  question  of  his  judgment,  but  I  hope,  as 
he  may  have  in  the  meantime  weighed  the  proposition, 
he  is  ready  to  forgive  our  presumption. 


Co-operation  No.  1— Other  numbers  later.  Let  us 
join  hands  and  make  our  efforts  a  unit.  I  want  every 
member  who  promptly  meets  his  obligations  and  whose 
credit  is  good,  to  write  me  and  give  a  list  of  every  article 
you  handle  in  competition  with  foreign  concerns  that  you 
are  unable  to  meet  and  leave  a  profit  to  you.  Give  me 
the  name  of  the  article,  who  makes  it,  size  or  number, 
your  cost,  and  don't  forget  to  date  the  list  and  give  your 
name  and  address.  Don't  make  the  list  too  long  at  first 
and  follow  later  with  others.  Now  we  will  see  who  are 
ready  and  willing  to  co-operate  for  their  own  betterment 
—or  will  it  be  the  old  story?  Jones  may  furnish  the  hook 
and  bait  but  Smith  takes  the  fish.  How  about  it-  are 
you  Jones  or  Smith? 
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Since  the  beginning  of  this  little  monthly  publication 
we  have  mailed  it  to  nearly  all  the  retail  hardware  men 
in  the  state.  Hereafter  it  will  go  only  to  members  and 
subscribers.  Since  the  first  issue  many  have  come  into 
ranks  of  boosters  and  builders,  but  there  are  still  a  few 
who  are  satisfied  to  take  all  they  can  get  for  nothing  and 
let  Jones  pay  the  freight,  and  while  we  are  willing  to  be 
spent  for  their  good  and  advancement  we  doubt  very 
much  their  appreciation  of  the  effort,  and  if  there  is  any- 
thing on  earth  more  than  another  that  we  should  keep 
away  from  it  is  wasted  effort.  It  makes  an  ugly,  bad- 
smelling  dump  heap.  It  is  not,  however,  too  late  to  re- 
pent. Come  in,  the  water  is  fine,  good  swimming  and 
the  best  of  company,  and  growing  better  all  the  time. 


Complaints  are  filed  at  this  office  in  regard  to  stove 
repair  people  over-charging  on  single  stove  castings,  and 
it  is  stated  that  an  agreement  exists  whereby  single  or- 
ders are  charged  at  a  ratio  beyond  reason,  as  compared 
with  the  price  per  pound  for  castings  in  a  regular  way. 
What  do  you  know  about  this?    Let  me  hear  from  you. 


This  question  comes  to  us:  Is  it  right  and  just  that 
a  merchant  should  pay  express  charges  on  articles  to  re- 
place defective  ones  sold  under  his  guarantee,  and  that 
he  cannot  collect  such  charges  and  treat  his  customers 
square.   How  do  you  handle  such  cases? 
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Resolution  No.  11 

The  following  resolution  was  adopted  at  the  state 
convention  held  in  February: 

Resolved,  That  we  favor  the  establishment  of  a  bu- 
reau in  connection  with  the  secretary's  ofifice  for  the  aud- 
iting and  collection  of  freight  over-charges. 

I  have  now  perfected  arrangements  towards  carrying 
out  your  wishes.  Send  me  all  your  freight  bill  dating 
back  for  five  years  and  we  will  do  the  rest.  You  will  re- 
ceive back  50%  of  the  amount  collected.  No  collection, 
no  charge^  Send  to  this  office  securely  tied  in  a  package 
with  your  name  and  address  thereon.  Send  by  parcels 
post  when  convenient,  and  drop  me  a  card  stating  that 
you  have  done  so.  Nathan  Roberts,  Secretary. 


For  Sale  An  up-to-date  hardware  business  in  north 
east  part  of  the  state  in  fine  farming  district.  Everything 
that  contributes  to  a  successful  business.  Upon  inquiry 
at  the  secretary's  office  you  can  be  put  fully  in  touch 
with  the  situation. 


For  Sale—  A  first  class  hardware  store  in  southeast 
Nebraska.   Full  particulars  at  secretary's  office. 


Be  a  live  one  and  send  us  a  quarter  to  pay  for  this 
magazine  a  year,  if  you  have  not  already  done  so.  We 
need  the  money  and  you  need  the  magazine.  Let's  trade. 


The  Nebraska  Ironmonger 


VOL.  L  Lincoln,  Nebraska,  May  1913  ,  NO.  8 


Entered  as  Second  Class  Matter  at  the  Post  Office  at  Lincoln,  Nebraska,  under 
Act  of  Congress  of  March  3,  1879. 


NATHAN  ROBERTS.  Editor  and  Pc.blisher 
Subscription  Price  25  Cents  Per  Year.  Payable  in  Advance 


'The  Monthly  Tonic"  is  a  phrase  borrowed  from  Mr. 
Wm.  Whalen,  of  Cook,  and  is  one  which  he  used  in  pay- 
ing his  subscription  to  the  Ironmonger.  It  may  or  may 
not  be  appropriate.  There  is  some  good  in  the  worst  of 
us,  and  some  bad  in  the  best  of  us,  and  it  ill  becomes 
any  of  us  to  criticise  the  rest  of  us.  The  Ironmonger  is 
or  is  not  a  tonic,  according  to  the  way  you  take  it.  If  di- 
luted too  much  with  prejudice  it  has  Httle  effect  as  a 
tonic.  If  you  take  it  without  at  least  a  small  mixture  of 
thunk  its  effect  is  not  pleasing.  If  laid  aside  for  conven- 
ient attention  in  the  future  its  effect  is  all  but  lost,  as 
the  prescription  calls  for  immediate  and  frequent  doses 
until  the  patient  is  relieved.  If  you  entirely  disregard 
its  use  and  consign  it  to  the  waste  basket,  it  not  only  be 
comes  lost  in  its  mission  but  also  adds  to  the  tremendous 
pile  of  rubbish  known  as  wasted  effort.  Its  death  by 
such  method  is  murder  in  the  first  degree,  and  there  is 
no  one  derives  any  benefit  except  the  little  the  printer, 
the  undertaker  and  the  post  office  department  gets  out 
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of  it,  cash  in  advance.  Please  note  that  the  prescription 
reads,  to  give  the  best  results,  take  in  small  doses  during 
your  meals  or  when  time  or  objects  are  not  distracting. 

On  page  22  of  the  April  Ironmonger  co-operation 
number  one  was  sprung.  We  have  tangible  evidence 
that  some  are  ready  and  anxious  to  co-operate,  and  better 
still  we  have,  at  this  date,  abiding  faith  to  believe  that 
the  tow  line  has  been  gripped  at  the  other  end  with  a 
firm  and  abiding  purpose  to  do  the  right  thing.  Nebraska, 
first  in  war,  first  in  peace,  and  first  in  the  hearts  of  her 
hardware  jobbers  and  retailers.  Those  who  received  the 
Tonic  and  co-operate  will  hear  from  me  direct  soon. 

Resolution  number  eleven  on  page  twenty-four  April 
Ironmonger  has  been  also  read  and  it  is  surprising  how 
quickly  old  freight  receipts  run  into  weight,  freight  ship- 
ments to  Omaha  for  adjustment.  The  next  shipment 
will  go  forward  soon,  and  while  I  think  of  it,  instead  of 
sending  by  parcels  post  send  by  express  prepaid,  I  am 
informed  that  the  contents  of  such  packages  are  not  ad- 
missable  by  parcels  post.  Important— Please  put  this 
down  on  the  tablet  of  your  memory.  The  Ironmonger 
is  for  your  benefit  solely,  don't  leave  it  lying  about  your 
counters  and  show  cases  for  curious  people  who  have  no 
interest  in  our  affairs  and  would  rather  hurt  than  help  us. 
I  say  many  things  that  can  and  may  be  mis-construed. 
A  few  days  ago  a  traveling  man  told  me  some  things  he 
read  in  it  while  waiting  the  attention  of  the  proprietor 
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and  his  comments  were  not  pleasing.  If  it  is  not  of  suffi- 
cient value  to  you  to  keep  it  elsewhere  than  where  every 
one  who  may  can  read,  please  drop  us  a  postal  card  to 
that  effect  and  we  will  discontinue  mailing  it  to  you.  I 
am  working  hard  to  build  up  and  not  tear  down,  and  you 
must  help.  A  member  wrote  me  a  few  days  ago  that  he 
could  not  see  five  dollars  worth  of  benefit  in  the  Hardware 
Association.  These  are  the  fellows  who  have  no  use  for 
the  Ironmonger,  nor  in  fact  anything  else.  They  are  self 
sufficient  in  all  they  do,  say  or  think.  They  have  the  little 
penny  close  to  their  eyes  which  obscures  those  dollars  at 
a  distance,  however  they  are  lonely  and  there  is  still  hope 
for  such.  EDITOR. 


Good  News 

Prof.  Hicks'  forecasts  would  indicate  good  crops  this 
year  and  for  several  years  to  come.  This  is  certainly 
good  news  for  Nebraska  and  here's  hoping  he  is  not  mis- 
taken and  we  don't  think  he  is,  we  feel  it  in  our  bones 
so  now  lets  get  ready  for  it.  Hoist  up  the  main  sail  and 
slacken  out  the  jib  and  keep  her  to  the  wind.  Not  too 
fast  but  just  sufficient  to  give  us  good  headway,  hold  the 
helm  stiff,  that  we  may  not  ship  too  much  water,  fix  the 
compass  and  look  out  for  shoals,  pay  what  we  owe,  get 
the  best  there  is  in  it. 


Wm.  Whalen  of  Cook  sends  subscription  price  for 
the  Monthly  Tonic. 
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A  Tale  of  the  Arabian  Nights,  Number  Two 

Continued  from  page  six  of  the  February  Ironmonger. 
To  those  who  have  only  given  a  passing  glance  to  this 
interesting  episode  it  will  have  but  little  interest,  but  to 
others  who  have  given  it  some  thought  and  who  are  in 
any  way  familHar  with  the  subject  matter,  as  worked  out 
on  the  stage  of  action  by  the  gri2vance  committee  at  Om 
aha  and  elsewhere,  some  time  ago,  it  will  prove  attract- 
ive and  interesting.  The  writer,  who  doubtless  you  all 
know,  has  worked  out  for  us  a  continuation  of  the  tale 
and  in  all  probability,  others  will  follow  later.  The  nom 
de  plumes  he  uses  are  familliar  characters  to  most  of  us. 


As  related  in  Previous  History,  Ali  Nathan  Ben 
Lomond,  and  the  scribe,  and  Treasurer  and  Humble  Has- 
san, had  promised,  as  herein  before  told,  to  lay  before 
the  Members  of  the  Chief  Guild,  all  that  had  been  done 
by  the  Great  Jobbers,  toward  the  prevention  of  their 
Servants  selling  at  Retail,  and  in  Consequence  of  their 
Promise  felt  that  it  was  "Up  To  Them." 

They,  therefore,  after  first  Putting  Their  Affairs  in 
Order,  placed  a  change  of  raiment,  called  in  the  Vernac- 
ular, "A  Clean  Shirt"  in  their  Grips  and  Journeyed  to  the 
Place  of  Meeting  of  the  Chief  Guild,  full  of  Thought  of 
the  Great  Good  they  were  going  to  Spring  on  the  Bunch. 

In  fact  they  were  all  Puffed  Up  for  they  Felt  that 
at  last  they  would  be  able  to  Point  Out  to  the  Great 
Jobbers  a  Method,  whereby  they  could  Make  Good  on 
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their  Protestations.  For  it  had  been  a  Custom  of  the 
Heralds  of  the  Great  Jobbers  to  arise  to  their  Places 
and  proclaim  in  a  Loud  Voice  that  it  was  the  One  Desire 
of  their  Masters  to  work  with  the  Members  of  the  Guild 
to  the  end  that  the  Marketing  of  Merchandise  might  be 
Regulated  and  kept  in  Proper  Channels. 

Ali  Nathan  Ben  Lomond  thought  that  the  Story 
woud  be  Best  Told  in  form  of  a  Resolution,  which  is  a 
Document  of  Many  Words  and  always  goes  through  a 
Meeting  with  a  Whoop. 

Accordingly,  Ali  Nathan  Ben  Lomond,  whose  voice 
surpasses  that  of  the  BulBul  in  Sweetness,  Sprung  the 
Resolution,  when  lo,  instead  of  being  Greeted  with  Cries 
of  Joy,  a  Clammy  Silence  fell  and  Members  looked  at 
each  other  with  what  was  then  known  as  the  Moss  Ag- 
ate Eye  and  whispered  Other  to  Each  ''What  Manner  of 
Resolution  is  This?''  'There  must  be  a  Joker  in  This 
Somewhere/'  'These  Fellows  from  the  West  are  Too 
Noisy  by  a  Mill  Site."  Instead,  therefore,  of  having 
confered  a  Great  Boone,  the  Delegation  from  the  West 
found  they  had  Almost  Created  a  Riot.  Such  was  the 
Fear  of  many  of  the  Deligates,  that  they  might  Offend 
the  Great  Jobbers,  if  they  attempted  to  Dictate  to  them. 
Although  everybody  knew  that  their  Protestations  of 
Good  will  were  only  a  Stall. 

And  Ali  Nathan  Ben  Lomond,  who  thought  to  Help 
his  Fellow  Man,  what  of  Him?  He  was  Treated  with 
Contumily  and  in  Due  Time  was  made  to  Undergo  the 
Ordeal  known  as  "Thrown  Over  the  Transome,"  and  fin- 
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ally  returned  to  his  Own  Country  a  sadder  but  Wiser 
Man.  HARDWARE. 


Lest  We  Forget 

The  terrific  wind  which  on  Easter  Sunday  evening, 
March  23rd,  destroyed  life  and  property  on  its  path 
across  the  state,  and  the  calamity  which  a  few  hours 
later  overwhelmed  the  great,  thrifty  state  of  Ohio,  is 
passed  into  history,  and  are  no  longer  exploited  in  glar- 
ing headlines  and  staring  capitals  on  the  first  pages  of 
our  newspapers  In  a  little  while  these  disasters  will  be 
nearly  forgotten  by  all  excepting  those  who  suffered 
from  them.  To  them  it  will  remain  ever  present,  and 
with  the  rememberance  an  ever  returning  sadness  of 
heart  for  lost  ones,  and  a  weight  of  trouble  for  loss  of 
earnings  of  the  past  years.  We  have  all  been  called 
upon,  either  from  the  dictates  of  our  own  better  natures 
or  the  importunities  of  others,  to  help  the  unfortunates. 
How  we  have  responded  is  a  matter  we  must  settle  with 
ourselves  and  our  own  conscience.  It  is  no  ones  prerog- 
ative to  criticize  the  acts  and  personal  impulses  of  an- 
other. The  appeal  made  for  the  Berlin  members  in  the 
pages  of  the  April  Ironmonger  has  met  with  many  re- 
sponses, and  while  it  has  not  been  as  universal  as  we  ex- 
pected, in  numbers,  the  quantity  is  beyond  our  expecta- 
tions for  the  number  who  did  respond. 

Doubtless,  many  if  not  all  had  already  given  what 
they  could,  through   other  sources  before  our  appeal 
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reached  them.  We  publish  the  Hst  and  amounts  and  in 
so  doing  have  simply  to  say,  they  have  done  what  they 
could  and  they  have  their  reward  in  a  duty  well  and 
faithfully  performed.    Following  is  the  list  of  contribu- 


tors. 

R.  N.  McAllister,  Grand  Island  $   5  00 

McAllister  Hdw.  Co.,  Gd.  Island   10  00 

J.W.  Hicks,  Steel  City  .  5  00 

J.  S.  Pattison,  Minden   5  00 

A.  D.  Benway,  Lincoln   10  00 

DeWitt  Hdw.  Co.,  DeWitt   1  00 

Albert  Degner,  Norfolk   10  00 

M.  A.  Hargelroad,  Holstein   10  00 

M.  J.  Wickersham,  Weeping  Water.  10  00 

H.  O.  Cole,  Peru    2  00 

Thos.  Jarrette  Jr.,  Dorchester   5  00 

Henry  Wessel,  Nehawka   5  00 

Butts  &  Hendrix,  Greenwood   5  00 

Higgins  Hdw.  Co.,  Harwood   2  50 

M.  D.  Jimerson,  Liberty   5  00 

Kinzel  Bros.,  Wisner  .  5  00 

Mr.  Mallet,  Iron  Age,  New  York   25  00 

Chas.  Ammon,  David  City   5  00 

Dan  Kavanaugh,  Fairbury   5  00 

Abbott  Bros.,  Sargent   4  00 

C.  A.  Bishof,  Neb.  City   2  00 

J.  C.  Goodbrod,  Utica   3  00 

Reckmeyer  Hdw.  Co.,  Arlington   5  00 
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Henry  Doering,  Fremont     3  00 

G.  C.  Teach,  Bancroft,   5  00 

George  Goodbrod,  Cordova              _  5  00 

Nelson  &  McPrang,  Edison .   5  00 

Hanson  Bros.,  Upland    5  00 

J.  H.  Kerr,  Ainsley  .  5  00 

Tidd  &  Co,.  Palmer   5  00 

F.  H.  Ranslem,  Scribner   5  00 

M.  L.  Montgomery,  Creighton   5  00 

N.  Edberg,  Ong   10  00 

Krumland  Hdvv.  Co.,  Columbus   5  00 

Wm.  Whalen,  Cook   3  00 

A.  N.  Snyder,  Tilden   5  00 

Wachter  Hdw.  Co.,  Pender   10  00 

C.  W.  Force,  Oakland   2  00 

Whipple  Hdw.  Co.,  Niobrara   3  00 

Shur  &  Heyne,  Uehling   5  00 

Newberry  Hdw.  Co.,  Alliance   10  00 

W.  B.  James  &  Son,  Stuart   1  00 

R.  H.  Kiene,  DesMer   2  00 

J.  V.  Kinzel,  Leigh   5  00 

J.  C.  Tanner,  Falls  City   5  00 

G.  E.  Lundgren,  Wausa   5  00 

Chas.  E.  Hastart,  Shelby   2  50 

Geo.  Linglebach,  Deshler_:   2  50 

N.  T.  Faulks,  Farnam   2  50 

Best  Place  Mer.  Co.,  Farnam   7  50 

F.  W.  Ebinger,  Plainview   5  00 
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C.  D.  Chapman,  Giltner   2  50 

C.  C.  Hawthorne,  Arcadia   2  50 

C.  L.  Carlson,  Axtell   5  00 

H.J.  Hall,  Lincoln   15  00 

Nathan  Roberts,  Lincoln,   10  00 

N.  R.  H.  A.    100  00 

N.  H.  M.  L  C   100  00 


Total  $513  50 


Clean-Up  Day  May  17th 

Governor  Morehead's  proclamation  for  clean-up  day 
should  be  zealously  carried  out  by  every  man,  woman 
and  child  in  every  town,  village  or  hamlet  in  the  state, 
And  doubtless  it  will  be,  not  alone  on  that  day  but  with 
ever  occuring  frequency.  The  citizens  have  no  concep- 
tion of  the  pleasing  effect  upon  a  stranger,  coming  into 
your  town,  to  find  gutters,  streets  and  alleys  clean, 
healthy  and  safe  from  fire  and  contagion.  It  speaks  vol- 
umes for  the  town  and  people  and  those  who  pay  insur- 
ance. $250,000,000  is  the  annual  fire  loss,  $250,000,000  of 
labor  and  material  expended  every  year  in  replacing  the 
loss,  $250,000,000  withdrawn  from  developing  the  resour- 
ces of  the  country  and  from  adding  to  its  wealth.  $150, 
000,000  of  this  loss  is  due  to  carelessness  and  neglect 
and  can  be  prevented.  Fire  prevention  day  and  clean- 
up day  go  well  together.  Cleanliness  and  care  will  pre- 
serve life  and  property. 
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Insurance  Repoit  for  April 

Insurance  in  force       -       -  $2,064,626.00 
Surplus         -         -         -       -  $22,860.01 
Dividends  paid  to  members  for  April  413.95 
No  losses  this  month.    Both  insurance  in  force  and 
surplus  shows  an  increase  over  last  month.    The  trim- 
ming still  goes  on.   So  far  this  year  we  have  cut  out  a 
number  of  undesirable  risks  and  hope  before  long  to  get 
the  slate  cleaned.   When  we  do,  we  will  begin  to  make 
permanent  and  sure  growth  along  conservative  lines. 
We  can  take  care  of  any  additional  insurance  you  have. 
Don't  fail  to  write  at  least  three  thousand  in  your  own 
company  as  soon  as  convenient.    It  is  to  your  interest 
as  well  as  the  company's  to  at  least  have  one  policy  in 
he  Nebraska  Hardware  Mutual  Insurance  Company. 


To  the  Point 

During  a  conversation  recently  with  the  credit  man 
for  one  of  our  largest  wholesale  grocery  houses,  the 
question  of  credit  and  collections  was  brought  up,  in 
which  he  made  a  remarkable  statement.  He  said  that 
there  are  some  towns,  where,  if  a  merchant  should  de- 
sire to  open  an  account  he  would  scarcely  question  it, 
before  looking  him  up.  He  said  there  are  some  towns 
in  which  all  the  merchants  are  prompt  pay.  Now  the 
question  is  the  why  and  the  wherefore.  He  said,  it  fol- 
lows naturally  from  the  way  the  merchant  educates  his 
trade  collectively,  in  other  words,  lax  methods  make  for 
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slow  pay.  Merchants,  here  is  food  for  thought  and  act- 
ion. If  your  town  is  run  wrong  turn  it  around  and  face 
for  prosperity,  build  for  the  best  interest  of  all  and  there- 
by help  the  individual  merchant  to  get  on  a  prompt  pay 
basis. 


Annual  Entertainment  Feature 

It  has  been  brought  to  my  attention  in  many  person- 
al talks  and  by  correspondence  that  the  expensive  enter- 
tainment as  featured  by  the  annual  banquet  at  our  an- 
nual convention  should  be  side-tracked.  Invariably  our 
friends  the  jobbers,  or  the  commercial  clubs  of  the  cities 
in  which  we  hold  our  meetings,  have  put  up  for  us  of 
their  own  volition  such  entertainment,  and  it  has  been 
argued  that  such  features  curtail  our  independence  and 
divert  from  the  real  interest  of  our  meetings  and  that 
the  expense  is  not  worth  the  powder.  Of  course  there 
are  two  sides  to  it.  If  the  member  who  is  tied  up  in  his 
store  for  a  year  lets  loose  annually  and  does  enjoy  such 
things,  it  would  be  well  to  consider  him.  .1  would  like 
to  have  some  expression  from  the  rank  and  file  on  the 
subject,  sOathat  when  the  time  comes  the  spirit  of  the 
craft  may  be  known. 


A.gO.  Anderson  of  Waverly,  has  secured  the  agency 
of  the  celebrated  Carter  car  for  a  large  territory,  with  of- 
fice and  headquarters  in  Lincoln. 
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Read  This—Stop  Knocking  and  Boost 
It  has  come  to  my  attention,  from  different  parts  of 
the  state,  both  by  letter  and  by  personal,  that  there  is  a 
feehng  prevalent,  that  the  control  of  the  association 
matters  and  the  emoluments  of  office  are  controlled  by  a 
certain  few.  This  is  unjust,  untrue,  undemocratic  and 
has  no  basis  of  fact  what  ever.  I  am  familliar  with  all 
the  workings  of  the  several  state  associations,  and  can 
truthfully  say  that  there  is  in  no  state  as  democratic  a 
spirit  in  such  matters  as  our  own.  A  glance  at  the  asso-  ^ 
elation  stationery  will  convince  the  biggest  kicker  of  his 
error  and  his  unjust  criticism. 

Your  officers  are  from  all  over  the  state — as  far  west 
as  Dawson  county,  north  as  Washington  county,  south 
as  Cass  county,  and  east  as  Douglas  county.  Your  pres- 
ident is  from  Grand  Island  and  your  vice  president  from 
David  City.  If  there  is  any  concentrated  system  I  fail 
to  find  it,  except  in  the  minds  of  those  who  would  rather 
find  fault  than  help. 

It  has  been  cited  that  Dan  Kavanaugh,  of  Fairbury, 
has  been  specially  favored.  Why,  of  course  he  has.  We 
worked  hard  to  get  him  on  the  national  executive  board 
four  years  ago,  and  have  succeeded  in  returning  him  ev- 
ery year  since.  We  are  proud  of  the  fact  that  Nebraska 
has  a  representative  in  that  body,  and  we  propose  to 
keep  him  there  if  we  can.  However,  the  national  body 
pays  every  cent  of  his  expenses  in  attending  the  various 
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meetings.   No  kick  here,  when  you  understand  it. 

Stop  kicking  unless  there  is  reason  for  it.  If  you 
think  there  is,  write  me.  I  will  try  and  put  you  straight 
on  every  question  that  arises  touching  the  welfare  of  the 
N.  R.  H.  A.  The  Secretary. 


Newberry  is  growing  and  expanding.  A  new  build- 
ing 50x112  is  being  built  to  accommodate  his  added  out- 
put.  Ever  thus  it  happens  to  progressive  men. 


The  proof  of  the  pudding,  etc.,  etc.  At  Adams  last 
week  a  silo  feeder  marketed  21  head  of  two  and  three 
year  old  steers,  weighing  1,200  to  1,400  pounds  and  real- 
ized $8.00  per  hundred  on  hoof,  fed  entirely  on  ensilage. 
Hardware  men,  why  not  push  the  silo  line?  It  will  re- 
turn you  big  dividends.  Write  Newberry  at  Alliance 
about  them. 


We  regret  to  learn  that  member,  M.  C.  Joyce,  of  the 
firm  of  Keening,  Seymour  and  Joyce,  Syracuse,  is  laid 
up  for  repairs  in  an  Omaha  hospital.  We  hope  he  will 
very  soon  be  on  his  feet  again  and  back  to  the  helm. 


The  Pantagraph  Printery,  1413  O  St.,  Lincoln,  will 
be  glad  to  quote  you  prices  on  anything  you  may  need 
in  the  line  of  printing,  in  either  commercial,  social  or 
book  work.   Write  them  if  interested. 
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A  Silver  Half  Dollar  Covers  Much  That  is  Wrong 

If  you  will  place  a  half  dollar  over  any  given  spot  on 
a  Rand  and  McNally  pocket  map  of  the  state,  in  the 
more  thickly  settled  part,  and  draw  a  pencil  line  around 
it  you  will  find  within  its  radius  a  state  of  affairs  that 
is  an  insult  to  intelligence  and  good  business  horse  sense. 
I  had  occasion  to  visit,  recently,  an  average  sized  town 
having  three  good,  up-to-date,  clean,  progressive  hard- 
ware stores.  Surrounded  within  a  radius  of,  say  10 
miles,  by  smaller  towns,  having  one  to  two  hardware 
stores  each.  The  territory  available  to  the  farmers  trade 
may  be  either  the  smaller  towns  or  the  larger  town, 
as  they  may  chose.  Now  these  farmers  are  onto  the 
game  and  the  merchants  are  the  suckers,  and  it  don't 
take  mail  order  houses  to  make  the  price  either.  Mr. 
Purchaser  goes  in  to  the  small  town  hardware  man  and 
with  a  plausible  story  and  smiling  persuasiveness,  tells 
him  that  he  is  50^  or  $1  00  or  as  much  more  as  his  gall 
will  stand,  higher  than  Mr.  so  and  so  in  the  larger  town. 
The  hardware  man,  who  lacks  nerve  to  get  his  just  prof- 
fit,  believes  it,  not  perhaps  because  the  buyer  says  so  but 
rather  that  his  show  to  get  a  profit  is  not  on  a  par  with 
the  man  in  the  larger  place,  and  away  goes  a  glimmer- 
ing his  hard  earned  proffit.  Or  perhaps  Mr.  Buyer  says 
he  will  come  again.  The  next  time  he  visits  the  larger 
place  and  prices  the  same  thing  and  with  added  boldness 
tells  them  he  can  buy  so  and  so  cheaper  at  such  and 
such  a  place.   This  time  he  tells  the  truth.   The  larger 
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places,  also  have  men  who  lack  nerve  to  stand  up  for 
their  rights  so  he  meets  it  or  goes  o  i2  b2tter,  and  so  it 
travels  on  ad  limitum,  from  bad  to  worse  and  who  has 
the  advantage?  No  one,  not  even  the  purchaser,  for  his 
faith  is  shaken,  and  he  calls  all  of  you  a  bunch  of  rob- 
bers, and  sends  to  Chicago  and  gets  taken  in  worse  than 
ever.  Boys  you  can't  own  property,  build  new  stores 
and  dwellings  and  discount  your  bills  by  such  foolishness. 
You  will  be  mighty  lucky  if  the  sheriff  don't  get  you 
sooner  or  later.  There  are  lots  of  you  grown  gray  in  bus- 
iness and  can't  spare  the  money  to  go  on  a  vacation,  nor 
buy  what  you  need  for  your  own  and  your  family's  com- 
fort. Boys  stop  it,  get  sense  while  you  have  the  oppor- 
tunity, when  you  die  you  will  h^  a  long  time  dead.  Use 
that  half  dollar-  to  get  together  within  its  radius  and  do 
yourselves  justice  first,  before  you  too  seriously  consider 
giving  the  other  fellow  all  you  have,  for  which  he  will 
not  thank  you  but  will  dub  you  a  sucker.  If  you  can't 
talk  it  over  together  I  will  try  and  come  and  help  you  if 
you  need  me.  STRONG  TONIC. 


A  Card  of  Thanks 

Berlin,  Nebr.,  May  9,  1913. 
Please  accept  our  heartfelt  thanks  for  the  draft  for 
$200  just  received  from  you  which  was  contributed  by 
the  N.  R.  H.  A.  on  account  of  the  tornado  which  swept 
our  little  village  on  March  23d.  Respectfully, 

Bohlman  &  Hillman. 
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The  Spirit  of  the  Times 

Blessed  are  the  boosters,  for  they  shall  make 
towns  and  cities  prosper. 

Blessed  are  they  who  make  things  go,  for  they  shall 
help  build  up  the  community  we  live  in. 

LOYALTY  is  the  word  that  makes  our  hearts  warm. 
Our  country  is  full  of  prosperous  towns  and  communi- 
ties. Why?  Because  of  those  who  have  faith  and  build 
buildings  and  open  stores. 

Are  you  a  booster  for  your  town?  Then  spend  your 
money  with  the  merchant  who  has  faith  in  your  town. 

Buy  at  home,  keep  your  money  at  home.  This  will 
help  build  up  your  town,  your  county  and  your  state. 

Thousands  of  dollars  are  being  sent  away  to  larger 
cities,  perhaps  never  to  return  to  this  community.  Why 
not  keep  it  at  home?  C.  W.  Reid. 

Treasurer  Rathbone,  Sard  &  Co.,  Aurora,  Ills. 


J.  P.  Bogue,  formerly  of  Omaha,  city  salesman  for 
Wright,  Wilhelmy  Co.,  has  bought  out  M.  C.  Mittendorf, 
of  York,  and  is  now  in  posession  and  ready  for  business. 
It  was  formerly  reported  that  he  had  bought  out  M.  J. 
Wickersham,  of  Weeping  Water,  but  it  did  not  mater- 
ialize to  completion.  We  wish  Mr.  Bogue  every  suc- 
cess.  He  deserves  it  if  any  one  does. 

It  is  reported  that  the  Proudfit  Lumber  Co.,  of  Lin- 
coln, are  putting  in  a  new  stock  of  hardware  both  at  An- 
gora and  Seneca. 
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The  Kind  of  a  Letter  We  Like  to  Get 

Linwood,  April  22,  1913. 

Nathan  Roberts,  Sec. 

Dear  Sir: — I  am  getting  more  and  more  interested 
in  your  little  magazine  called  the  Ironmonger.  I  have  de- 
rived more  good  from  it  than  all  the  other  hardware 
magazines  which  I  have  subscribed  for,  and  they  are  five 
in  number,  that  is  in  regards  to  hardware  business,  so  I 
have  decided  that  I  could  not  be  without  it  and  am  send- 
ing you  25c  in  stamps  to  pay  my  subscription  from  the 
time  you  mailed  me  my  first  copy. 

Also  in  regard  to  Resolution  No.  11,  stating  that  you 
now  have  arranged  for  an  auditing  system,  of  freight 
bills.  I  am  therefore  mailing  you  a  bunch  to  look  over. 
Some  I  am  confident  are  over-charges,  but  was  unable  to 
recover  my  money.  Please  look  them  over  and  see  what 
you  can  do  for  ma.  Respectfully  Yours, 

Ed  T.  Tichacek. 


Frank  Hacker  of  Friend,  who  was  among  the  first 
members  to  join  the  Association,  having  recently  sold 
out  his  business  in  Friend  purposes  to  canvas  the  state, 
primarily  in  his  own  interest,  introducing  some  patented 
feature  that  bids  for  unbounded  success  to  any  one  who 
takes  hold  of  it,  so  he  says,  and  if  Frank  says  so  you 
can  bet  it's  so.  Frank  Hacker  is  a  thinker  as  well  as 
worker  along  progressive  lines.  While  out  he  will  inter- 
est you  in  Nebraska  Hardware  Mutual  Insurance.  Lend 
him  a  listening  ear,  and  hearty  co-operation. 
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Irregular  Business  Methods 

Do  the  jobbing  interests  of  the  country,  especially 
the  west,  owe  anything  to  the  retail  hardware  men  of 
Nebraska,  or  is  it  only  a  question  of  how  much  they  can 
get  out  of  them  and  how  little  they  will  give  in  return? 

They  profess  eternal  friendship  and  good  will,  and 
we  would  dearly  love  to  believe  them,  but  facts  are  stub- 
born matters  to  overcome.  There  are  certain  houses  on 
the  confines  of  Nebraska  whose  names  we  could  men- 
tion, but  for  the  present  will  refrain  peradventure  they 
will  see  the  error  of  their  ways. 

We  could  fill  volumes  of  this  little  book  with  the 
grievances  that  come  to  our  desk  daily  from  men  who 
have  a  hard  enough  struggle  to  keep  up  their  end  and 
should  not  be  called  upon  to  wage  warfare  against  the 
greed  and  encroachments  of  those  who  should  be  their 
supporters  and  friends.  A  case  came  to  our  notice  re- 
cently where  a  salesman  for  a  prominent  jobbing  house, 
failing  to  get  an  order  from  the  other  two  merchants  in 
a  small  town  of  two  or  three  hundred,  influenced  by  his 
insinuating  suave  manner  a  third  party,  who  is  in  an  en- 
tirely different  line  of  business,  to  put  in  a  stock  of  hard- 
ware, and  then  goes  out  and  brags  about  his  success  in 
selling  a  new  stock  in  a  town  that  is  barely  able  to  sup- 
port even  one  good  hardware  as  it  should  be.  There  are 
suckers  in  every  community  but  we  think  the  aforesaid 
prominent  jobbers  should  be  above  encouraging  their 
salesmen  to  hunt  up  such  at  the  expense  and  detriment 
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of  those  who  are  trying  to  do  an  honest  business  and 
pay  their  debts.  How  often  we  hear  "So  and  So  is  slow 
pay."  We  wonder  how  much  prominent  jobber  is  doing 
to  help  him  overcome  his  ability  to  be  otherwise?  Does 
he  stop  to  think  that  such  business  ultimately  brings  dis- 
aster to  both  retailer  and  jobber? 

Another  case  comes  to  us  where  the  salesman  re- 
ports to  his  house  that  the  town  of  300  about  which  he 
is  writing  has  two  hardware  stores,  both  of  which,  how- 
ever, are  back  numbers  and  not  meeting  the  needs  of  the 
community,  and  that  his  superior  ability  and  forethought 
has  prevailed  upon  a  third  party,  in  a  different  line  of 
business,  to  add  a  stock  of  hardware  to  his  already  con- 
gested space  and  the  proper  handling  of  his  goods.  His 
house  takes  the  bait  without  even  investigating  for  them 
selves,  and  the  result  will  be  that  the  hardware  trade  of 
that  town  will  be  divided  by  three  instead  of  two,  and 
who  is  the  gainer?  No  one  except  the  salesman  tempor- 
arily, and  to  even  gain  this  transient  advantage  he  had 
to  misrepresent  the  facts,  as  we  find  upon  investigation 
that  the  town  has  two  up-to-date  stores,  clean,  well  man- 
aged, popular  and  pay  their  obligations. 

We  pity  only  the  sucker  who  allowed  his  better 
judgement  to  be  over-ruled.  We  criticise  severely  such 
methods  of  obtaining  business  and  deplore  the  fact  that 
the  jobbers  are  so  short  sighted  and  un-businesslike  in 
their  judgment.  Still  other  cases  come  to  our  atten- 
tion where  jobbers  sell  their  goods  to,  and  encourage  and 
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foster  curb-stone  business  or  hand  to  pocket  trading 
on  a  10%  margin  of  profit,  and  are  catering  to  such  peo- 
ple in  towns  where  they  expect  to  get  business  along 
legitimate  lines.  For  God's  sake  gentlemen,  wake  up! 
Whither  are  you  drifting?  Stop  and  think,  you  are  play- 
ing with  fire.  Don't  be  afraid  to  sacrifice  a  little  advan- 
tage for  the  time,  for  future  general  good.  Don't  let  the 
nearby  penny  obscure  the  farther  away  dollar.  Try  con- 
struction instead  of  destruction  for  awhile,  think  of  the 
struggling  merchant  in  the  smaller  towns,  before  driv- 
ing the  knife  into  their  vitals,  for  temporary  gain  to  your 
selves,  study  your  commercial  agency  reports  and  weigh 
them  with  your  salesman's  verbosity.  Do  right  because 
it  is  right  and  not  because  you  may  think  might  is  right. 


As  we  go  to  press  we  learn  of  the  death  of  Mr.  John 
Hussie,  father  of  M.  D.  Hussie.  Mr.  Hussie  attained  a 
ripe  old  age.  He  had  been  an  active  hardware  man  for 
many  years  and  had  built  up  a  good  business  at  24th  and 
Cuming  streets.  Of  late  years  he  had  transferred  the 
active  work  to  his  sons  John  and  M.  D.  He  was  beloved 
by  all  who  knew  him  and  leaves  behind  a  heritage  for 
honesty  and  upightness  that  we  may  all  with  profit  pat- 
tern after. 


Alliance  reports  a  small  pox  scare  but  business  is 
very  good  and  the  farmers  looking  forward  to  a  bumper 
crop.    Prof.  Hicks  endorses  their  prospects. 
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Bargains  in  Plumbers  Tools 

1  No.  2  Toledo  adj.  stock,  cuts  2)^  to  4  in.  @  $36.00 
INo.  1      "      "      "      "   lto2in.  @  9.60 

2  No.  2  Armstrong  adj.  stocks,  M  to  1  in.  @  2.90 
1  Pipe  end  reamer,  with  ratchet  @  4.00 
1  No.  4  Saunders  Pipe  Cutter  @  4.00 
1  No.  2  Trimo  Pipe  Cutter  @  1.70 

1  No.  1  Malleable  Pipe  Vise  @  1.25 

2  Vulcan  chain  tongs  with  exten.  for  8  in.  pipe  @  3.20 
2  Plumbers  furnaces  @  3.20 


All  the  above  tools  are  as  good  as  new.  We  also 
have  dozens  of  small  tools,  too  numerous  to  mention,  at 
bargain  prices.  The  lot  includes  all  sizes  of  pipe  wrenches 
bending  springs,  ladles,  scrapers,  chisels,  etc.  We  have 
a  number  of  tinners  machines  and  tools  at  a  discount. 

KINZEL  BROS.,  WISNER,  NEBR. 


For  Sale— Have  you  any  idle  money?  Here  is  a 
good  paying  investment.  Business  property  in  one  of 
the  best  towns  in  the  state,  well  located.  Value  $14,000. 
Incumberance  $5,000.  Income  $2,600  per  anum.  Write 
this  office  for  particulars,  you  can't  beat  it. 


For  Sale— Up  to  date  Hardware  Store  in  good  town 
in  eastern  Nebraska,  population  of  town  1,200,  county, 
20,000.  Expense  15%,  a  rare  opportunity.  Write  this 
office  for  particulars. 
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Directory  of  the  N.  R.  H.  A,  and  Manufacturers 
Before  this  you  will  have  received  a  copy  of  the  1913 
Directory.  It  is  for  use  and  not  the  waste  basket,  It  has 
cost  much  labor  and  some  expense,  and  if  you  use  it  as 
it  is  meant  to  be  used  it  will  help  you  in  your  business 
and  the  business  of  Nebraska  at  large.  Hang  it  up  on  a 
convenient  nail,  where  it  will  not  get  snowed  under  by 
other  matter,  and  have  it  ready  to  refer  to  when  occasion 
demands  it.  It  contains  a  complete  list  of  members  by 
names  alphabetically,  a  list  of  every  town  in  the  state 
with  the  hardware  merchants  located  there,  and  under 
this  classifification  of  towns  the  non-members  are  indicat- 
ed by  a  star.  In  your  town,  should  you  find  such,  make 
it  your  special  business  to  interest  them  to  become  mem- 
bers. We  need  them.  You  need  them.  They  need  us. 
Our  campaign  for  betterment  will  not  be  as  effectual  as 
we  want  it  to  be  until  every  hardware  man  in  the  state 
joins  his  efforts  to  ours,  making  the  thousand  odd  hard- 
ware merchants  a  unit.  That  your  time  may,  in  part  be 
recompensed,  for  every  new  member  whose  application 
you  send  in,  accompanied  by  the  usual  dues.  Article  1 
Section  3,  By-laws,  we  will  return  to  you  half  of  the 
amount  as  your  commission.  What  we  want  is  mem- 
bers, more  members.  We  want  the  state.  Begin  work 
at  once,  don't  delay,  you'll  forget  it.  Another  feature  of 
this  book  is  the  complete  revised  constitution  and  by-laws. 
Study  them  and  get  posted  in  the  laws  that  govern  us. 
Another  important  part  is  the  list  of  manufacturers  and 
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jobbers  who  are  above  reproach  and  who  will  treat  your 
interests  as  their  own.  I  would  strongly  recommend 
and  urge  you  to  write  each  of  these  requesting  their  cat- 
alogs and  price  lists,  and  thereby  show  that  you  are  in 
touch  with  them  and  their  line.  You  need  a  library  of 
reference  for  each  line  you  carry.  Prepare  a  proper 
place  for  their  reception,  catalog  and  index  them  and  you 
will  have  a  fund  of  information  at  hand  and  ready  for  use 
without  waste  of  tims  and  at  little  cost.  In  fact  you  can 
pay  a  large  portion  if  not  all  of  your  expense  account 
from  special  orders  from  this  source,  which  costs  you 
nothing  to  handle.  If  we  are  spared  until  next  year  we 
will  plan  for  a  more  extensive  showing  than  we  have 
been  able  to  reach  this  year  and  perhaps  be  in  shape  to 
include  some  popular  lines  that  are  left  out  of  this  issue. 
Now  join  me  in  the  use  of  this  book.  Whoever  you  buy 
from— buy  right. 


The  National  Bulletin 

The  April  number  of  the  Argos  Producer  has  earned 
its  laurels  and  may  well  be  named  three  Ps— Producer, 
Provider  and  Protector.  It  has  produced  the  best  read- 
ing matter  and  literary  ability  ever  attempted,  it  has  pro- 
vided food  for  thought  and  material  for  action.  It  has 
asserted  and  protected  its  rights  and  given  the  lie  to  the 
maligner  and  taken  the  sting  out  of  its  venom.  For,  be 
it  observed,  that  in  their  issue  of  May  2nd  they  have 
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turned  their  guns  on  another  subject  under  the  guise  of 
what  they  call  ''A  Little  Fun  with  our  Good  Friend 
Abbott/'  Visibly  they  are  a  bunch  of  lincolmspoops — no- 
thing doing  unless  they  can  keep  busy  with  their  torch 
of  incendiarism  applied  to  progressive  men  and  methods. 
Who's  next?  Note  the  wail  of  the  interests  they  repre- 
sent in  the  3rd,  4th  and  5th  paragraphs  of  editorial  page. 
Long  live  the  Argos  Producer.  Keep  up  the  lick  and 
Corey  is  good  enough  for  us. 


Mr.  W.  H.  Vogt,  of  Hampton,  paid  this  ofifice  a  pleas- 
ant call  a  few  days  ago  and  left  with  us  tangible  evid- 
ence of  his  interest  in  the  shape  of  a  policy  for  $3000  on 
his  stock  and  building. 


Those  who  called  at  headquarters  this  month  and 
helped  to  brighten  things  by  their  cheery  presence,  were: 
W.  L.  Spear,  Geneva,  A.  V.  Hlava,  Ravenna,  A.  O.  An- 
derson, Waverly,  Rep.  C.  W.  Trimble,  Hazard,  Pres,  R. 
N.  McAllister,  Grand  Island,  A.  M.  Means,  Coll.  View, 
M.  O.  Trester,  Lincoln,  M.  J.  Wickersham,  Weeping  Wa- 
ter, J.  F.  Goehner,  Seward. 


Read  L.  C.  Abbott's  talk  before  the  American  Hard- 
ware Manufacturers  association,  at  Mobile,  on  page  45 
of  the  Hardware  Reporter  of  May  9.  I  wish  I  had  space 
to  reproduce  it,  at  least  in  part.  It  sounds  the  keynote 
to  our  emancipation  and  the  body  that  listened  to  it 
must  sit  up  and  take  notice. 
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CO-OPERATION  ESSENTIAL  TO  REAL  PROGRESS. 

"Team  work"  means  as  much  in  the  N.  R.  H.  A.  and 
the  N.  H.  M.  I.  Co.,  business  as  in  hase  ball.  Some  one 
has  said  that  "Men  are  vahiable  .'ust  in  proportion  as 
they  are  willing  to  Avork  ]:  mcc^  nnd  Imrmony  with 
other  men,'^  when  a  person  loses  his  nihility  to  eo-operate 
with  others  he  has  joined  the  Down  and  Out  Club. 

On  my  three  days  trip  this  hist  week  I  bumped  up 
against  varied  experiences^  and  upon  my  return  to  the 
o.^(^e  I  figured  the  per  cent  ])  M)  4'r*^^ssive  and  non-pro- 
gressive and  found  that  I  visited  twenty-one  hardware 
merchants,  members  and  non-members.  Out  of  that 
number  fifteen  were  alive,  wide  awake,  up-to-date  mer- 
chants, having  well  arranged,  clean,  attractive  stores. 
Five  of  these  were  non-members,  but  three  of  them  at 
once  gave  their  applications  to  join  the  progressive 
ranks  and  the  other  two  promised  quick  action.  Five 
out  of  the  six  others  are  members  but  I  regret  to  say 
that  there  is  room  for  improvement  and  co-operation  at 
a  small  initial  cost.    However,  75  per  cent  is  a  splendid 
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average.  AVhat  we  need  is  co-operation,  ambition  and 
initiative. 

A  neatly  arranged  inviting  hardv^are  store  is  a  silent 
salesman  w^orth  courting,  we  would  have  much  less 
cause  to  complain  of  the  M.  0.  encroachments  if  we  made 
our  stores  an  inviting  emporium.  I  noticed  also  that  the 
live  wires  had  little  to  say  or  complain  of  from  Chicago 
competition.  Co-operation  is  offered  in  the  many  ideas 
and  pltos  set  forth  in  our  Hardware  and  other  maga- 
zines, and  even  the  little  Ironmonger  is  a  channel 
through  which  co-operative  ideas  may  be  utilized  to  your 
advantage.  But  if  you  never  read  them  who  is  to  blame? 
How  can  any  good  thing  reach  your  mind  through 
closed  eyes  and  listless  attention.  To  get  the  most  out 
of  your  investment  you  must  use  other  means  than 
merely  buy  your  goods  and  wait  for  trade  to  come  to 
you.  If  trade  is  drifting  away  from  you  ascertain  the 
cause.  In  my  opinion  one  of  the  most  important  is  the 
effort  put  forth  to  attract  the  general  public  in  neat 
displays  of  goods,  attractive  windows,  plenty  of  signs, 
clean  show  case,  well  arranged,  good  prompt  service. 
Interest  the  eye  and  you  will  reach  the  pocket  book. 

Come  let  us  work  at  both  ends  of  the  line  and  we 
will  accomplish  much  betterment. 

Co-operation  on  legislative  lines  is  helpful.  In  the 
March  issue  of  the  I.  M.  page  39  to  40,  I  touched 
on  a  radical  remedy  to  overcome  M.  0.  retailers 
and  at  the  time  I  thought  it  a  silly  proposition  and  let 
it  die  a  horning,  however,  others  have  not  so  agreed. 
Honorable  Eepresentative  W.  H.  Hinebaugh  of  Ottawa, 
Illinois,  has  introduced  a  bill  in  congress  known  as  H.  K. 
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5308,  a  bill  to  provide  a  tax  upon  all  persons,  firms  or 
corporations  engaging  in  interstate  mail  order  business 
and  for  all  other  purposes.  This  bill  contains  eight 
sections,  and  provides  such  a  tax,  and  the  funds  so  col- 
lected by  the  government  to  be  turned  back  to  the  state 
11:  the  ratio  of  the  actual  amount  of  goods  sold  in  such 
state,  for  such  purposes  as  the  state,  by  law  shall  direct. 
I  am  in  correspondence  with  certain  Nebraska  congress- 
men who  promise  to  push  the  bill.  I  would  appreciate 
an  effort  on  the  part  of  every  membr  to  get  in  touch 
with  the  situation.  AVrite  your  congressman  for  a  copy 
of  H.  R.  5808  and  get  an  expression  from  him  on  its 
merits,  and  if  possible  a  promise  to  support  it  and  urge 
a  tax  of  at  least  10  per  cent.  Do  this  now,  I  believe  if 
such  a  bill  can  be  passed  it  will  go  a  long  way  toward 
helping  out  the  situation. 

Co-operation  is  need(Ml  tVom  the  m(Mnb(M-s  on  the 
pedler  nuisan(M'  who  <i;( cs  about  from  phici'  to  phife  and 
trikes  out  all  lu^  ctn,  and  pays  no  iax(\s  in  snnport  of 
the  community  in  rc^turn.  I  want  you  to  write  me  when 
these  fly  by  nights  visit  or  are  about  to  visit  your 
territory.  I  am  aware  of  the  position  you  are  liable  to 
be  put  in  when  personal  complaints  to  your  town  board 
or  county  attorney  are  made  on  such  matt(n's,  however, 
placing  the  fact  before  your  secretary  cannot  effect  you 
in  the .  slightest  degree.  I  am  the  fellow  on  the  hill 
top,  I  don't  care,  as  I  am  looking  to  your  interest  solely. 
I  am  now  writing  personal  letters  to  every  county  at- 
torney in  the  state  to  notify  the  town  boards  in  his 
county  that  such  doings  is  an  infraction  of  law  and 
he  and  they  are  sworn  to  maintain  the  law  and  see  that 
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it  is  executed.  If  they  don^'t  there  is  a  remedy  at  the 
White  House  in  Lincoln.  But  I  need  your  co-operation 
also. 

Co-operation  from  River  Jobhers  looking  toward 
amelioration  of  price  conditions  to  enable  you  to  meet 
competition  from  more  favored  retailers,  is  in  the 
transitory  formation  period.  I  have  labored  in  season 
and  out  of  season  for  the  past  three  months  endeavoring 
to  shift  the  burden  of  responsibility  on  their  shoulders 
and  while  they  all  admit  conditions,  offer  no  solution, 
nor  seem  to  express  any  willingness  to  attempt  any 
effort  on  their  part  to  bring  about  the  desired  results. 
It  would  seem  that  they  are  like  the  man  in  the  tree 
top,  they  can't  go  higher  and  they  dare  not  come  down 
for  the  Bear  at  the  bottom.  Their  answers  to  my  cor- 
respondence have  been  profuse  in  generalities,  overflow- 
ing with  urbanity,  solicitous  in  our  behalf,  but  ever  on 
the  fence  and  inclined  to  jump  on  their  side  instead  of 
ours.  However  (  I  am  not  through  by  any  means,  there 
are  several  strings  to  our  bow,  and  when  we  get  the 
bulls  eye  properly  focused  we  will  draw  it  tight  and 
shoot  to  ring  the  bell.  In  the  meantime  I  have  assur- 
ances from  some  of  them  that  should  occasion  arise 
I  will  furnish  you  the  name  of  those  who  profess  to  be 
ready  to  price  any  bill  in  competition  with  Chicago 
retailers  so  as  to  leave  you  at  least  a  profit  on  such  a 
list.  Demoralization  of  price,  handling  of  slow  pay 
customers,  dealing  with  non-competent  merchants  and 
the  losses  accruing  from,  such*  seems  to  be  the  Bear  at 
the  bottom  of  the  tree. 
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I  believe  cash  with  the  order  will  bring  the  goods, 
try  it. 

Co-Operation  on  the  Local  Press  and  Farm  Papers. 

There  has  been  in  the  past  considerable  knocking  by 
local  and  farm  papers  on  the  retail  merchants.  Through 
the  ever  strenuous  work  of  the  national  office  at  Argos, 
this  has  very  largely  been  cut  out,  still  there  remain 
a  few  who  think  the  farmer  butters  his  toast  for  him 
in  the  morning.  AVhen  you  come  across  such  don't  fail 
to  cut  it  out  and  mail  to  this  office,  be  sure  and  give 
the  name  of  the  paper  and  the  publishers  name  and  date 
of  the  issue.  I  want  as  many  such  as  you  can  find. 
Co-Operation  on  Freight  Bill  Auditing. 

I  have  received  a  great  many  packages  of  such  and 
they  are  now  in  the  hands  of  competent  men  in  Omaha 
and  I  expect  very  soon  to  report  results.  I  have  only 
received  however  about  ten  per  cent  of  the  membership. 
Where  is  the  ninety  and  nine?  I  am  sometimes  tempted 
to  call  co-operation  a  misnomer.  AVhen  you  send  them, 
use  express  instead  of  Parcels  Post. 

Perhaps  I  have  said  enough  about  co-operation  to  start 
the  ball  and  if  I  have  succeeded  in  at  least  cracking  the 
crust  of  our  self-centered  disinterested  selfishness,  I 
shall  remain  hopeful  of  penetrating  deeper  later  on. 

Sincerely  yours, 

EDITOR. 


No  matter  in  what  shape  duty  comes,  it  is  God  who 
sends  it. 

When  the  devil  gets  a  mother  he  generally  gets  the 
family. 
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LETTER  FROM  PRESIDENT  R.  N.  McALLISTER. 

Dear  Sir: 

Conforming  to  your  invitation  recently  to  address  our 
membership  through  the  columns  of  our  little  paper  T 
want  to  suggest  the  following : 

The  object  and  purpose  of  organization  in  any  form 
should  be  to  increase  the  efficiency  in  the  individual 
and  through  him  to  the  craft,  and  trade  or  profession. 
Not  to  use  the  big  stick  but  to  influence  one  another 
by  rubbing  elbows  with  the  most  proficient  as  well  as 
the  less  informed  who  in  many  instances  express  a 
thought  that  becomes  profitable  to  even  the  most  compe- 
tent I  feel  that  by  increasing  our  at)ility  in  the  hardware 
craft  we  will  be  doing  our  trade,  the  consumer  a  good 
turn,  from  the  fact  that  a  merchant  is  in  reality  a 
teacher  in  his  community  and  particularly  in  his  indi- 
vidual calling.  As  an  example  he  judges  a  new  product 
as  either  good,  bad  or  indifferent  and  if  good  sincerely 
tries  to  educate  his  customers  in  the  use  of  the  new 
article.  He  then  becomes  an  educator  and  should  be  up- 
to-date  in  his  respective  community.  Now  then  to  be 
up-to-date  in  a  manner  he  should  rub  elbows  with  more 
advanced  people  than  himself.  And  he  needs  to  attend 
his  convention.  As  a  parallel  case,  a  doctor  attendinsr  a 
post  graduate  course  in  some  eastern  city. 

Again  as  your  servant  I  hope  to  do  the  duty  set  out 
by  the  majority  for  me  to  accomplish.  The  majority 
of  our  membership,  I  assume  are  smaller  merchants  and 
I  hope  to  assist  them  and  at  the  same  time  profit  by 
their  experiences. 

A  little  motto  which  I  have  read  over  a  jobber's  sig- 
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nature  is  ''A  jobber's  first  duty  is  to  help  his  cus- 
tomers prosper".  I  would  suggest  that  this  is  a  good 
motto,  and  that  we  change  the  word  jobber  to  merchant, 
^'A  merchant's  first  duty  is  to  help  his  customers  pros- 
per". I  wish  that  w^e  might  be  able  to  carry  that 
thought  in  mind  even  in  the  most  minute  of  sales.  In 
my  judgment  take  up  the  Nebraska  motto  or  that  of  the 
Ironmonger  of  "Quality,  Service  and  Profit,"  and  I 
believe  the  one  suggested  would  cover  quality  and  serv- 
ice and  it  would  naturally  bring  the  price. 

Remember  the  writer  is  only  your  servant.  He  was 
elected  by  the  majority  and  he  hopes  to  carry  out  thiit 
majority's  wishes.  He  mu:-:t  liave  your  support  and 
while  he  will  make  mistakes  he  will  do  his  1)est  to  carry 
the  burden,  not  sidestep  it,  but  to  meet  it  as  it  comes  to 
him.  He  hopes  to  shake  luiiuls  in  the  near  future  with 
a  number  of  the  Association  mcinhci's  nnd  trusts  that 
the  reader  will  ))e  one  of  them. 

Sincerely  yours, 

R.   W.  ]\rcALLISTER. 


FOR  SALE — At  a  sacrifie  for  cash,  if  taken  at  once. 
An  up-to-date  clean  hardware  store,  will  invoice  about 
$7,000.  Turned  it  over  three  times  last  year  and  lias 
exceeded  that  considerable  so  far  this  year.  AVrite  for 
full  particulars  to  Charles  A.  Fowler,  Jr.,  Johnson,  Neb. 

FOR  SALE— Stock  of  about  $8,000,  consisting  of  gen- 
eral hardware,  harness,  heating  and  plumbing.  This 
place  has  always  made  money.  Investigate  fully  by 
writing  to  Sar-Ekerpth  Hardware  Co.,  Wakefield,  Neb. 
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A  COMMUNICATION. 

Read  this  and  afterwards  read  second  article  centre 
column,  page  76,  Hardware  Age,  June  5  issue.  -Comments 
are  superfluous. 

May  19th,  1913. 

Roy  F.  Soule,  Editor, 

Hardw^are  Age, 
New  York. 
Dear  Mr.  Soule : 

I  am  in  receipt  of  the  first  issue  of  the  Hardware  Age, 
also  your  favor  of  5-15,  requesting  an  expression  of 
opinion  of  this  first  issue  and  suggestions  for  improve- 
ments. 

I  take  it  that  you  want  an  honest  expression,  which  of 
course  will  mean  the  waste  basket,  and  it  is  perhaps  the 
best  place  for  it. 

The  first  issue  of  the  Hardware  Age  is  a  work  of  art, 
exquisitely  gotten  up,  and  duly  reflects  great  credit  on 
the  use  of  money  and  brains,  and  doubtless  will  work 
out  its  object  as  outlined  in  the  second  and  third  para- 
graphs, page  140. 

However,  I  read  the  last  two  paragraphs  on  the  mis- 
sion of  the  Hardware  Age,  and  I  am  sorry  to  be  com- 
pelled to  state  that  I  doubt  the  Hardware  Age's  sin- 
cerity. If  you  can  tell  me  how  you  are  going  about  it  to 
make  bigger,  broader,  stronger  merchants  of  the  Retail 
Hardware  Dealer  that  market  90  per  cent  of  the  hard- 
ware products  and  then  take  the  money  for  exploiting 
the  wares  of  the  manufacturer  in  glowing  advertise- 
ments, who  furnish  the  goods  to  the  big  retail  dealers 
of  Chicago,  etc.,  (M.  0.  houses)  at  prices  that  enables 
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that  retailer  to  undersell  the  retailers  whose  cause  you 
profess  to  champion,  I  say,  if  you  can  tell  me  how  you 
can  reconcile  these  policies,  I  will  feel  better. 

The  tendency  of  the  times  is  tow^ard  the  man  who  has 
the  longest  financial  pull,  and  the  Hardware  Age  is  no 
exception  as  yet,  and  the  under  dog  has  to  take  his 
medicine.  Now  if  you  should  print  above,  every  ad.  for 
those  (who  say  the  people  be  damned)  a  simple  state- 
ment as  follows : 

These  peojjle  sell  to  catalogue  houses,  or  these  people 
don't  sell  to  catalogue  houses,  we  w^ould  know  where 
your  interests  lay.  Loyal  jobbing  houses  do  it,  why 
could  not  you?  Tt  w^nild  be  information  to  the  uniniti- 
ated. Such  houses  should  not  and  doubtless  would  not 
have  any  objection  and  you  would  not  be  required  to 
take  your  linen  to  wash. 

With  kindest  personal  regards,  T  am. 
Sincerely  yours, 

NATTTAN  ROBERTS. 


Nathan  Roberts,  Secretary. 

Dear  Sir:— I  have  read  several  of  the  Ironmongers, 
and  am  very  mucli  taken  with  it,  and  1  knov/  that  every 
hardware  man  that  reads  it  will  benefit  by  it. 

Enclosed  find  stamps  for  two  years'  subscription,  $.5,0. 
Keep  the  good  work  going;  we  all  need  it. 

Truly  yours, 

J.  H.  PRICE,  Florence,  Neb. 


?^rany  a  man  is  almost  barefoot  because  he  rides  a 
liobby. 
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A  LETTER  FROM  MR.  ABBOTT. 

i\lr.  Nathan  Roberts,  Secy., 

Lincoln,  Neb. 
Dear  Mr.  Roberts : 

Your  favor  of  the  14th  received. 

Thanks  very  much  for  your  good  letter.  It  certainly 
shows  appreciation. 

I  will  say  that  the  manufacturers  treated  me  most  cor- 
dially, and  in  my  talks  with  many  of  them  individually, 
they  realized  the  importance  of  the  retailer's  position, 
and  the  problem  seems  to  be  how  best  to  go  at  it.  I  was 
very  much  encouraged  by  a  few  of  them  stating  that 
their  goods  in  controversy  were  going  to  be  corrected, 
that  is,  they  were  going  to  use  their  best  endeavors  to 
place  the  retailer  right  on  the  selling  end  of  their  goods. 
Yours  sincerely, 

L.  C.  ABBOTT. 


A  CORRECTION. 

In  the  list  of  contributors  to  the  Berlin  boys,  the  name 
of  Mr.  Mallett  appeared  as  Iron  Age;  it  should  read 
Daniel  T.  Mallett,  Hardware  Dealers'  Magazine,  New 
York  City. 


The  following  paid  us  the  compliment  of  a  pleasant 
call  this  month:  C.  B.  Diehl,  Stratton;  John  Forrest, 
Pender;  D.  F.  Dolan,  Weston;  E.  D.  Spadt,  Crete. 


A  mother  does  not  have  to  go  to  a  law  book  to  learn 
what  she  ought  to  do  for  her  children.  Her  heart  tells 
her. 
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MERCHANT  NEEDS  CATALOGUE  STUDY; 

HOW  FARMER  TAUGHT  THE  LESSON 

Henderson  smothered  an  almost  irrepressible  desire  to 
choke  Farmer  Wilkes  as  the  latter  stalked  triumphantly 
out  of  his  store  after  having  decidedly  the  best  of  a 
rather  fierce  verbal  encounter.  The  farmer's  decisive 
victory  was  due  chiefly  to  the  fact  that  he  had  all  the 
evidence  on  his  side,  and  it  has  always  been  a  difficult 
matter  to  refute  cold,  hard,  undeniable  facts. 

Wilkes  had  not  called  Henderson  a  thief — just  exactly 
• — but  he  had  showed  him  a  number  of  articles  listed  by 
a  ,certain  mail  order  concern  at  prices  far  below  those 
asked  by  the  dealer,  insinuating  that  the  latter  was 
either  making  exorbitant  profits,  or  was  not  buying  at' 
bottom  prices. 

After  having  a  little  time  to  cool  off  and  reHect  iniel- 
ligently  on  the  matter,  Henderson  admitted  to  himself 
that  he  had  been  a  little  lax  in  the  buying  end  of  his 
business,  but  so  far  as  big  profits  were  concerned  he 
scarcely  knew  what  they  were. 

Henderson  became  suddenly  aware  of  the  fact  that  he 
needed  some  education  on  prices.  The  farmer  actually 
knew  more  about  what  his  goods  should  sell  for  than  he 
knew  himself.  Through  his  ignorance  of  })rices  he  had 
paid  so  much  for  these  goods  that  he  could  not  ask  a 
decent  profit  without  charging  his  customers  more  than 
they  were  actually  worth. 

How  many  retail  merchants  are  in  the  same  predica- 
ment? The  retailer  is  in  business  to  supply  the  wants 
of  his  community;  on  this  community  he  depends  for 
Jiis  commercial  existence.    Then  most  certainly  one  of 
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his  chief  duties  to  his  customers  is  to  supply  them  with 
merchandise  at  as  small  cost  as  they  can  be  supplied 
elsewhere,  allowing  a  reasonable  amount  for  service, 
seeing  the  goods  before  buying,  etc. 

A  thorough  knowledge  of  catalogue  house  prices  will 
prove  of  wonderful  assistance  to  the  merchant  in  ef- 
ficiently handling  the  buying  end  of  his  business,  for  he 
is  then  able  to  know  when  he  is  being  charged  prices 
that  will  not  permit  of  competition  with  these  concerns. 
Of  course,  even  with  such  knowledge,  considerable 
stamina  and  backbone  are  necessary  to  stand  up  and  de- 
mand his  rights,  but  a  continual  hammering  along  this 
line  w^ill  produce  astonishing  results,  and  the  merchant 
will  soon  be  surprised  to  see  how  much  cheaper  Jie  is 
getting  his  goods  than  before.  He  cannot  expect  the 
best  prices  if  he  simply  orders  the  goods  and  leaves  the 
matter  of  price  to  the  other  fellow;  he  must  have 
knowledge  of  price  conditions  and  use  it  to  the  best  pos- 
sible advantage. 


CARD  OF  THANKS. 

Nathan  Roberts, 
Lincoln,  Neb. 

Dear  Sir : — Yours  of  June  3rd  regarding  draft  of  May 
6th  for  $305.00  contributed  by  the  N.  R.  H.  A.  on  ac- 
count of  cyclone  March  23,  was  received  with  many 
heartfelt  thanks.  You  may  publish  a  card  of  thanks  in 
the  Ironmonger.  Am  very  grateful  to  our  members  for 
same,  as  it  is  a  great  help  to  me. 

Yours  truly, 

L.  F.  TIEDE,  Berlin. 
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CORRECTIONS  TO  BE  MADE  IN  THE  1913 
DIRECTORY. 

Please  make  these  while  you  think  of  it. 

Erase  the  name  U.  S.  Vacuum  Cleaner  Company, 
Bradford.  Pa.,  retired. 

Erase  the  name  Brownell  Brusli  &  AVire  Goods  Com- 
pany, Cincinnati,  Ohio.  ^  > 

Erase  the  name  Akron  Cultivator  Company,  Akron, 
Ohio. 

Av^sociated  Maiiiif acturers  Co.,  Waterloo,-  Iowa.  Don't 
handle  sweep  rakes,  but  do  handle  Gasoline  Engines, 
Electric  Li^'ht  Plants,  Earm  Gates,  Pump  Jacks,  Cream 
Separators,  Power  Washing'  Machines,  Wood  Saws. 
Feed  Grinders,   Concrete  IMixers. 

Change  Addresses. 

PTerschel  R.  Mfg.  Co.,  to  Omaha,  Neb.. 

Beatrice  Creamery  Company  to  Lincoln,  Nel). 

Oxweld  Acetylene  Co.,  instead  of  Oxweld  Apparatus 
Mfg.  Co.,  Chicago,  111. 

H.  J.  Jolms  ^Mansville  Co.,  to  Omaha,  Neb. 

Sharpies  Separator  Co.,  to  Chicago,  111. 


Referring  to  this  book,  1  have  faith  that  those  to 
whom  it  was  mailed  have  followed  my  suggestion  and 
are  saving  i-t  for  handy  and  future  use.  It  is  due  us. 
as  well  as  those  who  assisted  in  financing  the  plan,  that 
we  use  it  as  a  guide  in  ordering  our  needs  from  our 
jobbers.  Every  one  of  these  advertisers  are  loyal  to  our 
i]it(*rests,  and  why  should  we  not  be  awake  to  our  own 
interests. 

I  iHso  siiu'u'ested  writing  these  people  to  mail  catalogtie 
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of  their  lines,  and  so  build  up  a  reference  library  of 
value  and  profit  to  the  trade.    Have  you  done  it? 

The  majority  of  these  advertisers  are  interested  in 
Nebraska  merchants  either  through  their  distributors  or 
direct. 

The  time  may  come  when  a  closer  connection  may  be  ^ 
needed,  and  now  is  the  time  to  start  the  initiative.  Why 
delay? 


NEBRASKA  HARDWARE  MUTUAL  INSURANCE 
REPORT  FOR  MAY. 


The  more  is^rowth  we  get  the  greater  profits  we  have, 
the  larger  dividends  to  be  returned.  Are  you  adding 
your  part  to  that  growth?  Do  you  know  of  any  legiti- 
mate enterprise  that  returns  you  20,  25  or  80  per  cent 
on  your  net  investment?  There  are  those  who  prefer  to 
send  their  money  out  of  the  state  for  insurance,  in  some 
cases  where  there  are  dividend  earnings  to  swell  the 
surplus  in  other  states,  and  in  a  great  man}^  cases  the 
money  sent  away  is  that  much  lost  to  the  state  for  good. 
I  believe  the  wise  and  in  the  end  the  most  profitable 
plan  is  to  help  build  up  our  own  state  enterprises. 
Money  kept  in  the  home  helps  to  strengthen  and  en- 
large home  resources;  and  who  can  best,  and  is  most 
likely  to  take  care  of  home  troubles  than  the  members 
of  that  home?  Let  us  be  loyal  and  true  to  our  own  in- 
terests first  and  we  will  be  better  able  to  help  outsiders 


Insurance  in  force  F.  and  T 

Cash  balance   

Losses  paid  in  May   

Dividends  paid  to  members 


$2,004,026.00 
24,187.05 
144.00 
576.39 
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later.  Let  us  bring  our  insurance  up  to  the  three  mil- 
lion mark  before  the  close  of  1913.  Will  you  do  your 
share  ? 


COLLECTION  OF  ACCOUNTS. 

I  am  plannnis:  to  add  a  collection  bureau  to  our  work 
for  the  members  if  they  have  accounts  they  cannot  pull 
in  of  $30.00  or  over.  I  will  try  them  out  for  you  on 
a  basis  of  10  per  cent  and  5  per  cent  office  expense. 
,1  hold  a  bond  for  $50,000  guaranteeing  faithful  re- 
turns. No  collections,  no  charge.  Nothing  to  lose  if 
nothing  won.  If  your  last  inventory  has  developed 
such  conditions,  let  ns  try  it.  I  can  handle  smaller 
accounts  but  in  any  amount  less  than  $30.00  the  mini- 
mum collecting  charge  will  be  $3.00  and  5  per  cent 
office  expense. 


Wanted:  A  clean  up  to  date  stock  of  Hardware  in 
a  town  of  about  2,000,  value  about  $7,000,  in  exchange 
for  quarter  section  of  clear  good  land  in  Phillips  county, 
Colorado,  about  two  miles  from  county  seat,  value 
$5,000,  balance  cash.    Address  this  office. 


Many  a  boy  goes  to  the  bad  because  he  has  nothing 
to  do  that  he  likes  to  do. 

The  difference  between  success  and  failure  is  often  a 
mere  matter  of  courage. 

How  many  people  would  be  speechless  if  they  couldn't 
talk  about  themselves. 

The  kind  of  love  that  is  trying  to  make  the  world 
better  has  no  fear  of  criticism. 
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A  FEW  HELPFUL  THOUGHTS 


Partly   Borrowed   From   Others,   and   Part  My  Own 
Experience. 

The  writer  proposes  under  the. above  heading  to  sim- 
ply outline  in  the  next  few  issues  of  the  I.  M.,  a  few 
pointers  along  the  line  of  salesmanship  upon  which  the 
reader  may  expand.  Time  and  space  prevents  me  from 
going  into  detail,  but  those  who  desire  to  study  the 
subject  for  themselves  will  find  some  food  for  thought, 
application  and  I  hope  benefit. 

The  first  essential  is,  The  secret  of  successful  sales- 
manship. There  are  five  elements  or  paiticular  motives 
that  enter  into  every  mental  desire  made  by  man  or 
w^oman  in  closing  a  purchase.  Run  over,  in  your  mind 
all  the  various  purchases  you  ever  made  or  heard  of 
and  see  if  you  cannot  attribute  each  one  directly  to 
one  of  these  motives : 

First,  gain  of  money. 

Second,  gain  of  utility. 

Third,  gratifying  your  pride. 

Fourth,    satisfaction  of  caution. 

Fifth,  yielding  to  weakness. 

Sometimes  tw^o  or  more  motives  have  a  part  in  the 
purcbase,  but  there  is  always  one  main  motive. 

Why  doeis  a  woman  buy  at  a  sale?    Gain  of  money. 

Why  does  the  wage  earner  buy  real  estate  ?  Gain  of 
utility. 

Why  does  the  young  man  buy  a  diamond  stick  pin? 
Gratify  pride. 

AVhy  does  a  man  buy  an  insurance  policy?  Satis- 
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faction  of  caution. 

Why  does  a  woman  often  buy  that  she  really  does 
not  need?    Yielding  to  weakness. 

Aanalyze  any  sale  ever  made  and  at  the  bottom  you 
will  find  that  one  of  these  motives  was  aroused  in  the 
buyer  before  he  was  willing  to  buy.  If  these  conclus- 
ions are  fundamental,  and  I  think  they  are,  it  naturally 
follows  that  if  you  secure  an  order  from  a  prospective 
customer  it  is  becaus:e  of  what  he  thinks  and  therefore 
ready  and  willing  to  buy,  is  a  result  of  certain 
thoughts. 

You  to  be  successful  must  lead  him  to  those  thoughts, 
unsuspecting  and  unconscious  on  his  part.  You  must 
plan  out  the  general  lines  of  all  you  are  going  to  do  and 
say  ISO  that  your  action  and  every  word  will  keep  the 
prospect's  mind  working  always  toward  the  point  where 
he  will  be  willing.  So,  the  first  vital  point  in  selling, 
after  you  have  learned  your  goods  or  your  proposition 
is  to  settle  on  what  your  customer  must  think  before 
he  buys  and  how  you  can  lead  him  to  think  it. 

It  is  only  the  haphazard  salesman  who  gets  mixed, 
confused,  baffled  and  finally  squelched.  The  man  who 
knows  exactly  what  he  is  aiming  at  and  has  a  definite 
plan  for  getting  there,  can  be  interrupted,  bothered  and 
argued  with,  but  he  always  sticks  to  the  main  line  and 
comes  out  of  every  difficulty  with  his  face  towards  the 
straight  course. 

The  salesman  must  arouse  the  motive,  the  motive 
creates  willingness  to  buy;  the  salesman  must  take 
advantage  of  this  willingness  and  turn  it  into  resolve; 
he  must  close. 
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After  you  have  correctly  picked  the  strongest  motive 
to  arouse,  ways  of  arousing*  it  come  naturally,  ^and 
often  thj?  best  part  will  be  quickly  worked  out  the 
instant  you  hit  the  right  motive. 

When  you  acquire  the  knack  of  going  back  of  the 
prospect's  words  and  reading  his  thoughts  and  when 
you  have  the  gift  of  answering  in  a  way  to  change 
his  thoughts  if  aganist  you,  or  encourage  them  if  for 
you,  you  will  have  that  power  of  commanding  the  in- 
terview, that  marks  the  top  notch  s-alesman. 

Let  me  try  to  illustrate  the  point  of  my  argument, 
^frs.  Blank  is  in  your  store  buying  a  fly  swater ;  that 
well  polished,  trim  and  neat  steel  range  you  have  set 
up,  looking  toward  fall  prospects,  has  attracted  her 
attention.  She  has  perhaps  already  been  looking  up 
the  picture  books  published  in  Chicago,  and  is  as  she 
thini  s  pei  s:iaded  that  she  can  only  be  served  right  by 
ordering  from  them,  gain  of  money  being  her  motive. 
You  have  turned  to  wait  on  another  customer,  but  still 
have  your  business  eye  open  and  your  mind  alert.  Mrs. 
Blank  is  about  to  pass  out,  in  tl:e  meantime  you  are 
on  to  your  job  and  before  she  gets  beyond  your 
threshold  you  will  not  say,  ''do  you  need  a  range, 
Mrs.  Blank,"  as  she  would  at  once  reply  ''no,"  but  you 
do  say  "that  is  a  fine  piece  of  goods  Mrs.  Blank,  I  isold 
one  to  Mrs.  A,  B  and  C,  last  fall  and  they  are  im- 
mensely pleased  with  the  work  it  does,  the  economy 
in  fuel,  and  its  lasting  qualities  are  guaranteed,  and 
especially  Mrs.  C  told,  me  that  she  could  bake  a  pan 
of  biscuits  all  done  and  nicely  browned  in  ten  minutes." 
You  can  use  such  short  crisp  expressions  as  these  and 
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you  have  aroused  Mrs.  Blank's  motive  of  caution  and 
utility.  She  perhaps  asks  you  the  price,  but  you 
have  deaf  ears  to  that  question,  you  are  trying  to 
annul  her  supposed  motive  of  gain  of  money  and  in- 
stead of  ansvvering  you  step  up  to  the  range  in  question 
•and  proceed  to  show  up  its  many  points  that  appeal  to 
the  motive  that  you  are  trying  to  build  up  in  her 
mand  and  against  all  opposition  hold  to  it  until  you 
feel  that  you  have  her  thinking  as  you  desire  and  then 
the  price  becomes  a  secondary  motive  with  her.  Cau- 
tion from  buying  untried  goods,  utility  for  getting 
goods  that  have  been  tried  and  perhaps  a  little  self 
pride  to  have  as  good  as  her  neighbors,  have  won  you  a 
sale,  and  a  confident  custoiner,  and  selling  becomes  an 
art  instead  of  a  discouraging  routine.  Follow  this  line 
of  procedure,  appealing  ahvnys  to  a  motive  in  the  mind 
of  your  customer  that  leads  them  to  think  as  you  want 
them  too,  and  the  rest  is  easy.  The  principle  applies 
to  every  phase  of  human  nature  and  it  is  only  for  you 
to  master  its  r(M|uirements  to  make  a  success  of  your 
])usiness.    (  ontinued  in  the  next  issue. 

A  CO- WORKER. 


COPY  OF  A  LETTER 


Mailed  to  E?.ch  County  Atorney  in  the  State. 

My  Dear  Sir : 

T  desire  to  refer  you  to  Sec.  10961-10962-10963  of 
('()l)l)ey's  Annotated  Statutes  for  Nebraska  1911,  entitled 
Peddlers'  License  Law,  and  would  solicit  your  earnest 
and  faithful  co-operation  toward  carrying  out  its  re- 
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(juirements. 

You.  are  no  doubt  interested  in  the  welfare  and 
betterment  of  your  county  and  the  merchant  citizens 
of  the  towns.  '  Those  who  pay  taxes  and  help  sustain 
the  god  credit  of  your  community. 

To  that  end  we  need  your  assistance  in  doing  your 
duty  to  prevent  those  outside  of  your  county  doing  a 
peddling  business  in  your  county  and  towns,  before 
complying  with  the  requirements  of  the  law,  to  the 
detriment  and  loss  of  your  home  merchant  and  tax 
payers. 

May  we  anticipate  your  co-operation? 

Sincerely  yours, 
NATHAN  ROBERTS,  Secretary. 


COPY  OF  LETTER  MAILED  TO  JOBBERS. 

Gentlemen : 

There  is  a  disposition  by  many  of  the  salesmen  of 
the  Hardware  Jobbers,  to  place  new  stocks  in  towns 
that  good,  safe  business  does  not  warrant.  I  am  sure 
that  this  feature  of  merchandising  is  not  given  as  care- 
ful attention  and  consideration  as  the  cases  merit. 

Undue  influence  is  brought  to  bear  by  your  repre- 
sentative to  induce  men  who  have  no  hardware  ex- 
perience, and  no  acumen  in  such  ventures,  to  launch 
out  with  a  new  stock  in  almost  every  instance  where 
the  business  is  already  overdone.  This  can  servo  no 
good  end  and  will  eventually  revert  back  to  the  detri- 
ment of  both  the  jobber  and  retailer,  whether  estab- 
lished already  or  starting  afresh.     A^^ill  you  not  co- 
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operate  with  me  in  this  matter  and  let  us  work  toG^ether 
for  the  greatest  good  to  all. 

A  letter  to  me  will  bring  a  prompt  answer,  unbiased 
and  in  justice  to  the  town,  village  or  hamlet  and  to 
you.,  whether  or  no  a  new  stock  is  justifiable. 

This  letter  in  duplicate  is  mailed  to  every  jobber 
doing  business  in  Nebraska.    Write  me  your  verdict. 

Sincerely  yours, 
NATHAN  ROBERTS,  Secretary. 
Nebraska  Retail  Hardware  Association. 


You  ean  never  tell  how  much  a  man  has  missed  it 
until  you  know  what  he  was  trying  to  hit. 

Tn  too  many  homes  the  Bible  on  a  center  table  means 
no  more  than  a  horseshoe  over  the  door, 

Solomon  never  tried  to  explain  why  nine  men  out  of 
every  ten  will  suspend  all  other  business  to  look  at  a 
dog  fight. 


Those  who  are  in  arrears  for  1913  Hardware  Asso- 
ciation dues  should  stir  up  their  pride  a  little.  There 
will  be  a  meeting  called  of  the  Directors  for  July,  and 
your  secretary  would  dearly  love  to  be  able  to  report  to 
them,  as  well  as  publish  in  the  next  issue  of  the  Iron- 
monger, that  every  member  of  the  N.  R.  H.  A.  had  his 
1913  dues  paid  up.  That  would  be  glorious  crowing, 
'  wouldn't  it?  The  number  who  are  yet  back  is  surpris 
ingly  small. 
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Alliance  News 

Our  correspondent  at  Alliance  writes  us  that  doings 
are  lively  in  that  neck  of  th^  woods.  The  Nebraska 
Stockmen's  convention  is  on  for  June  25,  26  and  27th, 
with  all  it  means.  Broncho  busting,  cowboy  stunts  of 
all  kinds,  horse  racing  and  the  many  features  pulled  off 
at  a  frontier  celebration.  Wish  we  could  spare  the  time 
and  price  to  go.   Can't  you? 

Our  good  loyal  members,  McCreary  Bros.,  of  Scotts 
Bluffs,  met  with  hard  luck  in  the  same  storm  that  dev- 
astated Seward  a  short  time  ago.  They  had  eight  plate 
glass  windows  broken  in  their  store  front  besides  much 
other  damage  to  their  stock  and  buildings.  The  storm 
in  that  section  did  a  great  deal  of  damage  to  property, 
also  personal  injury  and  some  loss  of  Hfe  is  reported. 

The  cold  snap  a  few  days  ago  makes  seasonable 
goods  seem  out  of  season.  Heaters  instead  of  refriger- 
ators might  seem  more  interesting  and  comfy. 

There  is  a  big,  broad,  smiling  welcome  to  every  west- 
ern hardware  man  to  run  up  to  Alliance  during  Frontier 
Days. 


Hardware  boys  who  are  attending  the  Furniture  and 
Undertakers'  convention  in  Lincoln  this  week,  and  who 
have  paid  this  office  a  pleasant  visit,  are:  G.  E.  Lund- 
gren,  Wausa,  J.  W.  Armstrong,  Auburn,  Wm.  Whalen, 
Cook,  P.  C.  Carstensen,  Curtis. 
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The  Nebraska  Hardware  Mutual  Insurance  Com- 
pany stands  for  a  principle,  the  basic  foundation  of  vvhich 
is  equal  justice  to  all  its  members.  At  the  present  time 
there  exists  in  the  state  a  condition  that  is  not  based 
along  fair  and  equable  lines.  Some  members  are  paying 
full  board  rates,  which  I  take  it  is  right  they  should,  pro- 
vided that  these  board  rates  are  based  upon  the  cost  of 
insurance  for  carrying  such  risks.  Others  again  are  ob- 
taining cut  rates  not  commensurate  with  the  risk  and 
much  below  the  cost  of  insurance  for  such  risks.  The 
policy  of  this  company  has  been  to  meet  any  reasonable 
rate  made  by  reputable  stock  companies.  The  profits 
every  year,  after  laying  aside  a  sum  as  surplus  and  con- 
tingent fund  to  meet  losses,  are  paid  back  to  members 
as  dividends  on  their  investment  in  policies  of  insurance. 
Whether  all  are  getting  the  most  out  of  it  is  for  you  to 
figure.  However,  we  hope  for  some  plan  to  materialize 
soon  whereby  writing  insurance  will  be  based  upon  the 
cost  of  carrying  each  risk  upon  the  basis  of  its  own  mer- 
its. 


"Did  you  know,"  said  the  successful  merchant  pom- 
pously, "that  I  began  life  as  a  barefoot  boy?^ "  "Well," 
said  his  clerk,  "I  wasn't  born  with  shoes  on,  either." 


It  was  after  the  distribution  of  prizes  at  a  Sunday 
school.  "Well,  did  you  get  a  prize?"  asked  Johnny's  ma- 
ma. "No"  said  John,  "but  I  got  a  horrible  mention." 
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BARKER^S  WEEDER,  MULCHER  &  CULTIVATOR 

A  good  side  line  to  handle.  Is  made  and  controlled  by  a  member  of 
the  N.  R.  H.  A.  Write  Zellinger  Bros.  David  City,  Neb.,  for  price,  and 
full  particulars. 
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Hot,  hotter,  hottest.  Brain  torpid,  muscles  lax,  don't 
care  a  darn  whether  school  keeps  or  not.  Such  are  the 
feelings  we  have  to  overcome  in  trying  to  keep  up  our 
end,  especially  this  hot  weather. 

Some  one  has  said  a  duty  well  performed  is  as  a 
rainbow  in  the  soul.  Let's  chase  that  rainbow,  and  let 
the  thermometer  go  to — we  have  lived  through  many 
such  and  still  have  a  fighting  chance.  The  battle  is  to 
the  survival  of  the  fittest. 

A  learned  sage  of  yore  at  one  time  got  the  bile  of  his 
stomach  by  arriving  at  the  axiom  of  he  who  thinks  suc- 
cess attains  success.  There  are  about  800  of  us  hard- 
ware merchants  who,  if  each  of  us,  old  or  young,  rich 
or  poor,  have  any  bile  where  no  bile  ought  to  be,  let  us 
apply  this  hot-weather-don 't-care-if-I-do, — don't-care-if-I 
dont,  —  indifferent,  —  disinterested,  —  apathy,  antidote, 
(think  success  and  get  success)  and  in  all  probability  we 
will  catch  a  glimpse  of  that  rainbow. 

I  am  surmising  with  a  doubtful  guess  whether  or  not 
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my  reader  has  permitted  to  soak  through  his  brain  cells 
the  effort  to  solve  what  I  am  driving  at,  but  before  1 
get  through  if  you  follow  me,  there  will  be  no  guessing 
about  it. 

The  hot  weather  comes  and  goes  but  the  laggards 
stay  along. 

The  hap-hazard  has  the  hot  weather  malady  3C5  days 
in  the  year,  and  more  if  they  could  be  crowded  into  the 
calendar.  On  the  other  hand  distressing  circumstances 
can't  effect  him  who  thinks  success,  unless  it  might  be  to 
push  him  forward  to  the  goal  he  is  reaching  for. 

'The  think  success  text  has  many  many  applications 
and  can  be  broadened  out  to  fit  every  phase  of  life  work. 

The  think  success  man  is  constantly  on  the  look  out 
for  ideas,  ideas  suggest  other  ideas,  ideas  broaden  into 
successful  planning,  planning  breeds  application,  appli- 
cation enriches  the  bank  account.  Opportunities  are 
knocking  at  our  door  for  entrance  and  we  spurn  them  as 
intruders.  It  is  harder  work  for  many  to  think  and  act 
than  it  is  for  them  to  pile  nails  (100  pounds  in  a  keg) 
eight  high  all  day  long,  I  have  done  both  and  speak  from 
the  text,  if  we  should  open  wide  the  penitentiary  doors 
and  bid  the  boys  depart  in  peace,  do  we  fancy  we  hear 
them  say,  let  us  abide  the  ills  we  have  rather  than  flee 
to  those  we  know  not  of,  I  am  acclimated  now  and  used 
to  darkness  and  drudgery,  and  would  be  a  stranger  in 
light  and  freedom.  I  have  lost  the  power  or  ability  to 
think  success.    No,  you  will  agree  with  me  that  every 
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mother  .son  of  them  would  attempt  to  be  the  first  to 
gain  his  freedom  from  thraldom.  We  dislike  more  than 
you  can  estimate  to  draw  this  analogy,  but  is  the  picture 
overdrawn?  "When  we  consider  as  a  composite  member- 
ship the  hardware  men  in  Nebraska  and  state  to  you 
that  the  door  is  open  wide  to  liberty  and  success,  and 
we  prefer  to  hug  to  our  bosom  the  old  plodding  drudg-' 
ery,  and  starving  of  body  and  soul  rather  than  easier 
methods  to  freedom  and  successful  attainment.  Our 
text  is  before  us  in  letters  of  gold  (think  success). 

For  many  years  we  have  heard  the  cry  from  Maci- 
doiiia,  come  over  and  help  us. 

The  jobber  has  been  appealed  to,  cajoled,  entreated, 
to  bear  part  of  the  burden  that  rightfully  is  his  duty  to 
share,  his  universal  reply  is  Nil.  His  place  in  the  com- 
mercial world  as  a  buyer  for  you  has  been  tried  out 
and  found  wanting,  he  has  violated  his  trust,  and  mis- 
construed his  msision. 

He  created  the  mail  order  house  and  the  child  of  his 
birth  has  turned  to  smite  the  hand  that  fed  him  and 
now  he  has  not  the  manhood  nor  the  integrity  of  soul 
to  protect  you  from  the  child  he  fostered  and  fed,  there- 
fore when  he  fails  to  serve  you,  and  protect  your  inter- 
ests against  the  encroachment  of  his  over-mature  baby, 
it  becomes  your  duty  to  discharge  him  and  look  else- 
where *f  or  better  service  at  a  reasonable  ♦compensation. 
He  has  fed  long  enough  on  your  credulity  and  con- 
fidence. 
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If  you  are  in  the  class  who  is  effected  by  hot  weather 
keep  on  till  the  sheriff  gets  you.  If  you  are  not,  wake  up 
to  the  situation,  gather  your  sheckles  together  and  strike 
off  the  shackles  that  bind  you. 

Money  talks,  and  it  is  the  only  remedy  for  fish  and 
fowl  treatment  from  those  who  know  your  condition  and 
barter  for  gain  at  your  expense.  There  are  ways  and 
means  opening  to  us  every  day  whereby  we  can  buy 
goods  that  net  us  nice  profits  over  any  competition  that 
exists  in  these  United  States,  but  it  takes  money  to  get 
them.  Promises  to  pay  won't  go,  cold  cash  commands 
the  situation,  you  have  it,  or  others  have  it  or  will  soon, 
that  belongs  to  you. 

There  has  not  been  for  the  past  five  or  six  years  as 
good  prospects  to  collect  what  is  due  you,  don't  fail  to 
embrace  the  opportunity,  it  knocks  at  your  door.  Pay 
your  just  debts  and  start  fresh  on  a  cash  basis  to  buy 
on,  and  a  cash  or  on  demand  plan  of  selling,  and  you 
will  find  the  doors  opening  wide  to  new  achievements, 
new  friends,  pastures  green  and  business  become  a 
pleasure  instead  of  slavery  and  drudgery,  and  discourage- 
ment will  be  buried  beyond  resurrection. 

There  is  no  business  in  existence  as  interesting,  so 
full  of  diversity  and  opportunity  for  growth  as  Hard- 
ware, and  still  it  contains  more  discouraged  and  dis- 
heartened men  per  cent  than  any  other  line,  why  is  this? 
Consider  our  text,  type  and  prototype,  come  out  from 
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among  them,  do  business  on  busineses  principles,  remem- 
ber success  only  attend  those  who  prepare  themselves 
to  enjoy  it. 

Now  as  to  the  open  door  for  all  those  who  are  ready 
to  avail  themselves  of  its  opportunities,  I  will  say  that 
our  national  officers  have  for  the  past  two  years  at  least 
put  forth  strenuous  efforts  to  better  conditions  and  have 
come  out  openly  and  fearlessly  on  the  question  of  their 
inability  to  obtain  the  desired  relief  from  our  buyer,  the 
jobber.  When  all  efforts  failed  in  that  line,  they  opened 
up  channels  of  distribution  that  will  eventually  place  us 
on  a  buying  basis  second  to  none.  As  the  channel  deepens 
and  broadens,  the  manufacturers  are  becoming  less  timer- 
ous  about  treading  upon  sacred  toes.  They  recognize  the 
signs  of  the  times  and  are  trimming  their  sails  accord- 
ingly. 

The  National  Bulletin,  July  number,  contains  a  pink 
insert  of  limited  number  of  lines  quoting  open  prices  in 
comparison  with  the  M.  0.  quotations  that  leave  you  a 
good  profit  on  every  item,  or  if  you  want  to  go  into  this 
on  a  larger  scale,  (and  I  urge  you  to  do  so  now)  sub- 
scribe $2.00  a  year  to  the  Successful  Merchant,  537  South 
Dearborn  street,  Chicago,  111.,  and  get  in  touch  with 
goods  and  prices  that  will  bring  a  smile  to  the  disconso- 
late. Still  further  we  are  trying  to  complete  arrange- 
ments w^hereby  you  will  get  standard  lines  in  such 
quantities  as  your  trade  warrants,  at  factory  cost.  Lines 
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that  today  are  under  contract  to -  jobbers  and-^etatrolled 
by  them.  "We  don't  care  a  whoop?"  for  Chicago  compe- 
tition if  we  get  the  price,  and  mark  what  I  say,  we  will 
work  it  out  for  you  before  long.^ 

Now  let  us  for  a  moment  look  at-  the  other  side  of  the 
question.  It  takes  two  to  mahe  a  bargain:,  if  you  persist 
in  staying  behind  the*^  bars  wheii  the  gates  sire  wide 
open  for  freedom,  v/ho  is 'to  lilame  ?  I  might  blow««the 
trumpet,  of  the^  arch  angel  1  ut  with  your  ears  stOpWd 
and  your  eyes  closed,  and -your  senses  dulledv^ihy  effoi-ts 
are  in  vain^  ^  "We  can't  push 'the  ear  of  progress  alone,  'it 
takes  every  member  df  the^^-N.  R.  H.  A.  to  'help  .start  it, 
.are  you  iii  or.  not  ?  ■  ^  ^  r>       '  : 

This  office  is  open  ten  hours  a  day  and  if  there  is 
one  thing  gives  us  more  pleasure  than  another,  it  is  to 
receive  letters  from  the  bo^^s  on  knotty  questions,  seek- 
ing more  light  or  showing  an  interest  in  pi?6gresgive 
methods.  We  have  ^ight  hundred  members,  arid' sad  to  say 
less  than  5  per  cent  show  any  interest  in  their  own  wel- 
fare, and  after  all  is  said  and  done  this  stubborn  fact 
is  the  reason  for  the  jobber's  attitude  in  refusing  to 
move  in  the  direction  of  asstiming  some  6f  the  burdens 
of  trade  conditions.  Is  it  to  be  always  sol  If  so  we 
are  ready  to  qiiit  trying  for  bettermi^nt  to  the  '(^raft,  on 
the  other  hand  if  you  will  help'  push  we '11  get -there  in 
whatever  our  hearts  are  set  to  accomplish.  ^  ' 

•  EDITOR. 
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LETTERS  FROM  COUNTY  ATTORNEYS. 

Befermg  to  page  19,  June  issue,  entitled, -^^  Letter  to 
G<Dunty  Attorneys,"  upon  which  we  have,  urged  ..coroper- 
ation  from  the  members  of  the  N.  R..H.  A.,  we  reproduGG 
here  a  very  few  replies  for  lack  of  space  for  more. 
However,  these  few  show  the  spirit  to  help  eradicate  the 
pedter  iievily  iand  now  it  is.  up  to  you  to  help  also.  It  is 
your  bread- and  buttifeir.  ."We  ares  inore  than  willing  and 
reody— will  you  -doi;yciar  shared 

I  am  -  now  ^looking  iiito  -thev  feasibility  of  •  concerted 
action  along -this  ;line:     .  ■:  h*--- 

iiT  Holt  Gounty. 
Nathan  -Roberts,Secy.  ^  '•:  •  •  - 

•  :  I)ear  Sir  :  ■  Replying  to  your  recent- letter  , calling  our 
attentio:iii:i;t'0  the  sections;  of  the  statute  covering  pedler's 
Mc^nse  will  say  tiiat  th-ese- sections-  are  enforced  in  this 
county- as  fari-^s  the  factSi-coine  to  our  knowledge. 
■;;!;•  ■         ■  v;.  - :  -Yghts  truly,  ■ 

^  .         V  :    iCOUNTY  ATTORNEY. 

Kearney  County. 
Mr.  Nathan 'Roberts,  Secy. 

Dear  Sir:  Your  communication  of  yesterdoy,  in  re- 
gard to  the  statute  regarding  meddlers  plying  their  trade 
outsid'^  ^of 'th^  iricorpor^ited  c'ties  and  villages,  was  re- 
ceived this  morning.  ^ 

This  is  a  subject  upon  whii  h  T  am  pleased  to  have  on 
opportunity  .to  write  to  ypu.  AYithin  the  last  year  or 
eighteerj  ; months  ,  there  have,  been  two  prosecutions  in 
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this  county  under  our  statute  against  peddlers,  but  no 
concerted  effort  has  ever  been  made  to  prevent  their 
working  in  the  county,  or  to  follow  their  efforts  by 
criminal  prosecution. 

So  far  as  I  have  been  able  to  ascertain  there  seems  to 
be  a  disposition  throughout  the  state  to  not  enforce 
the  act  and  I  feel  that  it  is  an  act  which  should  either 
be  enforced  generally  throughout  the  state,  or  repealed. 

If  there  is  to  be  a  concerted  effort  to  enforce  this 
act,  no  one  need  hesitate  to  lay  facts  of  its  violation 
before  me  at  any  time,  and  tlie  evidence  being  sufficient 
it  will  be  prosecuted.  Moreover,  I  am  ready  at  any  and 
all  times  to  prosecute  any  violator  of  this  act  whenever 
facts  sufficient  for  a  conviction  are  laid  before  me,  and 
there  is  any  one  who  cares  to  sign  the  complaint. 

From  the  nature  of  your  letter,  I  take  it  that  it  is  a 
letter  that  you  are  sending  general  throughout  the  state, 
and  I  am  glad  that  you  are  bringing  this  matter  out  in 
a  public  manner  because  if  the  act  is  not  to  be  enforced 
it  certainly  should  be  repealed. 

I  would  be  pleased  to  hear  further  from  you  in  re- 
gard to  this  matter. 

Respectfully  yours, 

COUNTY  ATTORNEY. 

Richardson  County. 

Nathan  Roberts,  Secy. 

Dear  Sir:  In  reply  to  yours  of  the  13th  inst.,  will 
say  that  I  shall  be  very  glad  to  co-operate  with  you  in 
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the  inforcement  of  Sections  10961  to  10963,  inclusive, 
regarding  the  peddlers'  license  law. 

I  have  had  no  complaints  along  this  line  coming  to 
me  for  investigation  this  year. 

Since  receiving  your  letter,  I  have  been  wondering 
what  could  be  done,  if  anything,  Avith  reference  to 
agents  taking  orders  for  houses  in  other  states  and 
shipping  the  goods  to  the  agent,  or  to  tlie  order  of  the 
hou^e  in  this  state,  and  then  delivering  them  to  the  per- 
sons whose  orders  have  been  taken.  I  believe  it  is 
generally  thought  that  any  interference  with  this  busi- 
ness is  interferrirjg  v:ith  interstate  commerce,  but  it 
would  seem  to  me  that  if  the  goods  have  been  shipped 
to  this  state  and  are  in  the  hands  of  the  seller  in  this 
state,  that  the  element  of  interf erring  with  interstate 
commerce  would  be  lacking:  in  other  words,  that  if  a 
house  in  Chicago  ships  goc  ^s  to  themselves  or  their 
agent  in  Nebraska  that  after  the  goods  reach  Nebraska 
and  are  in  possession  of  thc^  agent  it  would  no  longer 
be  entitled  to  the  protection  (  f  the  interstate  commerce 
laws. 

Wish  you  would  have  your  attorney  think  this  over 
and  let  me  have  his  views        the  matter. 

Yours  truly, 

COUNTY  ATTORNEY. 
Colfax  County. 
Mr.  Natlian  Roberts,  Secy. 

Dear  Sir:    T  received  your  letter  of  yesterday  nnd  in 
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reply  will  say  that  I  believe  the  matters  you  suggested 
therein  are  important,  but  that  my  experience  covering 
about  nine  years  as  county  attorney  has  been  that  the 
merchants  of  the  smaller  towns  have  not  co-operated 
with  the  county  atorney  in  enforcing  this  law. 

I  have  often  thought  of  talking  the  initiative  myself 
and  have  at  times  spoken  to  various  merchants  in  dif- 
ferent parts  of  the  county,  but  there  seems  to  be  no 
united  plan  by  which  men  of  this  character  can  pursue 
their  calling  unlawfully. 

It  is  A^ery  celdom  that  thi'y  attempt  the  county  seat 
towns.  I  believe  they  carry  their  business  mostly  from 
the  villages  and  smaller  towns, — where  the  livery  men 
are  often  in  league  with  the  fellow\s  in  order  to  make 
a  drive. 

If  the  mercantile  interests  cf  the  state  of  Nebraska 
would  take  this  matter  up  together  and  have  a  well 
defined  plan  of  action,  I  am  satisfied  that  they  will  find 
all  of  the  prosecutors  throughout  the  state  willing  to 
compel  the  offenders  to  obey  the  law.  The  purpose  of 
the  law  is  good  as  it  secures  a  revenue  and  in  a  measure 
protects  the  merchant  and  if  properly  enforced  would 
certainly  prevent  a  great  deal  of  fraud  being  perepe- 
trated  upon  the  consumer. 

1  am  entirely  in  sympathy  with  your  letter  and  shall 
be  pleased  to  call  the  attention  of  the  sheriff  to  the 
provisions  of  our  statute. 

COUNTY  ATTORNEY. 
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Loup  County. 

Will  prosecute  any  complaint  made  under  above 
statutes,  if  there  is  a  reasonable  show  of  conviction, 
but  the  trouble  is  the  merchants  do  not  look  after  this 
as  they  should,  and  make  no  complaints. 

Yours  truly, 

COUNTY  ATTORNEY. 


A  FEW  GOOD  THOUGHTS. 

Copied  verbatim  from  the  National  Secretary's  general 
letter  to  the  members  of  the  Indiana  association  of 
whom  Mr.  Corey  is  also  secretary.  They  contain  meat 
fit  for  us  Bug-eaters  as  well  as  the  Hoosiei^s/ 

June  21,  1913. 

To  Our  Members: 

Seme  state  secretaries  get  the  idea  that  members  won't 
read  long  letters  from  their  secretary,  especially  if  they 
relate  to  more  than  one  subject.  My  opinion  of  the 
Indiana  bunch  is  that  they  will  not  only  read  but  will 
remember.  Therefore,  I  am  giving  you  several  thoughts 
for  hot  days  and  when  you  l^.ave  read  them  please  hand 
to  others  in  the  firm  and  then  file  for  future  reference. 

You  may  not  agree  with  all  the  points  covered.  Con- 
ditions in  city  and  country  towns  are  not  entirely  alike 
and  this  shades  our  view  points.  On  the  average  we 
can 't  get  far  apart. 

This  letter  is  not  meant  to  discourage.  It  should  put 
you  on  your  guard.   Build  co-operation  and  friendly  con- 
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sideration  between  local  dealers.  Strengthen  your  hold 
upon  your  community  trade  and  enable  you  to  own 
your  stock  at  nearer  an  even  cost  with  your  out-of-town 
competitors. 

From  many  towns  come  reports  "business  good".  An 
increase  of  direct-to-consumer  sales  are  also  reported  in 
some  localities.  Also  compLr.:its  that  jobbers'  salesmen 
do  not  manifest  much  interest  in  giving  prices  that  will 
permit  of  meeting  catalog  competition. 

There  are  some  clouds.  Banks  have  raised  interest 
rates  and  curtailed  loans.  ^  ome  cencern  is  felt  as  to 
the  effect  of  legislation  at  Washington;  big  money  is 
going  into  unproductive  automobiles  and  the  cities  and 
mail  order  houses  are  sapping  some  of  the  life  blood 
from  the  country  town  business  and  investments.  Prac- 
tical merchants  will  watch  the  signs  of  the  times,  get 
all  the  business  possible  and  be  prepared  for  emergencies. 

Nails.  Some  members  w^ho  have  carefully  weighed 
nails  as  taken  from  kegs  report  short  weights.  Nail 
makers  express  doubt  and  hesitate  to  make  allowance. 
You  are  entitled  to  100  lbs.,  net  on  nails  and  we  re- 
quest that  you  make  a  test  and  write  us  the  result, 
naming  the  maker  and  of  vviiom  bought.  There  isn't 
profit  enough  in  the  retail  business  to  stand  for  leaks  in 
t':e  nail  keg. 

Advertise.  The  Members'  Advertising  Service  of  the 
N.  R.  H.  A.  is  offered  to  you  at  much  less  than  cost. 
These  store  catalogs  have  been  improved  and  right  now 
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the  Jones  Hardware  Co.,  Richmond,  Ind.,  is  preparing 
the  largest  one  we  have  ever  undertaken. 

This  advertising  plan  we  believe  is  the  best  ever  de- 
vised for  the  country  retailer,  but  like  all  other  advertis- 
ing it  must  be  followed  up  and  kept  up  to  bring  best 
results.  A  catalog  should  be  distributed  at  least  in 
spring  and  fall  and  it  is  not  too  early  to  start  right 
now.  We  will  be  glad  to  have  Mr.  Sheets  send  you  sam- 
ple catalogs  and  full  information  as  to  cost,  etc.,  if  you 
desire. 

Catalog-  Scheme:  AYe  still  hear  occasionally  of  a 
member  investing  in  the  Omaha  Syndicate  of  Retailers 
Factory  Catalog  Scheme.  While  we  have  no  faith  in 
any -advertising  that  aims  to  build  up  mail  buying  or 
shows  a  line  of  goods  you  do  not  handle,  still  w^e  are 
anxious  and  willing  to  learn  and  if  any  member  who 
receives  this  letter  has  tried  out  any  one  of  these 
schemes  with  satisfactory  results  we  want  to  hear  from 
him.  Anyway,  tell  us  of  your  experience ;  will  hold 
any  information  confidential  if  you  desire. 

Price  Advance.  Rumors  come  to  us  that  the  new  Chi- 
cago catalogs  will  show  many  increased  prices.  That 
owing  to  the  continual  demand  by  retail  hardware  men 
for  a  more  even  cost,  catalog  houses  are  finding  it  harder 
to  get  manufacturers  to  name  them  special  price  favors. 

This  ought  to  encourage  every  member  to  investngate 
catalog  house  prices  closer  and  insist  stronger  than  ever 
upon  buying  at  prices  that  will  enable  you  to  compete. 


14 


THE  NEBRASKA  IRONMONGER 


Let  us  urge  you  to  read  the  Hardware  Bulletin  more 
carefully,  and  help  push  the  price  campaign  it  is  con- 
ducting. 

Overcanvassed.  AVe  are  told  by  men  who  should 
know  that  Indiana  is  the  most  overcanvassed  state  in  the 
union.  A  paint  manufacturer  recently  excused  a  direct 
sale  at  wholesale  price  to  a  dead  beat  painter  by  claiming 
that  other  factories  ''were  doing  it"  and  he  presented 
evidence  to  prove  it.  A  stove  maker  explained  that  the 
reason  he  sold  to  a  barber  and  a  butcher  was  because 
he  couldn't  get  an  agent  in  the  town. 

A  jobber  sold  guns  and  ammunition  to  a  hotel  man 
and  county  clerk  and  when  the  traveling  man  was 
cornered  he  justified  the  transaction — ''because  the  regu- 
lar dealers  were  not  giving  him  any  business.''  Special 
traveling  men  are  trying  to  save  us  the  trouble  of  sell- 
ing our  local  factories,  saw  mills,  carpenters  and  garages. 
They  swarm  everywhere,  only  we  don't  see  them. 

Who  is  to  blame?  AVho  can  regulate? — Careful  now. 
It  isn't  the  jobber  or  the  manufacturer  altogether,  for 
they  tell  us  it  costs  big  money  to  travel  to  your  store 
just  to  write  down  what  you  need  (and  some  things  you 
don't  need).  Also,  they  claim  that  you  like  lots  of  can- 
vassing and  are  willing  to  pay  for  it.  How  about  the 
people  you  sell  to?  Do  they  cheerfully  and  unanimously 
pay  the  bill?  The  point  we  make  is — It's  up  to  you.  You 
can  certainly  send  more  orders  by  mail,  buy  of  fewer 
houses,  secure  lower  prices,  and  better  terms,  thus  put- 
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ting  a  check  on  this  expensive  overcanvassing,  which  we 
are  paying  for  and  which  catalog  houses  avoid. 

Price  Importance.  The  lowest  price  made  to  catalog 
houses  establishes  a  mase,  for  the  retail  price  which  is 
quoted  openly  to  your  customers  and  which  you  must 
meet  and  compete  with  if  you  hold  your  trade.  Price 
constitutes  of  the  argument  that  influences  con- 

sumers to  buy  by  mail. 

Quick  delivery,  privilege  of  examination  and  com- 
parison, are  services  that  justify  your  asking  10%  more 
than  the  mail  order  price.  More  is  dangerous,  especially 
on  common  hardware  items.  Put  the  catalog  house  quo- 
tation opposite  every  item  on  your  want  book  and  insist 
in  buying  at  prices  that  allow^  3^ou  ta  compete.  You 
must  have  a  certain  amount  of  profit.  You  must  sell 
the  goods  to  get  that  profit. 

Are  you  buying  at  the  right  price?  You  w^ould  be 
made  clear  through  if  you  only  knew^  the  inside  facts. 
If  your  traveling  man  cuts  the  price  to  favor  you  he 
probably  goes  lower  to  sell  another  fellow.  Especially 
if  this  other  fellow  discounts  his  bills,  has  inside  cost 
knowledge  and  is  shrewd  in  price,  haggling.  Traveling 
men  ar^e  nothing  more  or  less  than  clerks  for  wholesale 
houses.  NOW  LISTEN— Suppose  you  had  10  clerks 
where  5  could  do  all  the  work.  Suppose  you  marked 
3  retail  prices — high,  medium,  botom — on  goods  and  then 
paid  clerks  on  a  basis  of  profit  they  could  wring  from 
customers.    Would  it  work  out  successfully?    Why? — ^Is 
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this  the  reason?  Your  customers  live  in  one  community 
and  mig'ht  discover  what  their  neighbors  paid;  or  is  the 
consumer  a  wdser  man  than  the  merchant?  Or  does  one 
jobber  add  more  salesmen  because  another  does  and 
neither  will  decrease  the  force  for  fear  the  other  might 
get  some  advantage? 

Any  way  we  figure  we  must  pay  the  bill  and  our  at- 
tempt to  pass  the  expense  onto  the  consumer  is  making 
some  of  us  a  lot  of  trouble  and  the  worst  is  to  come. 
Understand,  we  have  no  feeling  against  traveling  men. 
We  like  them  personally  and  so  do  you,  but  friendship 
is  a  mighty  bad  influence  in  buying.  The  future  of  the 
traveling  , man  depends  upon  your  success  and  all  trade 
you  lose  means  less  business  for  them.  This  is  a  war  of 
systems — Not  of  individuals. 

Auditing  Freight  Bills.  Some  of  our  members  have 
contracted  with  the  Western  Freight  Traffic  Assocaition 
of  Chicago  to  audit  their  freight  bills.  We  believe  this 
company  to  be  reliable  and  trustworthy.  Any  experience 
to  the  contrary  will  be  promptly  looked  after  if  reported 
to  us. 

Re-Sale  Price  Decision.  A  recent  supreme  court  de- 
cision prevents  manufacturers  who  make  patented 
articles  from  establishing  a  resale  or  uniform  price  if 
goods  are  bought  from  jobbers.  This  will  affect  hard- 
ware more  than  any  other  line.  We  already  notice  cut 
prices  on  Gillette  and  other  brands  of  safety  razors, 
also  some  of  our  best  tools  and  household  specialties 
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Manufacturers  are  very  much  concerned  about  the 
situation  and  are  trying  to  discover  some  practical  plan 
that  will  protect  their  reputation  and  insure  a  reasonable 
profit  for  the  dealer.  In  the  meantime  our  advice  is*  to 
maintain  the  usual  and  established  prices  as  far  as 
possible;  especially  is  this  true  of  specialties  bought 
direct  from  manufacturers,  as  the  above  court  decision 
applies  only  to  goods  bought  from  second  hands  or 
jobbers. 

Write  us  often.  Give  us  more  information  concerning 
business  conditions  over  the  state. 

Yours  truly, 

M.  L.  COREY, 

Secretary. 


A  LETTER  OP  APPRECIATION. 

Chadron,  Nebr.,  July  2. 
Nebraska  Hdw.  Mut.  Ins.  Co., 

Lincoln,  Nebr. 
Dear  Sirs: 

I  appreciate  the  prompt  settlement  of  my  fire  loss 
which  occurred  June  20th,  and  check  received  here  July 
2nd.  Your  adjustment  was  entirely  satisfactory.  I 
have  had  adjustment  with  several  companies;  however, 
your  check  was  the  first  that  I  received. 

Yours  truly, 

ROBERT  McNAIR. 
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INSURANCE  EEBORT  FOR  JUNE  30,  1913. 

Insurance  in  force.  .  ♦  «  ^  .  .  .;.  .  ...  .  . .  .  . ,.  .  . .  .$2,045,526.00 

Cash  balance   ,  ...  m  i .  . . ;  . ....  .-.^    .  v  24,679.57 

Dividends;  .paid  to -members      .  ......  .  .  .  i  .  v  379.80 

^  .  At  the  semi-annual:  meeting  of  the  insurance,  board, 
July  >10,<  some  -good  work  w:as*  stimulated,,  among  the 
most  important  being -.a  decision  to  withdraw  from  tor- 
nado insurance  risks,- and  while  we  will  not  cancer; any 
tornado  insurance  in  force  for  the  present,  the  secreta-ry 
was :  instructed  ?not  to  write  any  more.  We  have  at /this 
time  $76,000  in  force  for  the  total  premiums  paid  ^ of 
$185.00.  Comment  is  unnecessary;  think  over  the  situa- 
tion for  yourself; 

We  have  under  advisement  the  wisdom  of  withdrawing 
from  general  store  risks  where  hardware  is  handled  and 
includes  dry  goods,  clothing,  etc.  In  such  cases  we 
will  carry  risk,  on  hardware  part  only,  . 

The  board  are  all  hard-headed  business  men  and  are 
honestly  working  for  the  very  best  interests  of  the 
craft.  We  want  that  policy  you  have  been  planning  to 
send  in.    Do  it  now. 

The  semi-annual  report  sho\ts  strong  and  steady 
growth.  If  you  have  not  seen  it  we  will  be  glad  to 
mail  you  one. 


Are  you  using  the  1913  Directory  to  direct  your 
line  of  purchases.  You  should  if  you  are  not.  They  are 
reliable. 
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A  FEW  HELPFUL  THOUGHTS  CONTINUED. 

In  the  June  issue  Was  outlined  a  ., £ew  criUm|)s,:j€^r 
thought  for  those  who  care  to,,  enlarge  .on  tjiem.  ..^A'^e 
tried  to  outline  in  .  a  brief  mariner  that  a  motive  lay 
back,  (pf  .every  purchase  that  is  made,  and  the  siiccessful 
salesman  must,  after  he  has  decided  in.his  oyv'n.mind 
the  motive  best  to  be  appealed  to,  )vork  toward  making 
that  motive  the  result  of  his  argument,  and  tjie  purchase 
of  the  article.. in  issue. 

:  .  After  feeling  your  way  carefully  ,  and  not  until  you 
are  convinced  that  your  prospect  is  thinking  along  the 
lines  you  wish  him,  too,  don't  attempt  to.  close..  If  you 
find  that  your  customer  has  not  been  following  your 
lead,  you  better  change  your  tack  rather  than  attempt 
closing  as  you  will  surely  fail.  A  large  per  cent  of 
those  who  are  called  good  salesmen,  are  poor  closers 
for  this  very  reason.  In  four  sales  out  of  five,  no  mat- 
ter what  motive  has  made .  a  prospect  interested,  and 
got  him;  on  the  fence,,  the  motive  that  closes  is  weak- 
ness. 

When  you  are  laying^  out  your  methods  for  closing  re- 
melnber  it  is  easier  for  a  customer  to  go  forward  thau 
backward,  being  easier  to  go  forward,  it  is  up  to  you 
to  do  some  gentle  pushing,  pressure  to  bring  the  weak- 
ness' motive  or  disinclination  to  resist  into  play.  Arouse 
all  the  motives  you  can  in  your  sale,  work  your  customer 
up  to'  being  willing  to  buy,  then  start'  gently,  politely 
pushing.    Make  it  harder  for  him  to  go  backward  and 
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turn  you  down  than  it  is  to  go  forward  and  order. 
This  is  the  secret  of  a  successful  close. 

Remember,  however,  that  persistency  is  not  salesman- 
ship, in  itself  it  is  more  of  a  bore  than  anything  else. 
But  persistency  covered  up  by  diplomacy  and  tact  is 
added  strength  to  your  selling  ability.  I  remember  a 
case  that  will  serve  to  illustrate  my  point.  A  lady  came 
into  our  store  to  look  at  a  refrigerator  I  had  the  pleasure 
of  waiting  on  her,  and  I  think  this  taught  me  my  first 
lesson  on  the  difference  between  incorrect  and  correct 
persistance.  After  getting  my  bearings  as  to  the  kind  of 
a  one  she  had  in  mind  to  buy,  I  discovered  by  a 
little  diplomatic  questioning  that  she  was  quite  pleased 
with  a  refrigerator  handled  by  one  of  the  department 
stores,  that  they  sold  for  $26.50.  I  made  up  my  mind 
at  once  if  I  should  sell  her  it  must  be  one  of  my  best 
make.  We  handled  for  our  best  line  at  that  time  the 
Herrick,  enameled,  that  we  sold  for  $38.00  of  equal 
size  and  capacity  to  the  one  she  had  in  mind.  I  at  first 
took  her  to  one  of  about  the  style  and  size  she  had 
priced  elsewhere,  went  over  it  thoroughly  with  her,  ex- 
plaining its  good  points,  casually  pointing  out  a  few 
weaknesses  but  not  enough  to  bring  them  into  promi- 
nence, in  fact  I  wanted  to  impress  on  her  mind  my 
apparent  intention  of  avoiding  saying  much  about  tf'cm. 
How  much,  she  asked,  I  promptly  told  her  $25.00;  she 
said  I  believe  I  like  the  refrigerator  so  and  so  has  better. 
This  was  at  once  the  opportunity  I  was  waiting  for.  I 


THE  NEBRASKA  IRONMONGER 


21 


said,  can  I  encroach  on  your  time  a  moment  in  showing 
you  a  piece  of  goods  of  real  merit,  and  in  showing  up 
the  better  box  I  went  into  it  with  all  the  zeal  and  en- 
thusiasm I  was  capable  of,  and  without  taking  up  the 
space  here,  of  my  argument,  explained  sanitary  f  :»atures, 
saving  of  ice,  showed  her  how  it  would  pay  for  itself  in 
a  given  time  over  any  other  box  in  the  market,  etc., 
several  times  she  interrupted  by  asking  the  price,  but  I 
did  not  hear  her  question,  finally  when  I  saw  she  was 
thoroughly  interested  I  ran  the  two  boxas  together  and 
compared  them,  pointing  out  that  the  weak  places  in 
one  were  the  strong  points  in  the  other,  such  as  lining, 
circulation,  sanitation,  etc.  I  was  ready  to  answer  her 
question  of  price.  The  difference  appalled  her  and  in 
many  cases  would  have  lost  a  sale  of  either.  Now 
mark  the  closing  and  the  pushing  forward  proc3ss, 
taking  out  my  watch  I  said,  this  has  been  a  most  inter- 
esting interview  for  me  and  smiling  my  blandest,  do  you 
believe  it  we  have  occupied  twenty  minutes,  I  should 
not  ordinarily  have  spent  half  that  time  but  when  T 
meet  a  lady  who  is  skeptical  and  yet  at  the  same  timo 
reasonable,  it  is  like  food  and  drink  to  me  to  show  tliis 
splendid  piece  of  goods  and  to  one  so  appreciative  it  is 
time  well  spent.  Do  you  note  this  skeptical,  reasonable 
and  entitled  to  special  consideration.  In  other  words 
instead  of  standing  still  on  the  proposition  of  paying 
an  excess  of  $13.00  and  perhaps  impartially  weighiog 
the  proposition  she  at  once  began  moving  my  way.  Now 
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was  my  time  to  push  gently  and  forceably  so  I  said  you 
are  conservative  and  doubtless  regard  economy  as  a 
virtue,  you  can  see  that  if  she  did  not  buy  my  best  box 
she  would  in  her  own  mind  be  neither  conservative  nor 
economical  and  reserving  a  few  of  my  best  points  of 
quality  argument  to  this  time,  I  had  no  further  difficulty 
in  closnig  a  sale  with  her. 

There  is  a  logical  time  to  close  a  sale  and  we  some- 
times miss  our  calculation  by  endeavoring  to  close  too 
soon,  as  soon  as  you  see  that  your  customer  is  interested 
you  attempt  to  close,  but  should  you  have  misfired  don't 
get  worried.  This  is  a  good  time  and  place  to  exploit  on 
the  merits  of  your  goods  as  proven  by  Jones,  etc.,  or 
some  other  talk  not  directly  connected  with  the  article, 
anything  of  an  interesting  nature  to  bring  your  custom- 
er's attention  back  to  the  vital  point  and  when  you 
attempt  to  close  again  you  will  find  it  easier. 

Next  issue  I  will  try  to  show  up  our  weak  points  and 
how  to  correct  them. 

A  CO-WORKER. 

Can't  you  get  those  1913  dues  in  to  me  before  July 
24th.  I  want  to  report  you  in  good  standing  before  the 
board.    Do  it  now.    You  will  forget  it  tomorrow. 

"Wanted — A  competent  hardware  man  with  fair  knowl- 
edge of  tin-smithing  and  furnace  work  in  a  town  of 
about  500  in  eastern  Nebraska.  A  good  place  for  the 
right  man.  Particulars  at  this  office  or  write  "Western 
Merc.  Co.,  Western,  Nebr. 
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Refering  to  article  on  page  20,  June  issue  of  the 
Ironmonger,  entitled,  ' '  Copy  of  Letter  Mailed  to  Job- 
bers,'' I  have  had  replies  from  nearly  all  the  jobbers 
and  while  'I  would  like  to  publish  them,  so  all  could 
judge  for  themselves  the  interest  taken  in  your  well- 
fare,  pro  and  con.  I  do  not  think  it  would  be  wise  to 
give  them  even  the  little  publicity  our  paper  enjoys. 
However,  if  any  member  in  good  standing  desires  the 
information  for  his  own  personal  benefit,  I  will  be  glad 
to  forward  him  copies  of  the  same. 


A  meeting  is  called  for  July  24,  at  1 :30  p.  m.,  of  the 
Board  of  Directors  of  the  N.  B.  H.  A.,  to  consider  im- 
portant matters  pertaining  to  our  next  convention,  par- 
ticulars of  which  will  appear  in  the  August  issue.  If  any 
of  the  boys  are  in  Lincoln  on  that  date  and  can  attend, 
you  will  be  heartily  welcomed. 


I  have  not  heard  as  much  as  I  had  expected  from  the 
pedler's  nuisance.  Have  you  any  trouble  along  that 
line.  Why  not  air  them?  Let  me  hear  from  you.  We'll 
fix  them. 


The  news  from  Alliance  indicates :  Vacation  time  cele- 
brations, chautauquas,  automobile  trips  and  waiting  for 
business.  A  little  dry  in  spots.  But  a  good  prospect  for 
lively  fall  business. 
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How  about  freight  bill  auditing.  Send  them  in,  we 
are  hard  at  work  on  those  you  sent  in  and  will  report 
soon. 


The  office  enjoyed  a  visit  this  month  from  the  follow- 
ing genial  members : 

Dir.  Wm.  Kinzel,  Wisner. 
H.  G.  Markel,  Nebraska  City. 
C.  E.  Hastert,  Shelby. 
H.  0.  Cole,  Peru. 
Prank  Hacker,  Friend. 

H.  N.  Town,  Lincoln.  ; 
E.  N.  McAllister,  Grand  Island.  ,  ' 

Mr.  Spadt,  Crete.  .  > 

M.  D.  Hussie,  Omaha. 
Tom  Nelson,  Springfield. 

L.  F.  Hollo  way,  Fremont.  i         i  : 

S.  C.  Oak,  Seward.  , 
Dan  Kavanaugh,  Fairbury. 
C.  K.  Lawson,  Hastings. 


PURE  LINSEED  OIL 

4c  per  Gallon  below  the  Market,  f.  o.  b.  Lincoln 
BOILED  49c  Gallon  RAW  48c  Gallon 

If  Ordered  at  Once 
H.  C.  WITTMAN,      •      LINCOLN,  NEBR. 
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1873—1913  I  can,  and  most  of  you  do  remember, 
every  year  of  the  forty  that  span  our  lives  between  the 
above  dates;  also  you  recollect  that  in  the  earlier  year, 
was  born,  the  greatest  enemy  to  legetimate  and  honest 
merchandising. 

With  its  untimely  birth  was  brought  to  the  United 
States  in  its  worst  form,  the  acme  of  selfishness,  greed 
and  aggrandizement.  In  these  forty  years  it  has  fed 
and  grown  fat  on  the  credulity  of  the  people.  In 
return,  the  credulity  of  the  masses  has  fed  and  expanded 
on  their  own  inert  selfish  shortsightedness  in  reaching 
out  for  that  which  does  not  exist,  something  for  noth- 
ing, to  the  detriment  of  their  own  community  and'  their 
own  best  interest  in  growth  and  prosperity. 

It  took  us  over  twenty-five  years  to  wake  up  to  the 
situation  and  what  it  meant  to  our  welfare  and  even 
existence.  For  the  past  fifteen  years,  we  have  groped 
in  the  dark  for  relief  and  a  way  out,  until  1913,  while 
there  is  a  little  light  in  the  horizon,  of  our  mercantile 
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life,  we  are  still  a'sking  the  vital  question,  what  shall  the 
harvest  be. 

At  Philadelphia,  October  29th,  1912,  Woodrow  Wil- 
son uttered  the  keynote  to  our  deliverance  when  he 
said: 

''Safeguard  American  men,  against  unfair  competi- 
tion, and  they  will  take  care  of  themselves/' 

Ah!  That  is  the  word.  Safeguard,  but  how  far 
will  this  government  go  to  accomplish  that.  How  long 
will  it  take  them  to  see  that  unless  safeguarded,  con- 
gested centers  of  vice  and  crime  will  be  the  rule  instead 
of  the  exception  and  the  rural  towns  and  villages  will 
become  overgrown  with  weeds  and  a  place  of  desola- 
tion, (in  fact,  as  some  are  now.) 

We  have  a  rather  unequal  show  and  a  meager  ex- 
istence to  say  the  least,  but  I  have  the  faith  to  believe 
that  this  Government  of  ours,  will  yet  see  their  way 
clear  to  equalize  things  and  minimize  the  evils  we  have 
to  combat. 

However,  we  have  a  remedy  in  part  in  our  own 
hands  and  we  are  unwise  to  work  along  the  lines  of 
doing  business  in  1873.  You  will  remember  in  those 
days,  our  profits  warranted  a  different  mode  of  doing 
business  than  profits  do  today.  We  carried  a  customer 
anywhere  from  three  to  twelve  months.  In  fact,  annual 
settlements  was  the  rule  instead  of  the  exception.  How 
is  it  now?  Is  it  not  true  that  the  majority  of  us  are 
carrying  dead  timber  on  our  books,  as  long  as  we  did  in 
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1873.  How  about  the  profits?  Are  we  getting  the 
margins  to  warrant  it?  I  think  I  am  safe  to  assert  that 
your  average  per  cent  will  not  exceed  gross  33%  per 
cent,  at  least  I  will  use  it  to  illustrate  my  point,  so  that 
at  the  end  of  the  year,  that  customer  you  have  trusted 
for  $100.00  and  who  has  taken  a  year  to  pay  it,  returns 
you  $25.00  on  your  investment.  Now  supposing  you  did 
business  <>n  the  basis  of  1913  conditions,  and  you  sold 
same  customer  $100.00,  thirty  days,  and  you  made  it  a 
condition  that  he  meet  his  obligation  promptly,  at  the 
end  of  thirty  days,  you  have  the  profit  of  $25.00  and  in 
addition  thereto  have  $100.00  to  invest  again  and  this 
continues  accumulative  for  one  year.  What  has  that 
investment  of  $75.00  done  for  you.  $75.00  invested  plus 
$100.00  thirty  days  plus  2  per  cent  for  discount  every 
thirty  days,  gives  you  for  discount,  one  year,  $24.00  or 
24  per  cent,  and  gives  you  for  profit  on  original  invest- 
ment of  $75.00,  reinvested  every  month,  $300.00  or  400 
per  cent,  and  in  addition  thereto  gives  you  $25.00  every 
month  to  reinvest,  which  on  the  same  ratio  of  profit 
turns  you  back  $6.25  every  month,  or  per  year,  $75.00  or 
300  per  cent,  and  this  is  figured  without  adding  profit  on 
the  larger  accrued  amount  towards  the  end  of  the  year, 
$399.00.  Add  the  original  investment  of  $75.00,  and  we 
have  $474.00  on  our  $75.00  investment  a  year  ago. 

Suppose  you  extend  a  credit  of  sixty  days,  your 
$100.00  has  only  earned  $150.00,  or  one-half.  If  you 
extend  a  credit  of  ninety  days,  it  will  then  only  have 
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earned  for  you  $100.00,  or  one  quarter,  and  so  you 
can  see  what  long  credits  mean  to  you. 

Do  you  wonder  why  doing  business  under  1913 
conditions,  do  not  pan  out  as  they  did  in  1873  on  100  per 
cent  or  more  profit?  Come  let  us  wake  up  and  do 
business  upon  the  same  basis  or  nearly  so,  as  our  cash 
before  delivery  neighbors  are  doing.  Why  should  you 
be  played  for  suckers  by  letting  the  money  of  your 
community  go  elsewhere  and  you  are  left  to  hold  the 
sack,  or  worse  still,  go  busted?  I  hope  this  homily  will 
awaken  within  the  breast  of  every  member  of  the  N.  R. 
H.  A.'s  a  mania  for  figures  and  follow  results  to  their 
conclusions,  for  if  you  multiply  my  problem  by  $150 
or  $15,000  a  year  business,  you  can  see  where  it 
lands  you.  Of  course,  these  figures  illustrate  what  the 
banker  and  saloonkeeper  does  with  his  money  by  keep- 
ing it  constantly  turning.  In  our  case  we  have  to  carry 
more  or  less  slowly  turning  stock,  but  the  principle  is 
the  same  and  the  gist  of  the  whole  matter  is  that  a  man 
doing  a  close  cash  business,  can  turn  his  stock  faster, 
therefore  can  do  the  business  with  less  capital  and 
should  be  able  to  do  a  $15,000  business  on  about  $2,500 
to  $3,000  stock,  thus  turning  his  capital  four  or  five 
times.  Try  it,  you  are  bound  to  win  out  under  the  most 
adverse  circumstances,  and  in  addition  thereto,  Chicago 
M.  O.  prices  will  not  have  the  terror  for  you  that  they 
now  have.   Money  talks  at  home  and  abroad. 
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District  Chairman 
President  McAlllister  will  shortly  appoint  a  Chair- 
man in  each  Congressional  District  whose  principal 
duties  shall  be  to  oversee  the  welfare  of  the  craft  in  his 
own  district,  suggest  changes  and  improvements  where- 
ever  needed,  and  to  canvass  his  district  for  a  candidate 
to  each  elective  ofifice,  before  the.  annual  election  the 
name  to  be  written  out  and  handed  to  the  Nominating 
Committee  the  first  day  of  the  Convention.  To  submit 
either  an  oral  or  written  report  of  his  district  to  the 
Annual  Meeting  and  other  duties  that  may  devolve  on 
such  an  officer. 


Co-operation  a  Living  Issue 
I  have  had  a  number  of  letters  from  members  that 
are  working  with  me  along  lines  that  count.  Some 
have  written  to  a  few  manufacturers,  and  have  had  re- 
plies along  the  usual  sterotyped  form.  My  own  replies 
on  direct  correspondence  with  the  factories  would  fill  a 
bushel  basket. 

The  story  of  the  Indian  and  the  white  man  who 
went  hunting  together  seems  to  illustrate  their  general 
purport.  They  got  a  turkey  and  an  owl;  in  the  division 
of  the  game,  the  white  man  proposed;  "now,  Vl\  take 
the  turkey  and  you  can  have  the  owl,  or  you  can  take 
the  owl  and  Vl\  take  the  turkey.''  The  axiom,  never 
send  a  friend  on  a  fooFs  errand  go  yourself,  is  appropo. 
If  every  one  of  our  eight  hundred  members  would  write 
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personal  letters  to  the  manufacturers  of  standard  goods 
in  our  line  setting  forth  the  difficulties  we  encounter  in 
selling  these  products  with  a  profit,  it  would  have  a 
saliant  effect. 

Read  the  following  letters  written  by  E.  D.  Jimerson 
of  Liberty,  since  our  last  issue;  perhaps  others  have 
written  also,  if  so,  I  would  like  to  know  it.  If  you  have 
not,  do  it  now  and  send  in  copies.  I  will  try  and  pub- 
lish your  letters  and  the  answers  yo  j  receive.  I  would 
like  very  much  to  be  able  to  state  that  for  lack  of  space 
I  would  not  fully  comply. 

Liberty,  Neb.,  July  18,  1913. 
Mr.  Nathan  Roberts,  Sec,  Lincoln,  Nebr. 

Dear  Sir:~I  am  inclosing  copies  of  letters  which  I 
have  written  to  a  few  manufacturers  in  regard  to  prices. 
Being  a  small  dealer  in  a  small  town  I  do  not  expect  to 
derive  any  benefit  from  these  letters,  but  I  believe  that 
if  all  the  dealers  in  small  towns  would  write  the  fac- 
tories in  regard  to  prices  on  trade  mark  goods,  that  are 
advertised  in  catalogues  at  a  lower  price  than  we  can 
sell  them  that  we  would  be  benefited  by  it.  What  good 
does  it  do  us  for  these  factories  to  advertise  their  goods 
in  the  farm  papers  if  we  can  not  meet  the  advertised 
retail  price  and  make  a  profit.  I  believe  that  most  of 
the  dealers  in  the  small  towns  are  doing  just  what  I 
have  been  doing,  letting  our  Association  officers  do  the 
work  in  this  fight  for  better  prices.  This  is  the  first 
that  I  have  done,  but  I  expect  to  keep  it  up,  as  it  only 
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takes  a  little  time  and  a  postage  stamp  to  let  a  factory 
know  that  the  catalogue  house  price  is  unfair  to  the 
retail  dealer  in  the  small  town. 

Yours  truly, 

M.  D.  JIMERSON. 
Liberty/ Neb.,  July  21,  1913. 
Oneida  Community,  Ltd.,  Oneida,  N.  Y. 

Gentlenien:— On  page  24,  National  Hardware  Bulle- 
tin, you  have  a  very  nice  display  ad  with  the  wording 
^^To  the  VICTOR  belong  the  spoils."  If  you  would 
change  this  to  'To  the  Oneida  Community,  Ltd.,  and 
the  retail  catalogue  house  belong  the  spoils,''  you  would 
be  stating  the  real  fact.  How  many  hundreds  of  dealers 
do  you  suppose  are  handling  your  traps  and  selling 
them  at  a  price- that  the  profit  does  not  pay  the  cost  of 
doing  business,  and  still  be  accused  of  asking  too  much 
for  them  because  we  can  not  meet  the  advertised  retail 
price  for  them.  A  few  days  ago  I  wrote  a  jobber  in 
regard  to  prices  on  a  small  list  of  trade  mark  goods, 
among  them  I  asked  his  best  price  for  No.  1  Victor 
Steel  Traps,  and  in  their  reply  the  best  price  they  would 
make  me  was  $1.30  per  dozen.  Now  the  advertised 
retail  price  as  quoted  in  Montgomery  Ward  &  Co.  cata- 
logue No.  81,  is  $1.30  per  dozen.  Why  not  give  the 
retail  dealers  a  square  deal  and  allow  them  a  little  profit 
for  handling  your  traps. 

Yours  truly, 

M.  D.  JIMERSON. 
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Liberty,  Neb.,  July  18,  1913. 
Henry  Diston  &  Sons,  Philadelphia,  Pa. 

Gentlemen: — I  received  your  circular  letter  in  regard 
to  the  advertising  you  are  doing  in  the  Nebraska 
Farmer,  but  as  a  retail  dealer  in  a  small  town  I  cannot 
see  where  your  advertisement  is  going  to  help  us,  be- 
cause the  advertised  retail  price  of  a  Diston  D  8  26-in. 
8  point  Hand  Saw,  is  less  than  I  can  sell  them  for  and 
make  a  profit.  If  we  retailers  in  the  small  towns  are  to 
get  any  benefit  from  your  advertisement,  we  must  be  in 
position  to  meet  the  advertised  retail  price  and  make  a 
profit.  The  advertised  retail  price  for  a  Diston  D  8 
26-in  8  point  Hand  Saw  as  advertised  in  Montgomery 
Ward  &  Co.  catalogue  No.  81  is  $1.55,  the  best  price  I 
have  been  able  to  get  from  a  jobber  is  $1.30  and  if  I  sell 
at  the  advertised  price  my  gross  profit  is  a  little  less 
than  20%  above  my  cost,  and  when  I  take  out  the 
freight  and  the  cost  of  doing  business  I  have  no  profit 
left.  If  you  want  to  help  the  retail  dealer  in  the  small 
town  give  us  a  price  so  that  we  can  advertise  your 
goods  in  our  local  newspaper  at  the  same  price  that  the 
catalogue  house  advertises  them  and  give  us  a  profit  for 
handling  your  goods  and  believe,  you,  as  well  as  our- 
selves, will  be  benefited  by  it. 

Yours  truly, 

M.  D.  JIMERSON. 
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Liberty,  Neb.,  July,  14,  1913. 
Coes  Wrench  Co.,  Worchester,  Mass. 

Gentlemen:— I  notice  your  ad  in  the  Hardware 
Dealers  Magazine  for  July,  that  you  say  that  wrench 
users  know  your  wrenches,  and  will  buy  them  from  the 
dealer  who  carries  them.  Now  that  is  a  fact,  providing 
that  the  dealer  wants  to  do  business  at  a  loss-  the  ad- 
vertised retail  price  for  Coes  10-inch  wrench  is  53  cents, 
we  are  paying  the  jobber  47j^  cents  for  this  wrench,  and 
as  every  farmer  has  this  53c  price  in  his  house,  we  are 
compelled  to  sell  on  so  close  a  margain  that  in  justice  to 
9urselves,  we  are  compelled  to  push  some  other  wrench, 
why  not  give  the  retailer  a  price  so  he  can  meet  the 
catalogue  house  price  and  make  a  profit. 

M.  D.  JIMERSON. 

Liberty,  Neb.,  July  24,  1913. 
Heller  Bros.  Co.,  Newark,  N.  J. 

Gentlemen:— I  wish  to  call  your  attention  to  the 
unfair  prices  we  retailers  are  up  against  in  selling  your 
goods.  A  few  days  ago  1  wrote  a  jobber  for  their  best 
price  on  a  small  number  of  trade  mark  goods  amomg 
them  I  asked  for  their  best  price  for  Heller  Bros.  12-inch 
Hoof  Parer  which  Montgomery  Ward  &  Co.  advertise 
for  $1.15;  their  best  price  was  $1.00.  I  asked  for  their 
best  price  for  your  Bone  Handle  Fariers  Knife  which 
M.  W.  &  Co.  advertise  for  29  cents,  and  their  best  price 
was  25  cents.  I  asked  them  for  their  best  price  for  your 
14-inch  Horse  Rasp  which  M.  W.  &  Co.  advertise  for 
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35  cents,  and  their  best  price  was  30  cents.  Now  as 
practically  every  farmer  has  a  catalogue  advertising  a 
retail  price  for  your  goods  which  we  can  not  not  meet 
and  make  a  profit,  and  if  we  sell  your  goods  and  make 
a  profit  for  you,  we  should  make  a  profit  for  ourselves 
we  kindly  ask  you  to  consider  this  price  condition,  and 
to  put  us  in  position  to  meet  the  advertised  retail  price 
and  make  a  profit,  so  that  we  can  continue  to  sell  the 
Heller  Bros,  trade  mark  goods,  which  are  now  con- 
sidered a  standard  line  of  goods. 

Yours  truly, 

M.  D.  JIMERSON. 
Liberty,  Neb.,  July  23,  1913. 
Mr.  G.  H.  Jantz,  American  Wringer  Co.,  New  York. 

Dear  Sir: — I  am  a  retail  dealer  in  a  country  town 
and  I  wish  to  call  your  attention  to  the  conditions  we 
must  meet  in  selling  wringers.  We  must  depend  on 
the  farm  trade  for  our  business,  and  as  practically  every 
one  of  them  have  a  catalogue  in  their  homes,  advertising 
a  retail  price  for  wringers  which  we  can  not  meet  and 
make  a  profit — and  we  retailers  are  accused  of  asking 
too  much  for  these  goods  because  we  can  not  buy  them 
right.  I  do  not  think  that  we  should  ask  you  not  to  sell 
to  the  catalogue  houses,  but  think  that  we  should  be  in 
position  to  buy  them  so  that  we  could  meet  the  adver- 
tised retail  price  and  make  a  profit,  I  believe  that  you 
are  making  more  profit  from  the  wringers  sold  by  the 
retailers  than  you  are  from  those  sold  by  catalogue 
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houses,  and  if  we  are  making  you  a  profit,  we  should 
make  a  profit  for  ourselves.  I  hope  that  you  may 
reaHze  the  condition  in  which  we  are  put  by  these 
advertised  retail  prices  and  heip  us  to  meet  them. 

Yours  truly, 

M.  D.  JIMERSON. 


James  P.  Nelson,  Mgr.,  Larson  Nelson  Hdwe.  Co., 
Upland,  Nebr.,  writes:  *'We  just  received  the  Nebraska 
Ironmonger  this  morning,  and  when  we  have  time  we 
always  start  at  the  first  page  and  never  stop  till  we  have 
read  it  through,  and  sometimes  we  read  it  two  or  three 
times,  as  we  find  it  very  interesting.''  Such  sentiments 
cannot  be  measured  by  the  yard,  nor  weighed  avoir- 
dupoise—  we  are  all  susceptible  to  the  spirit  of  appre- 
ciation, but  the  greater,  more  pleasant  and  lasting 
thought  is  that  perchance  the  little  book  is  doing  some 
good  and  perhaps  the  means  to  an  end  of  raising  our 
standard  as  business  men. 


Ernest  Freid,  formerly  top-notcher  with  James 
Morton  Sons,  Omaha,  has  bought  out  J.  H.  Stoetzel, 
Beemer,  and  will  succeed  Mr.  Stoetzel  at  the  old  stand. 
We  have  known  Ernest  for  many  years.  He  is  a  good 
hardware  man  (none  better)  and  will  carry  on  the  busi- 
ness as  a  hardware  business  should  be.  He  is  a  good 
mixer  and  true  to  the  core.  We  welcome  him  in  our 
ranks  and  bespeak  for  us  an  added  strength  in  our  work. 
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A  Few  Helpful  Thoughts  Continued 

In  the  July  issue  of  the  Ironmonger  I  promised  you 
something  about  our  weak  points  in  selHng,  and  how  to 
correct  them.  I  did  not  at  that  time  estimate  the  under 
taking.  I  could  touch  on  our  strong  points  in  a  few 
words,  but  our  weak  ones  are  so  many  and  so  varied  it 
is  a  task  to  know  where  to  begin  and  when  to  end.  The 
salesman  who  goes  after  an  order,  or  to  wait  on  a  cus- 
tomer, without  a  definite  plan  in  his  mind,  is  as  poorly 
prepared  to  make  a  catch  as  the  fisherman  who  goes  for 
fish  without  tackle,  and  the  salesman  who  doggedly 
sticks  to  one  set  talk,  one  ironclad  plan,  is  as  improperly 
equipped  to  do  the  business  as  is  the  fisherman  who 
goes  into  the  northern  lake  region  with  only  one  style  of 
hook  and  one  kind  of  tackle.  The  expert  fisherman  tries 
out  the  fish.  If  one  kind  of  bait  doesn't  get  the  strike, 
he  changes,  and  if  one  kind  of  hook  doesn't  land  them 
he  changes  hooks.  So  the  good  salesman.  Though  he 
has  a  complete  plan  outlined  that  seems  right,  tries  it 
out  on  his  customer,  and  if  one  kind  of  argument  does 
not  get  a  rise,  he  changes,  and  if  one  method  of  present- 
ing his  plan  doesn't  land  the  order  he  changes  methods, 
always  remembering  not  to  lose  sight  of  the  motive  you 
are  working  on — to  close  the  sale. 

(For  lack  of  space  I  am  compelled  to  cut  this  off  un- 
finished, but  will  complete  it  in  the  next  issue.) 
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I  made  a  trip  to  our  metropolis  Omaha  a  few  days 
ago  and  took  special  pains  to  visit  nearly  all  our  mem- 
bers and  am  glad  to  state  with  truth  and  veracity  that 
they  appreciate  and  value  Association  work.  It  stands 
to  reason  that  the  larger  city  is  in  a  class  by  itself,  and 
while  we  have  in  the  past,  and  can  in  the  future,  if 
needed,  (and  we  understand  there  is  at  the  present  time 
such  a  need)  adjust  many  evils  and  misunderstanding 
with  the  jobbers,  still  the  real  Association  work  is  in 
the  smaller  towns  throughout  the  stale. 

It  is  indeed  inspiring  and  helpful  to  meet  such  men 
as  Mr.  Hussie,  Mr.  Pettingill,  Mr.  Rogers,  Mr.  Clark, 
Mr.  Meyers,  et  al.  I  picked  up  considerable  new  insur- 
ance business  while  there.  Omaha  is  on  the  map,  all 
right. 

Every  up-to--snuff  hardware  man  has  before  this, 
his  line  of  base  burners,  heaters  and  ranges  displayed  in 
a  neat,  clean,  attractive  manner,  and  has  his  prospect 
book  handy  ready  to  jot  down  the  name  of  every 
person  who  looks  at  them  or  asks  a  question,  or  offers 
a  suggestion  or  criticises  the  unseasonable  appearance. 
Sow  the  seed  now,  and  reap  the  harvest  later. 


Why  didn't  we  think  of  it  sooner  and  arrange  with 
our  chatauqua  assembly  managers  to  have  a  Merchant's 
Day,  to  be  given  over  to  exploiting  the  part  our  mer- 
chants add  to  the  building  up  of  the  communify  interest. 
We  will  try  to  live  long  enough  to  present  it  next  year. 
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Just  a  Little  Politics 

Why  can't  we  have  a  commission  form  of  govern- 
ment for  the  state  of  Nebraska? 

Our  legislature  met  last  winter,  spent  a  good  deal  of 
their  own  time  as  well  as  that  of  others,  and  spent 
thousands  of  dollars  that  the  state  will  not  reap  any 
benefit  from,  and  what  did  they  accomplish,  practically, 
nothing -  wasted  and  frittered  away  valuable  time  on 
useless  pet  measures  and  permitted  salutary  and  enact- 
ments to  go  to  the  waste  basket. 

There  w^ere  many  meritorious  bills  in  their  hands 
for  the  benefit  of  the  state  at  large,  chief  among  them  a 
Peddler's  License  Law,  to  take  place  of  the  one  now  on 
the  statute  books  that  has  proved  defective.  Must  we 
wait  two  or  more  years  before  we  can  get  relief  from 
the  encroachments  of  those  who  do  not  pay  any  tax  in 
our  state?  It  seems  to  me  that  the  hardware  men  of 
this  state  could  start  a  petition  to  the  Governor  to  ask 
the  people  for  a  vote  on  the  subject.  I  am  sure  the 
response  would  be  all  we  desire  and  need.  We  could 
hire  fifteen  good  men  to  run  the  business  of  the  state 
for  us  and  be  on  duty  all  the  timie,  prepared  to  carry  out 
measures  for  all  the  state,  instead  of  a  few  pet  schemes, 
at  a  great  deal  less  cost  and  with  more  efficiency  than  a 
heterogenous  bunch  elected  every  two  years,  possessed 
of  little  experience  and  less  diversified  interests  in  the 
welfare  of  the  state  at  large. 

I  would  like  to  see  someone  who  knows  the  ropes 
start  the  ball.  How  about  it?  Kavanaugh,  Trimble, 
Armstrong,  Dolan,  et  al. 


THE  NEBRASKA  IRONMONGER 


Deputy  Fire  Wardens 
An  ounce  of  prevention,  etc.,  etc.  If  your  town  has 
not  been  awarded  the  honor  of  an  appointment  from  the 
governor,  of  a  deputy  fire  v^arden,  if  you  will  send  me 
the  name  of  a  good  man  who  will  give  some  time  to  the 
duties  of  such  an  office,  I  will  at  once  see  to  it  that  you 
have  the  appointment.  Every  town  should  have  such  an 
officer  and  he  should  make  it  his  duty  to  see  that  care- 
lessness in  fire  protection  is  entirely  eliminated  without 
delay. 

Wrot  Iron  Range  Peddlers 
We  have  knowledge  of  the  Wrot  Iron  Range  people 
working  the  northeastern  part  of  the  state  and  have  cov- 
ered the  field  as  far  as  we  know.  Should  any  of  our 
members  learn  of  their  whereabouts,  and  who  have  not 
yet  used  our  antidote,  write  me  particulars  at  once. 


Tidings  From  the  West 
Mrs.  C.  D.  Essig,  of  Sidney,  reports  under  date  of 
July  24,  that  business  is  good,  crop  conditions  above  the 
average,  increase  of  business  fifty  per  cent  over  last  year, 
and  collections  very  promising.  We  are  glad  to  hear 
this.  Mrs.  Essig  is  deserving  of  all  that  is  coming  to 
her,  and  then  some. 


Wanted:— First  class  tinner,  one  who  understands 
furnace  work  prefered.  Address  Hall's  Hardware  Co., 
1517  O  St.,  Lincoln. 


16 


THE  NEBRASKA  IRONMONGER 


We  learn  that  J.  H.  Stoetzel  is  seriously  ill  in  an 
Omaha  hospital.  We  sincerely  hope  for  his  speedy 
recovery. 


Remember,  fires  frequently  follow  hot  weather  and 
dull  business.  Watch  also  for  spontaneous  combustion 
in  oily  rags. 

Some  people  never  get  too  old  to  learn,  and  some 
others  never  get  old  enough  to  learn  anything. 


Old  freight  bills  are  still  coming.  Fire  them  on 
boys— it  is  like  getting  money  from  home. 


The  callers  at  the  office  this  month  are  left  out  for 
want  of  space.  Pardon,  me  boys,  I  will  try  and  not  do 
so  again. 

District  Conventions  at  Neligh  and  Alliance,  August 
20th  and  21st,  will  be  a  nice  outing  for  you.  Come, 
will  you? 

I  am  sure  that  the  members  who  take  the  time  and 
trouble  to  read  the  Ironmonger  will,  if  they  have  not 
already,  send  in  their  1913  dues. 


Wanted:— At  once,  an  experienced  Hardware  Man; 
a  profitable  position  to  the  right  man.  Address  or  call 
on  Hall  Bros.  Co.,  1519  O  St.,  Lincoln,  Nebr. 
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Tenets  of  Our  Craft 
Have  you  ever  thought  or  reahzed  what  the  tenets 
of  the  N.  R.  H.  A.  consist  of?    Listen!    In  a  few  words 
the  sole  purpose  and  object  of  our  association  is: 

First.  To  encourage  by  education  the  best  and  most 
modern  methods  of  conducting  a  profitable  hardware 
business. 

Second.  To  prevent  by  all  lawful  means  the  en- 
croachment  of  opposing  interests  upon  the  local  interest 
of  our  respective  members. 

Third.  To  oppose  the  enactment  of  all  laws,  state 
or  national,  whereby  local  interests  are  sacrificed  to  the 
benefit  of  foreign,  and  to  stand  for  all  legislation  believ- 
ed to  be  for  tht^  greatest  good  to  the  greatest  number. 

Fourth.  To  keep  its  members  constantly  informed 
of  those  manufacturers  and  wholesalers  who  may  persist 
in  selling  in  competition,  directly  or  indirectly,  with  any 
member  of  this  association. 

Show  this  to  your  non-member  competitor,  perhaps 
he  may  want  to  add  his  individual  strength  to  our  ranks. 


Have  you  an  over-stock  in  anything?  Send  me  list 
and  your  lowest  price,  perhaps  others  may  be  short  or 
can  use  them.  Be  sure  and  price  them  low  and  save 
space  and  printer's  ink.  A  dead  boarder  is  non-product- 
ive. 
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Insurance  Report  for  July 

insurance  in  force,  fire  and  tornado  $2  050  926  00 


Losses  will  come,  in  fact  if  they  did  not  there  would 
be  no  need  for  protection  against  them.  Therefore,  the 
cautious  business  man  is  willing  to  lay  aside  a  small  part 
of  his  profit  to  insure  him  against  disaster  and  ruin. 

The  feature  of  insuring  against  loss  in  an  eastern 
company  who  have  no  interest  in  the  state,  community  or 
you,  other  than  to  collect  your  premium,  in  preference  to 
your  own  company,  who  in  season  and  out  of  season, 
extend  to  you  every  possible  protection,  either  in  writing 
your  policy  or  settling  a  loss  for  you,  is  more  than  I  can 
understand. 

It  is  a  well  known  fact  that  the  stock  companies  cut 
rates  wherever  and  whenever  they  find  an  opportunity 
to  injure  your  own  company  by  cutting  below  the  cost  of 
carrying  a  policy,  and,  sad  to  say,  some  of  our  members 
sell  out  to  them  for  less  than  a  mess  of  pottage. 

I  have  a  case  in  mind  where  we  were  recently  car- 
rying a  policy  at  $1  per  hundred  on  a  good  brick  risk, 
but  the  town  had  no  fire  protection.  An  old  line  agent, 
finding  out  from  our  member  what  his  insurance  netted 
him,  which  in  this  case  was  80c,  offered  to  write  it  for 
70c.   The  member  at  once  wrote  us  his  offer  and  stated 


Cash  balance  

Loss,  R.  McNair,  Chadron  

Loss,  C.  W.  t^owlett,  Muncie,  Ind. 
Dividends  to  Members  


23  076  98 
551  98 
2  304  84 
520  57 
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that  if  W3  desired  to  write  it  for  70c  we  might  do  so.  As 
we  did  not  wish  to  rob  Peter  to  pay  Paul  we  dedined, 
stating  at  the  same  time  that  it  was  not  just  right  to  ex- 
pect his  own  company  to  play  false  with  the  membtT- 
ship  at  large.  If  we  should  have  written  it  his  net  rate 
would  figure,  a  year  from  n  )W.  probably  52c,  whereas,  if 
we  should  play  fair  it  would  net  him  75c.  He  carried 
$1500,  so  you  see  he  sold  out  to  the  old  Hne  company  for 
5c  per  hundred,  or  75c  on  the  entire  premium  per  \ear, 
thus  using  the  stock  company's  cudgel  to  beat  out  the 
brains  of  his  own  company  at  75c  per.  1  could  if  I  wish- 
ed relate  a  number  of  such  cases  that  would  be  a  sur- 
prise to  many,  and  what  do  they  get  for  the  sell-out?  Let 
me  tell  you.  A  fire  occured  recently  in  a  western  town. 
It  was  not  a  hardware  store,  therefore  it  was  all  stock 
insurance.  It  was  an  honest  man's  loss,  however.  After 
the  adjusters  got  through  they  tried  to  intimidate  the  in- 
sured to  obtain  a  reduction  of  payment,  and  the  facts 
proved  that  they  succeeded  to  the  tune  of  20%.  After 
trying  in  every  possible  way  known  to  them  without  suc- 
cess, they  finally  went  to  the  telegraph  ofifice  and  wired 
certain  authorities  to  send  someone  to  investigate  the 
cause  of  the  fire,  they  well  knowing  that  the  operator 
would  spread  the  news  around  town.  They  awaited  the 
time  until  the  man  got  next,  who  rather  than  have  trou- 
ble settled  their  way.  Oh,  you  are  sure  in  the  hands  of 
your  friends  when  you  place  your  risk  at  a  cut  rate  price 
and  by  doing  so  help  defeat  your  own  best  interests. 
Caution  is  a  good  asset. 


20 


THE  NEBRASKA  IRONMONGER 


Some  Appreciation 
We've  always  had  a  hunch  that  perhaps  the  Iron- 
monger was  instrumental  in  accomplishing  a  little  to- 
wards the  mission  upon  which  it  was  launched  a  year 
ago,  but  had  not  hoped  nor  aimed  at  the  higher  art  of 
bringing  out  the  genius  of  the  poet  among  our  subscrib- 
ers.   It  is  a  fact,  however,  and  here  is  the  poem: 

Los  Angeles,  Calif.,  July  26. 

The  Ironmonger  for  July 
^  Was  just  received  today, 

A  little  item  caught  my  eye 
Which  means  come  thru  and  pay. 

I  send  you  herewith  twenty-five 

To  clear  me  for  a  year, 
And  help  to  make  the  paper  thrive 

And  circulate  there  and  here. 

The  editor  is  full  of  vim, 

And  gives  out  good  advice, 
If  anything  seems  wrong  to  him 

He'll  tell  you  in  a  trice. 

Long  may  the  little  book  appear 
And  help  the  N.  R.  H.  A.  to  fight. 

To  put  the  Jobbers  in  the  clear 
Until  they  do  what's  right. 


James  Scott  Sr. 
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District  Conventions 
August  20th,  the  N.  R.  H.  A.,  within  a  certain 
radius  of  Neligh,  on  the  Northwestern  road,  and  on 
August  21st,  within  a  given  distance  of  Alliance,  on  the 
B.  &  M.,  will  gather  together  to  compare  notes,  swap 
experiences  and  tell  each  other  what  they  know  that 
the  other  fellow  don't;  listen  to  a  few  short  talks,  and 
have  a  good  time  and  love  feast.  I  have  written  you 
about  it  fully,  but  should  my  letter  miscarry  or  should  1 
have  missed  you  altogether,  remember  you  are  as  wel- 
come as  the  air  we  breathe,  and  the  members  in  each 
town  are  expecting  you. 

A  Few  of  the  Vital  Questions  That  Will  Be  Up  for  Discussion 

Can  we  hope  to  do  a  successful  business  under 
existing  conditions  and  continue  the  loose  credit  system 
in  vogue? 

Would  a  commission  form  of  government  for  this 
state  be  beneficial  to  hardware  men? 

What  does  a  member  of  the  N.  R.  H.  A.  owe  to  his 
corhmunity,  his  state  and  his  Association? 

What  per  cent  does  a  business  man  make  who  does 
a  $10,000  business,  and  sells  at  not  over  a  thirty-day 
accommodation? 


Few  of  us  are  perfectly  happy,  and  few  of  us  deserve 
to  be,  but  you  will  contribute  to  my  happiness  very  ma- 
terially if  you  will  give  me  occasion  to  send  you  a  receipt 
for  your  1913  dues. 
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Director  Kinzei  is  on  his  vacation  in  Colorado,  en- 
joying himself,  no  doubt.  Wish  we  were  with  him 
instead  of  sweltering  behind  a  faber. 


WANTED  AT  ONCE,  -A  good  Hardware  Clerk. 
Write  to  John  F.  Heine  &  Son,  Hooper,  Nebr.  Give 
reference,  experience,  etc. 


Meeting  of  the  Board  of  Directors 

The  Board  of  Directors  of  the  N.  R.  H.  A.,  met  in 
office  of  the  Association,  July  10th  last. 

The  Secretary  read  reports  from  the  various  branch- 
es of  the  work  which  were  filed  for  future  reference, 

A  special  grievance  from  Creighton,  was  passed  by 
the  Chairman  of  the  Grievance  Committee  to  the  con- 
sideration of  the  Board,  and  a  special  committee  was 
appointed  to  wait  on  the  parties  at  issue  and  obtain 
their  ultimatum.  This  committee  fulfilled  the  duty 
imposed  upon  them  and  the  Secretary  is  now  waiting 
their  final  report. 

It  was  decided  to  hold  the  next  Convention  in 
Lincoln,  February  17th,  18th,  19th  and  20th,  and  that 
the  usual  Exposition  features  be  a  part  of  the  Con- 
vention. 

A  new  design  of  N.  R.  H.  A.  button  was  decided 
upon,  we  think  will  be  an  improvement  and  quite 
unique. 

The  usual  ribbon  badge  decoration,  is  abandoned  ; 
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and  instead  each  member  who  pays  his  dues,  either  be- 
fore, or  at,  or  shortly  after  the  Convention,  will  secure  a 
neat  pocket  memo  book,  with  his  name  on  the  outside 
and  his  membership  card  on  the  first  page.  This  book 
shall  contain  useful  tables  for  the  use  of  hardware  men, 
etc.  They  also  ordered  the  Directory  prepared  for  1914. 
See  list  of  members  elsewhere,  who  have  joined  our 
ranks  since  the  last  Convention. 


OUR  NEW  MEMBERS 

The  following  new  members  have  been  admitted  to 
our  craft  since  the  last  annual  convention.  We  welcome 
them  to  our  conclaves  and  bespiak  for  them  a(lvle<] 
strength  and  infhienec^  in  our  work  for  betterment  : 

Arnold  Hardware  Company,  Arnold,  Nebr. 

K.  L.  Spatz,  Bruno. 

Wolf  &  Vitek,  Clarks(m. 

E.  S.  Ewing,  Dalton. 
Swanson  Hdw.  Co.,  Magnet. 
A.  H.  Bowman,  Mt.  Clare. 
H.  Peterson,  Potter. 

,C.  A.  Sar,  Wakefield. 
P.  J.  Bogue,  York. 

F.  C.  Judevine,  Belhvood. 
Townsend  &  Fritzinger,  Valparaiso. 
W.  B.  Holt,  Falls  City. 
Crawford  Supply  Co.,  Crawford. 
Crawford  Hdw.  Co.,  Crawford. 
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W.  W.  Parsons,  Chadron. 

Mead  Hardware  Co.,  Mead. 

Henry  Bayer,  Sioux. 

G.  0.  AVhistler,  Crofton. 

Arthur  Johnson,  Ceresco. 

C.  W.  Tully,  Grand  Island. 

Mead  Hardware  Co.,  Omaha,  Nebr. 

Barber  Hdw.  Co.,  Omaha. 

G.  H.  Meyer,  Omaha. 

Otto  Peterson,  Loup  City. 

F.  Spangler.  Strang. 

Fred  Haase,  Tilden. 

Cummings  Brothers,  Arcadia. 

0.  A.  Hedlund,  Aurora. 

C.  A.  Anderson,  Waverly. 

Beatty  Brothers,  Ulysses. 

F.  W.  Bontz,  Ashland. 

Wm.  Wenk,  Creston. 

Wm.  Hespe,  Leigh. 

F.  H.  Henry,  Rogers. 
Adam  Luckner,  Cedar  Bluffs. 
Colon  Hardware  Co.,  Colon. 
J.  G.  Van  Cott,  Broken  Bow. 
Ezra  Brumbaugh,  Stuart. 

Associate: 

G.  E.  Etter,  VerdeL 
Robertson  Furniture  Co.,  Lincoln, 
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Dear  Member: 

With  this  number  ends  the  first  volume  of  our  little 
Association  Monitor. 

The  year  has  seemingly  passed  quickly,  and  to  near- 
ly all  of  us  has  had  its  ups  and  downs.  In  taking  inven- 
tory of  the  moments  and  hours  of  the  365  days  behind 
us  I  sincerely  hope  and  pray  that  the  mission  of  service 
it  has  launched  upon  may  have  left  its  mark  of  progress 
and  betterment. 

I  well  know  that  to  many  it  has  not  proved  a  moni- 
tor, inasmuch  as  it  has  found  its  way  to  the  waste  bas- 
ket unread  and  unheeded,  wasted  effort,  wasted  energy, 
wasted  expense.  However  that  may  be,  discouragement 
is  not  a  part  of  our  makeup,  and  we  are  told  on  the  best 
of  authority  that  "there  is  joy  over  one  repentant  rather 
than  over  ninety  and  nine  that  need  no  repentance." 
Therefore,  we  will  proceed  along  the  lines  we  laid  out  a 
year  ago,  without  any  apology  other  than  that  we  think 
it  a  duty  we  owe  to  the  craft  we  serve. 
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Our  Association  work,  from  both  the  viewpoint  of 
the  members  and  the  officers  who  serve  them,  must  be 
measured  by  a  Purpose,  an  Ideal,  and  Service. 

Our  Purpose  is  set  forth  in  the  tenets  of  our  craft, 
as  outHned  on  the  back  cover  of  this  issue.  This  can 
only  bear  rich  and  rare  fruit  by  every  loyal  member  do- 
ing theii*  part  to  faithfully  carry  out  its  requirements,  and 
the  more  individual  effort  in  co-operation  the  more  abun- 
dant will  the  harvest  be. 

Our  Ideals  must  have  a  goal  to  reach  for,  otherwise 
we  are  but  plodders  and  grubbers  and  accomplish  noth- 
ing worthy  of  attainment.  A  business  man  who  has  no 
ideal  to  work  up  to  lacks  the  inspiration,  enthusiasm  and 
encouragement  necessary  to  true  progress.  Every  man 
may  have  an  ideal  suited  to  his  own  conditions  and  en- 
vironments. Yours  may  be  different  from  mine  or  any- 
one else.  My  ideal  is  to  help  raise  the  standard  of  every 
hardware  merchant  in  the  state  of  Nebraska,  and  I  will 
not  be  content  until  it  is  accomplished.  Yours  may  be 
to  bring  your  business  up  to  a  place  where  you  can  en- 
joy its  fruits  and  the  pleasure  we  derive  from  a  perfected 
creature  of  our  own  creation.  So,  we  all  must  have  some 
ideal  if  we  aspire  to  get  the  best  out  of  life. 

Service— You  get  for  if  just  what  it  is  worth  and  no 
more.  If  it's  quality  is  the  best  you  get  the  best  returns 
for  it.  If  it  is  mediocre  you  get  less,  so  why  complain 
of  your  lot?  It  is  up  to  you  to  make  or  mar  your  lot. 
When  we  speak  of  Service  it  broadens  out  into  all  the 
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phases  of  life.  The  clerk  gives  his  best,  the  merchant 
his,  the  banker  his.  The  word  does  not  at  all  mean  ser- 
vility. The  banker  may  refuse  you  a  line  of  credit,  and 
in  nine  hundred  and  ninety-nine  cases  he  has  served  you  * 
best  in  doing  so.  You  may  refuse  your  customer  an  un- 
limited, unrestricted  line  of  credit,  and  you  have  served 
him  best  in  having  a  well  outlined  plan  of  meeting  his 
bills.  The  clerk  who  does  not  at  all  times  serve  your 
best  interest  is  not  giving  you  his  best  service.  The  As- 
sociation member  who  does  not  give  at  least  a  part  of 
his  time  and  talents  for  the  benefit  of  others,  is  not  giv- 
ing the  best  service  he  is  capable  of.  We  owe  our  com- 
munity, our  state  and  nation  a  part  of  our  service,  don't 
we? 

In  starting  on  the  second  lap  of  our  Association 
j  medium  why  can't  each  take  his  place  in  the  vanguard 
I  of  the  procession  and  perform  his  part  in  Purpose,  Ideal 
and  Service? 

Our  first  step  should  be  to  put  the  Ironmonger  on  a 
self-sustaining  basis.    It  was  not  so  the  past  year,  by 
half.    It  has  cost  us  in  actual  money  for  the  twelve 
months  about  $300.    If  all  our  members  and  friends  who 
j  receive  it  would  pay  twenty-five  cents  per  year  we  would 
j  have  ample  funds  to  put  it  on  a  self-paying  basis,  instead 
!  of  drawing  on  the  Association  funds  to  meet  the  deficit. 
Everyone  who  receives  this  issue  will  find  on  the  front 
cover  one  of  three  figures   0-1-2.    If  you  see  an  0  on 
I  yours  it  means  that  you  have  not  contributed  anything. 
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If  a  1,  it  means  that  you  have  paid  for  the  past  year  and 
now  owe  for  the  new  year.  If  a  2,  it  means  you  have 
paid  for  more  than  one  year  and  owe  nothing.  And  now 
if  you  think  the  Little  Monitor  fills  a  niche,  in  the  efforts 
for  betterment,  send  in  your  share  toward  that  end. 

Yours  for  big  things. 

Editor. 


Minutes  of  District  Meeting  at  Neligh,  August  20 

R.  N.  McAllister,  state  president,  called  the  meeting 
to  order  at  2  p.  m.  and  in  a  few  well  chosen  remarks 
stated  the  object  to  be  attained  in  getting  together  in 
district  gatherings  such  as  this,  emphasizing  the  fact 
that  the  dissemination  of  knowledge  pertaining  to  the 
craft  was  two-fold,  i.  e.  from  members  to  each  other,  and 
from  officers  to  members,  and  in  a  happy  vein  predicted 
a  pleasant  and  profitable  meeting. 

He  suggested  that  a  member  be  selected  from  our 
members  to  preside,  and  after  some  discussion  H.  H. 
House,  of  Neligh,  was  chosen  to  act  as  chairman. 

Mr.  House,  in  accepting  the  charge,  expressed  him- 
self as  honored  by  the  members  in  his  selection  and 
stated  that  the  town  of  Neligh  bid  them  a  hearty  wel- 
come in  the  spirit  of  a  united  whole  working  for  com- 
mon good  to  all  its  citizens  and  visitors.  The  hardware 
men  of  Neligh,  he  said,  were  as  one  man  for  the  uplift 
and  betterment  of  the  hardware  interests.  Discord  and 
cross-purposes  were  an  unknown  quantity  among  hard- 
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ware  men  of  this  town,  and  the  spirit  of  live  and  let  live 
predominated  in  all  their  dealings.  He  then  announced 
the  meeting  as  ready  for  business. 

The  first  number  on  the  program  was  an  address  by 
R.  N.  McAllister,  state  president. 

Mr.  McAllister  gave  a  pleasing  and  profitable  talk  in 
which  he  dwelt  on  the  open-hearted  welcome  given  us 
by  our  chairman  and  the  unanimity  of  purpose  for  the 
general  good  and  uplift  of  this  community  and  that  it 
would  be  well  for  us  to  emulate  and  enlarge  on  this  spir- 
it in  each  of  our  home  towns.  He  extended  a  broad  in- 
vitation for  all  to  attend  our  annual  convention  in  Lin- 
coln in  February.  Mr.  McAllister's  address  was  well  re- 
ceived. 

The  next  number  was  an  address  from  Mr.  Housh. 

He  gave  an  excellent  talk  along  the  line  of  our  duty 
as  members  of  the  N.  R.  H.  A.  to  non-members,  to  help 
them  to  our  fullest  extent.  At  this  point  a  question  was 
asked,  "Would  you  direct  trade  that  you  could  not  fur- 
nish from  your  own  stock,  to  the  members  only,  or  would 
you  include  non-members  in  the  distribution  of  favors?" 
His  answer  was  characteristic,  as  follows:  'The  tenets  of 
the  N.  R.  H.  A.  are  as  big,  as  broad,  and  as  far-reaching 
as  its  members  will  make  them,  and  I  believe  they  all 
look  at  this  question  as  I  do,  namely,  my  first  duty  is  to 
a  member,  after  to  anyone  in  the  same  business  as  I  am. 
When  I  help  a  fellow  hardware  merchant,  whether  a 
member  or  not,  I  help  myself  and  my  town,  and  I  have 


6 


THE  NEBRASKA  IRONMONGER 


no  right  or  inclination  to  put  a  stone  in  his  way  to  attain 
success/' 

Another  question  put  to  him  was:  "Is  it  the  proper 
thing  for  an  N.  R.  H.  A.  member  to  cut  prices  with  the 
object  in  view  of  injuring  a  non-member?''  His  answer 
was,  ''Decidedly  not.  I  would  rather  raise  prices  so  as 
to  give  him  a  chance  and  show  him  the  error  of  his  ways 
if  he  was  inclined  to  give  his  goods  away/' 

The  next  number  was  an  address  by  Frank  Hacker, 
Friend,  Nebr. 

Mr.  Hacker  delivered  his  address  in  his  usual  hap- 
py way,  on  the  theme  ''Get  Together,"  and  illustrated  his 
viewpoint  by  a  personal  experience  in  his  own  town, 
where  three  hardware  men  (one  being  himself)  a  mem- 
ber of  the  N.  R.  H.  A.  succeeded  in  getting  the  other  two 
to  agree  to  stop  cutting  prices  and  do  business  on  a  pay- 
ing basis,  and  for  two  years  they  continued  on  the  most 
pleasant  and  favorable  relations,  in  fact  until  both  the 
others  retired  from  business.  In  the  meantime  they  be- 
came useful  members  of  the  N.  R.  H.  A.  He  pressed 
home  in  his  remarks  that  the  N.  R.  H.  A.  should  lead 
out  in  all  its  dealings  in  the  spirit  of  fraternity  and  to  at 
all  times  attain  the  ideal  of  a  higher  standard  of  busi- 
ness and  co-operation  unselfishly  for  the  general  better- 
ment of  the  craft  and  its  influence  to  the  community  and 
state. 

The  next  number  was  an  address  by  Fred  Ebinger, 
of  Plainview. 
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He  took  for  a  basis  of  his  remarks  ''Learning  from 
Others/'  He  deHvered  in  a  most  pleasing  and  impres- 
sive manner  a  talk  that  carried  with  it  conviction  and  by 
well  pointed  illustrations  showed  clearly  that  the  best 
posted  among  us  could  learn  many  lessons  from  those 
less  informed.  One  of  his  best  thoughts  was  that  our 
most  valued  experiences  come  from  the  failures  of  oth- 
ers. He  stated  that  holding  before  us  the  ideal,  spoken 
of  by  Mr.  Hacker,  we  should  bend  every  effort  and  turn 
every  atom  of  knowledge  and  all  phases  of  experience 
towards  the  goal  of  our  ambition,  namely,  the  better- 
ment of  conditions  and  the  broadening  of  men  and  the 
raising  of  our  standard  of  merchandising.  Mr.  Ebinger's 
remarks  were  well  received  and  soundly  applauded. 

Mr.  McAllister  and  Mr.  Hacker  took  up  the  points 
made  by  Mr.  Ebinger  as  being  convincing  and  self-evi- 
dent truths. 

Gay  McDougal  stated  at  this  point  that  he  was  ready 
and  willing  at  any  time  to  forego  apparent  present  ad- 
vantages to  himself  if  they  would  be  the  means  to  an 
end  of  bettering  conditions,  either  local  or  for  the  good 
of  the  craft  generally.  Applauded. 

The  Question  Box  was  the  next  on  the  program. 

It  was  asked,  'Is  it  wise  and  good  business  to  figure 
bills  for  contractors  or  others  by  the  lump  bill  process?'' 

Nearly  all  present  took  part  in  the  question,  the 
general  concensus  of  opinion  being  that  figuring  a  lump 
bid  on  builders  hardware  and  kindred  furnishings  for 
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new  buildings,  led  to  misrepresentation,  chicanery  and 
put  in  the  hands  of  the  trickey,  a  weapon  to  wield  that 
was  detrimental  to  the  honest  dealer  and  deceiving  to 
the  purchaser  and  not  good,  sound  business  methods. 
Mr.  Dixon  offered  the  following  motion: 
Resolved,  that  we  discourage  and  discontinue  here- 
after the  giving  of  lump  bids  on  nails,  builders'  hard- 
ware, etc.,  and  that  we  shall  confine  ourselves  to 
quoting  a  base  price  on  nails,  for  building,  etc.,  and  that 
we  quote  price  on  locks,  butts,  etc.,  as  per  samples 
shown,  based  on  design  and  quality  with  a  gross  dis- 
count of  10%  where  we  furnish  all  trimmings  for  a 
house  or  other  building,  and  that  the  discount  shall 
apply  to  either  contractor  or  owner  alike.  Carried 
unanimously. 

The  next  question  was: 

Can  we  hope  to  do  a  successful  business  under 
existing  conditions  and  continue  the  loose  credit  system 
in  vogue  and  for  lack  of  time,  the  detailed  question  was 
added  to  it,  (i.  e.)  What  per  cent  does  a  business  make 
on  a  basis  of  $10,000  annual  sales,  when  sold  at  not 
over  a  thirty-day  accommodation? 

The  question  was  opened  by  Secretary  Roberts, 
who  had  prepared  facts  and  figures  to  show  the  con- 
ditions existing  in  Nebraska,  and  the  result  that  would 
accrue  from  close  attention  to  this  important  phase  of 
merchandising. 

The  question  was  thoroughly  discussed  by  all  those 
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present  and  proved  to  be  the  center  around  which  re- 
volves our  business  career  and  upon  which  is  based  suc- 
cess or  failure.  The  full  text  of  the  question  will  be 
given  in  the  next  issue  of  the  Ironmonger,  as  brought 
out  in  the  Alliance  meeting  August  21. 

The  next  question  was,  ''What  does  a  member  of 
the  N.  R.  H.  A.  owe  to  his  community,  his  state  and  his 
association?'' 

This  question  brought  out  the  true  spirit  that  should 
possess  every  member  of  the  association,  and  was  ably 
handled  by  several  of  the  members.  It  was  decided  that 
Merchants  Day  at  the  Chautauqua  next  year  should  be 
a  prominent  feature. 

There  were  many  good  suggestions.  Among  them 
was:  Hardware  men  should  be  leaders  in  all  good  move- 
ments for  the  betterment  of  community,  state  and  asso- 
ciation work,  bringing  progressive  action  for  a  singleness 
of  purpose  in  promoting  the  growth  and  unity  of  our 
people,  protection  from  fire  losses,  pulling  together  on 
live  issues,  and  beautifying  our  towns. 

For  State  in  promulgating  action  toward  a  policy 
that  will  give  us  better  and  more  adequate  laws  for  the 
evisting  evils  and  a  more  business-like  administration 
over  all  state  affairs. 

For  the  Nation,  that  we  will  stand  ready  to  back  up 
all  good  efforts  made  for  the  enactment  of  laws  that 
will  deal  out  justice  and  equity  to  great  and  small  alike. 

For  the  N.  R.  H.  A.  that  we  will  stand  shoulder  to 
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shoulder  and  act  as  a  unit  for  all  efforts  put  forth  to 
raise  the  standard  to  the  ideal  of  he  who  serves  his 
brother's  interests  best,  serves  his  own  interests  first. 

Under  the  head  of  "For  the  Good  of  the  Craft"  it 
was  agreed  that  every  member  of  the  N.  R.  H.  A.  should 
constitute  a  committee  of  the  whole  to  boost  and  work 
for  every  tenet  of  our  association. 

At  6:30  p.  m.  the  meeting  adjourned,  sine  die. 

Secretary. 


A  Few  Helpful  Thoughts 
Continued  from  page  12,  August  issue. 
One  of  our  weak  points  in  closing  a  sale  is  in  per- 
mitting our  customer  to  become  so  much  interested  in 
the  article  we  are  trying  to  sell  that  he  is  deaf  to  the  mo- 
tive we  are  operating  upon,  his  mind  becomes  absorbed 
and  our  argument  is  lost  on  him.  It  is  up  to  you  to  dis- 
engage his  attention  and  divert  his  mind  to  the  issues 
you  are  promoting. 

Another  weakness  in  closing  a  sale  is  that  we  do 
not  watch  for  the  logical  moment  to  close.  We  either 
try  to  close  too  soon  or  we  put  it  off  too  long,  and  often 
a  customer's  "No,  I  will  not  buy  today,''  is  taken  as  final 
when  really  he  is  only  fishing  for  more  and  better  con- 
vincing argument  to  buy.  This  may  be  a  good  time  to 
change  your  motive  argument,  to  one  other  of  the  five 
motives  that  control  all  purchases,  (see  page  16,  June  is- 
sue.)  If  you  have  been  working  on  utility,  try  gain  of 
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money,  or  caution,  or  gratifying  pride,  or  reverse  their 
order.  The  truly  successful  salesman  is  the  one  who 
uses  all  the  knacks  and  short  cuts  to  his  customers  pock- 
etbook.   He  is  constantly  searching  for  the  best  way. 

Another  weakness  is  too  much  talk.  Say  your  say 
earnestly  and  with  enthusiasm.  Give  it  a  chance  to  soak 
in.  Don't  repeat  yourself.  Let  every  word  have  a  mean- 
ing and  have  it  convincing.  Let  your  talk,  work  and 
zeal  show  and  impress  your  customer  with  the  fact  that 
you  expect  and  are  convinced  he  will  buy,  and  that  it  is 
your  fault  if  he  don't. 


Minutes  of  District  Meeting  at  Alliance  August  21 
R.  N.  McAllister,  state  president,  called  the  meeting 
to  order  at  2  p.  m.,  and  in  a  few  appropriate  remarks 
suited  to  the  time  and  occasion,  stated  that  in  accord- 
ance with  the  custom  of  the  past  we  proceed  to  elect  a 
chairman  from  our  members.  Several  names  were  sug- 
gested, but  by  the  universal  consent  W.  A.  Lotspeich,  of 
Minatare,  was  chosen  to  direct  the  meeting. 

Mr.  Lotspeich,  in  his  usual  direct  manner,  in  fitting 
phrases,  thanked  the  members  for  the  honor  conferred 
upon  him  and  promised  to  do  his  best  to  promote  har- 
mony, direct  inquiry,  and  conserve  time,  and  hoped  with 
their  assistance  to  record  as  profitable  and  pleasant  a 
gathering  as  we  had  last  year.  He  stated  as  our  num- 
bers exceeded  considerable  that  of  a  year  ago,  it  would 
become  necessary  so  as  to  give  all  an  opportunity  to  be 
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heard,  to  be  prompt  and  concise  in  our  remarks. 

The  secretary  read  the  minutes  of  July  24  and  25, 
1912,  and  upon  motion  they  were  approved. 

The  next  number  being  an  address  by  President  Mc- 
AlHster,  he  responded  in  a  feHcitous  mood,  taking  for 
his  thought  "The  Spirit  that  Promotes."  He  stated  that 
from  a  personal  viewpoint  he  has  gained  a  great  deal  of 
inspiration  for  better  things  from  coming  in  touch  with 
the  hardware  men  during  his  visits  over  the  state,  and 
that  he  was  just  beginning  to  know  how  little  he  did 
know,  and  that  with  the  acquisition  of  knowledge  from 
personal  contact  under  varied  conditions  we  broaden  our 
viewpoint  so  that  -we  can  see  things  as  they  are  and  not 
as  we  supposed  them.  He  said  that  the  spirit  that  pro- 
motes is  only  active  and  helpful  when  we  look  beyond 
our  own  environments  and  take  interest  in  others  wel- 
fare.   His  address  was  received  with  interest. 

Mr.  C.  A.  Newberry's  name  coming  next,  he  in  a  few 
earnest  words  bid  us  welcome  to  Alliance  and  all  she 
could  do  to  help  us  enjoy  our  short  stay  within  her  bor- 
ders. 

Frank  Hacker  coming  next  on  the  program,  present- 
ed a  brand  new  thought  in  merchandising.  He  stated 
where  conditions  were  such  that  a  lack  of  confidence  ex- 
isted between  the  hardware  men  of  a  town,  a  good  plan 
would  be  to  have  each  merchant  own  a  floating  or  ex- 
change interest  in  each  others  store.  Suppose  A,  B,  C 
and  D  are  in  business  in  the  same  town.    Let  each  one 
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own  an  equal  amount  in  each  others  stores,  say  one  to 
two  thousand,  but  they  must  all  have  an  equal  amount. 
The  idea  being  to  cut  out  the  necessity  or  temptation  to 
cut  under  the  other  fellow,  for  in  doing  so  he  is  sim- 
ply injuring  his  own  interests  in  part.  The  idea  may  be 
followed  to  a  logical  conclusion  and  a  practical  remedy 
for  price-cutting  worked  out.  The  subject  of  a  line  of 
chain  hardware  stores  was  also  touched  on  by  Mr.  Hack- 
er, whereby  one  man  or  an  aggregation  of  capital,  own 
a  minor  interest  in  each  of  all  the  stores  and  do  all  the 
buying  from  a  central  point  at  quantity  prices.  There  is 
food  for  thought  in  this  plan  worth  looking  into.  Mr. 
Hacker's  talk  was  well  received. 

L.  N.  Mills,  of  Gordon,  being  the  next  in  line,  gave 
us  a  good  practical  outline  on  the  evils  of  price-cutting 
and  the  remedy.  He  stated  that  everyone  was  in  busi- 
ness for  what  there  was  in  it,  and  that  the  man  who  did 
not  maintain  a  reasonable  profit  for  his  investment,  was 
unjust  to  himself,  his  competitor,  and  to  the  public. 

Mr.  Lottspeich  advised,  where  the  competitor  was  a 
price-cutter,  to  pay  no  attention  to  him  publicly,  as  each 
time  you  do  he  gets  that  much  free  advertising. 

Mr.  W.  H.  Gates,  of  Scottsbluff.  gave  us  a  stirring 
talk  on  what  a  member  of  the  N.  R.  H.  H.  owes  to  his 
community,  state  and  association,  emphasizing  the  fact 
that  communities,  state  and  association  affairs  owe  their 
improvement  first  to  individual  efforts. 

The  remarks  of  Mrs.  C.  D.  Essig,  of  Sidney,  were 
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characteristic  in  that  our  business  is  what  we  make  it 
and  is  an  index  to  the  owner.  We  should  aim  to  aspire 
to  a  dignified  position  in  all  our  business  transactions. 
It  was  well  received. 

Mr.  Coxe,  of  Bridgeport,  in  his  usual  humorous 
style  gave  us  his  experience  in  handling  credits  and  price 
cutting,  which  was  highly  instructive. 

The  Secretary  read  a  paper  prepared  by  him  on  **Un- 
systematic  vs.  Systematic  Credits''  which  is  made  a  part 
of  these  minutes.  The  discussion  of  this  paper  became 
general.  Messrs.  Coxe,  Mills,  Newberry,  Lottspich  and 
Sailor  brought  out  good  strong  arguments  in  favor  of 
better  business  methods  in  handling  credits.  Mr,  Mc- 
Allister favored  two  prices,  one  for  cash  and  one  for 
credit,  which  some  endorsed,  but  the  strong  consensus 
of  opinion  seemed  to  favor  doing  business  close  to  a  cash 
basis  in  the  future. 

The  question  of  lump  bids  was  discountenanced  and 
a  plan  bused  upon  quality  was  endorsed  unanimously. 

It  being  then  6:30  further  business  was  closed  with 
an  earnest  appeal  from  the  president  for  all  to  meet  him 
at  the  state  meeting  in  Lincoln  next  February. 

Upon  motion  meeting  adjourned  sine  die. 


Secretary. 


Those  in  attendance  were: 

L.  N.  Mills  

Mrs.  C.  D.  Essig  

W.  W.  Bass  


Gordon 
_ -Sidney 
Anselmo 
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W.  A.  Madsen 


Merna 


Otto  Pfeiffer 
W.  D.  Coxe 
E.  S.  Ewing. 
Frank  Caha_ 
W.  H.  Gates 


Gordon 


Bridgeport 
Dalton 


H.  A.  Lottspeich  

Messrs  Coffey  &  Wesmond 
Glen  Mills  


Hemingford 
-_Scottsbluff 
Minatare 
___Rushville 
 Alliance 


A.  T.Linn  

Joe  O'Connor  

C.  A.  Newberry  

G.  H.  Stanton  

J.  L.  Acheson   

Jos.  Kocer     Gordon 

C.  A.  Shindler    Hemingford 

C.  H.  Sailor  Gordon 

Frank  Hacker  Friend 

R.  N.  McAllister  Gd.  Island 

Nathan  Roberts  Lincoln 

Several  non-members. 


'Tm  glad  I  am  a  pessimist  and  hate  this  kind  of 
weather.  The  sun  it  warps  my  diaphragm  and  tans  my 
skin  like  leather.  My  viscera  is  worse  than  Swope's,  it's 
cooked  up  to  a  frazzle;  my  ribs  are  twisted  round  my 
spine  and  playing  razzle-dazzle.  My  whole  insides  are 
burning  up  with  Old  SoVs  liquid  fire;  my  lungs  are  flap- 
ping up  and  down  just  like  a  punctured  tire.  This  pessi- 
mistic soul  of  mine  will  never  laugh  and  giggle  when  it 
is  so  confounded  hot  that  I  can  hardly  wiggle.''— Ex. 
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Help  Wanted.     Apply  at  this  Office 
Wanted-  Good  hardware,  furniture  and  rug  sales- 
man.   Must  speak  German.   Good  wages. 

Wanted— Several  good  tinners  and  furnace  men. 

Wanted— Several  good  all  round  men  as  clerks,  that 
understand  tinning,  furnace  and  plumbing  work. 


f3?"Note  error  on  page  22  Insurance  in  force  should 
read  $2,052,076.00. 


Some  Recent  Fire  Losses 
The  following  members  of  the  N.  H.  M.  I.  Co.  have 
suffered  loss  by  fire  since  the  last  issue  of  this  paper: 

Robt.  McNair,  Crawford,  bldg  .  $  193.00 

Roth  Bros.,  Roseland,  stock   147.15 

C.  A.  Macprang,  Stamford,  stk.-bdg  4,153.37 

Joe  Hagenbart,  Giltner,  stock   ^  1,500.00 

O.  J.  Olson  &  Co.  Palmyra,  stock   15.00 

All  of  which  have  been  paid  in  full  within  ten  days 
after  the  loss. 

The  following  have  been  reported  and  their  claims 
are  being  adjusted  quickly:  R.  D.  Williams,  Norman,  to- 
tal loss,  C.  H.  Kutsche,  Gr.  Rapids,  Mich.,  partial  loss. 

The  N.  H.  M.  I.  Co.  does  its  business  promptly  and 
justly.   Come  into  the  fold.    It  is  safe,  sane  and  sure. 
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Buying  Experience  is  Doing  Business  at  a  Loss 
Again  I  would  call  your  attention  to  the  necessity 
of  having  a  deputy  fire  warden  in  your  town.  Send  me 
at  once  the  name  of  a  proper  party  who  will  take  an 
interest  in  safe-guarding  your  interests  against  fire,  and 
I  will  see  that  he  has  the  governor's  appointment  with 
full  authority  to  act.  Attend  to  this  now— don't  put 
it  off. 

Law  Relating  to  Dangerous  Buildings,  Explosives,  Etc, 

5985e.  Sec.  5-  (DANGEROUS  BUILDINGS^ 
NUISANCES)-  Any  building  or  other  structure,  which, 
for  want  of  proper  repair,  or  by  reason  of  age  or 
dilapidated  condition,  or  for  any  cause,  is  especially 
liable  to  fire,  and  which  is  so  situated  as  to  endanger 
other  buildings  or  property;  and  any  combustible  or 
explosive  material,  or  inflammable  conditions,  placed, 
kept,  or  existing  in  or  upon  any  building  or  premises 
which  is  dangerous  to  the  safety  of  said  building  or 
premises,  and  the  same  is  so  situated  as  to  endanger 
other  buildings  or  property,  is  hereby  deemed  and  de- 
clared to  be  a  nuisance;  and  any  owner  or  occupant  of 
such  building  or  premises  who  shall  cause,  continue  or 
maintain  any  such  nuisance  shall  be  guilty  of  a  mis- 
demeanor and,  on  conviction  thereof,  shall  be  fined  in 
any  sum  not  exceeding  the  sum  of  $500  and  the  court 
shall  order  said  nuisance  to  be  abated. 

If  any  such  owner  or  occupant  shall  fail  to  comply 
with  said  order,  he  shall  be  prosecuted  for  maintaining 
a  nuisance,  and  said  nuisance  shall  be  abated. 
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Letter  from  the  State  Fire  Commission 

Lincoln,  Nebraska,  July  12,  1913, 

Dear  Editor:— We  are  pleased  to  inform  the  public 
that  the  lowest  fire  loss  ever  experienced  in  this  state 
on  the  Fourth  of  July,  either  directly  or  indirectly  from 
fireworks  was  July  4th,  1913.  This  department  has 
urged  its  citizens  through  bulletins  and  the  press  to 
observe  the  Fourth  in  a  safe  and  sane  way,  and  we  feel 
grateful  and  encouraged  that  the  loss  this  year  has  been 
so  greatly  reduced.  Fire  reports  in  our  office  show  but 
$190  damage  and  no  lives  lost  by  fireworks  on  this  past 
Fourth.  We  trust  that  before  another  Fourth  of  July 
every  city  in  the  state  will  pass  ordinances  prohibiting 
the  sale  of  fireworks. 

This  is  a  most  appropriate  time  to  call  the  attention 
of  the  citizens  of  Nebraska  to  the  dangers  lurking  in 
sparks  from  bonfires  or  sparks  from  chimneys,  trains, 
etc.  In  hot,  dry  weather  when  frame  buildings  and 
shingle  roofs  are  crisp  and  dry,  a  tiny  stray  spark  of  fire 
may  cause  a  great  conflagration.  People  throw  old 
rubbish,  dry  grass,  weeds,  and  papers  in  alleys  and  back 
yards  and  burn  them  up  sometimes  on  windy  days.  No 
one  should  ever  start  a  bonfire  anywhere  on  a  windy 
day,  or  ever  go  away  and  leave  it  burning.  A  bonfire 
should  not  be  started  within  20  feet  of  any  wood  build- 
ing, shed  or  fence.  If  the  grass  around  where  the  fire  is 
started  is  very  dry,  it  should  be  sprinkled  well  with 
water  before  starting  the  fire.    During  the  hot,  dry 
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summer  men  should  be  particularity  careful  about 
throwing  away  lighted  matches  and  cigar  or  cigarette 
stubs.  Destructive  prairie  fires  wiping  out  thousands  of 
dollars  worth  of  property  and  sacrificing  many  lives 
have  been  caused  by  bonfires  and  these  careless 
practices.  Very  truly  yours, 

W.  S.  RIDGELL, 
Chief  Deputy  Fire  Commissioner. 


Alliance  Notes 

We  had  an  interesting  meeting  at  Alliance,  August 
21st,  some  thirty-five  in  attendance,  and  the  spirit  of 
Association  work  and  growth  plainly  in  evidence. 

We  devoted  five  hours  to  matters  of  interest  to  the 
craft,  and  had  not  cleaned  the  slate  when  it  became 
necessary  to  adjourn. 

The  people  of  Alliance  treated  us  royally;  we  spent 
the  evening  from  seven  o'clock  until  nearly  midnight  at 
the  banquet  board,  as  the  guests  of  the  city.  Good 
things,  good  talks  and  a  fine  time  was  the  universal 
verdict.  For  a  frontier  town  Alliance  takes  the  cake, 
her  citizens  are  wide  awake,  progressive  and  up  to  date. 
Her  main  thoroughfare,  from  the  depot  to  the  Drake 
I  hotel,  a  distance  of  a  mile,  is  beautifully  lighted  with 
cluster  lamps;  her  streets  are  wide  and  clean;  her 
business  houses  are  mostly  built  of  brick  or  stone.  The 
j  B.  &  M.  depot  is  second  to  none  in  the  state.  They 
can  boast  one  of  the  largest  hardware  jobbing  houses  in 
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the  west  ^nd  Mr.  C.  A.  Newberry,  M^ho  owns  it  is  a 
prince  of  good  fellows. 

Altogether,  Alliance  can  give  cards  to  many  larger 
towns  in  the  state,  and  then  win  out  gracefully. 


Report  to  Date  on  Freight  Bill  Audit 
The  following  have  been  reported  upon  as  claims  to 
R.  R.  Company  and  as  soon  as  they  are  paid,  will  be 
forwarded  to  you  and  upon  receipt  you  will  return  your 
check  for  half  the  amount,  50%  to  this  office. 

Joe  Hagenbart._!  Giltner  $  10.20 

H.M.Ingram  AxteL_  6.71 

Suhr  &  Heyne  Uehling  _  10.13 

Spade  Brothers  Crete   4.30 

F.  H.  Ranslem  Scribner    4.43 

C.  A.  Jack  Tekamah   1.48 

F.  L.  Ericson  Loomis    .39 

Abbott  Brothers  Sargent   1.54 

A.  W.  Moon  Geneva   1.16 

E.  L.  Tichacek  Linwood   .76 

H.  M.  Husbands  Gresham   10.17 

C.  L.  Smith  Bradshaw   6.60 

$  57.88 

There  are  yet  a  great  many  who  have  not  been 
reported. 


Why  don't  you  send  that  quarter  for  this  magazine? 
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Cut  Your  Garment  According  to  Your  Cloth 

This  year  of  grace  1913  has  proven  to  many  of  our 
members,  especially  in  the  South  Platte  country,  a  dis- 
astrous one.  We  started  out  early  in  the  year  full  of 
hope  and  buoyancy,  bought  goods  freely,  and  extended 
credits,  based  on  expectancy,  and  now  we  are  up  against 
adverse  conditions,  and,  were  such  a  thing  possible  for  a 
hardware  man,  we  might  feel  discouraged  and  despond- 
ent. 

''When  you  are  feeling  blue— try  to  smile; 
To  worry  does  not  pay-  try  to  smile; 

It  helps  to  smooth  the  road 
And  to  lighten  up  the  load  try  to  smile." 
Take  a  new  grip  on  things,  face  conditions  and  bend 
them  to  your  will,  collect  up  every  dollar  you  can,  buy 
only  what  sells  and  then  in  small  lots,  stop  trusting  to- 
day or  you  can't  tomorrow,  pay  up  what  you  owe  as  soon 
as  possible.  Make  that  dollar  turn  itself  312  times  from 
now  until  next  August.  If  you  are  not  already  swamped, 
you  may  take  my  head  for  a  foot  ball  if  you  don't  come 
out  on  top.  Try  it.  Start  now.  Cut  your  garment  from 
the  cloth  you  have. 


The  following  members  paid  the  Association  head- 
quarters a  visit  during  the  early  part  of  August:  H.  M. 
Husbands,  Gresham;  A.  V.  Hlava,  Ravenna;  Mr.  Cloos, 
Havelock. 
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Insurance  Report  for  A  ugust 

Insurance  in  force  -  -  $1,052,076.00 
Cash  balance  -  -  -  23,283.10 
Fire  loss,  G.W.  Hubbard,  Muncie,  Ind.  82.05 
Fire  loss,  Hall  Hdw.  Co.  Kan.  City  3.25 
Dividends  to  members  -  -  402.43 
If  there  ever  was  a  time  in  the  history  of  our  state 
when  every  member  of  the  N.  H.  M.  1.  Co.  should  be 
alert,  it  is  now,  today.  The  danger  from  fire  is  of  a  dual 
nature,  the  first  and  most  important  being  incendiarism. 
The  temptation  to  weaklings  is  overcoming,  and  they 
don't  stop  to  think  of  the  losses  to  others  in  the  hope  of 
gain  to  themselves.  I  believe  it  is  the  duty  and  privi- 
lege of  our  members  in  every  town,  not  already  protect- 
ed, to  see  to  it  that  a  watchman  is  put  on  duty  every 
night  to  warn  those  who  attempt  such  things,  as  well  as 
being  on  hand  to  arouse  to  prompt  action  in  case  of  fire. 
I  believe  it  your  duty,  if  you  suspect  such  people  being 
in  your  midst,  to  quietly  but  firmly  invite  then  to  leave 
town.  It  will  pay  you  in  the  long  run.  I  have  just  set- 
tled a  loss  in  a  town  that  sustained  a  total  destruction 
by  fire  of  over  $40,000,  started  by  a  supposed  fire-bug  and 
the  authorities  are  now  on  his  trail.  Can  you  afford  to 
harbor  such?  The  second  fire  danger  is  from  present 
conditions  where  carelessness  may  cause  great  damage 
and  loss.  Every  citizen  should  see  to  it  that  all  nuis- 
ances are  abated,  and  rubbish,  straw  or  excelsior  prompt- 
ly removed,  eliminating  the  danger  from  cigarette  stubs. 
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matches  or  cigars  being  dropped  therein.  This  should 
be  the  particular  duty  of  your  deputy  fire  warden,  and  if 
you  have  none  send  me  the  name  of  a  good  man  and'  I 
will  have  him  appointed  at  once.  I  have  had  a  number 
appointed  in  the  last  thirty  days.  Let  us  work  together 
on  these  matters  and  we  can  accomplish  much  good  and 
save  from  disastrous  losses. 


Letters  From  the  Boys 

Nathan  Roberts,  Editor. 

Dear  Sir:— Enclosed  you  will  find  one  dollar  for  my 
subscription  to  the  Ironmonger.  I  think  you  are  doing 
a  good  business  and  I  do  not  want  to  miss  an  issue. 

S.  G.  Wright,  Whitman. 

Nathan  Roberts,  Sec'y. 

Dear  Sir:-  The  August  Ironmonger  at  hand  and  I 
have  read  all  the  contents.  You  sure  think  of  several 
good  things  and  explain  them  in  an  easily  understood 
manner.  In  regard  to  fire  wardens,  they  are  just  what 
we  need  and  every  small  town  in  the  state  should  have 

one.    Please  have  the  governor  appoint  He 

will  make  a  good  one  and  will  closely  watch  every  pos- 
sible menace  to  property.  Everything  is  dried  up  here, 
business  dull  and  collections  slow,  but  I  am  enjoying 
good  spirits  and  fine  health  and  will  live  on  prospects 
another  year,  as  we  have  the  past  seven  years. 

H.  M.  Ingram,  Axtell. 
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N.  R,  H.  A.  Dues  for  1913 

There  are  yet  110  members  in  good  standing  last 
year,  who  to  date  have  overlooked  paying  their  dues  for 
this  year.  Are  you  one  of  them?  This  month  closes 
the  third  quarter  of  the  current  year.  This  office  pays 
all  its  bills  promptly.  Don't  detract  from  its  enviable 
position  by  failing  in  your  duty  to  pay  yours.  We  are 
spending  money  for  your  benefit,  whether  you  have  paid 
up  or  not,  and  you  can't  afford  to  have  the  self-conscious- 
ness that  you  have  failed  to  pay  less  than  one  and  one- 
half  cents  per  day  as  your  quota  to  the  good  work  we 
are  carrying  on  in  your  interest.  Pick  up  your  pen  now, 
write  your  check  and  mail  it  today,  now,  not  tomorrow, 
and  have  the  satisfaction  of  a  duty  well  and  faithfully 
performed.  Your  Secretary. 


During  state  fair  week  a  number  of  our  members 
paid  this  office  the  compliment  of  a  call  and  a  hearty 
handshake.  Among  them  were:  Mr.  Cunningham,  of 
Johnstown;  M.  J.  Jimerson,  Liberty;  C.  W.  Trimble,  Haz- 
ard; Chas.  Ammon,  David  City;  G.  H.  Glazier,  Stanton; 
Mr.  Dolan,  Weston;  Sanford  Wright,  Omaha;  T.  R.  Har- 
desty,  Ericson;  Mr.  Simmons,  Beaver  City;  Mr.  Larson 
and  Mr.  Suckey,  of  Omaha. 


Do  I  have  trouble  with  my  automobile?  Well,  I 
could  not  have  more  if  I  were  married  to  the  blamed 
thing. 
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WASTED  HOURS 


GET  up  fellow  Quit  your  idling 
With  a  smile  upon  your  face. 
Don't  you  know  that  he  who  lingers 

Never  wins  in  any  race? 
You  may  dream  and  build  your  castles 

You  may  wish  'If  I  were  you;'' 
But  the  Great  World  wants  not  dreamers 
It  wants  men  to  dare  and  do. 
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The  Knocker 


Hammer  and  clang! 

Hammer  and  dang! 
List  to  the  knocker  with  clamor  and  bang. 

Lamming  and  slamming, 

And  jamming  and  ramming, 
Sniffing  and  biffing,  with  clatter  and  clang — 

Hitting  to  right  of  him— 

Oh,  the  great  might  of  him! 

Striking  to  left  of  him— 

Just  watch  the  cleft  of  him! 
Whacking  and  cracking  each  head  on  the  way. 
Rapping  and  slapping  by  night  and  by  day— 
None  can  escape  from  his  clamor  and  clang! 
Refuge  is  none  from  his  hammer  and  bang, 

Whanging  away 

Day  after  day! 
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Be  Cheerful 


Be  cheerful  in  your  daily  work — 

In  everything  you  do — 
It  makes  the  heavy  task  seem  light 

And  gives  you  courage  too. 
If  your  neighbor  has  hard  luck 

And  seems  to  be  upset 
A  cheerful  word  may  brace  him  up 

And  his  troubles  soon  forget. 

Be  cheerful  with  your  fellow  men 
In  every  walk  of  life, 

And  strive  to  banish  everything 
That  brings  discord  and  strife. 

Wear  a  smile  upon  your  face- 
Extend  a  helping  hand — 

Be  optimistic  in  your  talk 

And  join  "The  Booster's  Band. 

Samuel  O.  Buckner  In  "Office  and  Field" 
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Do  It  Right 


If  you  have  a  thing  to  do — 

Do  it  right; 
Stick  at  it  till  you're  through — 

Do  it  right; 
Give  good  and  honest  work, 
It  pays  to  never  shirk — 

Do  it  right. 

Whether  working  fast  or  slow — 

Do  it  right; 
Don't  do  things  just  for  show — 

Do  them  right; 
If  things  go  wrong  don't  cry 
Just  all  the  harder  try — 

Do  it  right. 

If  wealth  you  would  acquire — 

Do  it  right; 
If  to  fame  you  would  aspire — 

Do  it  right; 
Shun  ill-gotten  gain, 
Strive  for  an  honored  name — 

Do  it  right 


S.  O.  Buckner 
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ELL  me  not  with  mournful  croaking,  that 
this  Ufe  is  but  a  dream,  for  the  guy  is 
only  joking,  who  advances  such  a  theme. 
All  will  come  for  which  thou  yearndest, 
all  the  good  things  will  arrive,  if  you'll 
only  do  your  durnedst,  while  you're  here  on  earth 
alive.  In  the  world's  broad  field  of  battle,  in  the 
bivouac  of  life,  hump  around  and  make  things  rat- 
tle, hustle  for  your  kids  and  wife.  Not  enjoyment 
and  not  trouble,  is  our  destined  end  *ay  tank,'  but 
but  to  put  the  shining  rouble,  safely  in  the  village 
bank.  Lives  of  rich  men  all  remind  us,  we  may  all 
be  shining  marks,  and  departing  leave  behind  us, 
pickings  for  the  legal  sharks.  Pickings  that  some 
court  and  jury,  will  distribute  here  and  there,  while 
our  orphans  in  a  fury,  draw  a  blank  and  paw  the 
air.  Let  us  then  be  saving  twenty  million  dollars 
or  the  like,  so  the  lawyers  will  have  plenty,  when  it 
comes  our  time  to  hike.  Let  us  practice  self-denial, 
so  that  on  a  future  day,  when  the  case  comes  up  for 
trial,  courts  may  find  the  business  pay. 

Walt  Mason 
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I  The  New  Deal 


The  new  administration  will  now  administrate; 
the  people  of  this  nation  will  have  to  pay  the  freight. 
The  president  is  hoping  to  see  reforms  begin,  and 
many  sports  are  doping  the  president  to  win.  For 
he  is  wise  and  eager  to  help  the  toiling  mass,  which 
now  subsists  on  meager  soupbonesand  garden  sass. 
He  hopes  for  equal  justice  betwixt  the  poor  and  rich, 
relief  from  laws  that  bust  us,  from  grinding  woes 
and  sich,  for  Vv^orthy  compensation  to  those  of  low 
estate,  the  new  administration  will  now  adminis- 
trate. Alas,  that  high  ambition  to  ease  the  people's 
load,  to  better  man's  condition,  must  tread  a  rocky 
road!  There's  small  enthusiasm  when  great  reform- 
ers rise,  the  people  have  a  spasm  and  turn  suspic- 
ious eyes  upon  the  statesman  daring  who'd  leave 
the  beaten  path;  they  crowd  around  him  swearing, 
and  ventilate  their  vs^rath.  They  say,  "This  fellow 
bothers  the  people  w^ith  his  fuss!  The  customs  of 
our  fathers  were  good  enough  for  us!"  Full  many  a 
verbal  storm  or  tornado  will  he  meet,  and  so  the 
sad  reformer  soon  goes  on  frigid  feet  There's  little 
consolation  for  him  who'd  save  the  state.  The  new 
administration  will  now  administrate. 


Walt  Mason 
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/  am  not  bound  to  win  but  I  am  bound 
to  be  true.  I  am  not  bound  to  succeed  but  I 
am  bound  to  live  up  to  what  light  1  have.  I 
must  stand  with  anybody  that  stands  right; 
stand  with  him  while  he  is  right  and  part 
with  him  when  he  goes  wrong. 

Abraham  Lincoln. 
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POPULARITY 


We  all  desire  approval,  and  hope  that  when  we 
die,  our  premature  removal  will  cause  a  public  sigh; 
and  while  on  earth  we  linger,  we  hope  that  dames 
and  gents  will  at  us  point  the  finger  of  pride  and 
public  confidence.  And  so,  to  gain  endorsement, 
we  try  all  kinds  of  tricks;  some  strive  for  law  en- 
forcement, some  enter  politics;  some  try  to  heal  dis- 
eases by  making  purple  pills,  some  deal  in  moral 
wheezes,  and  others  pay  their  bills.  Some  cultivate 
politeness,  or  wear  a  manner  great;  some  have  an 
airy  brightness  that  ought  to  captivate.  Some  hand 
out  elocution,  the  verbal  flight  that  thrills;  some 
plug  for  revolution,  and  others  pay  their  bills.  Some 
dress  in  gorgeous  raiment,  with  bonnets  rich  and 
glad,  while  tailors  shriek  for  payment,  and  milliners 
go  mad.  In  one  way  or  another  we  always  strive 
to  gain  the  plaudits  of  our  brother  while  we  on 
earth  remain.  One  method  is  a  winner;  with  hap- 
piness it  fills  the  breast  of  saint  or  sinner— the  pay- 
ing up  of  bills.  There  is  no  plan  that's  better,  no 
method  thaf  s  more  fit,  because  the  chronic  debtor 
can't  hope  to  make  a  hit. 


Walt  Mason. 
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He  was  selling  tacks  and  turnips  in  a  gloomy 
corner  store,  and  he  never  washed  his  windows  and 
he  never  swept  the  floor,  and  he  let  the  cobwebs 
gather  on  the  ceiling  and  the  walls,  and  he  let  his 
whiskers  flourish  till  they  brushed  his  overalls.  So 
his  customers  forsook  him-  for  his  patrons  were 
not  chumps— and  the  sheriff  came  and  got  him  and 
that  merchant  bumped  the  bumps. 

He  was  selling  shoes  and  sugar,  sugar  from  the 
Sunny  South,  and  he'd  roast  the  opposition  when 
he  should  have  shut  his  mouth.  He  would  stand 
and  rant  and  rumble,  by  the  hour  of  Mr.  Tweet, 
who  was  selling  shoes  and  sugar  in  the  shack 
across  the  street.  And  he'd  vow  all  kinds  of  ven- 
geance, and  he'd  tell  all  kinds  of  tales,  till  his  wear- 
ied patrons  sometimes  rose  and  hit  him  with  the 
scales;  for  they  cared  about  his  troubles  and  his  sor- 
rows not  three  whoops;  and  the  sheriff  came  and 
got  him,  and  that  merchant  looped  the  loops. 

Walt  Mason. 


The  prototype  will  appear  next  month. 
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E  was  selling  books  and  beeswax,  and 
his  store  was  neat  and  clean,  and  the 
place  was  bright  and  cheerful,  and  the 
atmosphere  serene.  He  was  tidy  in  his 
person,  and  his  clerks  were  much  the  same,  and  no 
precious  time  was  wasted  in  the  tiresome  knocking 
game.  And  the  customer  who  entered,  was  with 
courtesy  received,  and  he  felt  quite  proud  and  hap- 
py, when  of  cash  he  was  relieved.  And  the  mer- 
chant's word  was  golden,  what  he  said  was  always 
true,  and  he  sold  no  mouldy  beeswax,  saying  it  was 
good  as  new.  And  his  trade  kept  on  increasing, 
till  his  bank  account  was  fat,  and  the  sheriff,  when 
he  met  him,  always  bowed  and  tipped  his  hat. 

Walt  Mason. 
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Try  to  Smile 


Should  hard  luck  come  your  way — 
Try  to  Smile; 
To  worry  does  not  pay — 
Try  to  Smile; 
The  storm  clouds  of  to-day 

May  to-morrow  pass  away — 
Try  to  Smile. 

If  your  business  should  go  wrong — 
Try  to  Smile; 
And  "Failure"  come  along — 
Try  to  Smile; 
Just  strike  a  quicker  pace 

And  you  then  may  win  the  race — 
Try  to  Smile. 

When  you  are  feeling  blue- 
Try  to  Smile; 
Should  others  frown  at  you— 
Try  to  Smile; 
It  helps  to  smooth  the  road 
And  lightens  up  the  load, 
When  you  Smile. 

— S.  O.  Buckner. 
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Tenets  of  Our  Craft 


1.  To  encourage  by  education  the  best  and 
most  modern  methods  of  conducting  a  profitable 
hardware  business. 

2.  To  prevent  by  all  lawful  means  the  en- 
croachment of  opposing  interests  upon  the  local  in- 
terests of  our  respective  members. 

3.  To  oppose  the  enactment  of  all  laws,  state 
or  national,  whereby  local  interests  are  sacrificed  to 
the  benefit  of  foreign,  and  to  stand  for  all  legisla- 
tion believed  to  be  for  the  greatest  good  to  the 
greatest  number. 

4.  To  keep  its  members  constantly  informed 
of  those  manufacturers  and  wholesalers  who  may 
persist  in  selling  in  competition,  directly  or  indi- 
rectly with  any  member  of  this  association. 
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This  number  of  the  Ironmonger  marks  an  end  and  a 
beginning.  Men  are  not  born  full  grown  and  no  one  ev- 
er gains  anything  by  trying  to  push  beyond  his  possibil- 
ities. That  which  is  true  of  one  is  equally  true  of  all. 
However,  we  can't  afford  to  sit  down  and  count  our  fail- 
ures in  advance.  If  I  had  I  should  never  have  attempt- 
ed this  monthly  monitor.  The  longest  journey  is  made 
up  of  successive  steps— one  at  a  time  and  no  one  is  re- 
quired to  succeed  always.  We  are  all  entitled  to  a  cer- 
tain number  of  failures,  but  our  first  duty  is  to  begin. 
The  man  who  makes  no  mistakes  has  never  really  be- 
gun, and  will  achieve  no  triumphs.  In  thinking  over  the 
past  year's  work  I  can  see  many  mis-steps  and  faltering 
gait,  and  doubtless,  dear  reader,  self-examination  will  re- 
veal to  you  such  experiences.  But  why  stop?  Why  per; 
mit  past  failures  to  discourage?  Can't  they  be  accepted 
as  sign  posts  that  we  may  avoid  the  pitfalls  in  the  fut- 
ure? In  the  past  year  I  have  written  eighty  thousand 
words  with  a  single  purpose— that  you  might  obtain 
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some  benefit,  some  inspiration,  some  new  thought  oi  ^ 
idea  for  betterment  and  progress.  I  have  been  wonder- 
ing, in  planning  for  and  opening  up  a  new  volume,  what 
per  cent  of  the  past  year's  work  has  borne  any  fruit, 
what  number  has  made  any  progress  for  better  things. 
How  many  can  look  back  over  the  past  year  and  can 
truly  say  that  while  their  steps  have  been  one  at  a  time 
they  have  been  upward  and  onward,  or  must  we  confess 
to  ourselves  that  there  have  been  innumerable  mis-steps? 
Failures  may  and  shall  come,  but  not  failures  continual- 
ly. If  the  past  year  has  shown  no  growth  morally  andj 
physically  there  is  something  wrong.  Should  we  not 
prune  and  dig  until  we  find  the  cankerworm  that  retards 
our  progress?  Will  we  be  content  to  close  Volume  2,  a 
year  hence,  where  it  begins  today?  Perish  the  thought. 
If  there  is  no  good  to  attain,  no  ideal  to  reach  for,  I  for 
one  am  ready  to  pass  in  my  checks.  However,  I  am 
thankful  I  am  not  of  those  who  only  see  the  dark  side. 
I  believe,  and  I  have  tangible  proof  for  it,  that  we  have 
made  tremendous  strides  upward  the  past  year.  I  be- 
lieve we  are  better  merchants,  better  men,  more  united, 
working  together  in  unity,  less  selfishness,  more  prompt 
in  business  affairs.  In  a  word,  I  firmly  believe  that  the 
hardware  merchants  of  Nebraska  are  second  to  none  in 
their  class  in  any  state  in  the  union.  However,  there  is 
still  room  at  the  top.  Let  us  set  our  stake  high  this  year, 
it  is  worthy  of  our  effort.  It  may  be  a  long  journey  but 
let  every  step  bring  us  nearer  to  the  ideal  each  of  us  have 
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>et  for  ourselves.  You  will  find  much  food  for  thought 
in  this  issue,  much  work  you  can  do,  are  you  willing  to 
co-operate  and  help?  Think  seriously  over  this  credit 
problem.  It  is  sapping  our  life  blood  and  something 
must  be  done.  Talk  it  over  with  your  competitor,  and 
by  the  time  our  convention  comes  around  let's  all  be 
ready  to  act  and  act  right, 

EDITOR. 


We  regret  to  announce  the  death  of  I.  W.  Haws,  of 
Minden,  who  passed  away  September  27th  Mr.  Haws 
has  always  been  an  ardent  worker  for  the  betterment  of 
pthers,  giving  his  time  and  talents  unselfishly  and  with- 
out stint,  and  has  left  with  us  a  name  and  purpose  to 
emulate.  His  work  shall  live  after  him.  We  extend  to 
the  widow  and  orphans  our  heartfelt  sympathy  in  this 
their  darkest  hour.  The  N.  R.,  H.  A.  was  represented  at 
the  obsequies  by  Director  J.  S.  Pattison. 


The  J.  M.  Thompson  &  Sons  Hardware  Co.,  Owat- 
onna,  Minn.,  jobbers  of  hardware  and  cutlery,  will  move 
their  business  to  Minneapolis  October  1,  and  will  be  lo- 
cated at  corner  of  First  Avenue  North  and  Sixth  street. 


This  office  was  favored  by  a  pleasant  visit  from  the 
following  this  month:  Mr.  Spadt,  of  Spadt  Bros.  Crete, 
J.  F.  Heine,  Hooper,  Geo.  Stanton,  Alliance,  Fred  Pelze, 
Blue  Hill,  Mr.  Dolan,  Western. 
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The  Credit  Question 
(Continued  from  the  Alliance  meeting) 

I  am  very  positive  in  my  position  when  I  say  that 
I  believe  the  loose  credit  system  in  vogue  by  a  large  num- 
ber of  the  retail  hardware  men  at  the  present  time  is 
more  destructive  and  far-reaching  in  its  effects  than  any 
other  evil  in  the  category  of  evils  that  we  have  to  con- 
tend with.  If  the  hardware  merchants  would  trust  only 
those  whom  their  banker  would  loan  money  to  without 
security,  and  trust  not  to  exceed  thirty  days,  and  buy  on- 
ly such  goods  as  your  trade  can  absorb,  and  in  such  quan- 
tities as  your  capital  and  trade  will  warrant,  and  do  bus- 
iness on  business  principles,  there  would  be  less  money 
sent  away,  less  failures,  less  merchants  desirous  of  un- 
loading their  business  and  troubles  on  someone  else. 
Business  would  become  a  pleasure  - instead  of  a  worry 
and  we  could  stand  more  erect  before  the  business  world 
and  less  anxious  to  shuffle  off  this  mortal  coil. 

Following  I  will  try  to  outline  both  sides  of  the  cash 
and  credit  problem.  Sharpen  your  pencil  and  follow  me- 

Suppose  you  can  do  a  business  of  $10,000  per  annum 
on  a  capital  of  $3,000  invested  in  hardware  on  your 
shelves  and  all  paid  for,  and  that  is  all  you  have  except 
your  cedit  standing  and  your  good  name.  You  start  in 
to  do  business  in  the  loose  way  that  is  carried  on  in  a 
very  large  per  cent  of  the  towns  in  Nebraska.  You  sell 
at  an  average  gross  profit  of  33J^  per  cent.  Your  ex- 
pense per  cent,  including  your  own  salary,  and  any  other 
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personal  items  necessary  to  do  business,  is  20%,  and  you 
succeed  in  selling  $10,000  per  year,  the  cost  of  your  goods 
would  be  $7,500,  your  gross  profit  $2,500,  your  expense 
$2,000.  Therefore,  you  would  net  $500,  or  16%  per  cent 
on  your  investment.  But  as  you  are  doing  a  credit  busi- 
ness it  is  safe  to  assume  that  you  have  hard  scratching 
to  get  money  out  of  it  from  time  to  time  to  enable  you 
to  meet  your  bills  at  maturity  and  pay  your  running  cash 
expenses,  (you  know  they  are  always  cash.)  The  fact 
that  you  are  hard  up  most  of  the  time,  and  perhaps  per- 
mit your  bills  to  lapse  beyond  maturity  from  time  to 
time,  precludes  the  possibility  of  obtaining  the  best  pric- 
es as  a  buying  basis.  In  fact  you  are  handicapped  and 
often  discouraged,  and  the  very  conditions  themselves 
preclude  the  possiblity  of  getting  out  of  yourself  the  best 
you  are  capable  of.  In  addition  you  have  trusted  your 
goods  and  profits  broadcast,  and  it  takes  a  large  part  of 
your  time  and  much  worry  watching  your  eggs  in  so 
many  baskets,  that  you  ought  to  be  giving  to  the  devel- 
opment of  your  business.  Does  the  farmer  trust  you  for 
what  he  has  to  sell?  Oh,  no.  His  eggs  are  in  one  bas- 
ket where  he  can  watch  them.  How  about  you?  Oh  you 
are  playing  the  waiting  game,  and  meanwhile  trying  to 
carry  three  stocks  -  one  you  have  trusted  out,  one  on 
your  shelves,  and  one  you  owe  your  jobber  for  and  if 
you  continue  along  these  lines  your  worries  will  increase 
and  you  will  be  in  luck  if  you  don't  lose  your  hold  entire- 
ly, as  many  have  done  and  are  doing  constantly. 
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Are  you  trying  to  stem  the  tide  under  these  condi- 
tions? If  so,  follow  my  argument  to  a  better  state  of  af- 
fairs, a  safer  and  saner  method,  a  sure  way  to  success. 

Start  out  under  the  same  conditions  as  before,  but 
instead  of  indiscriminate  credits  make  up  your  mind  to 
run  your  business  along  a  given  plan,  for  your  benefit 
and  profit  and  in  the  interest  of  your  own  family.  Lay 
down  an  ironclad  rule  that  you  trust  no  man  unless  you 
are  positively  assured  he  has  the  ability  to  pay  on  de- 
mand, and  then  only  on  a  basis  not  to  exceed  30  days 
unless  he  agrees  to  pay  you  8%  on  deferred  payments 
exceeding  30  days,  and  that  he  also  agrees  to  close  an 
account  at  any  time  you  rnay  demand  either  with  cash 
or  bankable  note.  You  will  soon  find  that  the  class  of 
men  you  care  to  trust  will  be  paying  you  cash  or  nearly 
so,  and  it  goes  without  saying  that  you  are  better  with- 
out the  other  class.  On  this  basis  you  will  be  practical- 
ly turning  your  money  every  30  days,  discounting  your 
bills  and  doing  a  safe  business,  crops  or  no  crops.  The 
following  figures  prove  my  position  absolutely: 

On  a  basis  of  annual  sales  of  $10,000  your  monthly 
sales  amount  to  $833.34,  which  cost  you  $625,  leaving  a 
gross  profit  of  $208.34,  but  as  it  cost  you  20%  to  do  busi- 
ness we  will  take  20%  from  $833.34,  which  equals  $166.67 
leaving  you  a  net  profit  above  all  expenses,  which  must 
include  your  own  salary  and  any  other  personal  expense 
needed  to  carry  on  the  business,  of  $41.67.  Multiply  this 
by  twelve  and  2%  cash  discount  on  the  cash  you  get  on 
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monthly  sales^  of  $833.34  and  you  have  a  total  amount 
per  annum  of  $700  net  to  yourself,  or  23^%  on  your  in-  ' 
vestment  and  the  most  pleasing  part  is  that  you  have  it 
in  cash,  bank,  or  investment,  and  your  original  stock  of 
$3,000  free  and  clear,  instead  of  being  trusted  out  as  a 
doubtful  quantity  you  may  or  may  not  be  able  to  realize 
upon.  Also,  this  amount  would  not  limit  your  gains,  as 
cash  in  hand  is  always  a  mighty  big  stick  to  hammer 
down  the  cost  of  goods.  Business  will  become  a  pleas- 
ure instead  of  a  drudge,  your  care-free  sleep  restful  and 
refreshing,  your  home  a  pleasant  place  to  enjoy,  your 
life  prolonged  and  dull  care  a  thing  of  the  past,  and  you 
will  hold  your  head  erect  before  the  commercial  world. 

Is  this  worthy  the  effort?  Singly,  perhaps,  ao.  But 
how  would  you  line  up  if  800  other  hardware  men  should 
elect  to  mend  their  ways?  Would  you  be  one?  1  hink 
it  over  carefully  and  come  down  to  the  convention  next 
February  and  we  will  thresh  it  out.  It  will  be  the  best 
thing  that  ever  happened  if  we  will  only  join  hands  and 
hearts  and  say  we  will  do  it. 


Our  Alliance  correspondent  returning  from  a  trip  re- 
ports the  small  grain  crop  like  old  times  in  Illinois,  sug- 
ar beets  and  alfalfa  can't  be  better,  potatoes  plentiful, 
and  beef  cattle  bringing  top  prices.  Debts  will  be  easy 
to  collect  this  fall.   Cheer  up. 


Have  you  a  policy  in  the  N.  H.  M.  I.  C? 


s 
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A  Fraud 

Western  hardware  merchants  have  been  canvassed 
recently  by  a  man  giving  the  name  of  Randall,  posing 
as  a  representative  of  the  "Continental  Distributing 
Company/'  New  York.  This  man  sells  a  silver  plating 
solution,  delivering  the  goods  and  collecting  for  them  at 
time  of  sale.  He  also  promises  a  quantity  of  wrapping 
paper  free  for  large  orders;  the  paper  to  be  shipped  from 
New  York.  The  plating  solution  is  said  to  be  worth- 
less, and  no  dealer  has  yet  received  his  wrapping  paper. 

The  only  "Continental  Distributing  Company''  of 
New  York  in  the  Commercial  Bulletins  is  a  dealer  in 
food  supplies,  and  states  it  does  not  know  Mr.  Randall, 
but  would  like  to  apprehend  him.  This  information  is 
sent  to  put  you  on  your  guard  against  possible  imposi- 
tion. 


Additional  reports  on  freight  bill  audits  since  last 
issue  of  Ironmonger  under  same  conditions. 


Abbott  Bros.,  Sargent,  $4.18 

J.  J.  Janovoc,  Morse  Bluffs  48 

A.  V.  Hlava  &  Son,  Ra\  nna,  .  18.25 

Fred  Pelz,  Blue  Hill,  14.75 

Tidd  &  Co.,  Palmer,   16.00 

E.  Tichaeck,  Linwood  60 

H.  M.  Husbands,  Gresham  1.42 


Send  along  your  old  freight  bills  for  5  years  back 
you  may  as  well  get  what  there  is  in  it. 
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Letter  From  State  Fire  Commissioner. 

Lincoln,  Nebraska,  Sept.  20,  1913. 
As  this  is  the  season  when  people  throughout  the 
state  are  preparing  to  start  fires  in  their  stoves  and  fur- 
naces for  the  winter,  we  deem  it  a  most  opportune  time 
for  this  department  to  make  some  suggt^^stions  along 
these  lines,  and  we  trust  will  tend  to  lesson  fire  losses 
in  the  state. 

First,  this  department,  through  its  inspectors  and 
deputies,  is  going  to  insist  that  no  one  in  the  state  shall 
use  a  stove  that  is  not  safely  protected  by  metal  or  non- 
combustible  material  underneath.  Let  no  citizen  fail  to 
place  a  metal  stove  board  under  his  stove  so  as  to  pro- 
tect the  floor.  Last  winter  about  150  fires  were  reported 
as  caused  by  *'stoves  with  no,  protection  underneath.'' 

Second,  every  home  owner  and  businessman  sho  uld 
see  that  the  chimneys  and  flues  ()f  his  property  are  in 
safe  condition.  Have  them  inspected,  cleaned  and  re- 
paired if  necessary.  This  will  not  only  lesson  the  dan- 
ger from  fire,  but  will  make  your  stoves  and  furnaces 
burn  better  and  make  you  more  comfortable  for  the  win- 
ter. 

Third,  do  not  store  ashes  in  basements.  Never 
throw  them  near  wood  partitions.  Put  them  in  metal 
receptacles  or  throw  them  out  in  an  open  space  away 
from  wooden  fences  or  buildings. 

The  exceptionally  hot,  dry  weather  of  July  and  Aug- 
ust caused  an  unusual  number  of  fires  these  months. 
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From  January  1,  to  Sept.  1,  Nebraska  lost  $1,056,789.85 
through  fire.  Most  of  this  enormous  loss  could  be  avert- 
ed by  due  care  and  vigilance  on  the  part  of  owners  and 
tenants  of  property.  An  averave  of  $132,098.75  of  the 
wealth  of  Nebraska  wasted  in  smoke  and  every  month 
since  Jan.  1,  is  certainly  a  most  unenviable  record  for 
our  state  and  a  rebuke  to  the  carelessness  of  our  people. 

Let  us  by  caution  and  care  hold  down  the  fire  losses 
in  the  future  and  thereby  conserve  the  resources  which 
Nebraska  now  needs.  Yours  truly, 

W.  S.  Ridgell, 
Chief  Deputy  Fire  Commissioner. 


Business  Boomers 

The  difference  between  a  dead  town  and  a  live  town 
is  the  difference  between  dead  merchants  and  live  mer- 
chants. Some  merchants  are  so  dead  or  free  from  en- 
terprise, that  it  takes  sizzling  hot  thrusts  to  awaken 
enough  life  in  them  to  even  penetrate  the  outer  most 
rim  of  business  progress. 

They  will  sit  around  endeavoring  to  catch  trade  that 
comes  to  town  without  offering  inducements  to  draw 
business.  They  tell  the  public  that  they  do  not  adver- 
tise in  the  newspapers,  but  give  their  trade  the  benefit 
of  the  little  money  they  might  spend  in  advertising  by 
giving  them  more  for  their  money  than  the  advertiser 
which  they  know  is  a  falsehood. 

The  advertiser  always  gives  more  and  better  goods 
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for  the  money  than  the  merchant  who  doesn't  advertise, 
for  the  advertiser's  goods  are  turned  quicker  and  are 
always  new  and  up-to-date  Besides  the  advertiser  is 
the  town  boomer,  while  the  non-advertiser  is  the  town 
sponger. 

The  advertiser,  through  the  medium  of  his  ads,  is 
reaching  out  and  bringing  new  people  to  town  to  trade 
and  is  thus  both  directly  and  indirectly  advertising  the 
town. 

There  is  a  way  in  which  every  person  trading  in 
this  town  can  help  the  town  and  that  is  to  encourage  en- 
terprise by  patronizing  the  merchant  who  does  adver- 
tising. That's  one  way  to  boom  a  town  that  should 
have  our  admiration. 


The  man  who  is  careless  about  his  business  corres- 
pondence is  his  own  worst  enemy,  and  especially  if  it  is 
correspondence  relating  to  his  past-due  obligations.  He 
is  taking  the  easiest  course  to  contract  his  credit  and 
cripple  his  business,  for  creditors  are  entitled  to  simple, 
straightforward  answers  to  letters  dealing  with  accounts. 
It  is  safer  to  neglect  almost  anything  else  rather  than 
this  side  of  a  business."— National  Ass'n  of  Credit  Men. 


As  a  test  of  your  own  ability  try  pushing  some  par- 
ticular article  for  a  certain  length  of  time.  It  will  show 
what  you  can  do  and  it  may  reveal  some  points  you 
would  like  to  overcome. 
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A  Few  Advance  Thoughts  On  Our  Coming  Convention. 

1st,  let  it  be  understood  absolutely  that  there  is  no 
coericion  on  any  number  attending  to  buy  any  goods 
from  the  exhibitor's. 

2nc],  There  Vv'ill  be  no  prizes  offered  this  year  to 
stimulate  undue  buying. 

3rd,  We  are  planning  to  have  as  many  new  goods  as 
possible  on  exhibition,  the  object  in  view,  education. 

4th,  The  prominent  object  to  be  held  in  view  this 
year  is  the  get-together  one.  Get  together  as  members, 
get  in  touch  with  people  who  can  best  serve  your  inter- 
ests. Get  in  touch  with  the  exhibitors  who  can  place 
his  goods  in  good  hands  on  the  best  possible  basis 
when  you  need  them.  Utilize  his  time  for  your  informa- 
tion. Utilize  his  goods  as  you  need  them  for  your  bene- 
fit. Don't  buy  h  dollars  worth  except  as  it  shall  be  wise, 
and  right  to  do  so. 

5th,  When  you  come,  remember  one  thing,  that  your 
view,  point  in  regard  to  your  needs  and  what  you  buy  or 
don't  buy  is  absolutely  paramount,  and  that  your  pres- 
ence in  attendance  is  the  only  consideration  to  be  taken 
into  account. 


Our  exhibit  hall  is  filling  up  rapidly  with  the  best 
ever.  We  are  anticipating  a  pleasant  and  profitable  ses- 
sion, a  strong  program  and  a  better  association.  Get  in 
touch  with  your  District  Chairman  as  soon  as  you  can 
and  help  him  carry  out  his  plans.  The  list  follows: 
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West  half  of  6th  Cong  Dist,  C.A.Newberry,  AlH 
ance,  chairman. 

Central  6th  Cong.  Dist.,,  John  L.  Alden,  Whitman, 
chairman. 

Eastern  north  half  of  6th  Cong.  Dist.,  Mr.  Townsend 
P.ige,  chairman 

Eastern  south  half  of  6th  Cong.  Dist,  A.  V.  Hlava, 
Ravenna,  chairman. 

West  half  of  5th  Cong.  Dist,  C.  B.  Diehl,  Stratton, 
chairman. 

East  half  of  5th  Cong.  Dist,  Fred  Pelz,  Blue  Hill, 
chairman. 

.North  half  of  4th  Cong.  Dist,  Chas.  Ammon,  David 
City,  chairman. 

South  half  of  4th  Cong.  Dist.,  Dan  Kavanagh,  Fair- 
bury,  chairman. 

West  half  of  3rd  Cong.  Dist.,  Gay  McDougal,  Ne- 
ligh,  Chairman. 

East  half  of  the  3rd  Cong.  Dist,  William  Kinzel, 
Wisner,  Chairman. 

Second  Cong.  Dist.,  F.  W.  Arndt,  Blair,  Chairman. 

North  half  of  the  1st  Cong.  Dist,  M.J.  Wickersham, 
Weeping  Water,  Chairman. 

South  half  of  the  1st  Cong.  Dist,  J.  W.  Armstrong, 
Auburn,  Chairman. 


One  of  the  best  investments  you  can  make  is  an  in- 
surance policy  in  the  Nebraska  Hardware  Mutual. 
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Inventory  Time  Soon. 
Is  it  not  possible  that  in  looking  over  your  stock 
now  you  may  find  some  lines  or  items  that  you  are  long 
on,  some  one  else  may  be  short  on  the  very  things  you 
would  rather  eliminate  from  your  inventory  why  not 
send  me  a  list  of  such,  priced  so  that  they  will  move 
rapidly.  Money  in  hand  even  at  a  loss  is  better  than  a 
dead  boarder.  Better  start  the  ball  rolling  and  let  us 
try  it  out,  it  will  cost  you  nothing  but  a  little  time,  most 
of  us  have  that  to  spare. 


A  Belated  Issue 

Upon  my  return  from  the  secretarys'  conference  held 
in  Chicago  last  week  I  found  the  Ironmonger  still  in  the 
printer's  hands,  held  up  for  copy  pending  my  attention. 
Before  leaving  I  supposed  and  the  printer  felt  sure  he 
had  more  copy  than  he  could  use,  hence  the  delay  this 
month.  Delays  are  often  dangereus  but  in  this  case  are 
acceptable,  as  it  enables  me  to  get  to  the  members  im- 
portant information  that  may  be  of  great  benefit. 

On  pages  23  and  24  you  will  find  reference  to  better 
opportunities  for  buying  certain  lines.  During  my  spare 
time  last  week  I  made  it  a  point  to  visit  certain  concerns 
in  Chicago,  examine  and  analyze  thoroughly  their  prop- 
osition, their  plants,  their  facilities,  etc.  To  any  mem- 
ber of  the  N.  R.  H.  A.  who  is  interested  in  building  up 
his  business  and  getting  proper  returns  on  his  invest- 
ment I  will  be  glad  to  give  full  particulars  and  assistance. 
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This  writing  pages  of  stuff  for  general  reading  by  non- 
interested  merchants  who  have  no  ambition  for  progress 
and  better  things,  reminds  one  of  the  pearl  story.  There 
is  no  such  thing  as  failure  except  to  him  who  courts  it. 
After  all  is  said  and  done  the  game  is  to  the  survival  of 
the  fittest.  Show  your  interest  by  writing  me  and  I  will 
try  and  show  you  the  way  out  of  your  difificulties.  Keep 
your  affairs  to  yourself  and  your  mouth  shut  like  a  clam 
and  the  Lord  himself  can't  do  anything  for  you.  I  am 
more  than  anxious  to  help  you  but  must  first  find  you 
worthy  and  well  qualified  to  receive  my  assistance  and 
advice,  otherwise  we  defeat  the  ends  we  are  trying  to 
attain.  I  am  fully  convinced  that  general  good  and  per- 
manent relief  can  only  be  utilized  and  absorbed  as  units 
of  a  large  body,  and  as  the  units  grow  so  in  proportion 
will  the  larger  body  become  effective  in  its  attainments. 
We  have  no  fight  with  the  jobber  whatever,  but  we  do 
say  you  must  compete  on  an  equal  basis  and  give  us  as 
much  for  our  dollar  as  anyone  else  can.  If  you  can't, 
whose  is  the  fault? 


Did  you  ever  stop  to  think  that  the  actions  of  those 
working  in  a  store  created  the  opinions  which  people 
hold  of  that  store? 

It  is  a  positive  truth  that  people  think  of  a  store  as 
they  think  of  the  individual  who  takes  care  of  their  cus- 
tom.— Mrs.  Essig,  at  Alliance  meeting. 
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Don't  Stop  to  think;  doing  and  thinking  should  be 
syngnymous. 


Being  thoroughly  familiar  with  your  stock  will  cre- 
ate confidence  in  your  customers.  We  like  to  do  busi- 
ness with  those  who  know  their  goods. 


It  is  well  to  give  time  to  reflection,  but  thinking 
should  be  a  part  of  all  your  activities.  It  isn't  a  good 
plan  to  do  anything  without  thinking. 


I  believe  it  is  well  worth  while  for  the  dealer  who 
uses  roadside  advertising  to  go  over  the  route  at  least 
twice  a  year  and  see  that  all  shabby  sighs  are  taken 
down  and  replaced  with  new  ones. 


Are  you  fully  prepared  to  meet  the  demands  of 
your  trade,  for  all  the  seasonable  goods  in  your  line? 
Not  too  big  a  stock,  but  the  completeness  of  it  is  what 
really  enables  you  to  fill  all  requirements. 


Do  you  look  forward  to  the  fall  and  winter  season 
with  its  holiday  rush,  in  dread  and  apprehension,  or  have 
you  considered  it  as  an  opportunity  for  exercising  your 
salesmanship?  The  way  things  really  are  depends  a 
great  deal  on  the  viewpoint. 
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Reliable  Information  at  a  Bargain 

This  office  can  occasionally  help  members  buy  goods 
right  or  place  them  in  touch  with  reliable  sources  of  sup- 
ply. We  have  done  so  in  the  past  but  I  regret  to  state 
that  in  one  or  two  cases  our  confidence  was  misplaced. 
Always  remember  that  personal  communications  from 
this  office  are  confidential  and  for  the  member's  use  on- 
ly, otherwise  we  nullify  desired  results  and  make  such 
work  of  non-effect.  It  can  also  help  adjust  trade  disputes 
of  real  merit.  It  can  and  does  furnish  special  informa- 
tion which  members  have  trouble  securing  elsewhere. 
You  are  always  free  to  use  these  office  privileges,  but 
don't  abuse  them. 


Mr.  Nathan  Roberts,  Secy,,  Lincoln,  Neb. 
Dear  Sir: 

Enclosed  please  find  50  cents  to  pay  up  my 
back  dues  and  subscription  to  the  Ironmonger.  1  note 
in  one  of  your  remarks  you  state  the  Ironmonger  finds 
its  way  to  the  waste  basket.  I  have  never  thought  this 
possible  as  I  always  read  mine  from  the  front  cover  of 
the  book  to  the  back  and  then  read  it  through  to  the 
front  cover  and  I  find  it  contains  a  great  many  thought- 
ful suggestions.  Very  truly  yours, 

Geo.  A.  Stanton,  Alliance. 


To  do  your  duty  to  your  employers  you  must  have 
people  think  well  of  you.— Mrs.  Essig. 
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Of  Interest  to  Policy  Holders. 

Norman,  Nebr.,  Sept.  29, 1913. 

Mr.  Nathan  Roberts, 

Lincoln,  Nebraska. 
Dear  Sir: 

It  was  with  a  thankful  heart  that  I  and  my  good 
wife  received  yours  of  the  26th  with  enclosure,  a  check 
in  full  It  certainly  comes  as  a  Godsend  to  me  and  my 
family,  as  the  fruits  of  our  labor  for  almost  a  lifetime 
were  consumed  in  a  few  short  moments  and  without  the 
protection  of  the  insurance  we  would  now  be  almost 
helpless  financially.  Long  live  the  Nebraska  Hardware 
Mutual  and  its  efficient  officers  and  members.  I  thank 
you  all,  gentlemen,  and  especially  Mr.  Roberts,  who 
spared  no  pains  in  going  to  the  bottom  of  everything  to 
obtain  all  facts  and  figures  pertaining  to  our  loss  and  the 
adjustment  of  the  same. 

Again  thanking  you,  I  am  as  ever,  a  friend  of  the 
Association  and  Mutual.    Long  may  she  live. 

Fraternally  yours, 

R.  D.  Williams. 

The  above  was  a  peculiar  case  and  simply  illustrates 
a  practical  test  of  what  it  means  to  carry  protection  in 
the  Nebraska  Hardware  Mutual  Insurance  Co.,  or  in  oth- 
er words,  to  be  in  the  hands  of  your  friends  when  disas- 
ter overtakes  you.  Mr.  Williams  had  an  honest  loss  and 
was  entitled  to  protection  and  a  fair  adjustment  morally 
but  technically  and  according  to  his  agreement  he  had 
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waived  all  rights  under  his  policy  or  contract,  inasmuch 
HS  he  had  not  taken  an  inventory  for  six  years,  had  not 
kept  an  account  sales  or  account  purchases,  and  had  no 
basis  according  to  his  contract  to  figure  his  loss  from. 

Following  are  the  minutes  from  the  ruling  of  your 
advisory  board  on  the  case: 

"The  case  of  R.  D.  Williams,  of  Norman,  was  next 
presented  by  Secretary  Roberts,  as  follows:  R.  D.  Wil- 
liams reported  total  loss  by  fire  September  8,  1913,  and 
requested  adjustment.  Sec.  Roberts  went  to  Norman 
September  10 -and  found  a  total  loss  of  building,  stock 
and  fixtures,  and  upon  investigation  found  that  Williams 
had  not  taken  inventory  for  six  years,  had  not  kept  ac- 
count sales  nor  account  purchases,  and  had  nothing  to 
base  his  loss  on  except  original  purchase  in  1907,  check 
stubs  of  monies  paid  for  merchandise,  and  bank  deposits 
for  account  sales.  Upon  this  he  proceeded  to  prove  the 
amount  of  loss,  upon  completion  of  which  he  found  the 
results  to  tally  with  amount  claimed  by  Williams,  and 
from  other  reliable  information  from  banker,  jobbers, 
salesmen  and  other  interested  parties.  Upon  presenting 
facts  to  the  advisory  board  in  detail,  together  with  de- 
tailed proof  of  loss,  the  board  by  motion  of  Mr.  Hoppe, 
seconded  by  Trester,  took  the  the  position  that  while 
Mr.  Williams  deserves  severe  criticism  for  the  careless 
manner  in  which  he  conducted  his  business,  and  technic- 
ally has  waived  all  rights  under  his  contract,  still  we  rec- 
ognize the  fact  that  undoubtedly  Sec.  Roberts  has  work- 
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ed  out  a  concise,  reasonably  correct  and  just  proof  of  loss 
for  the  assured  and  we  believe  the  same  to  be  as  nearly 
correct  as  an  inventory,  account  sales  and  account  pur- 
chases would  evolve,  and  as  this  company  stands  for  pro- 
tection to  its  members  before  and  above  all  other  issues, 
it  was  moved  that  the  claim  be  paid.  Carried  unani- 
mously/' 

One  other  Mutual  Company  on  this  risk  are  strong- 
ly inclined  to  stand  by  their  contract  but  we  believe  our 
position  in  the  case  will  carry  weight  with  them.  There 
were  no  stock  companies  on  the  risk.  We  hope  the  im- 
portance of  the  Iron  safe  clause  on  all  of  our  policies  will 
become  apparent  to  all  our  members. 


Publicity  Advertising 
To  those  who  can  and  will  take  the  time  necessary 
to  edit  and  publish  a  store  paper  and  issue  it  regularly 
to  all  the  peeple  tributary  to  your  town,  I  believe  it  the 
best,  most  effective  and  cheapest  mode  of  advertising 
you  can  select.  It  should  contain  besides  your  adver- 
tising other  matters  of  interest  to  your  readers  pertain- 
ing to  your  community  and  people;  witty  sayings,  short 
catchy  stories,  always  something  as  a  spice  to  heavier 
food.  There  are  a  number  of  our  members  who  are  us- 
ing their  gray  matter  along  this  line,  noticeably.  Fair 
Store  at  Gordon,  Neb.,  write  W.  L.  Mills,  Mgr.,  for  a 
copy,  also  M.  J.  Wickersham,  Weeping  Water,  and  oth- 
ers. 
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Statement  of  Ownership,  Management,  Circulation,  etc. 

Of  the  Nebraska  Ironmonger,  published  monthly  at 
Lincoln,  Nebraska,  required  by  the  Act  of  August  24, 
1912. 

Editor  -  Nathan  Roberts,  Lincoln,  Nebr. 
Managing  Ed.,  Nathan  Roberts,  Lincoln,  Nebr. 
Bus.  Manager,  Nathan  Roberts,  Lincoln,  Nebr. 
Publisher,  ■  Nathan  Roberts,  Lincoln,  Nebr. 
Owner,  -  Nathan  Roberts,  Lincoln,  Nebr, 
Known  bondholders,  mortgagees,  and  other  se- 
curity holders,  holding  1  per  cent  or  more  of  to- 
tal amount  of  bonds,  mortgages,  or  other  secur- 
ities        .         .         -         .  None 

Nathan  Roberts. 
Sworn  to  and  subscribed  before  me  this  27th  day  of 
September,  1913.      John  G.  Burket,  Notary  Public. 
My  commission  expires  February  1,  1917. 


I  received  a  rather  unique  remittance  this  week  for 
Volume  2  Ironmonger  as  follows: 

0  1  2 

OUGHT  ONE  TO -REMIT 

1  O  2 

ONE  OUGHT  TO-REMIT 

This  may  do  double  duty  in  bringing  to  your  atten-- 
tion  what  the  figures  0-1-2  in  the  September  issue  may 
mean  to  you  and  the  success  of  the  magazine. 
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Insurance  Report  for  September 


Insurance  in  force      -       -  $2 

037 

876 

00 

Cash  balance 

21 

063 

35 

Dividends  to  members 

345 

78 

rire  loss,  K.  Mcl  lair,  Crawford 

193 

00 

Roth  Bros.,  Roseland 

147 

15 

C.  A.  Macprang,  btamiora 

4 

loo 

o/ 

C.  J.  Olsen,  Palmyra 

15 

00 

Ceo.  A.  Taylor,  Wakefield 

4 

22 

R.  D.  Williams,  Norman 

2 

819 

40 

Jos.  Hegenbark,  Giltner 

1 

500 

00 

You  will  note  by  the  above  that  we  have  paid  fire 
losser  within  the  month  amounting  to  $8,832.14,  and  ev- 
ery loss  was  paid  promptly,  within  a  very  short  time  of 
its  occurence.  You  will  also  note  the  healthy  state  of 
our  cash  balance.  All  of  these  fires  occured  in  the  dry. 
hot  district  south  of  the  Platte,  except  two  small  losses. 
There  have  been  no  fires  reported  since  the  rains  set  in, 
and  we  hope  it  has  spent  its  force.  It  is  up  to  every 
member  of  the  N.  H.  M.  1.  C.  to  do  all  in  their  power  to 
lessen  the  risks   it  means  larger  dividends  to  you. 

Please  report  to  this  office  anything  that  seems  not 
O.  K.  and  it  will  be  attended  to.  One  of  the  smaller  loss- 
es to  us,  but  it  destroyed  an  entire  block,  was  the  work 
of  incendiarism.  The  party  accused  is  now  behind  the 
bars  in  Hastings,  and  we  are  hot  on  the  trail  of  another. 
Keep  your  weather  eye  open  and  put  us  next  promptly 
if  you  see  anything  that  seems  suspicious  or  has  a  bad 
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look  to  it.  Keep  your  own  premises  cleaned  up  always 
and  report  the  names  of  those  who  don't. 


Factory  Direct  Prices  on  Paints,  etc. 

The  Chicago  Paint  Works,  who,  so  far  as  we  can 
ascertain,  are  a  reliable  concern,  purpose  to  issue  a  deal- 
er:to-customer  catalogue  with  your  name  and  town,  con- 
taining net  price  list  to  consumers,  and  they  propose  to 
me  to  put  the  members  of  our  association  on  a  buying 
basis  direct  that  will  eliminate  all  mail  order  competition 
and  at  the  same  time  will  enable  you  to  place  in  your 
customers  hands  a  first  class  guaranteed  line  of  goods. 

The  paint  proposition  has  been  a  vexing  one,  every 
paint  house  being  a  law  unto  themselves  and  have  had 
but  little  or  no  regard  for  the  rights  of  the  dealer. 

This  house  proposes  to  sell  to  dealers  only,  they  is- 
sue a  tasty,  attractive  catalog  nicely  arranged  and  all 
priced  up  for  consumers  use.  They  put  up  their  first 
class  goods  under  the  name  of  ''Upon  Honor''  which  in 
mixed  house  paints  sells  at  $1.60  a  gallon.  Their  med- 
ium grade,  claimed  to  be  much  superior  to  mail  order 
goods,  sells  at  $1.18  a  gallon.  ''Upon  Honor"  barn  paint 
92c  a  gallon,  "White  Seal"  barn,  guaranteed,  75c  gallon, 
in  barrel  lots  at  65c.  The  profit  to  you  on  these  prices 
will  averag  40  to  50  per  cent.  They  also  manufacture 
everything  in  dry  oils  and  colors,  paint  and  lubricating 
oils  and  colors.  This  I  believe  is  an  opportunity  knock- 
ing at  our  door  and  it  should  not  be  overlooked.  Write 
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them  at  once  for  particulars  and  catalog.  Address,  Chi- 
cago Paint  Works,  Suite  304,  537  So.  Dearborn  Street, 
Chicago,  Ills. 


Another  question  is  the  plumbing  line.  A  large  num- 
ber of  our  merchants  are  attempting  to  do  a  plumbing 
business  under  adverse  conditions.  Would  factory-to- 
dealer  prove  a  boon?  How  does  a  complete  bath  room 
outfit,  strictly  high  grade,  consisting  of  18x21  lavatory, 
5  ft.  tub,  and  a  low-down  pattern  siphonic  action  closet, 
sound  to  you  at  $31.92,  f.  o.  b.  Chicago.  If  you  will  put 
yourself  in  touch  with  Chas.  P.  Kulp  &  Co.,  1607-11  So. 
State  St.,  Chicago,  I  am  of  the  opinion  that  you  will  have 
solved  the  plumbing  question  to  your  satisfaction.  These 
people  are  manufacturers  and  wholesalers  of  everything 
in  the  plumbing  line,  and  they  propose  to  me  to  put  ev- 
ery hardware  merchant  member  of  the  N.  R.  H.  A.,  and 
whose  credit  is  established,  (or  to  those  who  prefer,  cash 
with  the  order)  on  a  buying  basis  that  competition  can't 
affect.  Write  them  today,  get  their  catalog  and  terms. 
Get  in  touch  now. 


Well  directed  effort  will  bring  returns  in  the  way  of 
steady,  normal  business.  Try  it  for  it  is  sure  to  win. 


The  busy  man  doesn't  have  time  to  think  of  the  un- 
happiness  of  his  lot.    He's  too  busy  making  it  better. 


The  Nebraska  Ironmonger 


VOL.2.  I  incoln,  Nebraska,  November  1913  NO.  2 


Entered  as  Second  Class  Matter  at  the  Post  Office  at  Lincoln,  Nebraska,  under 
Av  t  of  Congress  of  March  3, 1879. 


NA  THAN  ROBERTS,  Editor  and  Publisher 
Subscription  Price  25  Cents  Per  Year.  Payable  in  Advance 


A  Short  Talk  on  the  Credit  System  in  Vogue 
I  wish  I  could  express  in  words  to  fit  the  subject  the 
importance  that  we  should  give  to  this  phase  of  our  bus- 
iness. As  I  stated  in  a  former  issue,  I  believe  it  is  the 
millstone  about  our  neck  that  is  slowly  but  surely  draw- 
ing many  of  us  to  destruction.  Confidence  in  business 
and  finance  is  essential  to  growth  and  progress,  but  to 
be  a  basis  a  stable  and  permanent  success  it  must  be 
backed  by  at  least  two  component  parts,  which  together 
are  a  power  for  good,  namely,  integrity  and  capital.  A 
man  may  succeed  in  business  if  he  has  the  former  and 
but  little  of  the  latter,  but  if  his  stock  in  trade  is  the  lat- 
ter only  his  success  is  transitory  and  unreliable.  Credit 
to  a  business  man  is  as  the  flywheel  to  an  engine-  if  it 
is  not  controlled  by  the  governor  it  tears  everything  to 
pieces.  If  your  credit  is  not  kept  untarni|!|ed  your  suc- 
cess in  business  is  only  a  question  of  time  and  circum- 
stances. Those  who  are  the  most  successful  in  business 
are  the  ones  whose  word  is  as  good  as  their  bond,  irre- 
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spective  of  their  wealth.  A  man's  intentions  may  be  of 
the  best,  but  if  circumstances  compel  him  to  void  his  ob- 
ligations he  suffers  as  much  as  if  his  intentions  were 
wrong.  If  this  be  true,  and  I  believe  experience  will 
bear  me  out,  does  it  stand  us  in  hand  to  be  careful? 
Shakespeare  well  says,  "He  who  steals  my  purse  steals 
trash,  but  he  who  filches  my  good  name  takes  all  that  I 
have.''  The  process  of  destruction  goes  on  merrily  from 
day  to  day.  We  undermine  our  usefulness,  take  from 
ourselves  the  ability  to  do  right,  belittle  our  standing  in 
the  business  world,  worry  ourselves  constantly,  ashamed 
to  look  straight  at  our  fellows,  take  from  our  families 
what  to  them  of  right  belongs,  prepare  our  own  financial 
grave,  and  ofttimes  find  an  early  physical  tomb,  all  be- 
cause we  consent,  when,  if  we  considered  all  it  means  to 
us,  we  should  say  "No."  Credit,  to  the  retail  hardware 
man,  is  as  Banquo's  ghost  that  will  not  down.  It  is  your 
capital,  integrity  and  usefulness  tied  up  in  a  bundle  and 
bid  unsight  and  unseen  to  the  highest  bidder.  It  is  the 
maelstrom  that  is  drawing  you  to  destruction.  It  is  the 
electric  charged  wire  you  take  hold  of  and  you  can't  let 
go  until  death  relieves  the  grip.  What  is  the  use  spend- 
ing time,  money,  energy  and  life  itself  for  which  you  can 
even  get  no  thanks.  He  who  taketh  no  care  of  his  own 
substance,  how  does  he  expect  others  to  care  for  it?  The 
writer  has  had  his  experience— yes  nearly  a  lifetime  of 
it— and  and  knows  of  that  he  speaks.  It  is  nothing  but 
vexation  of  spirit  and  robbery  legalized.    There  is  no- 
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thing  to  it.  My  advice  is  to  stop.  Consider  and  act  now. 
Trust  no  one  unless  you  know  them  possessed  of  integ- 
rity equal  to  your  own,  and  then  only  on  business  prin- 
ciples and  by  business  methods.  Do  this  and  prosper. 
Fail  to  do  it  and  the  end  of  that  man  will  be  worse  than 
the  beginning.  EDITOR. 


Take  Notice 

Many  of  our  insurance  members  do  not  exercise  care 
in  addressing  their  letters  to  this  oflfice.  There  is  a  com- 
pany in  Lincoln  named  the  Nebraska  Mutual  Insurance 
Co.  We  are  the  Nebraska  Hardware  Mutual  Insurance 
Co.  If  you  leave  out  the  word  "Hardware''  mail  meant 
for  us  goes  to  their  office  and  there  is  delay  and  and  an- 
noyance. 


Important 

If  you  are  in  favor  of  one-cent  letter  postage  write 
at  once  to  Hon.  Moses  P.  Kincaid,  Washington,  D.  C, 
requesting  him  to  support  Bartlett  Bill  No.  4322  for  one- 
cent  letter  postage,  and  impress  upon  him  that  you  want 
a  reply.  If  he  don't  answer  within  ten  days,  write  again. 
When  you  get  a  reply  kindly  mail  it  to  this  office. 


Note  this  correction  in  your  1913  Directory:  The 
firm  of  John  Manville  Co.  should  read  H.  W.  Johns-Man- 
ville  Co.,  1003  Farnam  St.,  Omaha,  Nebr.  Please  make 
this  correction  in  your  copy, 
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Coming  Events  Cast  Their  Shadows  Before 

The  shadow  of  the  biggest  and  best  convention  we 
have  ever  held  is  already  on  our  threshold.  Our  exposi- 
tion hall  is  filling  up  rapidly  and  is  already  75%  sold.  I 
expect  to  give  in  the  December  Ironmonger  a  full  list  of 
exhibitors  and  their  lines.  It  would  be  a  good  thing  to 
pick  up  any  wants  you  may  need  in  their  several  lines  to 
bring  with  you,  and  if  possible  favor  them  with  an  order 
while  attending  the  convention.  No  obligation  or  coer- 
cion whatever,  remember  purely  voluntary.  Now  is  the 
time  to  jot  down  your  troubles  and  vexious  questions 
from  time  to  time  as  you  think  of  them  and  ha\e  them 
ready  to  send  me  later  on.  We  often  think  of  import- 
ant matters  in  our  daily  grind,  and  if  we  don't  jot  them 
down  at  the  time  we  forget  them  later.  Begin  now  and 
you  will  have  them  when  needed.  I  wonder  how  the 
captains  of  the  districts  are  getting  along  with  their 
work.  I  have  heard  from  many  but  not  all,  and  reports 
are  good  as  far  as  heard.  Doubtless  the  Arndt  quartet 
are  practicing  diligently  on  the  latest  songs  of  the  day. 
We  remember  with  pleasure  their  enjoyable  assistance 
last  year.  It  is  time  we  were  talking  up  the  convention 
with  our  non-member  competitors  and  influence  them  to 
come  with  you.  Make  them  members  now,  $5  will  pay 
their  full  dues  for  1914  and  we  will  issue  special  dispen- 
sation granting  them  immunity  from  riding  the  goat.  If 
they  wait  until  the  February  meeting  there  is  no  telling 
what  may  happen  to  them,  and  would  advise  increased 
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life  insurance  to  cover  contingencies.  Save  their  hide 
and  get  them  to  join  now,  at  the  same  price,  allee  samee. 


Insurance  Report  for  October 
Insurance  in  force  -  -  -  $2,042,776.00 
Cash  balance  -  -  -  -  21,744.77 
Dividends  to  members  -  -  -  404.95 
Fire  loss,  C.  H.  Kutsche  -  .  -  57.30 
Fire  loss,  Whipple  Hdw,  Co.         -         -         -  10.00 

I  am  anxious  to  call  the  attention  of  our  insurance 
members  to  a  status  that  exists  and  should  have  our 
earnest  cooperation  to  remedy. 

There  exists  a  misconception  as  to  the  duty  imposed 
by  many  members  on  the  company  to  carry  their  risks 
at  a  less  rate  than  safe  insurance  would  warrant  and 
jnstify. 

In  the  past  four  years  the  stock  companies  have 
been  cutting  and  crowding  down  rates  in  this  state  be- 
yond the  danger  point,  and  many  of  our  members 
thoughtlessly  argue  that  they  should  have  the  benefit  of 
these  low  rates  from  their  own  company  and  in  addition 
thereto  be  paid  back  the  dividend  earnings. 

As  a  rule  these  cut  rates  are  from  50  to  75%  less 
than  advisory  tariff  rates.  What  are  advisory  rates?  No- 
thing more  or  less  than  the  result  of  physical  inspection 
by  competent  men,  based  on  the  hazard,  and  as  a  rule 
are  correct  and  cover  the  cost  of  protecting  the  same. 
But  you  ask,  if  a  stock  company  can  make  such  a  rate 
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why  cant  we?  I  will  answer,  did  the  stock  companies  of- 
fer such  tempting  rates  before  the  Nebraska  Hardware 
Mutual  came  into  the  field?  If  they  can  make  such  rates 
now,  why  did  they  hold  you  up  then?  If  the  Hardware 
Mutual  and  other  mutuals  were  out  of  the  way,  would 
they  still  maintain  below  cost  rates?  If  it  costs  them 
90%  of  a  tariff  premium  to  carry  your  risk,  why  do  they 
write  it  at  50%  or  less? 

The  stock  companies  could  carry  your  risk  for  no- 
thing, and  win  in  the  end.  They  are  just  like  the  Stand- 
ard Oil  Company,  when  they  find  a  competitor  worthy 
of  their  steel,  in  any  particular  part  of  the  country,  they 
wipe  him  off  the  earth  by  price  competition.  It  is  a 
mere  bagatelle  to  them,  as  they  have  the  entire  United 
States  to  draw  from  to  make  up  the  deficit  in  any  one 
locality.  Their  policy  is  to  lose  a  little  for  awhile  that 
they  may  gain  much  in  the  end.  Our  mutual  companies 
operations  are  almost  entirely  confined  to  Nebraska. 
Are  you  on  to  their  game?   If  not  you  ought  to  be. 

As  a  concrete  example  of  how  this  works  out,  follow 
me.  Mr.  Doe  has  carried  a  policy  with  the  Hardware 
Mutual  for  the  past  four  years  on  which  he  paid  advis- 
ory tariff  of  $2  per  hundred.  During  that  time  he  has 
paid  the  company  $240  on  a  $3000  policy  for  the  four 
years.  Let  this  be  considered  a  fair  average  for  all  of 
our  1000  policy  holders  and  we  have  a  total  sum  of 
$240,000  income  for  the  four  years.  Statistics  prove  to 
us  that  50%  is  the  average  losses  under  tariff  rates,  but 
to  be  conservative  we  will  call  it  40%.   The  average  ex- 
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pense  is  about  40%  but  we  will  call  it  10%,  (our  com- 
pany has  not  the  expense  that  stock  companies  have,) 
so  now  we  have  a  loss  and  expense  account  of  50%, 
which  on  our  $240,000  income  leaves  $120,000  to  return 
to  members  as  profits,  (allowing  nothing  to  set  aside  for 
surplus  to  provide  against  contingencies.)  Now  take  up 
the  other  side  and  look  forward  four  years.  John  Doe 
takes  out  a  policy  for  $3,000  on  the  same  physical  risk 
as  before,  but  instead  of  paying  the  advisory  rate,  along 
comes  a  stock  company  agent  who  offers  to  write  it  for 
$1.  John  Doe,  being  a  loyal  mutual  member,  says  "No, 
if  you  will  write  it  for  $1,  my  own  company  will  write  it 
for  that,"  and  sure  enough  they  ha\e,  and  are  doing  just 
that  thing. 

The  stock  company  agent  don't  worry  about  the  loss 
of  your  business  (he  probably  gets  remuneraion  anyway.) 
Oh,  no.  He  knows  he  has  driven  another  nail  into  the 
Mutual  coffin  and  will  bide  his  time. 

John  Doe  gets  his  $3,000  Dolicy  for  $30  a  year,  and 
in  four  years  will  have  paid  into  his  own  company  $120, 
as  have  also  the  other  1,000  policy  holders  who  have  got 
the  cut,  and  at  the  end  of  four  years  the  company  finds 
that  its  income  has  amounted  to  $120,000.  They  have 
paid  the  same  amount  in  dollars  in  losses  and  expenses 
as  four  years  ago,  i.  e.  $120,000.  (Note  that  the  amount 
of  dollars  in  losses  and  expenses  does  not  decrease  in 
proportion  to  the  decrease  of  premium.) 

We  gather  from  statistics  that  the  volume  aggregate 
of  losses  as  represented^by  dollars  have  increased  in  a 
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marked  degree  the  past  few  years,  therefore  my  basis  for 
figures  is  very  conservative.  Where  are  we  at?  Do  fig- 
ures prove  to  you  what  the  cost  of  insurance  means,  and 
that  a  $2  rate  can't  be  carried  for  $1  and  Hve?  If  the 
above  correct  analysis  proves  anything  it  proves  that  big 
^  dividends,  a  safe  surplus,  and  a  growing  company  can't 
materialize  under  existing  conditions.  What  are  you  go- 
ing to  do  about  it?  Let  me  tell  you.  Let  every  loyal 
member  write  the  Secretary  that  hereafter  he  expects  to 
pay  advisory  rates  on  his  risk  under  any  and  all  condi- 
tions. 

The  main  trouble  is  that  we  treat  such  important 
matters  as  generalities,  and  hoping  for  the  best  from 
time  to  time,  fail  to  make  good.  Good  business  means 
that  we  get  down  to  concrete  facts  and  stop  theorizing. 
Theories  get  us  nowhere,  whether  it  is  selling  hardware 
or  insurance  protection. 

We  must  attribute  the  splendid  financial  condition 
of  our  company  today  to  those  of  our  members  who  are 
paying  well  up  to  advisory  rates.  Were  it  not  for  their 
loyalty  your  company  would  not  be  in  as  good  shape  as 
it  is.  But,  who  is  helping  to  build  up  and  who  is  tearing 
down?  You  can't  have  the  pie  and  eat  it  too.  It  is  the 
adjusting  of  this  question  that  forms  the  main  issue  of 
this  article.  Bear  in  mind  that  if  a  piece  of  merchandise 
cost  you  $2  and  you  sell  it  for  $1  or  less  there  is  but  one 
inevitable  end. 

Every  member  of  the  Nebraska  Hardware  Mutual  is 
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a  partner  in  interest  to  this  splendid  enterprise,  and  it  is 
your  duty  for  your  own  sake  as  well  as  the  company  at 
large  to  see  to  it  that  the  business  of  the  company  is 
transacted  along  s^fe,  sane  and  progressive  lines. 

A  strong  company-  a  liberal  return  dividend,  to  each 
member  on  an  equable  fair  basis— and  the  best  possible 
protection  to  all  alike — is  the  only  object  I  have  in  view 
in  placing  the  facts  before  you.   Will  you  cooperate? 

NATHAN  ROBERTS,  Secretary. 


How  is  Business 

Financial  writers  and  trade  papers  generally  com- 
ment on  business  conditions  as  healthy,  with  a  pronoun- 
ced disposition  on  the  part  of  retailers  and  jobbers  to 
buy  cautiously  and  avoid  the  placing  of  contracts  on  any 
line  beyond  a  point  where  they  feel  certain  of  disposing 
quickly  of  the  goods  ordered. 

Every  writer  commends  this  attitude  of  careful  buy- 
ing* saying  that  it  illustrates  good  judgment  on  the  part 
of  the  trade. 

All  large  hardware  centers  report  a  good  volume  of 
business  for  current  needs  only,  and  orders  almost  invar- 
iably urge  prompt  shipment. 

It  is  stated  that  stocks  in  the  hands  of  both  jobbers 
and  retailers  are  low,  therefore  when  a  revival  of  busi- 
ness comes  there  will  be  a  great  demand  for  goods  to  be 
shipped  on  receipt  of  order. 

As  illustrative  of  general  conditions  as  seen  by  the 
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New  York  Times,  a  journal  noted  for  the  conservatism 
of  its  opinions  and  the  reliability  of  its  news  regarding 
commercial  and  industrial  subjects,  the  following  extract 
from  a  recent  issue  will  be  of  interest: 

''A  weekly  review  of  trade  conditions  by  the  mer- 
cantile agencies  reflects  a  better  state  of  general 
business  than  does  the  stock  market.  This  is  partic 
ularly  satisfactory  in  view  of  the  prediction  of  con- 
traction which  was  expected  to  follow  the  enact- 
ment of  a  new  tariff  law  changing  the  basis  on  which 
business  in  many  lines  must  be  done.  It  is  reported 
that  industrial  operations,  aside  from  iron  and  steel, 
are  expanding,  and  that  decided  improvement  has 
appeared  in  some  mercantile  lines.  Most  of  the  lead- 
ing trade  centers  report  a  larger  volume  of  business 
being  done  than  they  did  a  year  ago.  Collections  are 
fairly  good  and  sentiment  appears  to  be  generally  op 
timistic.  The  least  satisfactory  conditions  obtain  in 
iron  and  steel,  where  the  trend  toward  lower  quota- 
tions has  become  somewhat  more  pronounced.  Still, 
no  important  curtailment  of  working  forces  has  oc- 
curred to  date,  and,  in  view  of  the  fact  that  supplies 
in  consumers'  hands  are  small,  it  is  hoped  that  or- 
ders during  coming  months  will  at  least  be  on  as 
large  a  scale  as  those  for  September,  when  bookings 
resulted  in  a  moderate  decrease  in  unfilled  tonnage. 
Wholesalers  of  dry  goods  might  be  expected  to  feel 
any  unfavorable  influences  of  the  new  tariff  first,  but 
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they  report  that  demands  continue  good  and  that 
business  is  better  than  it  was  a  year  ago/' 
It  is  fair  to  assume  that  busiruess  is  now  resting  on 
a  secure  basis;  and  with  the  gradual  adjustment  of  in- 
dustry to  the  new  tariff  rates  and  the  enactment  of  a 
currency  bill,  we  may  look  with  confidence  for  a  period 
of  satisfactory  business  activity  and  reasonable  prosper- 
ity. 

This  change  may  not,  and  probably  will  not,  be  very 
apparent  until  January  1st;  meantime,  however,  a  retail- 
er will  be  justiffed  in  keeping  his  stock  well  assorted, 
but  not  excessive  at  any  point. 

Wire  A^a//5— Prices  have  been  gradually  weakening, 
and  $1.60  f.  o.  b.  mill  in  car  lots  is  quite  commonly  quot- 
ed. Nails  should  be  bought  carefully  for  several  weeks 
at  least. 

Fence  Wire  and  Barbed  Wire,  Sheets  and  Roofing 
Iron  and  Steel  Bars  The  foregoing  comment  on  wire 
nails  also  applies  to  these  items.  Buy  them  cautiously 
for  the  present.  In  fact  this  is  true  of  all  heavy  goods, 
with  the  possible  exception  of  poultry  netting,  painted 
wire  cloth  and  screen  goods. 

Window  G/as5- American  factories  are  now  begin- 
ning to  ship  new  glass,  which  ordinarily  should  be  sold 
at  higher  prices  than  those  now  ruling.  However  foreign 
glass  will  probably  have  a  retarding  effect  on  high  prices 
as  it  develops  that  under  the  new  tariff  imported  glass 
can  be  quoted  cheaper  than  the  American  product.  Glass 
should  be  bought  cautiously  for  some  weeks  yet. 


12 


THE  NEBRASKA  IRONMONGER 


Money  Needed  at  Home 
It  is  reported  that  during  tlie  year  1912  over  three 
milhon  dollars  were  paid  to  eastern  fire  insurance  com- 
panies from  this  state  alone.  It  is  asserted  that  stock 
compaies  are  organized  and  making  a  desperate  effort  to 
get  our  business.  Every  dollar  sent  away  depletes  our 
state  resources  to  that  amount.  Why  is  it  that  our  pat- 
riotism is  called  in  question? 


We  die  but  once,  and  we  die  without  distinction  if 
we  are  not  willing  to  die  the  death  of  sacrifice.  Do  you 
court  honor?  You  will  never  get  it  by  serving  yourself. 
Do  you  court  distinction?  You  will  get  it  only  as  the 
servant  of  mankind.— President  Wilson,  at  Swarthmore, 
Pa.,  Oct.  25. 


The  greatest  of  men  never  gave  better  advice  than 
when  he  said,  "Let  him  who  thinketh  he  standeth  take 
heed  lest  he  fall." 


A  word  with  you:— As  chairman  of  the  territory  as- 
signed you  recently  are  you  doing  your  whole  duty?  The 
burden  imposed  upon  you  is  indeed  of  a  light  nature. 
We  are  willing  to  help  you  in  any  way  you  outline.  Con- 
fer with  your  secretary  on  feasible  plans,  work  with  him 
for  the  general  betterment.  Surely  you  can  sacrifice  a 
small  share  of  your  time  to  let  your  personahty  carry  an 
influence  for  good. 
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New  members  who  have  joined  the  ranks  of  the  N. 
R.  H.  A.  since  last  issue, 
C.  M.  Keller,  Newport. 
Herman  Rixin,  Scribner. 
McCreary,  Stockwell  Co.,  Morrill. 
C.  S.  Shane,  Surprise. 
E.  T.  Smith,  Ohiowa. 
Cloos  and  Anderson,  Havelock. 


There  is  a  welcome  on  the  threshold  of  our  hard- 
ware home  for  all  good  men,  you  need  our  help  and  in. 
fluence,  we  need  your  advice  and  inspiration.  In  unity 
there  is  strength  and  purpose. 


'Tis  easy  enough  to  be  pleasant 

When  life  flows  on  like  a  song; 
But  the  man  worth  while. 

Is  the  man  who  can  smile 
When  everything  goes  dead  wrong.'' 

—Ella  Wheeler  Wilcox. 


I  believe  in  today.  It  is  all  I  possess.  The  past  is 
of  value  only  as  it  can  make  the  life  of  today  fuller  and 
freer,  there  is  no  assurance  of  tomorrow.  I  must 
make  good  today.-  Rev.  Charles  Stelze. 


A  policy  in  the  Nebraska  Hardware  Mutual  is  one 
of  the  very  best  investments  you  can  make. 
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''Ready  Red  Reminders" 
You  have,  no  doubt,  many  accounts  on  your  books 
which  could  be  stirred  up  by  persistent  but  gentle  prod- 
ding, but  which  you  cannot  always  reach  by  a  personal 
call. 

The  series  of  "Ready  Red  Reminders''  (printed  in 
red  ink)  came  to  my  attention  recently  and  they  struck 
me  so  favorably  that  I  have  permission  to  reproduce 
them  for  the  benefit  of  our  members.  They  are  bound 
neatly  in  book  form,  eight  stickers  to  a  page,  gummed 
on  the  back,  with  a  sheet  of  rice  paper  between  each 
page,  in  order  to  prevent  sheets  sticking  together. 

Merchants  who  have  used  these  books  are  greatly 
pleased  with  the  results.  Of  course,  they  will  not  posi- 
tively collect  every  slow  or  bad  account,  but  they  are  so 
cleverly  worded  that  any  debtor  with  a  conscience  or  a 
sense  of  shame  will  be  apt  to  call  at  least  and  endeavor 
to  adjust  his  account. 

There  are  1000  stickers  in  a  book,  and  are  assorted 
and  worded  as  follows: 

400  like  this— t^Undoubtedly  this  account  has 
been  overlooked.  An  early  reply  will  be  much  appreci- 
ated. 

200  like  this— A  statement  of  the  above  has 
been  sent  you.  If  it  is  incorrect,  or  if  there  is  any  reason 
why  payment  should  not  be  made,  kindly  call  or  notify 
at  once,  and  matters  may  be  adjusted. 

200  like  this      Every  consideration  has  been  shown 
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you  in  the  matter  of  this  account.  If  unable  to  settle  it 
in  full,  will  you  not  show  your  appreciation  by  making 
at  least  a  partial  payment? 

100  like  this— Credit  was  given  you  through  con- 
fidence in  your  honesty  and  integrity.  Continued  faith 
in  you  today  leads  to  the  belief  that  you  will  show  your 
appreciation  by  making  an  immediate  settlement. 

100  like  this-  tS"No  reply  has  been  made  to  the 
several  statements  already  sent  you.  Do  not,  through 
further  neglect,  force  the  use  of  severe,  harsh,  and  ag- 
gressive measures  to  collect  this  bill. 

I  think  every  member  who  does  a  credit  business 
could  use  one  book  as  a  trial  with  profit  to  himself. 

The  cost  is  very  small  considering  the  collecting  val- 
ue of  the  book.    ONE  DOLLAR  per  book,  postpaid. 

I  have  secured  a  number  of  these  books  and  will  be 
glad  to  fill  orders  from  this  office  on  receipt  of  price. 

Send  check  or  money,  as  you  prefer. 

Nathan  Roberts,  Secretary,  Lincoln,  Nebr. 


This  office  was  graced  this  month  with  a  pleasing 
visit  from  D.  F.  Dolan,  of  Western,  Frank  Hacker,  of 
Friend,  M.  J.  Wickersham,  of  Weeping  Water,  Jas.  T. 
Houzvicka,  of  Beaver  Crossing,  W.  L.  Speer,  of  Geneva, 
and  R.  D.  Williams,  of  Norman. 


Wanted  at  once— Good  tinner.  Must  be  steady,  tem- 
perate and  reliable.  M.  L.  Montgomery,  Creighton,  Neb. 
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Something  that  but  Few  Hardware  Men  Know 
The  origin  of  **penny"  as  applied  to  nails.  In  fact 
the  words  8-penny,  10-penny,  etc.,  in  this  application 
does  not  mean  ''penny''  at  all;  but  is  a  corruption  of  the 
word  ''pound,"  The  term  is  a  very  old  English  forma- 
tive, and  in  its  original  form  was  8-pound  or  10-pound, 
this  signifying  that  1000  nails  of  the  size  named  weighed 
4,  6,  8,  or  10  pounds,  as  indicated  by  the  size  from  the 
smallest  to  the  largest  nail.  Carpenters  got  into  the  hab- 
it of  slurring  these  terms  so  as  to  give  them  the  sound 
"fourpen''  or  "eightpen''  and  this  corruption  in  turn  was 
modified  by  changing  "pen''  into  "penny"  and  thus  it 
stands  today  a  rather  curious  case  of  turning  a  pound 
into  a  penny. 


For  Trade  for  Clean  Stock  of  Hardware  Free  and 
clear  of  any  incumbrance,  320  acre  ranch  property,  splen 
did  location,  plenty  of  water  and  pasture  and  everything 
convenient.  Cash  value  $16,000.00,  or  can  be  divided  in 
half  if  desired.  Address  this  office,  giving  location  and 
full  particulars. 


You  can  learn  something  from  the  way  the  other  fel- 
low does.  It  is  possible  to  get  good  pointers  from  al- 
most any  store  in  business. 


Talk  up  the  coming  convention  and  help  make  it  the 
best  in  the  history  of  the  association. 
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Be  Warned  Against  Sophistry 
The  woods  are  full  of  them— men  who  try  to'  sepa- 
rate you  from  your  dollars-  plausible  stories— big  prom- 
ises—big returns— something  for  nothing— all  they  need 
is  your  hundred  dollars,  more  or  less— to  grind  you  out  a 
fortune.  Most  hard-headed  hardware  hustlers  are  from 
Missouri  and  need  to  be  shown,  and  those  who  don't 
had  better  go  back  to  Missouri  and  finish  their  experi- 
ence. Read  again  the  February  Convention  Number  of 
the  Ironmonger,  pages  99  to  102,  and  watch  for  that  fel- 
low who  would  curse  up  hill  and  down  dale,  every 
thing  that  tends  to  the  betterment  of  the  craft,  that  he 
may  further  his  own  pet  schemes  and  get  your  money  in 
advance. 


If  there  is  anything  that  makes  people  think  an  art- 
icle is  dead  stock  it  is  to  have  the  salesman  unable  to 
find  it  without  asking  someone  else  where  it  is. 


In  our  present  economic  plan  there  are  the  thinkers 
and  the  thoughtless.  The  former  plan  out  the  work  and 
and  the  latter  work  out  the  plan. 


There  are  two  reasons  for  telling  the  truth  in  busi- 
ness. One  is  because  it  is  wrong  to  lie.  The  other  is 
because  it  pays  to  be  honest.   They  are  both  good. 
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An  Extract  from  a  Letter  from  Secretary  Corey 

"You  will  see  by  referring  to  the  November  Bulletin 
insert  and  mention  by  trade  papers  that  the  N.  R.  H.  A. 
sent  a  large  and  able  committee  to  the  Atlantic  City 
Manufacturers'  and  Jobbers'  convention.  • 

''You  will  also  note  that  we  were  accorded  the  cour- 
tesy of  a  hearing  by  the  manufacturers  and  turned  down 
by  the  jobbers. 

*The  latter's  explanation  was  that  any  discussion  of 
price  conditions  might  be  construed  by  the  government 
as  being  in  restraint  of  trade,  and  lead  up  to  indictments 
under  the  Sherman  Law.  Whether  this  explanation 
should  be  accepted  as  satisfactory  and  genuine,  time  and 
further  light  only  will  reveal. 

"Our  sole  business  and  argument  would  have  been 
to  prove  that  unfair  price  discriminations  prevail,  and 
that  the  ultimate  result  will  be  disaster  to  both  jobber 
and  retailer  unless  we  work  out  some  economy  or  radi- 
cal changes  in  our  present  distributive  system. 

"The  jobbers  appointed  a  committee  to  investigate 
the  problem  of  merchandise  distribution,  and  probably 
report  at  their  next  annual  meeting.  Judging  from  the 
past  we  can  hope  for  much  and  expect  little. 

"We  are  inclined  to  agree  with  .Mr.  Abbott  that  this 
action  will  influence  live  retailers  to  look  out  for  them- 
selves, and  give  all  cooperative  enterprises  a  decided 
boost. 

"The  jobber  apparently  thinks  that  through  his  sales- 
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men,  and  holding  retailers  under  obligations  for  credit 
and  other  favors,  that  his  position  is  secure. 

"We  believe  that  the  dealer  who  is  careless  in  buy- 
ing, who  is  slow  in  paying,  who  is  selfish  and  narrow 
and  stands  alone,  is  on  mighty  slippry  ground,  and  should 
he  fall  is  likely  to  pull  down  many  better  men  as  well  as 
endanger  the  life  and  prosperity  of  hardware  mutual  in- 
surance. 

"We  are  passing  a  critical  period.  We  are  being 
weighed  in  the  trade  balance  and  price  comparisons  will 
,  go  far  in  influencing  the  public  verdict.'' 

Commenting  on  the  third  paragraph  of  the  ,forego- 
ing  letter:  The  reason  set  up  by  the  jobbers  association 
for  refusing  to  confer  with  the  Trade  Relation  committee 
composed  of  our  best  men,  to  our  mind  is  far-fetched  and 
irrelevant,  and  savors  not  of  a  desire  to  help  work  out 
the  present  difificulties  in  merchandise  distribution,  but 
rather  a  showing  of  cowardly  inefficiency,  which  seeks 
to  evade  the  issue  by  placing  the  responsibility  for  their 
attitude  and  dog-in-the-manger  policy  on  other  shoulders 
than  their  own.  It  is  to  be  regretted  that  a  small  bunch 
of  jobbers  in  convention  assembled,  probably  engineered 
by  some  pinhead,  should  be  permitted  to  voice  a  senti- 
ment establishing  the  animus  that  naturally  will  be  at- 
tributed as  expressing  the  position  of  the  entire  jobbing 
interests  of  the  country  toward  the  interests  of  the  re- 
tailer. It  is  unfair,  unjust,  unpolitic,  and  cowardly.  We 
know  of  a  few  jobbers  outside  of  the  associated  200  who 
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are  doing  their  utmost  to  help  out  the  situation,  and  if 
they  had  the  encouragement  and  help  they  deserve  along 
these  lines,  fairness,  justice  and  equity  would  be  en- 
throned. We  believe  the  seventh  and  eighth  paragraphs 
of  the  letter  is  to  a  large  extent  the  foundation  for  their 
position.    What  next? 


Reduce  Insurance  Rate  by  Improving  the  Risk 

A  simple  and  effective  method  of  reducing  the  fire 
waste  is  to  take  precautions  that  NO  FIRE  SI'ARTS. 

As  an  increasing  number  of  fire  losses  are  reported 
caused  by  defective  wiring,  it  is  suggested  that  a  prevent-  ' 
i\e  foremost  of  them  would  be  a  switch  near  the  front  of 
the  store  which  could  be  turned  just  before  leaving  the 
building  for  the  night 

Everyone  should  understand  that  gasoline  is  far 
more  dangerous  than  gunpowder  or  dynamite.  Gunpow- 
der and  dynamite  if  left  alone  will  not  cause  trouble 
while  gasoline  will  quietly  mix  with  the  air  and  HUNT 
trouble,  and  the  only  safe  way  to  store  gasoline  is  under 
ground. 


A  Sure  Death 
During  July  a  hardware  store  in  one  of  our  progres- 
sive Nebraska  towns  had  a  big  sign  in  its  window  which 
read:  "For  Sale,  an  article  that  will  kill  all  the  mosquitos 
on  your  place,  if  used  rightly."  Under  the  sign  was  ar 
hammer. 
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Bargains  in  Safes 

Some  of  our  members  have  written  me  in  regard  to 
second  hand  safes.  Here  are  two  that  I  consider  good 
values,  and  perhaps  I  could  g^et  the  owners  to  shade  the 
prices  a  little. 

No.  1  is  a  Mosler  patent  burglar  proof,  with  inside 
detached  steel  cabinet,  combination  on  outside  doof  and 
also  on  interior  cabinet.  An  attempt  to  get  in  by  blow- 
ing it  can  only  be  accomplished  by  destroying  both  the 
outside  door  and  interior  cabinet.  Market  price  new  is 
$250.  Owner  will  take  $100  f.  o.  b.  Lincoln.  Size  outside 
height  44  in.,  width  32  in,,  depth  32  in.  Size  inside  is, 
height  22  in.,  width  18  in.,  depth  18  in. 

No.  2  is  a  Herring  Hall,  practically  new,  size  outside 
height  63  in.,  width  28^2  in.,  depth  26,  in.,  with  inside 
cabinet.  The  inside  measure  is  about  6  inches  less  all 
around.  Price  new,  $125.  Owner  will  take  $70  f.  o.  b. 
Lincoln. 


Could  you  use  a  young  experienced  hardware  and 
furniture  man?  Comes  well  recommended,  has  had  8 
years  experience,  married,  and  steady.  I  think  him  O.  K. 
Address  E.  P.,  care  of  this  ofifice. 


Read  the  article  on  loose  credit  system,  in  this  issue 
by  D.  F.  Dolan,  of  Western.  The  subject  is  worthy  of 
our  earnest  consideration. 
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Letters  from  the  Boys 

Clarks,  Nebraska,  October,  29,  1913. 
Nathan  Roberts,  Lincoln,  T  ebraska. 

Dear  Sir:  You  will  find  enclosed  one  dollar  to  pay 
for  subscription  for  Ironmonger.  I  happened  to  pick  up 
the  September  number  and  found  a  red  0  on  the  front 
page  and  this  reminded  me  that  I  was  not  doing  the 
right  thing  by  you  as  I  cannot  get  along  without  the 
Ironmonger,  for  in  my  opinion  it  is  the  only  publication 
that  sticks  for  the  Retail  Hardware  dealer  all  the  time. 
Yours  truly, 

J.  H.  Pollard. 


Western,  Nebraska,  October,  31  1913. 

Dear  Mr.  Roberts: 

I  have  just  read  your  article  in  the  Ironmonger,  in 
the  October  number,  on  the  credit  system.  It  is  very 
good  indeed  and  much  needed  advice  to  the  merchants. 
The  credit  system,  when  carried  beyond  thirty  days,  is  a 
serious  handicap  to  the  merchant.  In  many  cases  cus- 
tomers forget  the  purchase  if  let  run  beyond  a  reasonable 
time.  In  many  other  cases  they  have  money  on  deposit 
in  the  bank,  at  the  very  time  the  merchant  needs  the 
money  he  owes  him.  The  credit  system  belongs  to  a 
past  age  and  should  be  abolished  now  so  far  as  long  time 
credits  are  concerned.  If  cash  were  paid  for  goods  the 
cost  of  living  could  be  considerably  reduced.  Of  course 
there  are  times  when  a  customer  may  not  have  the  ready 
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cash  but  there  seems  to  be  no  excuse  for  long  time  cred- 
it, so  productive  of  bad  bills  and  other  losses  so  destruct- 
ive to  the  merchant.  The  matter  should  be  fully  discuss- 
ed at  the  next  convenuion  and  some  proper  action  taken 
to  unite  the  merchants  upon  a  remedy  for  the  evils  so 
well  pointed  out  in  your  article.   Sincerely  yours, 

D.  F.  Dolan. 


Wisner,  Nebraska,  October,  27,  1913. 
Nathan  Roberts,  Editor,  Lincoln.  Nebraska. 

Dear  Sir:-  Enclosed  find  one  dollar  for  subscription 
to  the  Ironmonger.  This  is  by  far  the  most  valuable 
magazine  we  ever  had  come  into  the  store.  Everyone 
in  the  store  force  looks  foreward  for  the  new  numbers. 
With  best  wishes  for  the  Ironmonger  we  are. 

Sincerely,  Kinzel  Bros. 


Weeping  Water,  Nebraska,  October,  4, 1913. 
Nathan  Roberts,  Lincoln,  Nebraska. 

Dear  Sir  and  Friend:  I  just  now  remember  that  I 
have  not  paid  my  subscription  to  the  second  volume  of 
the  Ironmonger.  So  will  send  you  50^,  twentyfive  to 
apply  on  my  subscription  and  twentyfive  to  apply  on  a 
subscription  for  the  laziest  hardware  brother  in  the  state. 
You  are  to  be  the  judge  but  don't  send  it  to  me  please. 
I  have  the  twelve  booklets  of  your  creation  tied  together 
with  a  blue  ribbon  and  shall  lay  them  away  for  future 
reference.   Business  is  running  along  O.  K.  with  the 
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hardware  merchants  at  Weeping  Water.  We  have  no 
reason  to  complain.  Our  farmers  are  getting  in  their 
wheat  between  showers,  the  corn  is  better  than  was  ex- 
pected, while  the  wheat  and  oats  were  a  record  breaker 
crop,  so  we  have  great  cause  to  be  truly  thankful,  and 
we  are.  Very  truly  yours, 

M.  J.  Wickersham. 


Home  Patriotism 
Abe  Lincoln  on  one  occasion  expressed  himself  that 
a  successful  commonwealth  would  always  keep  both 
the  goods  and  the  money.  When  our  hardware  men 
buy  their  insurance  protection  outside  of  their  own  state 
do  they  ever  get  another  chance  at  that  dollar?  Barring 
the  few  who  have  the  misfortune  of  a  fire  loss,  no. 
Every  dollar  you  invest,  to  protect  yourself  from  loss, 
that  you  send  out  of  the  state,  takes  just  that  much  out 
of  circulation  in  Nebraska.  Do  you  get  any  better  val- 
ue in  protection  for  your  money  whetl  you  send  it  out  of 
the  state?  We  trow  not,  and  doubt  very  much  if  you  get 
as  good.  When  you  send  away  your  money  you  get 
protection  only.  When  you  insure  in  the  Nebraska 
Hardware  Mutual,  you  keep  both  money  and  protection 
at  home.  Boost  your  own  interest.  Help  build  up  your 
own  state.   Abe  wa:s  wise.   How  about  you? 


When  business  is  slow  a  little  judicious  advertising 
and  a  few  attractive  window  displays  will  often  acceler- 
ate its  movement. 
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The  round  of  time  brings  us  again  nigli  to  the  sea- 
son when  as  if  by  common  consent  our  hearts  become 
attuned  to  happy  unison  of  soul,  where  for  a  time  at 
least  sordid  self  finds  a  real  pleasure  in  the  happiness  of 
others.  The  very  atmosphere  becomes  charged  with  the 
spirit  of  giving  and  philanthropy.  How  else  can  it  be  as 
we  think  of  God's  unspeakable  free  gift  to  man  and  what 
it  means  to  mankind. 

In  the  spirit  of  the  season  I  greet  you  all  with  a 
''Merry  Christmas"  and  may  your  cup  of  joy  be  full,  and 
may  your  giving  enrich  your  heart  and  widen  your  vision 
and,  as  they  say  at  hame,  ''Mony  may  we  see." 

(JIhnatmaB  ^mting 
Let's  see,  how  old  are  you  today? 
But,  whaf  s  the  odds?  Just  let  me  say 
My  hope  is  that  you  ha\e  in  store, 
Of  happy  Xmas's,  many  more. 
With  happy  memories  of  the  past. 
And  recollections  pleasant, 
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Kind  wishes  for  a  future  bright, 

And  gladness  in  the  present.  C.  B. 

If  the  Court  pleases,  and  the  gentlemen  of  the  jury: 
Out  of  an  abundance  of  caution,  and,  as  it  were,  an  ex- 
travagance of  prudence,  I  desire  to  drop  you  a  few  more 
and  final  remarks  on,  from  my  point  of  view,  the  burn- 
ing question  of  the  hour,  on  the  cursed  thing  in  mer- 
chandising, on  the  reason  for  high  cost  of  living,  on  that 
which  makes  lean  our  own  purses  and  fattens  our  cash 
competitor's  bank  account,  on  legalized  robbery,  on  that 
which  without  we  are  happy  and  prosperous,  on  that 
which  with  we  are  failures-  the  beast  with  the  many 
horns  commonly  known  as  INDISCRIMINATE  CRED- 
IT. If  we  do  and  say  nothing  on  any  other  subject  dur- 
ing our  convention,  and  after  doing  and  saying  act  like 
men  and  merchants  we  will  accomplish  more  real  good 
than  we  have  done  in  five  past  conventions. 

Come  to  Lincoln  cocked  and  primed  to  tell  others 
everything  you  know  about  it,  good  or  bad.  Out'  of  a 
multitude  of  counsel  we  will  obtain  wisdom.  I  call  it  the 
cursed  thing  because  it  propagates  the  evil  side  of  our 
natures,  makes  otherwise  an  honest  man  the  reverse, 
truthful  men  prevaricators,  sweet-tempered  men  sour 
and  grouchy,  trustful  men  distrustful,  broad  minded  men 
narrow  and  grasping,  makes  the  kind  of  men  that  see  no 
good  in  their  fellows.  I  call  it  legalized  robbery,  as  I 
have  more  respect  for  the  open  thief  and  pickpocket 
than  for  the  man  who  gets  your  goods  and  don't  intend 
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to  pay— because  the  law  protects  him.  I  believe  it  one 
of  the  reasons,  and  perhaps  the  most  prominent,  for  the 
high  cost  of  living:  We  must  pay  someone  for  the  liv- 
ing obtained  by  so  many  unworthy  people  who  prey  up- 
on our  credulity.  We  must  pay  for  the  army  of  book- 
keepers and  credit  departments,  the  collection  systems 
and  all  the  machinery  in  use  to  force  payments,  that  nine 
times  in  ten  don't  force  worth  a  cent.  It  makes  lean  our 
purses,  as  that  which  of  right  belongs  there  goes  to  the 
man  who  sells  for  cash  only,  and  we  are  constantly  bring- 
ing out  the  bottom  dollar  to  pay  for  what  we  have  trust- 
ed the  other  fellow  with,  and  leaves  us  no  change  to  pick 
up  a  snap  cash  bargain  now  and  again.  In  fact  the  man 
who  has  bargains  never  seeks  the  lean  purse  to  sell  to. 
The  lean  purse  man  never  has  time  for  vacation  or  pleas- 
ure. It  takes  continual  grinding  for  him  to  just  exist. 
Our  cash  competitor  has  the  best  of  the  deal.  Money  is 
easier  to  carry  than  a  load  of  accounts  to  collect  and 
debts  to  pay.  His  banker  bows  to  him  but  barely  ob- 
serves you.  He  has  his  money  in  the  banker's  vault  or 
the  goods  on  his  shelves  all  paid  for  and  protected  by  a 
safe  policy  of  insurance  in  the  Nebraska  Hardware  Mu- 
tual. He  sleeps  well,  eats  well,  dresses  well,  goes  to 
church  every  Sunday  instead  of  figuring  behind  the  desk 
how  he  can  meet  his  bills.  He  goes  off  on  a  vacation  or 
a  hunting  trip  when  he  feels  like  it.  His  wife  looks  well 
and  dresses  well,  and  the  kids  enjoy  life  and  hat^piness. 
Because  Dad's  happy  they're  happy.     If  we  .have  our 
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money  or  our  goods  there  is  nothing  need  to  worry  us. 
If  we  have  neither  we  are  in  a  sad  pHght.  It  is  the  beast 
of  many  horns.  It  never  fails  to  find  some  horn  of  a  di- 
lemma to  separate  you  from  what  is  yours  and  that  he 
wants  and  needs.  There  is  only  one  horn  he  never  pos- 
sesses--the  horn  of  plenty,  and  the  name  of  the  beast  is 
incredulity,  and  his  victims  are  the  credulous.  There  is 
a  vast  difference,  and  oft  a  long  distance,  between  earn- 
ing money  and  getting  it.  I  believe  the  day  is  not  far 
distant  when  there  will  be  a  turn  in  the  tide.  I  will  even 
go  further  and  predict  that  the  time  will  come  when  it 
will  be  illegal  for  anyone  to  allow  an  account  to  stand 
more  than  thirty  days,  at  which  time  it  must  be  either 
settled  by  cash  or  note,  otherwise  it  will  be  legal  robbery 
and  subject  to  criminal  prosecution. 

 o  

Have  you  written  to  Hon.  Moses  P.  Kincaid,  Wash- 
ington, D.  C,  relative  to  his  supporting  Bartlett  Bill  No. 
4322  for  one  cent  letter  postage?  Did  he  answer  you? 
I  would  like  to  get  it.  Or  perhaps,  like  many  other  im- 
portant public  matters,  you  have  left  it  to  the  other  fel- 
low. It  is  a  mistake.  Only  in  co-operation  and  united 
9ffort  can  we  accomplish  needed  reforms.  Won't  you 
write  him  today?  Perhaps  that  one  letter  of  yours  will 
turn  the  tide.  We  want  all  the  Nebraska  senators  and 
congressmen  solid  on  this  question,  and  if  we  do  our 
duty  it  will  be  so.  Our  success  or  failure  to  carry  this 
bill  will  depend  on  whether  or  not  we  will  have  further 
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parcels  post  expansion.  Do  your  duty.  It  is  right,  it  is 
patriotic,  and  I  believe  it  is  the  prerogative  of  hardware 
men  to  blaze  the  way  for  their  fellows. 

 o  

On  another  page  you  will  find  a  list  of  all  the  firms 
who  have  contracted  space  for  their  exhibits  at  our  com- 
ing exposition.  They  are  our  friends  and  we  should 
treat  them  as  such  and  do  what  we  can  to  show  them 
that  we  appreciate  their 'efforts. 

 o  

In  a  few  days  I  will  mail  to  our  members  a  quantity 
of  stickers  relative  to  our  convention,  to  place  on  all 
their  outgoing  mail.  Be  sure  and  use  them  as  long  as 
they  last,  don't  throw  them  in  the  waste  basket.  They 
will  be  a  sign  of  your  loyalty  and  united  effort  to  move 
things. 

 o  

On  the  question  of  convention  badges  we  are  mak- 
ing a  radical  change  this  year.  Instead  of  spending  a  lot 
of  money  for  pretty  ribbons  to  adorn  our  manly  bosoms 
for  a  few  days  and  then  be  thrown  in  the  scrap  pile,  we 
are  prepaaing  a  neat,  useful,  fine  quality  pocket  memo 
book,  gotten  up  specially  for  us,  having  our  monogram 
in  gold  on  the  outside  cover,  members  official  receipt  and 
certificate  of  membership  on  the  inside.  The  book  will 
contain  tables  used  by  hardware  men  on  every  practical 
subject,  which  will  prove  a  daily  encyclopedia  of  useful 
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and  beneficial  knowledge.  This  you  can  carry  in  youi 
vest  pocket  365  days  in  the  year,  and  I  hope  will  prove 
a  daily  reminder  of  the  duty  we  owe  to  the  craft  of  the 
N.  R.  H.  A.,  and  the  beauty  of  the  thing  is  they  cost  us 
no  more  than  that  tawdry  decoration  we  often  throw 
away.  I  fear  these  will  not  be  ready  for  delivery  to  you 
until  you  come  down  to  the  convention.  Seventy-five 
per  cent  of  our  members  usually  pay  their  dues  for  the 
next  year  before  or  about  January  1st.  We  will  issue 
you  an  office  receipt  by  mail.  Then  I  will  ask  you  to 
bring  to  the  convention  such  receipt  and  we  will  ex- 
change for  it  your  official  N.  R.  H.  A.  memo  book  and 
official  certificate  of  membership.  This  will  save  us  much 
worry  at  a  busy  time. 

 0 — - 

Our  convention  program  is  in  preparation  and  prom- 
ises live  subjects.  Our  entertainment  program  will  be 
the  best  ever.  Lincoln  is  not  as  big  as  Omaha  in  terrri- 
tory  but  she  has  to  be  reckoned  with  in  hospitality  and 
doing  things  brown.*  You  must  bring  along  your  wife, 
sister  or  daughter.  There  will  be  a  special  effort  put 
forth  to  give  them  an  enjoyable  time.  Our  headquarters 
will  be  at  the  Lindell  hotel.  It  is  convenient  to  the  ex- 
position hall  and  central  to  the  city.  Those  who  would 
prefer  to  lodge  at  private  homes  can  be  accommodated. 
Write  me  what  reservations  you  prefer  and  how  many 
and  I  will  be  glad  to  arrange  it  for  you.  Send  me  with- 
out further  delay  any  questions  you  have  in  mind  for 
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discussion,  and  also  state  whether  you  are  willing  to 
open  the  same,  as  we  shall  probably  conduct  the  ques- 
tion box  on  last  year's  plan,  which,  you  will  remember, 
proved  very  satisfactory,  and  will  be  explained  in  the 
program  later.  Try  and  arrange  your  affairs  so  as  to  af- 
ford us  your  presence  during  the  entire  convention. 

 o- — 

A  word  about  inventory.  You  are  of  course  aware 
that  all  your  insurance  policies  require  an  inventory  at 
least  every  two  years.  One  can  never  tell  when  he  will 
be  called  on  to  meet  a  fire  loss  and  it  is  essential  to  a 
proper  adjustment  that  you  are  in  shape  to  prove  a  loss 
beyond  all  cavil.  Editor. 


There  are  many  changes  taking  place  in  our  mem- 
bership ranks.   Some  of  them  are: 
J.  V.  Kuzel,  Leigh,  succeeded  by  Ed  Wolselger. 
Larson  &  McConnel,  Plainview,  by  Glasser  &  Sanders. 
H.  J.  Rudleff,  Cadams,  by  M.  McElhinney. 
David  Young,  Cedar  Bluffs,  by  J.  D.  Martin. 
Riley  &  O'Grady  by  M.  V.  Riley. 
Hoit  &  Bowen,  Cowles,  by  A.  A.  Bowen. 
Douglas  Pumphrey,  Ohiowa,  by  E.  T.  Smith. 
Ronnau  &  Lorenz,  Syracuse  by  Lorenz  &  Gillerman. 


It  requires  much  courage  to  get  on  on  the  water 
wagon  and  stay  there;  but  happy  is  the  man  who  doesn't 
have  ta 
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A  Good  Way  to  Go  After  the  Manufacturer 
Read  these  letters  and  answers.   They  show  what 
could  be  done  if  we  were  all  onto  our  fob  and  working 
as  one  man.    ''United  we  stand,  divided  we  fall.''  Why 
not  take  hold  of  the  tow  line? 

Liberty,  Nebr.,  Nov.  11,  1913. 

The  Enterprise  Mfg.  Co. 

Philadelphia,  Pa. 
Gentlemen: 

I  notice  the  heading  of  your  ad  in  the  Philadelphia 
Made  Hardware-  *'Big  Money  in  the  Sausage  Season 
If '—Now  I  will  start  at  the  IF.  If  you  would  put  the 
retailer  in  a  position  to  buy  your  goods  so  that  we  could 
sell  them  at  the  advertised  retail  price  and  make  a  profit 
there  would  be  some  satisfaction  in  reading  your  adver- 
tisments  and  using  your  free  advertisements,  but  at  the 
present  price  conditions  if  we  use  your  free  advertising 
we  are  helping  the  big  catalogue  houses,  because  we  can 
not  meet  the  advertised  price  and  make  a  profit. 

Take  your  6-quart  lard  press  and  sausage  stuffer.  It 
costs  me  $4.80.  Add  20%  for  transportation  and  cost  of 
doing  business,  makes  my  cost  $5.76,  while  the  advertis- 
ed retail  price  in  M.  W.  &  Co.  catalogue  is  $5.50. 

Take  your  No.  10  meat  cutter.  It  costs  me  $1.90,  add 
20%  for  cost  of  doing  business  makes  my  cost  $2.28,  and 
M.  W.  &  Co.  advertise  this  same  cutter  at  $2.18. 

I  hope  that  you  may  realize  the  unfairness  of  the 
present  price  condition,  and  help  us  either  by  lowering 
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our  price  or  advancing  the  price  to  the  catalogue  houses 
so  that  we  can  meet  the  advertise  price  and  make  a  prof- 
it, and  retain  the  confidence  of  the  farmer  by  selHng  him 
standard  trademark  goods  at  the  advertised  price. 

Yours  truly, 

M.  D.  Jimerson. 


Philadelphia,  Pa.,  November  14,  1913. 
Mr.  M.  D.  Jimerson, 

Liberty,  Nebraska. 
Dear  Sir: 

We  would  greatly  appreciate  it  if  you  would  give  us 
the  name  of  the  jobber  from  whom  you  purchase  our 
goods  at  the  prices  mentioned  in  your  letter  of  Novem- 
ber nth  We  hope  that  you  realize  that  our  intention  is 
to  give  you  every  information  possible. 

Yours  truly, 

The  Enterprise  Mfg.  Co.  of  Pa. 


Liberty,  Nebr.,  Nov.  17,  1913. 

The  Enterprise  Mfg.  Co. 

Philadelphia,  Pa. 
Gentlemen: 

I  have  your  letter  of  the  14th,  asking  for  the  name 
of  jobber  from  whom  I  purchase  your  goods.  I  do  not 
have  your  lard  press  and  sausage  stuffer  in  stock  as  I 
was  able  to  buy  a  private  brand  for  less  money  but  used 
the  price  quoted  by  salesmen  from  Missouri  river  houses. 
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On  November  7  I  bought  Enterprise  meat  chopper 
No.  10  from  Wyeth  Hdw.  &  Mfg.  Co.,  of  St.  Joseph,  Mo. 
at  $1.90.  Add  20%  for  transportation  and  cost  of  doing 
business  makes  my  cost  ready  to  sell  $2.28,  which  is  10c 
higher  than  the  advertised  retail  price. 

Yours  truly, 

M.  D.  Jimerson. 


Philadelphia,  Pa.,  Nov.  20,  1913« 

Mr.  M.  D.  Jimerson, 

Liberty,  Nebraska. 
Dear  Sir: 

We  beg  to  thank  you  for  the  information  contained 
in  yours  of  the  17th.  We  will  give  the  matter  consider- 
ation and  attention,  and  hope  to  be  able  to  write  you 
further  in  the  next  few  weeks,  making  suggestions 
which  will  be  beneficial. 

Yours  truly. 

The  Enterprise  Mfg.  Co.  of  Pa. 

Ready  Red  Reminders 
Have  you  read  about  them?  If  not,  do  so  now.  See 
page  14  of  November  issue.  The  up-to-date  live  wires 
are  using  them.  You  better  get  next  ^nd  touch  up  some 
of  those  slow  pays.  They  have  your  money  and  you 
need  it. 


If  you  do  only  what  you  are  paid  for  you  will  be  a 
long  time  getting  a  raise  in  salary. 
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List  of  Exhibitors  with  their  Booth  Numbers 
1-2    Peters  Cartridge  Co.,  Cincinnatti,  O. 
3   R.  F.  Struthers  Co,  Omaha,  Nebr. 
6   Quick  Action  Range  Co,  Marshalltown,  Iowa. 
8   Lincoln  Paint  &  Color  Co.,  Lincoln,  Nebr. 
9-10-12    F.  S.  Rowley,  Agt.  Lincoln,  Nebr. 
12-14   Voss  Mfg.  Co.,  Davenport,  Iowa. 
15   U.  S.  Register  Co.,  Kansas  City,  Mo. 
16-17   Paxton-Gallaghe^*  Co.,  Omaha. 

18  Standard  Furnace  &  Supply  Co.,  Omaha. 

19  The  Aluminum  Cooking  Utensil  Co.,  K.  C.  Mo. 
20-21   Globe  Stove  &  Range  Co.,  Kokomo,  Ind. 

22   Copper  Clad  Malleable  Range  Co.,  St.  Louis. 

24  Chicago  Paint  Works,  Chicago. 

25  Cushman  Motor  Co.,  Lincoln. 

28  Rullman  Bros.  Co.,  St.  Joseph,  Mo. 

29  The  Regina  Co.,  New  York. 

30  Sharpies  Co.,  Omaha. 

34  Rochester  Stamping  Co.,  New  York. 

35  Lenox  Furnace  Co.,  Marshalltown,  Iowa. 

36  American  Steel  &  Wire  Co.,  Chicago. 

37  Engman-Mathews  Range  Co.,  South  Bend,  Ind. 
38-40  Malleable  Iron  Range  Co.  Beaver  Dam,  Wis. 
39   Nebraska  Seed  Co.,  Omaha. 

41  DeLaval  Separator  Co.,  Chicago. 

42  Griswold  Seed  Co.,  Lincoln. 

43  Stanley  Works,  New  Britain,  Conn. 

44  Western  Glass  &  Paint  Co.,  Lincoln. 
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45   Malleable  Steel  Range  Co.,  So.  Bend,  Ind. 
46-47   White  Lily  Mfg.  Co.,  Davenport,  Iowa. 
48-50   Ringen  Stove  Co.,  St.  Louis. 
51   Majestic  Mfg.  Co.,  St.  Louis. 


Monopoly's  Easy  Way 

'^Americans  should  be  under  no  illusions  as  to  the 
value  or  effect  of  price  cutting.  It  has  been  the  most  po- 
tent weapon  of  monopoly-  a  means  of  killing  the  small 
rival  to  which  the  great  trusts  have  resorted  most  fre- 
quently. It  is  so  simple,  so  effective.  Far-seeing  organ- 
ized capital  secures  by  this  means  the  co-operation  of  the 
short-sighted  unorganized  consumer  to  his  own  undoing. 
Thoughtless  or  weak,  he  yields  to  the  temptation  of  tri- 
fling immediate  gain,  and,  selling  his  birthright  for  a 
mess  of  pottage,  becomes  himself  an  instrument  of  mon- 
opoly." 

The  above  is  an  extract  from  Harpers  Weekly,  writ- 
ten by  Louis  D.  Brandeis,  and  illustrates  vividly  our  po- 
sition as  members  of  the  Nebraska  Hardware  Mutual 
Insurance  company  in  the  fight  made  by  the  stock  com- 
panies on  insuiance  rate  cutting  in  this  state,  and  should 
be  seriously  and  personally  considered  when  we  are 
tempted  for  small  present  gain  to  wield  for  them  the 
weapon  that  destroys.  There  never  was  a  truer  saying 
nor  more  effective-  "Price-cutting  is  the  royal  road  to 
monopoly.'' 
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A  salesman  had  taken  a  large  order  in  the  north  of 
Scotland  for  a  consignment  of  hardware,  and  endeavored 
to  press  upon  the  canny  Scottish  manager  who  had  giv- 
en the  order,  a  box  of  Havana  cigars.  ''Naw,''  he  replied 
''don't  try  to  bribe  a  man.  I  couldn't  tak'  them  and  I 
am  a  member  of  the  kirk.''  ''But  you  will  accept  them 
as  a  present?"  "I  couldna,"  said  the  Scot.  "Well  then" 
said  the  traveler,  "suppose  I  sell  you  the  cigars  for  a 
nominal  sum,  say  sixpence?"  "Weel  in  that  case"  re- 
plied the  Scot,  "since  you  press  me,  and  no'  liking  to  re- 
fuse an  offer  weel  meant,  I  think  I'll  tak'  twa  boxes." 
--New  York  Mail. 


Our  correspondent  from  Alliance  sends  us  good 
news.  We  regret  that  lack  of  space  prevents  data  in 
full.  Among  other  things  he  states  that  the  crop  report 
is  of  the  best  and  fine  weather  to  harvest  it.  Business 
keeping  up  nicely  and  collections  good.  Not  much  cold 
weather,  and  still  they  are  enjoying  a  splendid  stove 
trade,  in  fact  the  best  for  years.  Christmas  shopping  is 
going  on  merrily.  The  year's  close  will  show  a  marked 
increase  over  last  year  in  output.  He  closes  by  wishing 
everyone  a  Merry  Christmas  and  Happy  New  Year,  and 
anticipates  a  handshake  at  convention. 


The  wise  buyer,  the  safe  buyer,  is  he  who  puts  per- 
sonal taste  in  the  background  and  buys  only  with  cus- 
tomers' requirements  and  tastes  in  mind. 
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Is  13  Unlucky 

There  is  considerable  effort  made  to  get  hold  of  all 
the  quarter-dollar  coins  that  we  can,  yet  in  spite  of  this 
there  are  on  every  quarter: 

Thirteen  stars, 

1  hirleen  letters  in  the  scroll  held  in  the  eagles  beak. 
Thirteen  long  feathers  in  each  of  the  eagles  wings. 
Thirteen  tail  feathers. 
Thirteen  upright  bars  in  the  shield. 
Thirteen  arrow  heads. 
Thirteen  leaves  on  the  branch. 
Thirteen  letters  in  the  words  ''quarter  dollar." 
Shall  we  avoid  carrying  our  pocket  change  in  quar- 
ters? 


The  Business  Man 
Is  the  country  purchasing  agent. 
Is  the  life  of  the  town. 
Pays  the  majority  of  taxes. 
Is  the  dynamic  force  that  fnakes  things  go. 
Furnishes  work  to  the  poor,  wealth  to  the  rich- 
Bears  the  burdens  of  hard  times. 
Carries  the  needy  man  over  a  hard  place. 
Meets  the  payroll  with  regularity. 
The  man  who  is  not  in  politics. 
Subject  to  special  government  regulations. 
Takes  the  risk  of  buying  what  people  need. 
Gathers  from  the  world  for  comfort,  necessity  and 
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luxury. 

Solicited  for  charity,  benevolence,  education. 
Is  the  unknown  and  least  appreciated. 
Unrecognized  because,  unorganized: 

Hardware  World. 


A  girl  shouldn't  allow  her  waist  line  to  be  the  line 
of  least  resistance. 


The  man  who  spends  money  to  make  others  think 
he  is  well  off  seldom  becomes  so. 


Quality  counts  you  will  remember  it  long  after  you 
have  forgotten  the  price. 


You  cannot  sell  a  man  a  thing  he  does  not  want, 
but  you  can  make  him  want  it  if  you  can  show  him  he 
needs  it. 


Business  building  is  more  important  than  business 
getting.    You  can  get  business  by  selling  a  man  some- . 
thing  he  does  not  need,  but  you  can  build  business  only 
by  finding  out  what  a  man  needs  and  selling  him  that. 


Many  a  clerk  who  would  think  it  a  crime  to  have  a 
dirty  face  can  let  the  windows  go  unwashed  without  be- 
ing badly  upset  about  it. 
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It  is  not  the  broadminded  man  who  has  thebighead. 


How  about  the  0-1-2  on  the  front  page  of  the  Sep- 
tember number? 


The  clerk  who  is  always  thinking  of  the  crease  in 
his  trousers  needn't  be  surprised  at  a  decrease  in  his 
wages. 


In  many  stores  the  cleric  seems  to  be  on  very  bad 
terms  with  the  dust  rag  and  counter  brush. 


Unless  you  make  up  your  mind  to  improve  upon 
last  years  work,  to  break  last  years  record,  there  is  not 
the  least  chance  in  the  world  of  your  doing  it. 


A  recent  inquiry  came  to  us  asking  if  a  cement  is 
made  that  can  be  used  in  repairing  chipped  porcelain 
ware,  such  as  bath  tubs,  etc.  Try  this— Add  plaster  of 
Paris  to  a  strong  solution  of  alum,  to  the  consistency  of  ^ 
cream,  apply  it  smoothly  and  fine.  You  will  find  it  will 
set  very  firmly  and  be  a  fairly  good  job. 


Well,  here's  hoping  that  you  don't  have  one  per  cent 
of  your  Christmas  goods  left  over,  and  you  will  not  if 
push  the  slow  numbers  a  little  right  now. 
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Mr.  Nathan  Roberts, 

Lincoln,  Nebraska, 
Dear  Sir:-^  Enclosed  find  50c  for  the  Ironmonger.    It  is 
dandy  good.    Keep  it  coming. 

C.  W.  Shahan,  Kearney. 


It  is  always  better  to  have  someone  work  for  you 
than  to  do  the  work  yourself,  but  first  you  must  set  the 
example. 


The  first  thing  a  salesman  should  learn  is  to  sell  his 
own  services. 


Did  you  eVer  see  a  photograph  of  yourself  that  did 
you  justice,  or  one  of  your  rival  that  did  not  flatter  him? 


"Or  Diogenes  he  take  a  walk. 
To  fin'  an  ?iones'  man, 
He  walk  and  walk  de  longes'  time 
A  lantern  in  his  han'.'' 
How  about  it?   Everybody  loves  to  carry  a  lantern. 
Are  you  supplying  their  needs? 


A  yellow  dog  does  not  know  he  is  yellow,  so  why 
tell  him?   He  can't  change  his  color. 


When  you  haven't  said  a  thing  you  don't  have  to 
explain  it 
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How  Some  Members  Handle  the  Credit  Question 
The  following  letters  are  self-explanatory  and  show 
how  some  of  our  wide-awake  members  are  going,  about 
it  to  solve  the  credit  question  in  their  localities.    We  do 
not  publish  the  name  of  the  member  or  his  location. 

 December  9,  1913. 

Mr.  Nathan  Roberts,  Lincoln,  Nebr. 

Dear  Friend:  Allow  us  to  congratulate  you  on 
your  article  in  a  recent  issue  of  the  Ironmonger  concern- 
ing the  old  loose  credit  system  used  by  so  many  of  us 
today.  We  are  enclosing  copy  of  letter  we  are  sending 
out  to  our  trade  describing  the  system  we  will  follow  af- 
ter January  1,  1914.  We  feel  that  the  old  loose  credit 
system  is  one  of  the  worst  enemies  we  Healers  have  to 
contend  with.  Yours  truly, 


(Copy  of  Letter  to  their  Customers) 

 December  1,  1913. 

My  Dear  Friend: 

The  cost  of  doing  business  is  borne  by  you.  You, 
the  customer,  are  the  one  who  pays.  Mistakes  in  trad- 
ing are  charged  up  to  the  cost  of  doing  business.  Who 
pays  it?  You. 

Deadbeat  accounts,  forgotten  charges,  paying  inter- 
est on  long  time  credit  accounts,  stamps  and  labor  in 
sending  out  statements  and  expense  of  collecting  poor 
accounts  are  charged  up  to  the  cost  of  doing  business 
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under  the  credit  system,  and  you,  the  customer,  are  the 
one  who  is  paying  for  all  these  expenses.  Wouldn't  you 
rather  buy  your  goods  at  the  lowest  possible  cost  at  cash 
prices  and  not  pay  for  all  these  unnecessary  expenses? 
To  be  sure  you  would. 

After  January  1,  1914  we  will  change  our  system  of 
doing  busiiiess  and  all  goods  purchased  at  our  store  will 
have  to  be  settled  for  by  paying  cash  or  giving  a  bank- 
able note  with  interest  at  8%,  with  the  exception  of  hard- 
ware used  for  building  houses,  barns,  etc.,  which  will  be 
charged  to  responsible  parties  until  the  first  day  of  each 
month,  when  same  will  have  to  be  settled  for  by  cash  or 
note. 

Now  we  do  not  mean  by  this  that  your  credit  is  not 
good.  It  is  good,  and  we  want  you  to  use  it  to  the  full 
extent  to  January  1,  but  upon  that  date  all  accounts  on 
onr  book^  must  be  settled  by  cash  or  note.  Our  motto 
will  be,  **Honest  goods  at  the  lowest  possible  cost.'' 

We  thank  you  for  all  the  good  business  you  have 
given  us  in  the  past  and  wish  to  count  you  as  one  of  our 
customers  under  the  new  system  and  assure  you  that  if 
you  will  continue  to  trade  with  us  the  new  system  will 
save  you  many,  many  dollars  over  the  old  loose  credit 
system.      Yours  for  good  goods  at  cheaper  prices. 


Here  is  a  little  different  plan  from  another  member: 

 December  3,  1913. 

Mr.  Nathan  Roberts,  Lincoln,  Nebr. 
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I  am  enclosing  a  credit  agreement  which  I  am  think- 
ing of  using  next  year.  With  this  agreement  I  can  bal- 
ance my  books  every  three  months  and  all  balances  will 
draw  interest  from  that  date,  and  the  agreement  will 
specify  a  time  for  settlement,  which  will  be  agreed  on  by 
self  and  my  customer.  My  idea  is  to  use  this  agreement 
with  those  who  will  possibly  need  more  than  three 
months  time.  For  those  whom  I  think  do  not  need 
more  than  three  months  I  shall  present  their  bill  for  pay- 
ment on  these  dates.  Give  me  your  opinion  of  this  agree- 
ment. Yours  truly, 


(Following  is  a  Copy  of  the  Agreement) 


For  the  purpose  of  establishing  a  line  of  credit  mu- 


not  exceed  at  any  one  time  a  debit  balance  of  $  

and  I  further  agree  to  pay  10%  interest  on  all  balances 
shown  by  his  books  on  the  1st  day  of  April,  on  the  1st 
day  of  July,  on  the  1st  day  of  October,  and  on  the  1st 
day  of  January,  after  the  date  hereof,  and  I  further  agree 

that  I  shall  pay  the  said  in  cash,  or  in 

lieu  thereof  give  my  note  for  the  amount  due  with  inter- 
est on  or  before  the  first  day  of  191  


191____ 


tually  satisfactory,  I,  

that  my  open  account  with 


hereby  agree 
 shall 


Signed 
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Take  a  Little  Interest  in  your  House  Organ 
The  Ironmonger  is  your  very  own  mouthpiece,  why 
not  talk  out?  I  am  sure  you  can  express  yourself  on  va- 
rious subjects  and  matters  pertaining  to  the  craft.  These 
pages  are  open  to  you  free  of  any  cost  whatever.  You 
can't  estimate  what  good  you  may  do  in  giving  others 
the  benefit  of  your  experiences,  plans,  ideas  aiid  how  you 
work  them  out.  We  are  all  hungry  tor  knowledge  if  it 
only  eminates  from  the  right  source.  The  eastern  pub- 
lishers shoot  away  above  our  heads.  We  want  experi- 
ences from  the  firing  line.  Come  boys,  open  up  wide. 
I  can  read  'steen  languages.  I  will  print  woat  you  want 
to  say  in  your  own  language.  Come  across.  There  are 
800  of  the  hardware  boy5;  waiting.  Lord  Bryon  has  well 
said: 

''But  words  are  things,  and  a  small  drop  of  ink. 

Falling,  like  dew,  upon  a  thought,  produces 
That  which  will  make  thousands,  perhaps  millions 
think." 


This  office  has  been  favored  since  our  last  issue  by 
a  pleasant  visit  from  O.  L.  Wernier,  Omaha,  C.  C.  Nache 
Hebron,  D.  F.  Dolan,  Western,  Frank  Hacker,  Friend. 


Don't  you  find  that  your  bank  account  grows  as  your 
bad  debt  account  shrinks? 
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Insurance  Report  for  November 
Insurance  in  force         -  $2,025,626.00 
Cash  balance         -         -  22,574.14 
Dividends  to  members      -      -  334.34 
Losses       -  -  -  none 

It  will  be  noted  that  while  our  insurance  in  force  is 
slightly  less  than  last  month,  that  our  cash  balance  has 
had  a  healthy  growth.  There  are  encouraging  reasons 
for  (his  showing.  Since  July  last  we  have  been  reducing 
our  risks  in  states  outside  of  Nebraska  from  a  $3,000  to 
a  $2,(;00  iimit.  We  have  not  renewed  a  cyclone  risk  in 
nearly  six  months,  the  reasons  for  which  has  been  that 
our  territory  covering  this  class  of  insurance  is  limited 
to  Nebraska,  whereas,  to  make  it  a  safe  investment  for 
our  mem.bers  we  should  cover  all  parts  of  the  United 
States,  and  as  the  rates  are  very  reasonable  and  such  in- 
surance easily  obtained,  it  works  no  inconvenience.  The 
third  reason,  and  the  vital  one,  is  thatsomeof  our  mem- 
bers are  so  short  sighted  and  disloyal  that  they  fail  to 
understand  what  it  means  to  the  success  of  our  mutual 
interest  to  be  willing  to  pay  at  least  as  much  to  their 
own  company  as  the  50c  to  75c  cut  rates  they  are  offered 
by  stock  companies,  but  insist  that  we  shall  meet  such 
rates  and  in  addition  thereto  pay  them  the  dividend  that 
is  declared  on  the  basis  of  profit  we  accumulate  from 
those  members  who  pay  well  up  to  tariff  rates.  They 
either  cannot  or  will  not  see  that  it  takes  from  50%  to 
65%  of  the  board  rates  to  pay  losses  and  expenses  be- 
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fore  there  is  a  dollar  to  pass  to  surplus  and  dividend  ac- 
count. It  is  beyond  my  power  to  conceive  how  anyone 
can  take  such  an  unjust,  unfair  position  and  satisfy  his 
own  conscience.  It  would  appear  on  the  face  of  it  as  if 
they  were  in  conjunction  with  the  stock  companies  in 
swinging  the  big  stick  in  an  attempt  to  ruin  and  destroy 
the  place  and  position  this  company  occupies  in  the  in- 
surance field  for  the  hardware  craft.  They  cancel  their 
policies  in  preference  to  paying  the  sama  net  price  they 
obtain  from  outside  of  the  state  companies.  However  I 
am  proud  of  the  rank  and  file.  Oat  of  hundreds  of  p  A- 
icies  we  have  renewed  the  past  month  there  were  but 
three  who  took  this  shortsighted,  unbusinesslike  stand. 
There  are  so  many  who  are  willing  to  tote  fair  and  just 
to  the  interest  of  all  concerned  that  the  others  cut  but  a 
small  figure.  The  only  safe  and  sane  ground  to  occupy 
as  long  as  the  present  demoralized  condition  continues 
is  to  meet  old  line  cut  rates  on  a  basis  net,  whether  the 
dividend  is  20^/o  or  40%,  in  other  words  you  can't  con- 
tinue to  meet  any  old  rate  that  is  presented,  pay  back 
profits  unearned  by  many,  for  if  you  do  there  will  soon 
be  no  profits  to  divide.  Nathan  Roberts,  Secy. 


Wanted  at  Once  -  A  good  tinner  and  all-round  man 
in  a  hardware  store  in  a  good  town  of  a  thousand  pop- 
ulation. Address  with  reference,  Box  158,  Scribner, 
Nebraska. 
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Bargains  in  Shotgun  Shells-  Neilson  &  Macprang, 
of  Edison,  Nebr.,  have  more  shells  than  they  need  and 
can  spare  some  at  $1.50  per  hundied  in  any  quantity. 
They  are  16-gauge,  New  Club  and  New  Rival,  loaded 
with  7  and  8  shot.   Write  them  direct  for  your  wants. 


For  Sale—  Easy  terms,  a  fine  stock  of  hardware  in- 
the  central  east  part  of  the  state.  Good  town,  good,  ter- 
ritory and  splendid  opening.  Write  this  office  for  par- 
ticulars. 


Let  me  suggest  that  you  cut  out  page  87,  Hardware 
Age.  issue  of  December  4,  and  bind  it  in  proper  form  for 
handy  and  frequent  use.  Let  me  further  urge  upon  you 
that  you  study  it  thoroughly  and  that  your  clerks  be- 
come masters  of  the  situation.  It  will  mean  to  you  bet- 
ter profits  and  a  more  certain  grip  of  what  your  business 
is  doing  for  you. 


It  is  suggested  by  a  member  that  we  have  on  dis- 
play in  our  convention  hall  a  large  card  with  a  list  of 
enumerated  articles  so  arranged  alphabetically  that  it 
could  be  easily  read,  and  that  each  member  who  can 
would  set  down  the  price  he  pays  for  them,  recording  the 
same  in  a  book  for  the  purpose,  under  a  number  instead 
of  name,  the  object  being  to  ascertain  where  to  buy 
goods  to  the  best  advantage.  What  do  you  think  of  the 
plan?   Would  you  help  carry  it  out? 


The  Nebraska  Ironmonger 
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Balance  Sheet  for  December  31,  1914^ 
In  passing  another  milestone  we  leave  behind  as  a 
trail  of  events  perhaps  unparalelled  in  the  memory  of 
many. 

Disasters  by  sea  and  land,  flood  and  flre,  poor  crop 
returns,  dull  trade  and  poor  collections,  and  many  dis- 
couragements that  try  our  souls.  Human  powers  on  one 
hand  trying  to  absorb,  human  troubles  on  the  other  as 
results,  and  how  does  it  look  for  1914?  Rather  dubious, 
isn't  it  -a  trembling  balance? 

Are  our  burdens  becoming  of  increasing  greatness 
or  are  we  as  burden  bearers  turning  weak? 

Without  question  the  load  is  growing  m^onstrously 
heavy  but  it  behooves  us  as  men  to  pray  for  strength  to 
carry  it. 

It  wont  do  to  sit  down,  fold  our  hands,  and,  McCaw- 
ber-like,  wait  for  something  to  turn  up.  We  must  do 
the  turning  up  ourselves. 
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Our  hands  on  the  plow,  look  not  backward. 

There  is  a  silver  lining  to  1914  that  every  day  hence- 
forth will  become  brighter.  Catch  its  gleam  and  on  the 
wings  of  hope  rise  optimistically  to  its  advantages. 

While  conditions  at  the  close  of  the  year  are  in  sharp 
contrast  to  a  year  ago,  I  believe  we  have  touched  bottom. 
Our  slogan  from  this  on  should  be  "Onward  and  up- 
ward.'' 

With  the  enactment  into  law  of  two  vital  economic 
questions  tariff  and  currency— we  believe  that  with  this 
year  begins  a  new  era  of  prosperity.  As  fast  as  the  in- 
terests of  the  country  adjust  themselves  to  the  new  con- 
ditions they  will  take  on  their  normal  trend,  and  before 
three  months  of  this  year  will  have  passed  we  will  have 
forgotten  our  troubles.  Sentiment  is  surely  better,  and 
the  fact  is  apparent  that  sentiment  at  all  times  plays  an 
important  part  in  business.  If  the  jobbing  and  retail  bus- 
iness is  cheerful  much  of  this  spirit  imbues  us  and  is  im- 
parted to  the  customer  who  buys,  and  the  net  results  are 
beneficial. 

Market  reports  show  the  placing  of  liberal  orders 
with  the  mills  and  manufacturers  for  early  shipments, 
and  prices  are  firm. 

There  is  a  feature  that  the  inventory  of  our  mem- 
bers will  develope,  namely,  that  they  have  made  a  larger 
per  cent  profit  on  their  capital  invested  for  1913  than  in 
former  years,  from  the  fact  that  they  have  been  buying 
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in  smaller  quantities  and,  therefore,  turning  over  their 
stock  oftener— a  good  thing  for  the  retailer  to  do,  altho 
it  increases  the  cost  to  the  jobber.  Another  feature  I 
think  will  show  in  your  balance  sheet,  is  that  it  has  less 
accounts  receivable  and  of  a  better  quality  than  last  year. 

In  tabulating  a  list  from  Dun's  report,  January  1913 
compared  with  January  1914,  the  number  of  members 
who  have  sold  out  or  failed  during  the  year,  compared 
with  non-members,  average  a  much  less  per  cent.  I  find 
also  that  members  have  had  their  ratings  advanced  to  a 
marked  degree  of  per  cent  over  non-members.  I  simply 
mention  this  for  what  it  is  worth  to  you  and  as  food  for 
thought. 

I  am  fully  convinced  that  we  are  more  united  in  our 
efforts  for  uplift  and  better  conditions  and  that  we  are 
better  men  and  merchants,  less  selfish  and  self-pleasing, 
and  that  we  are  bound  together  by  a  stronger  tie  than 
has  ever  before  existed  in  the  history  of  our  association. 

To  summarize:  The  beginning  of  this  year  finds  the 
N.  R.  H.  A.  nearer  a  spirit  of  co-operation  and  working 
as  a  unit  for  the  greatest  good  to  the  greatest  number 
than  ever  before.  I  do  not  miss  my  guess  far  when  I  say 
that  we  are  today  a  body  or  factor  that  better  be  reck- 
oned with. 


In  a  few  days  I  will  mail  you  a  letter  marked  "Im- 
portant."   Don't  throw  it  aside  for  prying  eyes  to  see. 
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Read  it  carefully,  act  according  to  your  best  judgment, 
but  above  all  things  keep  its  contents  to  yourself  and 
either  file  it  away  under  lock  and  key,  if  interested,  or 
destroy  it  at  once  if  not  interested.  Its  from  your  secre- 
tary to  a  member  and  is  of  no  value  or  interest  to  any 
one  else. 


Close  to  the  first  of  the  year  I  mailed  out  to  the  en- 
tire membership  bills  of  dues  for  1914,  and  it  is  indeed 
gratifying  to  note  the  prompt  returns  by  so  great  a  num- 
ber, indicating,  I  am  inclined  to  think,  that  the  work  of 
the  past  year  has  borne  much  profitable  returns  to  the 
N.  R.  H.  A.  National  Secretary  Corey  has  the  past  year 
plainly  demonstrated  that  he  is  ably  fitted  for  the  posi- 
tion he  occupies.  Each  number  of  the  twelve  issues  of 
the  National  Bulletin  has  excelled  the  one  before  it  in 
bright,  spicy,  up-to-date  matter,  written  in  attractive  style 
and  doubtless  has  performed  a  mission  for  betterment 
to  its  readers. 


Looking  forward  the  signs  are  indeed  promising  for 
better  things  and  better  profits  to  the  rank  and  file. 
Trade  relations  are  being  adjusted  to  the  greatest  good 
to  the  many,  instead  of  the  few.  We  are  looking  for 
drastic  legislation  along  these  lines  in  the  near  future. 
The  Fair  Trade  League  is  doing  a  splendid  work  and  be- 
fore long  will  be  heard  from  in  no  uncertain  sound.  The 
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man  in  the  White  House  is  with  us  for  a  square  deal, 
and  may  be  depended  on  when  the  time  comes. 


We  believe  one-cent  letter  postage  is  an  assured 
fact,  and  if  this  measure  becomes  law  the  sting  will  be 
taken  out  of  further  parcels  post  expansion,  It  is  bad 
enough  for  the  smaller  mercantile  interests  as  it  is,  and 
the  public  is  paying  a  goodly  sum  for  the  experiment. 


As  our  convention  time  approaches  we  are  impress- 
ed with  the  tremendous  amount  of  preparation  work  yet 
to  be  done,  so  as  to  be  ready  and  on  tap  for  the  boys,  a 
thousand  strong,  on  the  morning  of  Tuesday,  February 
17th.  That  brings  vividly  to  my  mind  that  but  few  ques- 
tions have  yet  reached  me,  that  you  wished  discussed 
from  different  view  points.  Please  file  them  with  me 
now  that  I  may  get  them  tabulated  in  our  ofificial  pro- 
gram that  I  expect  to  mail  you  soon.  Don't  hesitate  and 
put  off.  Time  is  short,  and  you  don't  want  to  go  home 
disappointed  that  you  had  no  tangible  answer  to  some 
question  that  is  vexing  you.  Take  your  part,  db  your 
part,  and  work  will  be  accomplished  that  will  benefft  all. 
A  word  to  the  chairmen  or  captains  of  the  thirteen  dis- 
tricts: Great  good  has  already  shown  up  from  your  work 
but  there  is  much  more  that  can  be  done.  New  mem- 
bers, looking  up  old  members,  more  spice,  life  and  ener- 
gy, looking  up  good  timber  for  your  officers,  and  lasting 
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plans  for  the  future  that  the  year  ahead  may  be  the  best 
e\er.  Don't  forget  the  reports  expected  from  your  sev- 
eral districts,  and  suggestions  for  new  accomplishments. 
Every  chairman  will  have  ample  opportunity  to  show  us 
the  stuff  hfe  is  made  of.  Be  ready  to  hand  to  the  nomi- 
nating committee  list  of  names  for  your  choice  of  offic- 
ers. Every  one  of  the  thirteen  allotted  districts  have  a 
voice.  No  clique,  ring  nor  boss.  There  never  was,  nor 
do  I  believe  there  ever  will  be  in  the  N.  R.  H.  A.  Do 
your  part  to  keep  it  so.  This  is  our  foundation  of  suc- 
cess and  work  that  pays. 


Headquarters  at  the  Lindell.  Mr.  Johnston,  the  very 
genial  host,  promises  all  within  his  power  to  make  our 
stay  at  his  hostelry  pleasant,  enjoyable  and  economical. 
The  house  has  been  enlarged,  improved,  and  renovated 
from  top  to  bottom.  He  places  at  our  disposal,  free  of 
charge,  the  finest  convention  hall  west  of  New  York,  en- 
tirely new,  well  ventilated  and  lighted,  and  in  every  way 
up-to-date.  He  will  write  each  of  our  members  person- 
ally very  soon  and  give  you  full  data  as  to  accommoda- 
tions and  prices,  which  he  guarantees  me  to  be  on  the 
most  reasonable  plane  and  to  give  every  guest  entire  sat- 
isfaction. You  better  reserve  early,  it  costs  you  no  more 
and  will  save  annoyance. 


The  convention  will  be  called  to  order  at  2:30  Tues- 
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day  afternoon,  February  17.  It  will  be  a  standing  credit 
mark  to  our  association  to  have  a  full  representation  at 
at  the  opening  session.  Prominent  men  will  be  on  hand 
to  bid  you  a  hearty  welcome.  It  will  be  worthy  of  our 
good  name  to  be  present  in  full  numbers  and  thereby 
show  our  appreciation  of  the  honor  they  confer  upon  us. 


The  registration  desk  will  be  in  the  Lindell  hotel  ro- 
tunda on  Tuesday  morning.  Attend  to  that  duty  the  first 
thing  when  you  arrive  and  so  get  it  off  your  mind.  Those 
who  have  not  received  their  1914  souvenir  direct  will  be 
supplied  from  the  secretary's  desk  upon  presentation  of 
receipt  for  1914  dues. 


We  are  preparing  to  show  you  a  good  time  and  it 
will  be  your  fault  if  you  do  not  have  it.  We  will  be  the 
guests  of  the  Lincoln  Commercial  Club  on  Thursday  eve 
ning  and  they  promise  a  lively,  sparkling  occasion.  The 
evening  (or  morning  if  you  desire)  will  close  with  a 
dance,  and  it  might  be  well  to  say  to  your  ladies,  "Come 
also,  your  husbands  are  liable  to  be  giddy  unless  you  are 
present  to  watch  them.''  (I  know  how  it  is  myself.)  The 
Lincoln  Commercial  Club  will  present  to  every  N.  R.  H. 
A.  member  present  on  this  occasion  an  annual  non-resi- 
dent membership,  which  will  entitle  you  to  all  the  club 
privileges  when  visiting  Lincoln  at  any  time. 
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Our  spaces  are  practically  all  engaged  and  I  promise 
you  the  most  up-to-date  unique  show  you  have  yet  at- 
tended. Our  plans  of  booths  are  entirely  new  and  no 
pains  have  been  spared  to  present  you  the  most  artistic 
display  from  every  viewpoint.  We  will  try  to  obtain  a 
good  picture  of  the  hall  from  the  interior,  with  all  the 
ladies  and  gentlemen  present  in  the  group.  I  am  plan- 
ning this  for  Thursday  afternoon.    Don't  fail  to  be  in  it. 


Don't  forget  the  question  box.  Do  it  now.  Come 
early  and  stay  late.  EDITOR. 


Death  of  Two  of  Our  Members 

We  regret  to  announce  the  death  of  two  of  our  mem 
bers  since  our  last  issue. 

C.  F.  Bodinson,  of  Kearney,  who  passed  out  to  his 
reward  on  December  24,  1913. 

A.  E.  Small  died  January  4,  1914,  at  Littleton,  Cal. 
His  remains  were  brought  to  Lincoln  for  interment. 

Both  of  these  men  have  been  identified  with  associ- 
ation work  for  many  years,  both  were  members  of  the 
insurance  company  and  always  gave  it  their  ,  loyal  sup- 
port. Mr.  Small  was  one  of  the  few  who  first  realized 
the  necessity  of  the  association  movement,  and  until  his 
health  became  impaired,  gave  it  much  of  his  time  and 
attentiorf  Lo,  their  work  and  influence  shall  live  after 
them.  We  extend  to  the  bereaved  our  heartfelt  sympa- 
thy in  the  sad  and  dark  hour  of  their  loss. 
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One  Cent  Letter  Postage 

In  a  former  issue  of  the  Ironmonger  I  requested  you 
to  write  to  Hon.  Moses  P.  Kincaide,  Washington,  D.  C, 
relative  to  his  supporting  Bartlett  Bill  4322  for  one-cent 
letter  postage.  This  many  of  you  did  and  sent  me  his 
answers.    Here  are  two,  from  among  the  first  and  last: 

Among  the  first  sent  this  answer  was  returned:— "I 
shall  deem  it  my  duty  to  become  yet  more  grounded  as 
to  the  position  of  the  sides  for  or  against  before  commit- 
ting myself  in  favor  of  the  bill.'' 

After  hearing  from  you  by  hundreds  of  letters  he 
writes  quite  recently:  -  "I  heartily  favor  one-cent  letter 
postage.'' 

Is  there  anything  in  co-operative  effort?  Well,  I 
trow!  We  want  more  such  work  and  we  want  it  done 
soon. 

Hon.  M.  P.  Kincaide  and  Hon.  CO.  Lobeck  are  with 
us,  while  the  following  are  still  on  the  fence:  Hon.  John 
A.  Maguire,  Hon.  Dan  V.  Stephens,  Hon.  Chas.  H.  Sloan 
and  Hon.  Silas  R.  Barton.  Address  all,  while  in  session 
Washington,  D.  C. 

This  is  too  important  a  matter  to  pass  unheeded. 
The  advocates  of  parcels  post  are  not  satisfied  with  pres- 
ent bill,  but  are  still  working  for  a  bill  at  one  rate  for  the 
entire  country  regardless  of  distance.  They  realize  that 
such  a  bill  would  mean  a  very  large  loss  to  the  govern- 
ment and  are  strenuously  opposing  the  movement  for 
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one-cent  letter  postage,  because  they  want  the  profits  on 
letter  postage  to  take  care  of  the  deficits  that  a  bill  such 
as  they  want  would  create. 

If  the  retail  hardware  dealers  of  Nebraska  want  to 
prevent  such  a  bill,  they  should  to  a  man  assist  in  this 
movement  and  thus  wipe  out  the  surplus  created  by  the 
100%  profit  that  is  made  on  letter  postage. 

This  movement  iS'  in  charge  of  a  retail  hardware 
man  who  is  using  the  same  push  and  energy  in  the 
movement  that  he  did  in  the  hardware  business.  Let  us 
fight  as  a  unit  to  have  each  class  of  mail  pay  the  cost  of 
its  service.  This  will  give  us  one-cent  letter  postage  and 
a  parcels  post  bill  that  will  not  hurt  anyone. 

Are  you  using  the  one-cent  letter  postage  stamp,  of 
which  I  sent  you  a  quantity?  If  you  have  used  them  all 
up  let  me  know,  and  I  will  see  that  you  get  more  free  of 
cost  to  you. 

Get  busy  and  let  us  do  our  duty  in  this  matter.  You 
can't  measure  what  effect  individual  effort  carries  with 
those  who  represent  you.   Send  me  your  answers. 


We  are  figuring  on  80%  of  the  hardware  craftsme.n 
of  the  state  to  be  enrolled  before  the  convention  closes. 
How  much  will  we  miss  it  if  each  member  brings  with 
him  a  new  convert?  The  goat  is  being  corn  fed,  warmly 
stalled,  curried  and  polished  to  give  them  proper  exercise 
for  their  money. 
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Extracts  from  a  Letter  from  an  Insurance  Member 

''Yours  of  the  23d  at  hand,  and  will  say  you  may 
write  my  policy  at  $1.30,  as  you  suggest.  While  I  under- 
stand the  old  line  insurance  companies  are  doing  all  they 
can  to  down  us,  you  can't  expect  when  the  board  rate  is 
2%  times  greater  than  they  offer  for  one's  loyalty  to 
stand  for  the  tune  of  three  times  the  price.  I  think  of 
all  the  laws  we  have  on  our  statute  books,  the  insurance 
law  is  the  nearest  to  nothing  that  I  know.  If  our  legis- 
lators would  give  some  of  the  time  wasted  in  legislating 
on  the  length  hotel  sheets  shall  be  they  would  better 
serve  their  constituents.  Let's  pull  for  a  state  law  as 
good  as  the  New  York  state  law,  and  make  it  so  that  a 
just  rate  be  established,  and  if  a  policy  be  written  at  a 
half,  third,  or  fourth  less  than  established  rates  and  a  loss 
occurs  the  policy  holder  shall  receive  the  same  propor- 
tion of  his  policy  that  the  rate  is  cut  to." 


Have  you  any  surplus  lines  in  hardware  that  are 
good,  clean  and  saleable,  that  you  want  to  trade  for  spot 
cash?   If  so,  give  me  particulars  and  price. 


Our  souvenir  memo  books,  and  they  are  beauties, 
have  arrived.  Upon  i  eceipt  of  your  1914  dues  one  will 
be  mailed  to  you  promptly.  You  should  begin  its  use 
With  the  year. 
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The  Meridian  Brittania  Co:,  of  Meridan,  Conn.,  in 
answering  correspondence  had  with  F.  L.  Ericson,  of 
Loomis,  relative  to  their  attitude  toward  the  retailer,  ex- 
press themselves  in  unmistakable  language  in  the  follow- 
ing extracts  from  their  letters  on  the  subject:  *'We  do 
not,  have  not,  and  will  not  sell  any  catalog  house  one 
dollar's  worth  of  goods  as  long  as  they  offer  them  below 
established  retail  prices.  We  consider  it  our  duty  to  give 
to  every  dealer  handling  our  lines  every  protection  pos- 
sible in  connection  with  the  sale  of  our  goods,  and  we 
welcome  any  suggestion  that  you  might  have  to  make 
that  might  be  considered  lawful  in  regard  to  maintain- 
ing prices  on  our  goods.''  Commenting  on  the  above: 
This  must  and  shall  be  the  attitude  of  every  reputable 
manufacturer  and  jobber  in  the  land  before  long.  They 
are  all  possessed  of  ample  gray  matter,  therefore,  will 
know  how,  and  when,  and  where  to  conserve  their  best 
interests  to  the  growth  and  progress  of  their  business. 


Glenville,  Nebr.,  Dec.  31,  1913. 
Enclosed  find  check  for  $5.50,  for  my  N.  R.  H,  A. 
dues  and  the  Ironmonger.  I  should  have  paid  for  this 
little  paper  before  but  it  is  such  a  small  amount  I  have 
been  putting  it  off  till  I  got  this  chance.  This  is  a  small 
paper  but  I  tell  you  I  would  not  do  without  it  for  four 
times  fifty  cents.   Will  see  you  at  Lincoln  in  February. 

August  Heye. 
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The  following  members  have  paid  a  pleasant  social 
and  business  call  at  headquarters  since  our  last  issue: 
F.  C.  Meitner,  Exeter,  W.  C.  Klein,  Milford,  D.  F.  Dolan 
Western,  Thos.  Nelson,  Springfield,  M.  D.  Hussie,  Oma- 
ha, L.  F.  Holloway,  Fremont,  S.  C.  Oaks  and  J.  F.  Goeh- 
ner,  Seward,  Dan  Kavanaugh,  Fairbury,  C.  K.  Lawson, 
Hastings,  and  H.  C.  Wittman  and  F.  E.  Lahr,  Lincoln. 


Falls  City,  Nebr.,  Dec.  31,  2913. 
Enclosed  find  check  for  $6,  for  1914  dues  and  a  dol- 
lar for  the  Ironmonger.   The  Ironmonger  is  a  very  inter 
esting  little  booklet  and  I  get  a  great  deal  of  pleasure 
and  profit  out  of  it  when  reading  it.      J.  C.  Tanner. 


Clerks  who  are  more  concerned  about  the  closing 
than  they  are  about  the  opening  hour  of  the  business 
day  are  always  a  lap  or  two  behind  the  times. 


Don't  say  to  your  customer,  ''What  can  I  do  for 
you?''  Change  front  and  say,  "How  can  I  serve  you?" 
Try  it. 


Perfection  in  business  no  man  has  ever  reached,  or 
will  reach,  but  its  attainment  should  be  every  merchants 
goal. 


Some  men  talk  millions  and  borrow  half-dollars. 
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Some  Don'ts  for  the  Clerk 

Don't  you  remember  when  you  were  a  kid  Jiow  mad 
it  used  to  make  you  to  hear  everybody  saying,  ''don't  do 
this,  and  don't  do  that?"  It  seemed  to  you  that  the 
world  was  nearly  all  'Vion'ts."  But  since  you  have  grown 
up  you  realize  the  value  of  "don'ts"  don't  you?  So  don't 
regard  these  '  don'ts"  as  out  of  place. 

Don't  wear  your  hat  in  the  store.  Hang  it  up  and 
stay  awhile  Then  you  won't  be  so  likely  to  become 
bald-headed,  and  customers  will  be  better  pleased. 

Don't  smoke  while  waiting  on  a  customer.  Your 
cigar  bill  won't  be  so  high,  and  you'll  capture  many  a 
sale  that  has  been  getting  away  from  you. 

Don't  stand  talking  to  a  visiting  friend  when  a  cus- 
tomer is  waiting  to  be  served.  Customers  are  entitled 
to  first  attention. 

Don't  sweep  the  dust  and  dirt  off  the  counter  onto 
the  floor.  Brush  it  into  a  receptacle,  and  thus  keep  the 
floor  clean  and  save  future  work. 

Don't  get  too  familiar  with  customers.  It  is  all  right 
to  be  friendly  but  don't  overdo  it. 

Don't  chew  gum  behind  the  counter.  Chewing  gum 
is  all  right  on  the  base  ball  diamond,  but  serving  partic- 
ular customers  is  no  ball  game. 

Don't  use  all  the  paper  in  the  store  in  wrapping  a 
few  packages.  Practice  neatness,  deftness,  and-  econo- 
my in  this.    Use  the  right  size  bags  and  the  right  quan- 
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tity  of  paper.  People  won't  be  ashamed  to  carry  pack- 
ages of  this  kind  and  you  may  be  sure  the  boss  will  not 
be  offended.   A  fellow  clerk. 


Perseverance  is  just  as  good  for  business  men  as  for 
saints. 


Economy  and  stinginess  haven't  anything  to  do  with 
each  other. 


The  four  sweetest  words  in  the  English  languare 
are,  "Enclosed  please  find  check." 


A  very  little  sharp  criticism  goes  a  long  way,  and  it 
usually  brings  mighty  little  back  with  it. 


The  wives  of  members  who  desire  to  attend  our  ex- 
ecutive sessions  will  be  admitted  this  year. 


Bright  ideas  in  themselves  are  of  little  value — it  is 
putting  them  into  execution  that  counts. 


Too  cheap.  -  "Shall  I  dissolve  another  pearl  iri  the 
chalice  for  your  breakfast?"  asked  Charmoin.  "No,"  re- 
plied Cleopatra,  "Pearls  are  too  inexpensive  and  com- 
monplace.   Boil  me  an  egg." 
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To  Kill  Price  Cutting 

While  Uncle  Sam  is  prosecuting  people  for  main- 
taining retail  piiccs,  Germany  is  making  things  warm  for 
the  price-cutting  fraternity.  A  retailer  has  been  brought 
into  court  for  having  obliterated  a  certain  identification 
mark  on  the  goods  he  sold  by  which  mark  the  manu- 
facturer expected  to  trace  price-cutters  and  was  found 
guilty  and  liable  to  heavy  damages. 

Applying  to  the  case  Section  1  of  the  law  of  unfair 
competition,  which  makes  liable  anyone  whose  business 
acts  are  such  as  to  offend  good  morals,  the  court  found 
the  defendant  guilty,  first,  in  injuring  the  trade  of  his 
competitors  by  selling  below  the  contract  price,  by  which 
they  were  likewise  bound,  and  by  causing  damage  to  the 
complainant's  business  by  giving  rise  to  the  belief  that 
its  goods  could  be  bought  at  different  prices  at  retail,  in- 
stead of  only  at  the  uniform  price.    Hardware  World. 


Wanted  to  Buy:  Tables  or  stands  suitable  for  dis- 
playing enameled  or  kitchen  ware.  Write  to  Shimonek 
&  Son,  Wilber,  Nebr. 


Returns  are  now  coming  in  for  overcharges  on  freight 
bills,  and  while  the  amounts  are  not  large  in  any  one  case 
the  aggregate  to  the  members  is  quite  a  saving  or  find- 
ing of  money  you  did  not  figure  on.  Send  in  your  freight 
bills. 
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List  of  Exhibitors  with  their  Booth  Numbers 
1-2    Peters  Cartridge  Co.,  Cincinnatti,  O. 

3  R.  F.  Struthers  Co.,  Omaha,  Nebr. 

4  Omaha  Heating  Supply  Co.,  representing  Excel- 

celsior  Steel  Furnace  Co. 

5  Omaha  Heating  Supply  Co.,  representing  Chas. 

Smith  Co.,  Chicago. 

6  Quick  Action  Range  Co.,  Marshalltown,  Iowa. 
8   Lincoln  Paint  &  Color  Co.,  Lincoln,  Nebr. 
9-10-11    F.  S.  Rowley,  Agt..  Lincoln,  Nebr. 
12-14   Voss  Mfg.  Co.,  Davenport,  Iowa. 

15   U.  S.  Register  Co.,  Kansas  City,  Mo. 
16-17   Paxton-Gallaghev  Co.,  Omaha. 

18  Standard  Furnace  &  Supply  Co.,  Omaha. 

19  The  Aluminum  Cooking  Utensil  Co.,  K.  C.  Mo. 
20-21    Globe  Stove  &  Range  Co.,  Kokomo,  Ind. 

22  Copper  Clad  Malleable  Range  Co.,  St.  Louis. 

23  Successful  Merchant,  Chicago. 

24  Chicago  Paint  Works,  Chicago. 

25  Cushman  Motor  Co.,  Lincoln. 

27  Channel  Chemical  Co. 

28  Rullman  Bros.  Co.,  St.  Joseph,  Mo, 

29  The  Regina  Co.,  New  York. 

30  Sharpies  Co.,  Omaha. 

31  Boss  Washing  Machine  Co.,  Cincinnatti. 

32  Green  Furnace  &  Foundry  Co.,  Des  Moines. 

33  1900  Washer  Co.,  Binghamton. 
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34  Rochester  Stamping  Co.,  New  York. 

35  Lenox  Furnace  Co.,  Marshalltown,  Iowa. 

36  American  Steel  &  Wire  Co.,  Chicago 

37  Engman-Mathews  Range  Co.,  South  Bend,  Ind. 
38-40  Malleable  Iron  Range  Co.  Beaver  Dam,  Wis. 
39    Nebraska  Seed  Co.,  Omaha. 

41  DeLaval  Separator  Co.,  Chicago. 

42  Griswold  Seed  Co.,  Lincoln. 

43  vStanley  Works,  New  Britain,  Conn. 

44  Western  Glass  &  Paint  Co.,  Lincoln. 

45  Malleable  Steel  Range  Co.,  So.  Bend,  Ind. 

46  47   White  Lily  Mfg.  Co.,  Davenport,  Iowa. 
48  50    Ringen  Stove  Co.,  St.  Louis. 

51  Majestic  Mfg.  Co.,  St.  Louis. 

52  Olsen  Mfg.  Co.,  Albert  Lea,  Minn. 


Insurance  Report  for  December 

Insurance  in  force       -         -  $2,019,530.00 
Cash  balance      -         -         -  24,734.19 
Dividends  to  members      -         -  385.17 
Losses      .         -         .         .       .  None 
Again  we  report  our  insurance  in  force  slightly  de- 
creased but  our  cash  assets  materially  increased.  While 
we  would  dearly  love  to  show  an  increase  in  insurance 
in  force,  the  fact  that  our  assets  are  climbing  is  in  itself 
sufficiently  gratifying.   The  slight  loss  in  volume  of  in- 
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surance  is  the  result  of  our  refusal  to  mset  some  extreme 
ly  low  cut  rates  by  stock  companies  and  in  addition  pay 
back  dividends  that  are  earned  to  the  company  by  mem- 
bers who  are  paying  what  insurance  is  worth.  The  po- 
sition taken  by  a  few  of  our  members  on  this  question 
I  am  sure  is  not  well  founded,  nor  do  they  give  it  the 
mature  judgment  one  might  expect.  We  have  not  re- 
quired any  member  to  pay  net  any  more  to  their  own 
company  than  the  stock  companies  offer  to  write  foi.  A 
few  have  insisted  that  we  accept  their  risks  at  50%  to 
100%  less  than  board  and  also  pay  them  dividends  that 
are  earned  solely  by  those  who  are  the  real  supporters 
of  the  company.  We  have  politely  but  firmly  refused  to 
play  so  unfair  a  game.  Just  think  of  it!  Here  is  an  ex- 
ample: A  party  has  a  board  rate  of  $2.24.  The  stock 
companies  offer  to  write  it  for  90c,  so  he  says.  He  in- 
sists that  this  company,  of  which  he  is  a  member,  write 
him  for  25%  less  than  the  insurance  monopoly  will,  irre- 
spective of  who  makes  up  the  loss.  Call  it  loyalty  if  you 
will   we  have  another  name  for  it. 

There  are  still  a  few  people  in  this  world  who  want 
something  for  nothing,  and  in  addition  expect  Jones  to 
pay  the  freight.  I  propose  to  treat  all  our  members  on 
a  fair,  square,  equitable  basis,  and  return  every  dollar 
earned  for  the  benefit  of  those  who  earned  them,  instead 
of  taking  from  one  to  give  to  the  other  who  does  not 
earn  it. 


20 


THE  NEBRASKA  IRONMONGER 


Some  of  our  cut-rate  below-cost  members  ask  why 
our  board  has  declared  a  25%  dividend  and  then  raised 
the  rate  on  them.  We  answer  them  that  60%  of  our 
members  are  entitled  to  25%  on  the  rates  paid,  therefore 
they  must  raise  their  rates  to  a  point  where  they  will 
not  be  getting  something  they  have  not  earned,  and  thus 
avoid  being  a  party  to  a  gross  injustice. 

We  will  work  along  this  line  if  it  takes  all  summer. 
The  stock  companies  could  get  no  better  club  to  kill  us 
than  to  get  us  to  write  on  a  loss  ratio  and  return  profits 
to  boot. 

I  would  rather  be  right  and  do  right  than  be  secre- 
tary of  the  N.  H.  M.  I.  C. 


Governor  Morehead  will  be  the  first  speaker  at  our 
convention  Tuesday  afternoon  at  2:30.  Don't  miss  it. 
Let  us  do  him  honor  by  our  presence. 


D.  F.  Dolan,  of  Western  will  have  something  good 
to  tell  us  at  Thursday's  session. 


Perhaps  we  are  presumptive,  but  even  so,  the  best  is 
none  too  good  for  Nebraska's  genial  and  loyal  bunch  of 
hardware  men. 


We  are  promised  one  of  the  best  speakers  from  the 
national  family. 
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THE  CONVENTION  SPIRIT 


Co-Operation  with  One  Another,  Getting  New  Ideas 
and  Suggestions  that  can  be  Used,  to  Ad- 
vantage in  One's  Business 

In  every  line  and  calling,  in  every  profession,  men 
engaged  in  similar  lines  are  generally  glad  of  the  oppor- 
tunity of  meeting  with  one  another,  exchanging  ideas 
and  confidences,  getting  suggestions,  finding  out  what 
the  experience  of  others  has  been,  coming  in  contact 
with  successful  men,  learning  what  to  avoid  as  well  as 
what  to  adopt. 

Man  is  by  nature  a  social  animal,  and  in  attending 
the  various  conventions  he  is  following  natural  instinct. 

It  is  certainly  a  very  commendable  one,  too.  We 
learn  and  profit  by  mistakes  as  well  as  successes  when 
we  meet  with  men  engaged  in  a  similar  line  of  business. 

The  convention  spirit  is  something  worth  cultivat- 
ing. It  is  a  great  power  for  good  in  the  conduct  of  any 
mercantile  line. 

The  fact  of  getting  away  from  home,  of  meeting  and 
associating  with  his  fellow  men,  of  going  to  some  other 
place,  developes  the  initiative  and  latent  ideas  in  one, 
and  he  goes  back  home  feeling  fresh  and  encouraged  to 
take  up  his  work. 

There  is  always  room  for  improvement,  whether  a 
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man  is  a  big  dealer  or  a  little  one.  A  man  who  is  am- 
bitious and  anxious  to  make  a  success  can  always  find 
out  something  worth  while. 

Particularly  w»  uld  it  be  advisable  to  meet  one  an- 
other at  the  convention  soon  to  be  held  on  account  of 
the  exchange  of  ideas  that  will  be  made  as  to  the  best 
methods  of  taking  advantage  of  ihe  new  parcels  post 
law. 

The  matter  of  service  to  one's  customers,  of  satisfy- 
ing one's  trade,  together  with  numerous  things  that  nat- 
urally arise  for  discussion  will  make  the  time  well  spent. 


Lincoln  Accommodations 
Our  visitors  at  the  convention  will  find  to  their  agree 
able  surprise  that  our  state  capital  has  made  splendid 
progress  the  past  two  years  in  the  matter  of  hotel  accom- 
modations and  is  now  equipped  to  take  care  of  the  larg- 
est crowds. 

The  Lindell,  our  headquarters,  under  the  efficient 
management  of  Mr.  Johnston,  has  transformed  this  pop- 
ular house  to  a  marked  degree. 

The  Windsor,  with  its  hundred  new,  up-to-date 
rooms  is  fine,  and  Mr.  J.  S.  Pool,  the  genial  host,  desires 
our  suppoit  and  patronage.  The  house  is  a  classic  and 
worthy  addition  to  Lincoln  beautiful. 

The  Lincoln,  Victoria,  Capital,  Savoy,  Delavan  and 
many  others,  puts  this  city  on  the  map  for  good  hotels. 
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Jobbers  Sore  at  the  Ironmonger 
I  indeed  regret  that  some  of  our  leading  western 
jobbers  have  taken  occasion  to  express  a  spirit  unworthy 
of  their  genial,  sunny  natures. 

If  the  editor  has  at  times  written  the  truth  in  rather 
plain  English  language  they  should  not  put  themselves 
in  a  position  to  provoke  it. 

You  may,  when  you  feel  aesthetic,  cail  a  certain  tool 
an  instrument  of  peculiar  shape  and  form,  manufactured 
by  the  cunning  skill  of  the  artisan,  and  used  by  certain 
people  for  many  and  devious  purposes,  but  mainly  in  the 
hands  of  the  master  workman  for  developing  the  possi- 
bilities of  encouraging  propagation  of  that  which  sus- 
tains life  and  animation,  health  and  prosperity.  But  just 
the  same  it  is  only  a  common  old  spade,  and  while  at 
times  it  turns  up  to  the  sunlight  ugly,  hairy,  nasty  grub 
worms,  its  main  business  is  to  delve  out  peace  and  pros- 
perity from  God's  plenteous  storehouse  to  all  his  child- 
ren alike. 

Boys,  don't  talk  about  a  fellow  behind  his  back 
that  is  the  place  to  kick  him,  and  I  am  at  your  service. 


Advance  Your  Clerks 
If  you  have  a  clerk  in  your  store  that  you  are  con- 
sidering for  a  higher  position  with  more  responsibility 
attached  to  it,  don't  keep  him  stuck  in  the  same  hole 
now.    If  you  expect  to  increase  his  ability  you  must  con- 
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tinually  set  him  at  harder  tasks.  There  is  no  growth  in 
doing  the  same  thing  over  and  over.  When  he  thoroly 
understands  the  routine,  the  management,  the  selling, 
etc.,  of  one  department,  put  him  in  another.  If  he  ob- 
jects and  thinks  you  are  just  fooling  with  his  future, 
rather  than  have  him  leave  you  with  a  sore  head,  let 
him  somewhat  into  your  confidence  hell  work  all  the 
harder,  if  he's  the  right  kind,  because  he  has  something 
in  view.    H.  W. 


Be  Not  Too  Wise 
''A  man  who  knows  he  is  a  fool  is  not  a  great  fool.'' 
Don't  be  so  sure  that  just  because  you  have  been  in  bus- 
iness for  upsteen  years  that  you  have  your  business  fig- 
ures at  your  fingers'  ends  very  probably  a  first-rate  ac- 
countant could  "ball"  you  all  up  in  about  five  minutes 
by  asking  you  the  cost  of  doing  business  and  then  mak- 
ing you  prove  the  answers.  You  have  been  in  business 
more  years  than  many  have  seen  the  sun,  who  have 
trouble  in  figuring  out  the  selling  price  of  an  article  so 
as  to  give  the  proper  percentage  of  profit  and  finally 
get  it  wrong.  Don't  know  it  all — it's  such  a  lonesome 
job.  And  don't  think  you  know  it  all-  that's  proof  you 
don't."H.  W. 


When  you  receive  your  program  read  it  over  care- 
fully. It  is  the  only  notice  you  will  have  of  your  ap- 
pointment to  some  duty  to  perform. 
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Many  of  our  members  no  doubt  would  have  attended 
our  13th  annual  convention  in  Lincoln  this  year  if  they 
could.  Untoward  circumstances  over  which  we  ap- 
parently have  little  or  no  control  oft  prevent  us  from 
carrying  out  our  ardent  wishes. 

Next  to  being  here  and  warming  up  to  the  prevailing 
enthusiasm  and  catching  inspiration  from  others,  and 
taking  home  with  you  that  which  you  could  utilize  for 
better  things,  I  present  you  as  complete  a  report  as 
possible,  fresh  from  the  convention  and  in  your  hands 
before  the  boys  are  yet  home  from  their  outing  and 
vacation. 

I  hope  yoti  will  give  it  as  much  consideration  as  I  have 
in  getting  it  to  you  promptly. 

You  will  find  much  of  interest  to  you  and  food  for 
thought  whereby  you  will  gain  some  benefit  and 
inspiration. 

We  regret  your  absence,  it  would  have  warmed  the 
cockles  of  your  heart  to  get  in  touch  with  the  boys 
during  these  three  days. 

Everything  passed  off  as  planned,  and  everybody,  to 
even  the  exhibitors  were  hale  fellows  well   met  and 
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pronounced  our  1914  meeting  the  best  ever. 

The  report  of  the  executive  meeting  on  Thursday 
morning  is  not  published,  however,  if  you  are  interested 
to  know  what  was  said  and  done,  I  will  be  glad  to  mail 
you  a  copy  for  your  personal  use. 

EDITOR. 


INSURANCE  REPORT  FOR  JANUARY,  1914. 

Insurance  in  force  ,.$2,040,530.00 

Cash  balance   25,741.61 

Dividends  to  members....  490.22 

Losses    165.00 

We  are  glad  to  report  an  increase  in  both  insurance 
in  force  and  cash  balance  for  January. 

We  canceled  policies  out  since  last  report  amounting  to 
$33,000,  which  were  almost  entirely  from  members  who 
having  rates  below  the  cost  of  insurance,  were  not  even 
willing  to  pay  as  much  to  their  own  company  as  to  the 
old  line  companies,  net.  They  are  the  people  the  stock 
companies  use  to  help  break  up  the  Mutual,  if  they 
could.  Should  these  members  have  proven  loyal  on  an 
even  basis,  our  insurance  would  have  increased  in 
January,  $46,000.    Comments  unnecessary. 
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THIRTEENTH  ANNUAL  CONVENTION 
NEBRASKA  RETAIL  HARDWARE  ASSOCIATION 
Lincoln,  February  17-20,  1914. 

The  thirteenth  annual  convention  of  the  Nebraska 
Retail  Hardware  Association  convened  at  the  Lindell 
hotel,  Lincoln,  Nebraska,  Tuesday  afternoon,  February 
17th,  1914,  at  2 :30  p.  m. 

President  R.  N.  McAllister  of  Grand  Island  opened 
the  convention,  by  calling  upon  the  Arndt  Hardware 
Quartet,  consisting  of  J.  J.  Jennings,  Gothenburg;  F.  W. 
Ebinger,  Plainview;  J.  S.  Pattison,  Minden,  and  F.  W. 
Arndt,  Blair,   which,   assisted  by  the  audience,  sang 

America. " 


INVOCATION. 

Rev.  Rudolph  Caughey,  pastor  *  of  the  Westminster 
Presbyterian  church,  Lincoln,  led  in  prayer  while  the 
audience  remained  standing. 

Our  Father  and  our  God,  we  offer  Thee  hearty  thanks 
for  all  Thy  benefits,  all  of  the  blessings  of  Thy  provi- 
dence an,d  the  richer  blessings  of  Thy  grace.  We  praise 
Thee  for  all  the  high  powers  of  mind  and  body  and  heart 
with  which  Thou  hast  endowed  us — and  all  the  glorious 
privileges  of  life  that  are  open  to  us  on  every  hand. 
The  uttermost  parts  of  the  earth  bring  of  their  products 
to  minister  to  our  comfort  and  need,  and  untold  riches 
and  unmeasured  privileges  are  open  to  our  enjoyment. 
We  thank  Thee  for  our  own  goodly  commonwealth — her 
institution^  and  her  citizenship — and  pray  for  her 
prosperity. 

Allow  us  then,  to  walk  in  all  the  high  dignity  of 
glorious   manhood — -seeking   the   beautiful — loving  the 
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true — holding  fast  to  the  pure,  and,  good..  Orant  us  Thy 
presence  and  the  assured  confidence  of  Thy  favor. 

Looking  at  the  record  of  past  days  we  are  again  made 
conscious  of  our  ne^d  of  Thee.  The  losses — the  disap- 
pointments— the  trials — the  burdens — the  problems — all 
tell  us  of  our  need  of  Thee — and  the  high  promise  of 
tomorrow  also  calls  us  to  Thy  side.  Send  us  forth  to 
do  Thy  will;  help  us  to  do  Thy  work;  endow  us  with 
Thy  spirit,  and  establish  Thou  the  work  of  our  hands 
upon  us — yea  the  work  of  our  hands  establish  Thou  it — 
for  Jesus  sake — Amen. 


VICE  PRESIDENT  AMMON'S  SPEECH. 

At  this  time  Vice  President  Charles  Ammon  inter- 
rupted the  proceedings  and  in  presenting  the  president 
with  a  gavel  said : 
Mr.  Chairman  and  Friends : 

I  am  not  on  the  program,  but  I  wish  to  butt  in  a 
little.  I  have  a  most  pleasant  privilege,  one  which  I  feel 
though  comes  a  year  late.  When  we  give  something  I 
feel  it  should  be  at  th^  beginning  when  the  man  can  get 
the  full  use  of  it.  I  feel  our  president  should  have  had 
the  use  of  this  instrument  for  the  past  year. 

This  is  made  of  Nebraska  black  walnut  from  the 
forests  of  Nebraska,  gathered  without  question  on  a  dark 
and  stormy  night  by  our  secretary,  and  fashioned  by  his 
loving  hands.  That  we  might  know  this  he  placed  upon 
it  his  initials  N.  R.  and  on  the  other  end,  not  being  sel- 
fish, he  placed  partly  the  initials  of  our  president,  R.  N. 
— -making  our  organization  initials,  N.  R.  H.  A. 

This  though  small,  is  very  powerful,  having  the  ability 
to  control  all  speech  and  order.  With  it  a  disorderly 
member  can  be  quieted — in  more  ways  than  one. 
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It  is  of  most  peculiar  shape,  to  some  of  us  looking 
like  a  hammer,  capable  of  knocking.  We  are  sure  it 
will  never  be  so  used.  Speaking  of  hammers  reminds  us 
of  the  mythological  hammer  of  Thor,  used  to  slay  evil 
giants.  We  have  some  such  trade  giants  we  trust  will 
be  so  laid;  this  week.  To  a  tinner  this  has  one  shape,  to 
the  housewife  another.  Having  so  many  shapes  let  us 
consider  it  as  a  symbol.  A  symbol  of  our  pass  words. 
Quality,  Service,  Price.  Quality  that  the  world  may 
ever  look  up  to  us  and  respect  us.  Service,  because  that 
is  the  real  test  of  our  worth.  That  is  for  which  the  world 
rewards  us.  T  wish  to  refer  you  to  a  noted,  old,  biblical 
service.  That  of  Jacob  serving  seven  years  for  a  reward. 
Now  you  of  course  understand  under  the  circumstances — 
this  is  not  a  personal  reference.  But  after  a  long  ser- 
vice not  only  the  promised  reward  but  much  goods,  and 
herds  were  due  so  that  when  he  left  he  almost  broke  the 
old  man  up,  Jacob  is  known  to  everyone — Laban  for 
whom  he  served,  to  but  few.  Therefore  I  dedicate  this 
gavel  to  service,  knowing  we  will  receive  this  from  you, 
all  you  can  give — this  week.  Price — we  know  will  be 
hammered  out  in  the  meantime. 

Mr.  President,  in  behalf  of  the  N.  R.  H.  A.  it  gives 
me  great  pleasure  to  present  to  you  this  gavel  in  token 
of  our  appreciation  of  your  loyalty  to  the  cause,  and 
service  for  us.  (Applause.) 

In  accepting  the  gavel  the  president  said : 

This  is  indeed  a  great  Surprise  and  one  that  I  assure 
you  is  highly  appreciated.  As  was  said,  this  gavel  has 
power  over  words.  Would  that  that  power  would  come 
to  me  now.  I  call  on  it  to  give  me  these  words,  and  I 
want  to  say  Brother  Hardware  Men  that  it  is  beyond 
me  at  this  time.    T  will  therefore,  without  further  re- 
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marks,  take  up  our  program.  We  are  exceptionally  for- 
tunate in  being  welcomed  by  such  a  fine  array  of  public 
officials  and  it  affords  me  much  pleasure  to  int»roduce  to 
you  Governor  Morehead,  with  whom  most  of  you  are 
acquainted,  (Applause.) 


ADDRESS  OF  WELCOME 
Governor  John  H.  Morehead. 

Mr.  President,  Ladies  and  Gentlemen: 

I  hardly  know  why  you  have  selected  nle  to  welcome 
you  on  this  occasion  unless  it  be  the  fact  that  at  one 
time  I  was  engaged  in  business,  and  was  personally  in- 
terested in  the  things  that  will  occupy  your  attention 
this  week,  and  it  is  indeed  a  pleasure  to  meet  men  who 
are  engaged  in  the  various  lines  of  business  throughout 
our  state.  I  assure  you  it  gives  me  a  great  deal  of 
pleasure  as  the  chief  executive  of  Nebraska  to  bid  you 
a  hearty  and  cordial  welcome  to  this  city,  and  I  sincerely 
regret  that  I  will  be  unable  to  be  with  you  and  listen  to 
the  program  during  your  entire  convention,  as  I  know  I 
would  profit  by  it. 

Lincoln  being  the  capitol  of  this  state,  and  living  here, 
brings  me  in  contact  with  the  business  men  throughout 
the  state,  and  it  is  an  opportunity  which  I  am  truly 
thankful  for,  as  it  is  giving  me  general  information  in 
regard  to  every  section,  and  every  industry  in  that 
section,  of  our  entire  state. 

"We  are  all  stockholders  in  the  state  of  Nebraska,  and 
the  hardware  business,  or  any  other  business,  does  not 
mean  much  unless  we  have  a  good  corporation  in  the 
way  of  a  state  government,  and  I  believe  we  are  learn- 
ing to  appreciate  more  and  more  the  importance  of  dis- 
cussing our  public  affairs  in  these  meetings. 
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In  1912  when  I  traveled  over  the  state  for  the  first 
time  did  I  realize  that  I  knew  little  of  Nebraska  and  its 
great  possibilities,  and  really,  it  is  marvelous  when  we 
look  over  the  history  of  our  state  and  see  the  wonderful 
progress  we  have  in  our  own  time.  Why,  we  are  still  in 
our  infancy;  we  have  scarcely  organized  to  develop  its 
resources,  and  in  less  than  a  generation  our  progress 
has  been  astounding,  and  we  have  made  great  strides  in 
perfecting  and  conducting  our  business.  I  am  in  touch 
with  the  business  of  our  state,  and  you  who  have  lived 
here  a  long  time  will  join  me  in  saying  that  the  condi- 
tion of  business  affairs,  and  the  condition  of  our  inhabi- 
iants  as  a  whole  are  beyond  comparison  much  better  than 
they  were  p5  or  30  years  ago.  Our  business  is  sys- 
tematized and  on  a  firmer  basis,  and  we  are  looking  after 
our  credits  and  collection  in  a  most  satisfactory  manner. 

Conventions  of  this  kind  are  of  inestimable  value  to 
you  and  your  Association.  It  is  here  that  you  discuss 
your  grievances  and  your  relations  with  each  other;  you 
discuss  the  welfare  of  each  other  and  the  inhabitants 
of  your  neighborhood;  you  in  like  manner  discuss  the 
products  and  resources  of  your  various  communities, 
and  compare  notes ;  you  also  discuss  the  things  you  need 
in  the  way  of  legislation,  and  it  not  only  is  of  material 
benefit  to  you  but  the  state  at  large  as  well.  We  are 
becoming  more  and  more  unselfish,  and  we  have  reached 
the  time  when  we  are  willing  to  give  to  the  other  party 
what  is  justly  his,  and  I'  have  confidence  in  you  and  be- 
lieve you  would  not  ask  for  anything  that  is  unjust ;  and 
by  the  means  of  this  organization  you  are  able  to  bring 
before  our  legislature  matters  that  are  beneficial  to  the 
masses. 

I  am  a  strong  believer  in  co-operation,  and  in  this 
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connection  will  say  that  I  had  the  pleasure  last  week 
of  attending  a  farmers  co-operation  organization,  which 
I  may  say  has  proven  very  successful.  We  who  are  in 
business  should  co-operate  with  the  farmer,  and  I  be- 
lieve it  would  be  well  for  you  in  these  conventions  to 
discuss  matters  pertaining  to  agriculture  and  stock.  The 
farmer  of  today  is  better  able  to  own  bank  stock  than 
you  business  men.  It  is  only  a  few  years  back  when 
all  our  bank  stock  was  owned  by  the  business  man  and 
capitalist,  but  times  have  changed,  and  through  the 
medium  of  our  rural  mail  service  the  farmer  is  in  close 
touch  with  our  business,  and  therefore  I  suggest  that 
we  co-operate  with  him. 

Statistics  show  that  the  wealth  per  capita  of  Nebraska 
is  greater  than  that  of  any  other  state,  however,  as  I 
said  before,  we  are  still  in  our  infancy  and  there  is  still 
need  for  much  improvement. 

Our  last  legislature  appropriated  $5,000  with  which 
statistics  were  to  be  collected  pertaining  to  the  various 
products  of  our  state  for  distribution  to  our  people, 
which  when  published  are  to  be  reliable.  We  have  been 
collecting  this  information  relative  to  the  amount  of 
corn,  wheat,  oats,  alfalfa,  hay,  and  other  things,  and 
when  formulated  and  sent  to  you  will  be  reliable,  and 
thereby  the  people  of  our  state  will  know,  as  they  never 
have  before,  the  true  condition  of  our  resources. 

As  I  stated  I  did  not  come  to  make  a  speech  or  tire 
you,  but  we  are  all  interested  in  Nebraska  and  her  pro- 
gress, and  I  am  glad  you  selected  this  as  your  meeting 
place.  Every  line  of  business,  every  profession  is  the 
better  for  some  form  of  organized  effort  to  promote  that 
particular  business  or  profession;  and  these  annual 
gatherings  of  men  engaged  in  the  various  lines  of  busi- 
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ness  means  very  much,  not  only  to  yourselves,  but  to 
your  particular  business ;  and  it  means  a  great  deal  in 
the  general  promotion  of  the  country  at  large,  and  for 
that  reason,  with  all  sincerity,  I  say  we  are  in  sym- 
pathy with  the  objects  of  this  meeting.  I  believe  that 
your  deliberations  will  be  of  great  value  to  your- 
selves and  of  much  value  to  the  state  at  large  in 
what  you  will  promote  and  in  what  you  will  advo- 
cate. If  there  is  anything  I  can  do  while  you  are 
here  to  make  your  stay  more  pleasant,  by  having  you 
come  to  my  office,  or  by  aiding  you  in  any  way,  count 
me  in,  as  I  am  interested  in  you  all,  and  in  closing  will 
say  that  we  are  the  best  state  in  the  Union,  and  the  best 
class  of  people  living  in  Nebraska.  (Applause.) 

The  President:  The  very  kind  and  cordial  greetings 
from  our  chief  executive  I  am  sure  have  been  listened  to 
with  much  interest,  and  it  will  now  devolve  upon  the 
mayor  of  this  city  to  tell  us  what  we  can  do,  and  what 
we  cannot  do  while  sojourning  here.  I  have  the  pleasure 
of  introducing  to  you  Hon.  F.  C.  Zehrung,  mayor  of 
Lincoln.  (Applause.) 


ADDRESS  OF  WELCOME 
Mayor  F.  0.  Zehrung. 

I  was  at  the  Orpheum  theater  the  other  night  and  a 
man  came  out  to  do  a  monologue,  and  he  said,  ''there  is 
a  lot  of  difference  between  getting  up  and  saying  some- 
thing, and  between  getting  up  and  having  something  to 
sa3^''  I  appreciate  it  very  much  at  this  moment,  as  I 
am  rather  handicapped,  being  sandwiched  in  between 
the  governor  and  Mr.  Quiggle,  the  president  of  the  Com- 
mercial Club,  and  Mr.  Joyce  of  the  Hardware  Jobbers. 
The  governor  told  you  all  that  amounts  to  anything,  and 
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Mr.  Quiggle  will  tell  you  everything  the  governor  did 
not.  (Applause.) 

I  just  had  the  pleasure,  and  it  was  a  great  one,  of 
speaking  at  the  Threshermen's  convention.  Tlie  governor 
was  not  there,  and  these  other  gentlemen  were  not  there, 
and  I  had  every  opportunity  in  the  world  to  swell  up 
and  invite  them  to  all  our  places  of  interest,  and  to 
deliver  into  their  hands  the  keys  to  our  city,  but  here  I 
am  handicapped. 

There  is  very  little  I  can  say  except  the  same  old  invi- 
tation, that  you  are  welcome  and  we  are  glad  you  are 
here.  We  are  glad  from  a  public  sense  and  we  are  glad 
from  a  selfish  point  of  view,  and  you  cannot  come  to 
Lincoln  without  spending  much  money,  especially  when 
you  have  the  ladies  with  you,  and  we  are  glad  you  have 
been  prosperous  and  have  the  money  with  which  to  enioy 
life;  but  we  are  glad  you  are  here  for  something  better 
than  that,  because  every  time  you  come  here  we  hope  to 
make  the  town  better  and  bigger  and  purer,  and  cleaner 
and  more  attractive  to  you ;  and  we  have  thousands  of 
people  with  us  throughout  the  year  who  are  attending 
our  university;  however  we  may  not  have  that  asset 
much  longer,  as  they  are  talking  about  putting  it  on 
wheels,  and  it  is  liable  to  go  to  Kearney,  Broken  Bow 
or  the  agricultural  farm.  But  we  want  to  have  a  nice 
clean  up-to-date  city  for  you  whenever  you  come.  Of 
course  we  have  the  eight  o'clock  ^losing  law  here  as 
well  as  in  your  towns,  and  I  understand  in  Omaha  they 
don't  enforce  it  quite  as  rigidly  as  you  people  do. 
We  try  to  live  up  to  it  here,  although  I  believe  they  say 
we  are  not  enforcing  it  at  present  as  much  as  we 
ought  to. 

If  any  of  you  gentlemen  are  anticipating  running 
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for  office  or  changing  your  city  into  the  commission 
form  of  government,  if  you  will  come  to  the  city  hall 
I  will  be  very  glad  to  tell  you  all  I  know  about  it,  and 
I  assure  you  it  will  not  take  up  much  of  your  valuable 
time  if  T  tell  you  all  I  ever  knew  about  it.  (Ap- 
plause.) 

Orators  are  born,  not  made.  Because  a  man  happens 
to  live  in  the  same  towp  mth  William  Jennings  Bryan 
it  does  not  follow  that  he  is  an  orator.  There  can  only 
be  one  in  a  town. 

T  realize  that  this  invitation  is  formal,  and  I  am  not 
making  you  feel  at  home  as  I  would  like  to.  I  know 
that  the  local  committee,  and  the  local  commercial  or- 
ganizations, and  the  jobbers  will  meet  you  hand  to  hand 
and  look  you/in  the  eye  and  pass  that  thrill  that  makes 
men  feel  at  home.  I  hope  you  will  enjoy  every  minute 
of  your  stay  with  us  and  in  closing  will  say  we  -hope 
you  will  come  often.  (Applause.) 

The  President:  ,1  am  sure  all  present  have  immensely 
enjoyed  the  eloquent  remarks  of  his  honor,  the  mayor, 
and  being  now  in  possession  of  the  keys  to  this  city,  and 
having  been  told  by  him  that  the  commercial  interests 
of  Lincoln  would  give  us  the  glad  hand,  and  wondering 
vvluit  .2:ooi  things  they  have  to  delight  us.  I  will  call 
upon  Mr.  C.  C.  Quiggle,  the  president^of  the  commercial 
elul)  of  Lincoln.  (Applause.) 

WELCOME  FROM  COMMERCIAL  CLUB 
President  C.  C.  Quiggle. 

The  mayor  has  told  you  about  being  sandwiched  in 
between  the  governor  and  myself,  but  the  fact  is  that  I 
am  the  ''real  ham''  in  this  sandwich,  and  really,  ladies 
and  gentlemen,  in  this  program,  I  don't  know  whether 


12 


THE  NEBRASKA  IRONMONGER 


I  am  the  plate  of  soup  or  the  finger  bowl.  (Applause.) 

But  laying  aside  jokes,  I  am  glad  to  see  the  ladies 
with  you.  You  cannot  have  a  real  convention  without 
the  women.  Your  vice  president  talked  about  Jacob 
serving  seven  years  for  his  wife,  why,  seven  years  is 
not  long  enough.  Mr.  Joyce  has  served  longer  than  that; 
and  every  good  man  ought  to  serve  them  during  his  en- 
tire life  and  worship  them  for  their  noble  deeds.  (Ap- 
plause.) 

My  function  at  this  time  is  to  speak  to  you  in  behalf 
of  the  commercial  club  of  Lincoln,  and  to  invite  you  all 
to  our  building.  Your  committee  in  their  wisdom  sent 
out  association  membership  cards,  and  all  the  men  who 
have  registered  will  receive  one ;  and  those  of  you  who 
are  exhibitors  we  wish  to  extend  to  you  the  privileges 
of  the  Lincoln  Commercial  Club.  Our  club  is  big  enough 
for  the  whole  state,  and  we  want  you  to  make  our  place 
your  headquarters  while  in  our  midst,  and  in  extending 
this  invitation  I  cannot  make  it  too  hearty.  You  had 
a  great  treat  in  the  addresses  of  the  governor  and  the 
mayor,  but  the  real  treat  is  coming  when  Mr.  Joyce 
talks  to  you.  In  looking  over  this  company  and  seeing 
the  class  of  men  who  are  here  the  governor  need  have  no 
fear  if  the  legislature  goes  on  a  strike  he  can  turn  the 
law  making  power  over  to  the  Nebraska  Hardware 
Dealers.  (Applause.)  And  if  the  National  Congress 
goes  on  a  strike,  and  if  President  Wilson  can't  get 
things  fixed  up,  he  can  turn  it  over  to  the  hardware 
dealers  of  Nebraska.  It  is  a  pleasure  to  meet  men  who 
do  things,  and  I  want  to  congratulate  you  on  your  or- 
ganization, and  I  want  to  tell  you  that  the  retail  dealers 
of  Lincoln,  as  well  as  the  wholesale  dealers  of  Lincoln, 
reflect  credit  upon  your  organization. 
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I  have  not  been  merchandising  in  my  life,  but  I  know 
that  you  cannot  get  along  without  the  proper  kind  of  co- 
0}  eration.  If  I  should  advise  you  how  to  buy  I  would 
tell  you  not  to  buy  for  speculation,  I  would  tell  you  to 
buy  close  at  home,  and  buy  things  as  you  need  them, 
I  sometimes  hear  a  man  say  he  can  be  independent  of 
others,  but  I  want  to  tell  you  that  he  cannot  go  it  alone. 
We  are  dependent  on  each  other  for  life,  liberty,  happi- 
ness, as  well  as  business.  It  is  by  co-operation  and 
association  that  you  make  yourselves  a  power  and  a 
force  in  the  world.  If  this  association  does  nothing  else 
but  secure  a  friendly  and  cordial  feeling  among  its  mem- 
bers it  has  accomplished  wonders,  and  the  dealer 
who  cannot  take  his  competitor  by  the  hand  and  extend 
to  him  these  feelings  has  something  wrong  with  his  liver. 
(Applause.)  The  modern  convention  is  an  educational 
affair.  The  old  time  convention  where  men  simply 
went  to  be  entertained  is  a  thing  of  the  past.  The  man 
who  attends  a  convention  in  these  times  does  so  to  be 
educated  and  to  learn  more  about  his  business  and  its 
details,  and  of  course  incidentally  to  have  a  good  time. 
We  especially  invite  the  ladies  to  eome  down  and  see 
our  beautiful  club  house.  We  want  to  make  our  city  as 
attractive  and  convenient  as  possible  for  you  all  so  that 
you  may  enjoy  the  advantages  offered  by  our  city  and 
its  business  men;  and  so,  for  holding  your  convention 
in  Lincoln,  and^  in  behalf  of  the  commercial  club  of  Lin- 
coln I  bid  you  all  hearty  welcome,  (Applause.) 

The  President  :  The  broad  and  liberal  generosity  of 
the  commercial  club  through  its  president  has  been  re- 
ceived with  much  pleasure,  and  it  seems  as  though  we 
are  receiving  more  than  our  share  of  the  unanimous  wel- 
come to  this  great  city,  but  I  must  not  say  too  much  for 
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we  still  have  one  more  welcome;  and  last  but  not  least, 
I  have  exceeding  pleasure  in  introducing  to  you  our  old 
friend  Mr.  R.  M.  Joyce,  who  was  so  thoiightfully  referred 
to  by  the  last  speaker.  (Applause.) 


WELCOME  FROM  HARDWARE  JOBBERS 
Mr.  R.  M.  Joyce,  Lincoln. 

You  have  been  most  gloriously  greeted  by  the  speakers 
who  have  preceded  me,  and  from  them  you  have  caught 
something  of  the  spirit  that  dominates  the  city  of  Lin- 
coln. I  can  but  hope  that  in  the  welcome  I  extend  to 
you  in  behalf  of  the  jobbing  interests  of  Lincoln,  and  in 
a  larger  sense  for  the  general  business  interests  of  the 
city,  you  may  catch  something  more  of  the  same  spirit, 
generosity  warm  with  hospitality  and  sincerest  wishes 
for  the  profit,  comfort  and  thorough  enjoymei^t  of  good 
people  who  at  any  time  come  among  us.  1  take  the 
keenest  pleasure  in  extending  to  you  a  welcoine  oil  be- 
half of  those  interests. 

I  had  prepared  quite  an  elaborate  address  for  this 
occasion,  but  the  gentlemen  who  preceded  me  have 
stolen  my  thunder,  and  there  is  little  left  for  me  to  say. 

We  are  endeavoring  to  build  here  in  this  city  a  com- 
mercial and  moral  condition  upon  an  even  basis,  and  T 
assure  you,  my  friends,  it  is  no  boy's  job,  and  I  wish 
to  state  as  a  representative  of  the  commercial  interests, 
and  laying  no  claim  to  the  truth  that  you  are  guests 
today  of  the  best  governed  and  the  most  law-abidijig 
community  pf  60,000  souls  on  God's  fr^e  footstool.  I  am 
prompted  to  make  this  remark  because  of  the  small 
police  force  requisite  for  the  maintenance  of  order  in 
our  city. 

I  have  an  especial  interest  in  this  association,  for  the 
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reason  that  during  the  first  few  years  of  its  existence 
the  Lincoln  Hardware  Company  was  engaged  in  the 
retail  business,  and  we  then  took  an  active  interest  in  the 
association,  and  I  recall  very  distinctly  your  second 
annual  meeting  where  we  anticipated  the  attendance  you 
have  today,  and  we  made  extensive  preparations^  and 
arranged  for  the  house  of  representatives  chamber  at 
the  capitol,  and  a  full  quota  of  brilliant  orators,  such 
as  you  have  today,  and  our  mayor  was  a  man  of  fine 
physical  proportions,  such  as  we  have  today.  (Ap- 
plause.) The  presiding  officer  of  the  association  in  intro- 
ducing our  mayor,  who  was  a  doctor,  remarked  that  it 
was  especially  fortunate  in  view  of  the  infantile  charac- 
ter of  the  organization  that  our  mayor  was  a  doctor.  In 
response  the  doctor  said,  it  seemed  to  him  that  we  were 
more  in  need  of  a  nurse  than  a  doctor;  that  the  infant 
arrived  but  was  simply  looking  for  growth.  (Applause.) 
But  since  th^t  time  we  are  all  proud  of  the  growth  it 
has  made,  and  the  strength  it  has  attained,  and  it  has 
become  a  valuable  assistant  to  every  hardware  merchant 
in  the  state;  and  I  congratulate  you  today  for  the  mutual 
confidence  you  have  in  each  other  and  on  being  in  the 
front  rank  of  the  commercial  interests  of  this  common- 
wealth. 

L  hardly  think  there  is  anything  wrong  with  the  hard- 
ware business,  notwithstanding  the  fact  that  it  is  beset 
with  many  vicissitudes.  I  think  some  wiseacre  at  one 
time  said  every  steel  merchant  is  either  a  prince  or  a 
pauper.  From  the  year  1899  to  1907  most  of  us  rode  on 
the  crest.  Since  that  time  we  have  been  traveling  with 
the  under  tow.  We  are  about  to  enter  upon  another 
crest,  and  let  us  hope. for  better  times.  Your  practice  of 
alternating  your  meetings  between  Omaha  and  Lincoln 
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has  been  very  satisfactory,  and  has  given  the  jobbers  in 
both  places  an  opportunity  to  see  you,  and  I  assure  you 
that  whenever  you  come  to  Lincoln  the  commercial  inter- 
ests, as  well  as  the  city  at  large,  will  extend  you  a  cordial 
welcome,  and  will  send  you  away  with  such  pleasant 
assurance  of  our  hospitality  that  you  will  look  forward 
to  some  future  visit  with  much  delight.  I  thank  you. 
(Applause.) 

The  President :  I  believe  we  will  all  concede  our  obli- 
gation and  indebtedness  to  Mr.  Joyce  for  his  interesting 
talk,  as  well  as  the  many  delightful  invitations  so  gener- 
ously extended. 

In  the  statement  I  am  about  to  make  it  is  unnecessary 
for  me  to  use  any  persuasive  argument  with  the  trade 
present  to  convince  them  of  its  truth.  It  has  too  long 
been  a  recognized  truth  among  them  that,  as  a  rule, 
there  are  very  few  interesting  public  speakers  among  the 
rank  and  file  of  the  hardware  trade ;  but  in  this  instance, 
as  in  all  cases,  there  are  exceptions  to  the  rule.  And  it 
is  now  my  pleasure  to  present  the  best  living  exception 
to  that  rule  that  this  organization  can  produce,  and  I 
take  pleasure  in  presenting  Mr.  M.  D.  Hussie  of  Omaha^ 
who  will  respond  to  the  addresse  given.  (Applause.) 


SPEECH  OF  M.  D.  HUSSIE 

I  am  at  a  loss  as  just  how  to  respond  to  this  very 
cordial  welcome.  I  had  every  confidence  in  my  ability 
to  say  what  I  had  in  mind  for  this  occasion,  until  a  few 
days  since  I  received  a  letter  from  a  gentleman  living  in 
Omaha  who  informed  me  that  it  was  his  business  to  pre- 
pare speeches  for  men  like  myself  who  were  either  too 
busy,  or  perhaps  too  stupid  to  prepare  them.  This  set 
me  thinking,  and  feeling  that  the  hardware  association 
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was  deserving  of  the  best  to  be  had  I  consulted  a  legal 
friend  as  to  the  best  method  of  procedure  in  cases  of  this 
kind,  and  he  suggested  that  I  begin  by  saying  that  this 
one  was  a  great  surprise  to  me,  and  consequently  I  said 
I  was  entirely  unprepared. 

But  now  that  I  offer  this  excuse  it  seems  rather  thin 
and  weak  in  spots,  but  the  fact  is  that  I  received  this  call 
from  Secretary  Roberts  something  more  than  a  month 
ago.  It  is  true  I  wrote  a  letter  declining,  not  so  much 
because  I  wished  to  decline,  as  I  desired  to  follow  the 
precedent  of  Julius  Caesar  and  other  great  men  of 
more  recent  times  along  that  line.  I  am  glad  to  say  that 
Mr.  Roberts  placed  as  much  weight  upon  my  refusal  as 
*  I  did  myself;  in  fact  he  utterly  ignored  my  letter.  The 
result  is  I  am  here  today,  and  that  I  feel  a  great  deal 
of  pleasure  at  being  here ;  and  this  sentiment  arose  not 
so  much  from  the  heartiness  or  cordiality  of  the  welcome 
as  from  other  motives  as  wdl. 

Associations  have  been  classed  of  late  as  organizations 
to  be  legislated  against,  as  combinations  existing  for  the 
restraint  of  trade  and  the  regulation  of  prices.  That  this 
is  not  true  of  hardware  associations  is  well  known  to 
everyone  who  has  taken  the  trouble  to  give  the  matter 
any  study ;  and  to  be  received  and  welcomed,  as  we 
have  been  today  by  the  governor  of  this  great  common- 
wealth of  Nebraska,  and  by  the  mayor  of  this  splendid 
city  of  Lincoln,  and  by  these  other,  men  representing  the 
commercial  interests  of  this  city,  is  proof  to  me  that  we 
are  accepted  for  what  we  are,  viz :  an  up-to-date  organi- 
zation of  business  men  meeting  here  for  the  purpose  of 
mutual  education  and  advancement;  not  to  restrain 
legitimate  trading  but  to  advance  it;  not  to  regulate  or 
raise  prices  but  to  lower  them  wherever  possible;  not  to 
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exact  the  last  mill  in  profit  from  the  ultimate  consumer 
and  give  him  in  return  the  smallest  modicum  in  the  way 
of  services  or  taxes  for  the  support  of  our  institutions, 
but  to  educate  ourselves  to  be  better  servants  of  the 
public,  to  learn  to  purchase  our  goods  at  the  lowest 
possible  price  which  will  enable  us  to  meet  the  keen  and 
often  times  unscrupulous  competition  which  many  of  us 
are  compelled  to  meet,  and  to  deliver  to  the  public  at 
the  lowest  possible  price  these  goods  consistent  with 
good  service. 

On  behalf  of  the  convention  I  tender  you  gentlemen 
heartfelt  thanks  for  your  generous  and  cordial  welcome, 
and  voice  the  hope  that  your  pleasure  in  having  us  with 
you  may  at  least  approximate  our  pleasure  in  being  here. 
We  thank  you.  (Applause.) 

On  motion  of  Mr.  Roberts,  carried,  a  filve-minute  recess 
was  had  in  order  that  everybody  present  might  have  the 
opporunity  of  shaking  the  hands  of  the  gentlemen  w^ho 
had  so  kindly  welcomed  the  convention. 

ANNOUNCEMENT  OF  COMMITTEES 

The  audience  was  again  entertained  by  the  Arndt 
Quartet  by  the  song  ^^In  the  Good  Old  Convention 
Time.'' 

The  president  announced  the  various  committees  as 
contained  in  the  program,  as  follows : 

Resolutions. — Dan  itavanaugh,  Fairbury;  A,  P.  Meyer, 
Hastings;  H.  J.  Merrick,  Adams;  F.  AV.  Ebinger,  Plain- 
view;  D.  P.  Dolan,  Western;  M.  D.  Jimmerson,  Liberty. 

Alternates:  P.  W.  Hubbard,  Alexandria;  Walter  W. 
Bass,  Anselmo;  Paul  Bonness,  Archer. 

Suggestions. — ^J.  H.  A.  Thomas,  Fremont;  H.  Peterson, 
Potter;  L.  W.  Harrington,  Pawnee ;  C.  M:  Keller,  New- 
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port  J  F.  W.  Arndt,  Blair;  C.  A.  Newberry,  Alliance. 

Alternates :  E.  T.  Smith,  Ohiowa ;  E.  E.  Housh, 
Neligh;  G.  P.  Eastwood,  Plattsmouth. 

Nominations.— Wm.  Ashby,  Fairfield;  C.  B.  Diehl, 
Stratton ;  C.  F.  Glazier,  Pauline ;  A.  V.  Hlava,  Ravenna ; 
Fred  Pelz,  Blue  Hill ;  M.  J.  Wickersham,  Weeping  Water. 

Alternates :  G.  H.  McDougal,  Neli^h ;  Wm.  Weir,  Ray- 
mond; John  Smith,  Richland. 

Place  of  meeting. — S.  C.  Oaks,  Seward;  C.  K.  Lawson, 
Hastings;  H.  M.  Wineland,  University  Place;  Max  Uhlig, 
Holdrege;  John  Cloos,  Havelock;  Herman  Henke,  Grand 
Island. 

On  Window  Display.— F.  D.  Burnette,  Omaha;  Chas. 
Shahan,  Kearney;  Charles  Ammon,  David  City. 

The  President :  The  next  number  of  our  program  is 
the  president's  address,  which  though  short  T  will  now 
proceed  to  inflict  upon  you. 


PRESIDENT'S  ADDRESS 
R.  N.  McAllister. 

Brother  Hardware  Merchants,  Ladies  and  Friends: 
The  thirteenth  annual  convention  is  now  in  session  and 
I  believe  will  be  as  eventful  and  long  remembered  as 
that  year  ending  in  the  same  thirteenth  that  marks  this 
present  assembly. 

The  period  between  the  twelfth  and  thirteenth  meet- 
ing has,  indeed  been  eventful.  AA^hen  we  look  back  over 
the  current  events,  they  seem  to  have  touched  both  ex- 
tremes in  hope  and  despair,  and  yet,  we  know  not  what 
is  before  us. 

The  opening  of  the  Panama  canal — a  triumph.  The 
sinking  of  that  great  accomplishment  in  ship  craft — the 
Titanic— which  carried  the  words  of  man,  ''non-sink- 
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able/'  and  revealed  God  laws  in  the  ripples  which 
touched  both  shores.  The  Dayton  flood ;  the  Omaha  tor- 
nado ;  the  national  convention  in  Florida,  our  delegates 
attending  in  shirt  sleeves,  while  you  brothers,  here  at 
nome  were  under  two  feet  of  snow.  The  hopes  we  all,  who 
attended,  had  at  seeing  the  jobber  and  manufacturer 
with  us.  They,  too,  in  shirt  sleeves,  discussing  trade 
problems.  Then  the  reverse ;  Atlanta  City  and  the  bunch 
with  their  coats  on. 

Now  getting  closer  to  home.  Can  anyone  picture,  our 
old  state  more  beautiful,  than  the  first  of  last  June?  and 
then  again,  the  reverse  in  the  middle  of  August. 

Now  comes  the  tariff  bill,  the  currency  bill,  and 
'^Brother  Bill  Banker tightens  up  on  us.  All,  I  be- 
lieve brother  merchants  sent  to  us  for  a  purpose.  Now 
1914  arrives  the  building  of  the  new  liner  ^*Aqutania'' 
with  greater  caution.  Dayton  rebuilt,  Omaha  replaced, 
old  Nebraska  showing  up  on  value  of  product  more  than 
$2,000,000  better.  A  regional  bank  at  Omaha  (maybe) 
and  Brother  Banker  not  quite  so  hard  on  us  as  in  Novem- 
ber and  December. 

Here  we  are  at  this  thirteenth  convention,  to  talk  over 
the  past  and  plan  for  the  future.  Attempt  to  decipher 
the  writing  on  the  wall  and  prepare  ourselves  for  the 
future.  Caution,  seems  to  be  part  of  the  writings.  A 
closer  observance  of  all  the  departments  of  our  own  busi- 
ness. Our  purchases,  as  to  quantity  and  kind.  A  closer 
tab  on  the  credit  we  extend  to  our  customers.  Also,  that 
credit  we  ourselves  may  possibly  ask  for.  Stock  turn- 
over, is  one  of  the  important  principles  of  merchandis- 
ing, and  what  is  our  cash  on  hand  but  an  item  of  stock? 
Therefore,  keep  it  turning  by  limiting  the  time  you  per- 
mit your  customer  to  use  it,  and  you  will  receive  better 
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returns  on  that  item  of  your  stock. 

'^Suggested  resale  price''  in  my  estimation  is  going  to 
be  a  topic  of  importance  in  the  near  future  even  though 
there  . has  been  rulings  in  our  courts  against  it.  Should 
this  prevail,  stock  turn-over  will  become  even  more 
important. 

We  should  support  the  American  Pair  Trade  League 
in  their  purpose  of  promoting  truth  and  honor  in  all  ad- 
vertising and  we -might  suggest  ''standardization"  of 
merchandise  in  all  lines. 

I  feel  that  our  convention  should  take  on  a  spirit  of 
harmony,  good  will,  and  equal  right,  and  avoid  the  re- 
verse; antagonism  and  selfishness.  That  we  should  at- 
tempt to  educate  ourselves  in  better  methods.  Adopt  a 
system  of  books  that  will  account,  and  thus  standardize 
that  department  of  our  business.  That  we  agree  on  the 
length  of  time  credits  should  be  permitted  to  run. 

The  best  method  for  the  resale  of  wire  cloth,  poultry 
netting,  ^'mooth  wire  and  a  thousand  and  one  other 
items,  both  as  to  prjcing  out  and  manner  of  sale.  The 
pure  food  and  drug  act  as  to  requirement  in  the  resale 
of  paints,  seed,  etc. 

I  feel  we  should  go  on  record  as  favoring  and  pro- 
moting the  "Chautauqua  Home  Trade  Idea."  That  is, 
an  able  speaker  on  each  circuit  to  represent  us,  and  ex- 
plain to  the  public  our  position  and  place  in  the  up- 
building of  a  community;  that  we  recognize,  and  adopt 
resolutions  of  approval  for  accomplishments  of  other 
organizations  which  tend  to  strengthen  our  own  position. 

That  we  practically  eliminate,  secret,  and  executive 
sessions  that  the  general  public  who  are  our  customers 
may  realize  our  efforts  are  for  their  benefit  as  much  as 
our  own. 
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That  we  attempt  to  accomplish  our  objects  by  educa- 
tion rather  than  forces. 

Now  Brothers,  I  do  not  propose  to  tire  you  with  any 
more  of  my  ramblings,  I  am  no  speaker  as  this  paper 
shows,  but  only  hope  you  will  bear  with  me  in  my  at- 
tempt to  carry  out  the  principles  of  '^with  malice  to- 
ward none,  with  charity  for  air ''for  the  greatest  good 
to  the  greatest  number.  (Applause.) 


SECRETAEY'S  REPORT 

The  secretary,  Nathan  Roberts,  presented  his  report, 
as  follows : 

The  secretary's  report  is  perhaps  an  essential  feature 
of  our  annual  convention.  It  is  my  opinion  however, 
that  it  should  deal  principally  with  results  attained  and 
hints  for  progress  in  association  work,  leaving  the 
weightier  questions  to  those  more  able  and  better  pre- 
pared to  handle  them.  I  will  therefore  group  this  report 
briefly  as  possible  around  what  we  have  done  and  what 


we  would  like  to  do. 

Membership  reported  last  year  net   .715 

New  members  in  1913  .*   50 


Total  '  765 

Canceled  for  non-payment  of  dues  and  other  causes.  .  29 

Present  torollment.  736 

Net  gain   21 


Removed  by  death  as  far  as  known  the  following  : 
I.  "W.  Haws  of  Minden. 
"W.  H.  Hayward  of  Whitman. 
C.  F.  Bodin^on  of  Kearney. 
A.  E.  Small  of  Crete, 
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Our  resolution  committee  should  embody  proper  ex- 
pressions and  a  copy  be  sent  to  the  bereaved  ones. 

This  has  been  a  hard  year  on  many  of  our  members, 
and  while  a  few  are  delinquent  in  their  1913  dues,  still 


the  number  is  less  than  last  year. 

Finance. 

Balance  on  hand  February  1,  1913  $1,240.80 

Received  from  all  sources   5,546.58  ' 


Total  $7,787.38 

Disbursement  all  sources   6,934.30 


Balance  on  hand  February  1st,  1914  $  853.08 

Grievance. 


I  have  had  reported  during  the  year  twelve  s.ets  of 
grievances,  nine  of  which  have  been  settled  satisfactorily 
to  the  complainants.  One  had  no  good  grounds  for  com- 
plaint and  one  was  not  satisfactory  to  the  complainant 
and  the  firm  against  whom  the  complaint  was  placed 
ignored  our  attempts  to  settle,  and  one  is  settled  in  such 
a  manner  that  it  is  not  likely  to  occur  again.  A  detailed 
report  will  be  given  at  our  executive  session  on  Thurs- 
day if  desired. 

Freight  Audit. 

A  goodly  number  of  freight  receipts  have  passed 
through  my  hands  the  past  year,  and  while  the  returns 
to  each  one  have  not  been  large,  in  the  aggregate  they 
amounted  to  gross  $77.72,  and  to  the  members  in  the 
sum  of  net  $38.86.  - 

While  on  thig  question  let  me  suggest  that  you  use 
the  1914  memo  book  aud  audit  your  own  freight  bills 
and  save  the  50  per  cent  collection  charges.  On  the  first 
page  you  will  find  complete  classification  of  all  hardware 
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articles,  get  the  rates  from  your  local  agent,  place  the 
figures  in  the  class,  weigh  and  check  off  each  shipment 
as  it  arrives,  as  to  classification,  rate  and  weight,  and 
file  claim  for  errors,  together  with  proofs,  through  your 
local  agent.  If  you  attend  to  this  I  venture  to  assert 
that  you  will  have  found  an  easy  way  to  pay  your  ex- 
penses to  the  next  annual  convention. 

Ironmonger. 

I  am  pleased  to  report  that  the  little  paper  fills  a^ 
niche  not  reached  by  the  more  pretentious  magazines, 
and  while  it  is  not  on  a  self-supporting  financial  basis, 
I  scarcely  think  our  board  of  directors  will  fail  to  en- 
dorse it  another  year,  but  will  authorize  me  to  meet  the 
deficit  out  of  the  association  funds. 

I  believe  by  admitting  paid  advertising  I  could  make 
it  show  a  profit,  however,  I  would  be  unwilling  to  at- 
tempt this  as  I  believe  I  have  already  reached  the  point 
of  endurance  and  work  single  handed,  and  to  increase 
the  help  and  expenses  would  cut  out  any  profit  that  could 
be  made.  There  are  some  who  possibly  think  the  post  of 
secretary  is  a  sinecure,  just  try  it  once.  In  the  past  year 
I  have  issued  over  14,000  letters,  written  350  pages  of 
matter,  besides"  the  daily  grind  of  office  work,  (it  keeps 
a  fellow  busy). 

Convention  and  Exhibition. 

I  predict  a  successful  and  profitable  meeting  and  I  am 
glad  to  say  that  Lincoln  people  have  done  their  full 
duty  toward  that  end. 

There  has  been  some  criticism  as  to  dates  being  the 
same  as  our  nearest  neighbor,  Iowa,  hgwever  I  prefer 
that  if  there  is  just  criticism  coming  it  shall  rest  where  it 
belongs.  I  announced  our  dates  July  29th,  being  five 
days  after  the  meeting  of  the  board,  at  which  time  the 
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third  week  in  February  was  decided  upon,  "Wisconsin, 
and  Illinois  having  already  taken  the  first  and  second 
week.  These  dates  were  published  in  the  September 
issue  of  the  Bulletin.  In  the  November  issue,  the 
Iowa  for  the  first  time  published  the  same  dates  as  our 
board  had  selected. 

Legislation. 

I  regret  that  we  were  unable  to  get  through  a  fool 
proof  peddlers'  license  law,  last  term,  our  legislators 
were  too  busy  legislating  on  the  proper  length  of  bed 
sheets,  and  allowed  laws  pertaining  to  the  good  of  all  the 
people,  to  get  pigeon  holed.  Mr.  Doe  is  responsible  for 
an  exemption  law  that  don't  exempt.  Mr,  Doe  can  fix 
the  poor  devil  if  he  don't  pay  for  the  stuff  that  goes  in 
his  stomach  and  on  his  back  to  keep  him  warm,  but  he 
don't  give  him  any  chance  to  earn  the  money  to  pay 
with.  He  can't  buy  a  spade,  shovel,  axe,  hammer  or 
saw  unless  the  hardw^are  man  is  big  hearted  enough  to 
trust  him  or  take  the  chances  that  he  w^as  unwilling  to 
take  when  he  got  that  measure  through.  I  hope  we  will 
have  better  luck  next  time,  and  we  will  if  we  all  do  our 
duty,  and  see  that  men  are  elected  who  have  at  heart 
the  interest  of  the  masses  instead  of  the  classes. 

Parcels  post  and  penny  postage  is  a  warm  theme  and 
still  not  Siamese  Twins,  and  will  have  our  attention  to- 
morrow, we  can  safely  agree,  however,  that  we  are  for, 
what  the  M.  0.  Houses  are  against. 

Mail  Order  Houses. 

The  poor  we  have  always  with  us.  I  heard  a  short  time 
ago  that  as  the  vulture  smells  the  carrion  afar  off,  the 
M.  0.  House  swopos  down  on  the  towns  that  are  dead, 
merchants  who  do  not  advertise,  whose  stores  are  a  back 
number  where  everything  is  down  at  the  heel,  where 
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community  interests  are  not  known.  Here  they  feed  and 
grow  fat. 

On  the  other  hand  I  am  informed  that  they  avoid  the 
up-to-date  live  bustling  community  as  the  devil  does 
holy  water.    This  is  a  live  pointer,  wake  up,  get  busy. 
District  Meetings. 

We  held  two  last  year  and  they  proved  to  be  worth  at 
least  what  they  cost. 

State  Districts. 

We  divided  the  state  into  thirten  districts  and  ap- 
pointed a  chairman  to  each  and  we  will  hear  from  them, 
what  good  they  accomplished.  From  my  view  point  it 
was  a  good  move  and  productive  of  results.  I  would 
advise  the  suggestion  committee  to  look  into  this  phase 
of  our  work  and  report  their  findings  and  suggestions 
for  this  year  along  that  line. 

Looking  Forward. 

The  clouds  are  breaking  up  and  better  things  are  be- 
fore us.  I  believe  the  memorial  presented  to  President 
Wilson,  January  19th  last,  in  the  interest  of  the  retailers 
will  be  far-reaching  toward  our  freedom  and  in  the  re- 
vision of  the  Sherman  anti-trust  law  that  seems  to  oper- 
ate against  our  united  efforts  for  betterment.  President 
Wilson  committed  himself  when  he  said,  ^^In  all  that  I 
may  have  to  do  in  public  affairs  in  the  United  States, 
I  am  going  to  think  of  towns  such  as  I  have  seen  in  the 
western  states,  my  thought  is  going  to  be  bent  upon  the 
multiplication  of  town  and  villages  and  the  prevention  of 
the  concentration  of  industry  and  wealth.''  Let  us  show 
our  faith  by  our  works. 

Chautauqua  Work. 

There  are  plans  developing  to  bring  into  chautauqua 
lectures  this  year,  the  community  interest  feature,  where- 
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in  the  effort  will  be  made  to  interest  the  farmer,  the 
mechanic  and  all  classes,  to  the  necessity  and  urgency  of 
building  up  and  maintaining  their  own  community  and 
I  would  urge  that  you  watch  this  and  when  the  oppor- 
tunity presents  itself  put  your  shoulder  to  the  wheel 
and  push  for  all  you  are  worth.     Its  big.    It's  a  winner. 

We  assert  that  the  N.  R.  H.  A.  stands  for  betterment 
of  it»  members.  AVe  have  at  times  been  asked  by  men 
from  Missouri,  wherein  the  association  is  a  benefit,  and 
others  whose  names  (but  little  else),  have  been  on  the 
rolls,  have  stated  that  they  did  not  derive  any  benefits 
that  they  could  see.  It  is  perhaps  due  such  to  admit  that 
they  think  as  they  speak,  and  in  calling  our  bluff  we  are 
supposed  to  show  them  what  they  can't  see.  Those  who/ 
think  and  in  thinking  act,  know  without  preponderance 
of  evidence  that  in  unity  of  purpose  and  action  alone, 
comes  results  either  for  good  or  evil.  When  banded  to- 
gether for  general  good,  and  having  a  collective  pur- 
pose in  view  for  general  betterment,  beneficiary  results 
speedily  become  apparent.  However,  when  our  motives 
are  purely  personal,  and  selfish,  we  can't  see  much  be- 
yond our  perverted  vision.  The  more  we  exercise  our 
faculties,  whether  in  the  moral  or  physical  sense,  the 
greater  becomes  our  efficiency.  I  took  the  pains  to  ex- 
amine what  R.  G.  Dun  &  Co.,  could  reveal  to  us  in  such 
matters,  and  the  result  of  inquiry  to  me  at  least,  is  sur- 
prising and  self-evident,  and  it  may  be  so  to  you.  Going 
over  a  period  of  about  one  year  I  find  that  out  of  every 
,one  hundred  hardware  merchants  in  this  state,  eight 
members  of  the  N.  R.  H.  A.  and  thirty-four  non-members 
'have  dropped  out  of  busienss,  twenty-six  members  and 
twelve  non-members  have  had  their  credit  rating  ad- 
vanced from  one  to  two  points.    Thirteen  members  ^nd 
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eleven  non-members  have  had  their  credit  rating  de- 
creased. You  will  note  that  the  non-members  seem  to 
have  a  slight  advantage  here,  bnt  I  am  of  the  opinion 
from  the  larger  numbers  who  drop  out  of  busienss  in 
the  non-member  class  explains  it.  Thirty-five  members 
and  twenty-six  non-members  have  held  their  own  in 
credit  ratings.  These  are  significant  facts,  and  carry  an 
unanswerable  argument  to  the  minds  of  the  sceptic,  and 
pessimist  of  the  perhaps  unseen  influence  of  associa- 
tion work  for  good.  Another  feature  I  have  noted,  that 
our  members  are  more  efficient  business  men  in  the  year 
that  has  passed.  I  can  safely  assert  that  while  there 
were  nearly  50  per  cent  who  did  not  promptly  answer 
an  important  correspondence  a  year  ago,  there  is  less 
than  5  per  cent  now  who  don't.  The  same  is  also  true 
in  more  prompt  business  methods.  The  man  who  reads 
and  thinks  must  of  necessity  become  more  efficient,  and 
thereby  place  himself  unconsciously  perhaps,  in  the  class 
whose  business  is  sought  after  and  is  always  in  a  posi- 
tion to  command  and  get  the  best  there  is  in  the  game. 

Thursday  morning  we  will  have  a  little  more  to  say 
on  lines  that  should  and  must  be  held  in  absolute  con- 
fidence. 

The  one  great  weakness  in  our  association  is  lack  of 
secretiveness  we  act  as  if  things  pertaining  to  our  own 
interest  are  public  property  and  should  be  sold  at  a 
premium  and  in  offering  our  private  matters  at  public 
sale  to  the  highest  bidder,  we  sell  out  our  heritage  for 
a  mess  of  potage. 

I  sometimes  think  it  would  be  an  advisable  plan  to 
place  our  membership  on  a  Masonic  or  other  secret 
order  basis,  so  as  to  accomplish  the  ends  we  have  in 
view  successfully. 
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I  thank  you  for  your  attention. 


REPORT  OF  TREASURER 
W.  C.  Klein. 

This  was  followed  by  the  report  of  Treasurer  W.  C. 
Klein,  as  follows  : 

Milford,  Nebr.,  Feb.  17th,  1914. 
Nebraska  Rtail  Hardware  Association, 

Lincoln,  Nebr. 
Gentlemen : 

I  beg  leave  to  offer  the  following  report : 


Balance  on  hand  Feb.  1,  1913  $1,153.43 

Receipts  during  the  year.   6,530.25 

Total   $7,683.68 

Disbursements  during  the  year   6,902.23 

Balance  on  hand  :  $  781.45 


ADDRESS  OF  NATIONAL  SECRETARY 

At  this  time  the  presence  of  the  national  secretary, 
Mr.  M.  L.  Corey,  was  discovered  in  the  audience,  and 
aniidst  applause  he  was  asked  to  say  a  few  words,  and  in 
response  spoke  as  follows: 

It  affords  me  great  pleasure  to  meet  and  greet  you 
all  once  more,  for  as  you  know,  this  is  not  the  first 
time  I  have  had  the  pleasure  of  meeting  you.  About 
thirteen  years  ago  I  first  had  the  pleasure  of  coming  into 
Nebraska,  and  the  first  hardware  man  I  met  was  Mr. 
Roberts,  and  since  that  time  a  warm  friendship  has 
grown  up  between  the  Nebraska  harware  men  and  the 
National  Secretary's  office,  and  I  am  proud  of  the  fact 
that  Nebraska  has  always  been  in  the  front  rank. 
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I  have  been  pleased  with  the  addresses  of  welcome 
that  have  been  ^iven  us  today,  and  outside  of  that  there 
is  a  growing  sentiment  in  our  national  and  state  and 
city  governments  to  the  effect  that  the  business  man 
should  be  given  a  square  deal.  Our  congressmen  are 
asking  w^hat  we  want,  and  our  state  officials  are  saying, 
what  can  we  do  to  help  the  business  man.  We  should 
agree  on  policies  and  upon  what  we  want,  and  harmon- 
ize our  interests  with  those  of  other  merchants  and  then 
present  them  to  those  who  are  in  a  position  to  assist  us. 

I  regret  that  my  stay  with  you  will  of  necessity  be 
brief  as  I  am  obliged  to  be  in  Des  Mones  tomorrow, 
however,  I  am  glad  to  be  with  you  today,  and  will  also 
^e  with  you  this  evening  to  listen  to  the  debate,  which 
1  .assure  you  is  a  very  important  one,  and  I  hope  you  will 
decide  it  right  so  I  can  tell  the  people  in  the  east  what 
they  ought  to  do.  (Applause.) 

The  following  messages  were  read  by  the  secretary: 


Des  Moines,  la.,  Feb.  17,  1914. 

Secretary  Nathan  Roberts, 
Hardware  Convention, 
Lincoln,  Neb. 

Iowa  Hardware  Convention  sends  greetings  to  Ne- 
braska convention. 

A.  K.  SALE,  Secretary. 


,     Kansas  City,  Mo.,  Feb.  16,  1914. 
Hon.  Robert  H.  McAllister, 

Lincoln,  Nebr, 
Friend  Robert : 

Please  convey  to  the  Nebraska  Hardware  Boys  my 
cordial  greetings  and  I  am  sorry  to  say  to  you  and 
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them  that  I  cannot  be  with  you  in  the  convention  by 
reasons  of  being  under  the  care  of  a  doctor  in  Kansas 
City,  Mo.,  nothing  serious  of  course. 

Knowing  that  your  deliberation  will  be  for  the  up- 
building of  the  retail  hardware  merchants.  I  regret 
that  I  cannot  participate  in  this  convention.  I  hereby 
extend  best  wishes  and  remain,  yours  very  truly. 

M.  A.  HAEGLEROAD, 
Father  of  our  Grand  Old  Nebraska  Association. 


The  reports  of  the  various  districts  of  the  state  were 
called  for  and  were  responded  to  in  the  following 
manner : 


REPORT  OF  DISTRICT  NO.  1 
By  Mr.  M.  J.  Wickersham. 

I  notice  in  the  Ironmonger  that  I  was  requested  to 
give  a  report  on  the  north  half  of  the  First  District.  Just 
what  kind  of  a  report  I  know  not.  However,  I  would 
say,  ','In  the  beginning  God  made  the  heavens  and  the 
earth''  and  of  course  he  made  the  First  District  and 
placed  it  in  the  southeast  corner  of  Nebraska,  beiug  the 
first  district  naturally  it  is  the  best. 

Weeping  Water  (my  home  town),  is  one  of  the  im- 
portant places  in  this  distrct.  For  fear  that  you  fellow 
hardware  merchants  are  a  little  rusty  on  geography  I 
will  bound  it.  It  is  bounded  on  the  bottom  by  China  on 
the  top  by  the  canopy  of  heaven,  surrounded  by  hot  air 
four  months  of  last  year,  while  this  winter  it  seems  to  be 
located  in  the  temperate  zone. 

We,  the  hardware  merchants,  are  still  holding  the. 
fort  against  Parcels  Post,  the  Mail  Order  Houses  and  the 
Democratic  Administration.    Mr.  Roberts,  our  genial  sec- 
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retary,  orders  us  to  hold  our  fire  until  we  can  see  the 
whites  of  their  eyes. 

I  have  heard  of  no  failure  in  our  district  unless  it 
was  that  some  of  us  have  failed  to  make  money.  No 
loss  by  fire  has  been  reported  to  me.  I  know  of  but  one 
stock  that  has^  changed  hands.  The  Avoca  Hardware  Co., 
has  disposed  of  their  branch  store  at  Elmwood  to 
Gollaher  Bros. 

On  Easter  Sunday  the  23rd  of  March  at  6  :40  p.  m.,  a 
tornado  swept  over  a  portion  of  our  district  destroying 
almost  everything  in  its  path.  Berlin,  a  thriving  little 
village  twelve  miles  south  of  Weeping  Water  was  almost 
entirel}^  swept  away.  Mr.  Louis  Tiede  and  Bohlman 
&  Hillman  engaged  in  the  hardware  business  and  associa- 
tion members  lost  their  stocks,  store  buildings,  and 
homes.  Mr.  Tiede  lost  one  member  of  his  family.  Any 
one  who  has  not  gone  through  an  ordeal  of  this  kind 
cannot  comprehend  the  awfulness  of  it.  Without  a 
moment's  warning  the  whirling  demon  pounces  upon  its 
prey,  and  is  gone  leaving  desolation  and  death  in  its 
track.  If  there  ever  is  a  time  when  people  need  the 
sympathy  and  assistance  of  friends,  it  is  a  time  like 
this.  Loved  ones  gone,  the  savings  of  half  a  life  time 
swept  away,  hopes  blasted,  faith  benumbed  it  is  then 
our  members  should  be  ready  to  assist  in  every  way 
possible  with  our  means,  our  sympathy  and  good  cheer. 
While  we  did  assist  in  a  measure  but  not  to  that  broad 
extent  that  we  should  have.  Let  us  in  the  future  be  ready 
to  meet  these  calamities  in  a -more  liberal  way  than  we 
have  ever  done  before.  Let  me  say  this,  however  our 
hardware  brothers  in  Berlin  were  equal  to  this  unusual 
occasion  and  have  gone  forth  cheerfully  to  build  up  that 
which  was  destroyed.    All  honor,  to  men  like  these.  I 
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thank  you.  (Applause.) 


REPORT  OF  DISTRICT  NO.  2 
By  Mr.  F.  W.  Arndt. 

As  chairman  of  District  No.  2,  comprising  the  counties 
of  Douglas,  Washington  and  Sarpy,  I  tried  to  carrj^  out 
your  instructions,  namely,  to  encourage  and  report  any- 
thing of  interest  to  aur  association  and  the  members.  I 
sent  out  letters  to  all  members  and  non-members  in  said 
territory.  Replies  were  not  forthcoming  to  the  questions 
asked.  Knowing  that  hardware  men  were  not  failures, 
I  felt  that  I  must  not  fail  in  this  duty  imposed  upon 
me.  T  sent  out  the  second  letter  to  those  I  could  not 
very  well  reach  in  person,  stating  success  was  our 
motto,  and  that  any  success  in  this  duty  depends  on  his 
answer,  and  that  I  must  have  a  reply.  Hardly  any  re- 
sponse. I  determined  that  personality  must  be  put  into 
this  matter  and  determined  to  make  a  one  day  call  in 
that  part  of  the  district  where  I  could  reach  the  most, 
but  to  carry  out  my  plan  was  compelled  to  put  in  an- 
other day. 

I  canvassed  the  merchants  of  Florence,  Omaha,  South 
Omaha  and  Benson — those  that  were  not  members  and 
many  of  the  members — with  the  result  that  I  secured  the 
application  for  membership  of  every  non-member  that 
I  know  of  in  this  part  of  my  district  excepting  one.  The 
reason  I  did  not  get  this  one  was  that  he  would  be  un- 
able to  attend  the  convention  this  year  and  expected  to 
take  a  trip  to  Europe,  but  he  would  surely  come  in  as 
a  member  next  year.  I  secured  renewal  of  qi^ite  a 
number  or  all  that  I  called  upon  of  the  members.  While 
this  takes  time  from  our  business,  yet  the  warm  friendly 
reception  I  received  from  everyone  called  upon,  made  it 


34 


THE  NEBRASKA  IRONMONGER 


a  pleasant  duty. 

Not  many  changes  have  taken  place  among  our  deal- 
ers, and  as  our  Ironmonger  has  kept  you  posted  on 
happenings  in  this  line  have  prepared  no  report.  On  one 
firi](i  that  I  called,  I  find  that  they  had  quite  a  fire  in 
their  large  tinshop,  doing  quite  a  damage,  just  a  day  or 
two  before.  Upon  asking  if  Secretary  Roberts  had 
called  to  adjust  the  loss,  they  replied,  yes,  he  came  to 
them  promptly,  and  with  same  promptness  loss  was  ad- 
justed, like  white  men,  to  their  full  satisfaction.  I  asked 
of  the  merchants  if  they  had  any  complaints,  or  had  any 
suggestions  to  make  on  the  betterment  of  our  associa- 
tions. Had  hardly  any  to  make.  They  reported  fairly 
^ood  business,  excepting  just  at  the  present  few  weeks 
being  the  middle  of  February  with  bad  weather  when 
the  usual  expected  quiet  business  time  was  on.  Trade 
conditions  seem  satisfactory.  Thanking  you  for  atten- 
tion. (Applause.) 

The  Secretary:  I  think  Brother  Arndt's  modesty  has 
put  him  in  an  unfavorable  light,  and  I  want  to  say  that 
he'  overtopped  all  the  other  boys  in  the  number  of  mem- 
bers that  have  been  secured. 


REPORT  OP  DISTRICT  NO.  3 
By  Mr.  Wm.  Kinzel. 

I  made  a  thorough  canvass  of  our  district  and  wrote 
letters  to  all  the  non-members,  as  well  as  members,  and 
urged  upon  our  members  to  v/rite  and  use  their  influence 
iji  the  bringing  of  outside  merchants.  I  know  we  are 
not  as  successful  as  Brother  Arndt,  but  I  know  we  have 
accomplished  much  good,  and  I  know  if  I  had  made  a 
personal  campaign  even  better  results  would  have  been 
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secured.  As  you  know  this  district  lies  northwest  of 
Omaha  and  our  crops  during  the  past  season  have  been 
good  on  the  whole  and  our  merchants  with  but  a  few 
exceptions,  are  in  a  prosperous  condition.  Like  in  all 
places  we  have  a  few  who  are  dissatisfied,  but  we  hope 
to  bring  them  all  into  the  association  and  it  is  our*  en- 
deavor to  bring  harmony  and  good  feeling  throughout 
our  district.  A  few  changes  have  taken  place  but  they 
have  come  into  our  organization.  Among  the  letters  I 
received  was  one  from  a  merchant  who  hoped  to  see 
more  aggressive  action  taken  towards  eliminating  the 
jobber.  He  wants  the  dealer  to  buy  direct  of  the  manu- 
facturer, but  I  do  not  believe  we  are  ready  to  adopt 
his  theory  at  this  time.  That  is  all  the  report  I  have 
to  offer.     (Applause.)  ' 


REPORT  OF  DISTRICT  NO.  4 

By  Charles  Ammcn  and  Dan  Kavanaugh. 

Mr.  Ammon :  We  did  the  same  in  our  district  as  has 
been  done  in  the  others  by  writing  letters  to  all  our 
non-members,  and  urging  our  members  to  work  for  the 
gpod  of  our  cause,  and  laying  before  those  not  in  the 
fold  all  the  benefits  and  priyileges  of  our  organization. 
We  have  secured  two  new  members  during  the  last  year, 
and  I  think  there  are  only  a  few  left  who  are  not  mem> 
bers.  We  also  made  reference  to  our  insurance  feature, 
and  referred  to  hazards  that  could  be  eliminated,  such  as 
rubbish  and  gasoline.  (Applause.) 

Mr.  Kavanaugh :  My  experience  has  been  the  same 
as  that  of  Mr.  Ammons.  We  do  not  accomplish  much  by 
correspondence,  but  it  is  the  fellow  who  goes  out  in  his 
automobile  and  who  works  personally  who  brings  in, 
new  members,  and  any  effort  and  money  spent  in  that 
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direction  will  bring  handsome  returns.  (Applause.) 


REPORT  OF  DISTRICT  NO.  5 
By  C.  B.  Diehl  and  Fred  Pelz. 

Mr.  Diehl:  Our  district  during  the  past  year  as  you 
all  know  was  very  unfortunate  and  our  crop  of  hot  air 
comprised  our  chief  product.  On  that  account  the 
good  work  we  have  done  by  way  of  personal  effort  and 
sending  out  letters  has  not  met  with  much  response, 
in  fact  we  have  received  no  replies  to  our  letters,  but 
with  a  good  crop  assured  for  this  year  I  trust  we  w^ill 
have  many  replies  and  many  new  members  to  report  at 
our  next  annual  meeting.  Our  people  are  of  a  perse- 
vering nature  and  even  though  adversity  visits  them 
they  do  not  become  discouraged  but  take  new  hope  for 
brighter  and  better  things  in  the  future.  (Applause.) 

Mr.  Pelz:  Out  of  120  letters  I  sent  out  but  eight  re- 
plies were  received,  and  they  were  very  good  except  one 
who  wanted  to  sell  or  trade.  Mr.  Diehl  has  told  you  of 
our  condition,  and  for  that  reason  we  cannot  make  as 
satisfactory  reports  as  we  have  heafd  from  the  other 
districts.  I  called  upon  one  merchant  in  my  district 
who  was  not  a  member,  and  the  reception  I  received  led 
me  to  believe  that  he  surely  needed  some  awakening. 
When  I  entered  he  did  not  even  get  up  out  of  his  seat  to 
greet  me,  thinking  I  was  a  drummer,  and  the  looks  of 
his  place  indicated  that  he  was  not  very  progressive. 
It  is  just  such  men  who  need  to  attend  meetings  of  this 
kind  and  get  a  little  enthusiasm  into  their  veins,  and 
they  need  us  by  far  more  than  we  do  them.  I  told  him 
what  we  were  doing  and  it  is  to  be  hoped  he  will  see 
the  situation  in  the  right  light  and  join  us.  (Applause.) 
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REPORT  OF  DISTRICT  NO.  6 
By  Mr.  A.  V.  Hlava. 

Our  district  has  been  thoroughly  canvassed  for  new 
members  and  I  believe  much  good  has  been  accom- 
plished. I  sent  out  120  letters  to  both  members  and 
non-members,  and  I  received  three  replies.  The  party 
who  wrote  the  first  reply  is  in  the  second  hand  business 
and  I  do  not  believe  would  make  a  desirable  member. 
The  second  letter  is  from  a  party  who  is  anxious  to  asso- 
ciate with  the  Nebraska  Retail  Plardware  Association  and 
is  willing  to  give  it  his  earnest  support.  In  .  the  third 
letter  the  merchant  suggested  calling  a  meeting  in  the 
central  part  of  the  district,  so  it  would  be  accessible  to 
all  members,  he  also  suggested  it  would  be  a  good  thing 
to  discuss  at  the  district  meeting  the  names  of  the  par- 
ties who  are  to  be  nominated  as  directors  of  this  associa- 
tion. I  will  say  that  the  hardware  merchants  in  our  dis- 
trict are  in  a  prosperous  cordition,  and  the  crops  last 
year  were  on  the  whole  a  fai?*  yield.  (Applause.) 


Mr.  J.  F.  O'Connor  of  Alliance  also  presented  the  fol- 
lowing report : 

I  wish  to  report  that  in  my  territory  all  the  hardware 
men  are  members  with  the  exception  of  two,  which  I 
have  tried  to  get  into  the  association,  but  up  to  the 
present  time  have  not  secured  them,  however,  we  enter- 
tain hopes  that  in  the  near  future  they  will  see  the  bene- 
fits to  be  derived  from  a  membership  and  will  join  us. 

A  new  merchant  came  into  Gering  a  short  time  ago  and 
I  have  not  had  time  to  secure  him,  but  will  do  so  at  the 
earliest  opportunity. 

The  crops  during  the  past  year  were  very  good  and 
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our  merchants  are  in  a  prosperous  and  healthy  condition 
and  at  the  present  time  have  about  twice  the  confidence 
in  the  business  outlook  as  they  had  last  year. 


The  President:  These  reports  are  of  vital  importance 
to  all  of  us.  It  gives  us  something  to  work  upon  for  the 
future.  I  am  glad  the  association  has  taken  up  this  line 
of  work  and  if  persistently  followed  will  increase  the 
membership  very  materially  We  all  appreciate  what 
these  members  have  done  in  this  direction  and  they  de- 
serve the  thanks  of  this  ass  ociation. 

The  Secretary:  In  addition  to  what  the  president 
said,  I  want  to  say  you  cannot  tell  the  amount  of  good 
seed  you  have  sown.  A  nun'ber  of  new^  members  have 
come  in  lately  apparently  unsolicited,  but  doubtless  it  is 
the  result  of  this  work  that  you  have  been  carrying  on. 

Mr.  D.  F.  Dolan:  I  listened  with  much  interest  to 
these  reports.  This  is  a  new  departure  and  it  has  done 
much  good,  and  if  more  good  can  be  done  by  continuing 
in  it  that  is  what  we  ought  to  do.  Personal  visits 
count  but  letters  go  to  the  waste  basket  and  in  this  day 
do  not  count  for  much.  (Applause.) 

The  president  appointed  the  following  auditing  com- 
mittee: Fred  "W.  Ebinger,  Plainview;  J.  J.  Jennings, 
Gothenburg. 

After  another  song  by  the  Arndt  Quartet,  on  riiotion 
carried,  the  meeting  adjourned  to  8  o'clock  p.  m. 

TUESDAY,  FEBRUARY  17TH.— EVENING  SESSION 

The  convention  was  called  to  order  at  8  o'clock  by 
Mr.  N.  H.  Williams,  Lincoln,  and  after  a  few  brief 
pointed  remarks  the  subject  of  debate:  '^Resolved,  That 
cash  and  thirty  day  credit  limit  is  the  most  profitable 
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basis  upon  which  to  conduct  a  retail  business"  was 
opened  by  Mr.  H.  M.  Wineland,  University  Place,  in  the 
affirmative,  and  Mr.  Vaughan  Nolan,  Lincoln,  in  the 
negative.  After  the  subject  was  thoroughly  debated  by 
both  several  members  from  the  audience  took  either  one 
side  or  the  other,  and  the  result  of  the  evening's  talks 
brought  out  many  suggestions  that  will  decide  in  the 
minds  of  the  members  either  one  way  or  the  other  which 
is  the  better  plan.  Messrs.  Kavanaugh,  Ashby  and 
Glazier  were  appointed  judges,  and  their  finding  was  in 
favor  of  the  negative  side. 

Mr.  M.  L.  Corey,  the  National  Secretary,  after  the  dis- 
cussion was  over  was  called  upon  and  he  presented  many 
valuable  suggestions  and  cited  many  instances  touching 
upon  both  the  phases  of  the  question,  which  were  re- 
ceived with  much  gratification.  He  also  touched  upon 
Parcels  Post  and  mentioned  many  evils  and  benefits  it 
is  to  the  retail  merchants.  He  spoke  of  the  Price  and 
Service  Bureau  which  his  office  is  prepared  to  furnish  the 
merchants  at  a  nominal  cost;  also  the  Catalogue  Service 
that  the  national  association  is  furnishing  the  members 
at  a  much  less  cost  than  they  could  otherwise  obtain 
them  for,  in  order  that  they  may  be  the  better  enabled  to 
meet  catalogue  competition. 

The  meeting  adjourned  to  9  o'clock  a.  m.,  Wednesday, 
February  18th. 


WEDNESDAY,  FEBRUARY  18.— MORNING  SESSION 

The  convention  re-convened  at  9:30  o'clock  with  Presi- 
dent McAllister  in  the  chair,  ana  with  ''Suanee  River" 
by  the  Arndt  Quartet. 

The  President :  The  first  gentleman  who  will  address 
us  this  morning  is  one  who  lives  in  this  city.    He  is  a 


40 


THE  NEBRASKA  IRONMONGER 


wide-awake  individual,  and  I  am  glad  the  secretary  has 
placed  him  upon  the  program.  I  refer  to  Mr.  N.  H. 
Williams,  of  Lincoln,  who  w^ill  now  speak  to  us  on  the 
subject,  '^Increasing  Selling  Efficiency.'' 


INCREASING  SELLING  EFFICIENCY 
N.  H.  Williams. 

My  introduction  to  the  retail  hardware  business  dates 
back  to  the  time,  when  a  lad,  it  was  necessary  for  me  to 
stand  on  a  box  to  reach  the  scales  in  weighing  nails. 
Father  was  engaged  in  the  hardware  and  implement 
business  twenty  odd  years. 

I  have  found  this  retail  experience  of  valuable  assist- 
ance in  giving  an  insight  into  situations  that  it  would 
otherwise  have  been  difficult  if  not  impossible  to 
appreciate. 

The  topic  we  have  for  consideration  is  one  of  mutual 
interest  to  you,  the  distributor,  the  jobber  and  manu- 
facturer. You,  the  dealer,  are  the  pivot  upon  which  the 
success  of  the  jobber  and  manufacturer  hinges.  Like 
Banquo's  ghost,  the  ever  present  question  with  you,  with 
the  jobber,  and  with  the  manufacturer  is:  *'How  can 
my  sales  be  increased?" 

The  universal  demand  in  every  line  is  for  shorter, 
quicker,  and  simpler  methods.  A  million  dollars  will  be 
spent  by  a  railroad  company  in  straightening  a  piece  of 
track  which  will  save  thirty  minutes  on  the  schedule  of 
their  fast  trains.  In  the  manufacturing  business  hun- 
dreds of  thousands  of  dollars  worth  of  machinery  is 
relegated  to  the  scrap  heap  every  year  to  make  way  for 
im*proved  machinery  that  does  twice  the  work  in  half  the 
time  with  less  supervision. 

The  retail  store  is  no  exception  to  the  rule  with  the 
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result  that  heavy  demands  for  the  exercise  of  keen  judg- 
ment are  made  upon  the  successful  merchant.  The  profits 
in  a  business  today  represent  the  wastes  of  yesterday. 
The  methods  in  vogue  five  years  ago  in  the  merchandis- 
ing business  are  now  obsolete. 

The  local  dealer  is  confronted  by  problems  that  are  of 
vital  and  supreme  importance.  I  am  not  a  pessimist; 
to  the  contrary,  I  am  an  optimist  of  the  optimists.  But 
a  period  has  arrived  when  the  future  of  the  average 
country  town  is  in  the  balance.-  There  are  cold  bald 
facts  that  must  have  careful  consideration  with  a  dis- 
play of  the  best  generalship  in  the  tactful  handling  of 
them  if  they  are  to '  be  successfully  met.  It  has  been 
truly  said  that  Fools  rush  in  where  angels  fear  to 
tread.''  So  let  us  look  the  situation  squarely  in  the  face, 
stripping  it  of  all  vestment,  and  get  down  to  the  kernel. 

If  it  was  discovered  that  the  foundation  of  your  build- 
ing had  settled  and  threatened  its  safety,  you  would 
hurry  to  call  in  your  contractor  and  have  it  remedied. 
If  you  found  a  hole  in  your  trousers  pocket  you  would 
hasten  to  have  it  mended  to  stop  the  leak. 

Why  has  not  the  mail  order  business  w^hich  has  sprung 
up  in  recent  years  like  a  mushroom  received  this  same 
prompt  and  important  attention?  Go  back  if  you  will 
a  few  years  ago,  and  a  close  examination  will  show  that 
the  mail  order  house  had  its  birth  and  rapid  growth  dur- 
ing years  when  general  business  conditions  were  good. 
The  mail  order  house  filled  a  niche  in  the  business  world 
that  the  average  local  dealer  did  not  want,  or  recognize ; 
or  if  he  did,  it  was  ignored  by  him.  During  the  first  few 
years  of  their  career  these  catalog  houses  received  no 
attention  from  the  dealer  whatever,  and  in  some  localities 
this  situation  still  prevails.    The  mere  mention  of  the 
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name  ^^Mail  Order''  for  some  unknown  reason  cast  a 
''spell"  on  the  dealer  that  was  to  say  the  least  nnex- 
plainable.  The  result  has  been  that  this  giant  octopus 
(for  such  it  has  grown  to  be)  is  now  a  keen  rival  and 
a  serious  menace  in  many  communities.  The  Parcel  Post 
has  been  a  big  ally  to  this  business.  The  interurban 
lines  which  are  rapidly  radiating  in  all  directions  from 
our  larger  cities  bring  the  small  towns  within  a  few 
hours  to  their  big  department  stores  with  alluring  so- 
called  bargains.  With- the  automobile,  distance  is  prac- 
tically annihilated.  These  two  factors  have  worked  an 
added  hardship  upon  the  local  dealer. 

By  pointing  out  to  your  customer  that  if  he  is  willing 
to  accept  the  goods  he  orders  from  you  f.  o.  b.  some  dis- 
tant point,  that  he  must  give  you  the  cash  when  placing 
the  order;  and  that  quality  considered  you  can  give  him 
better  value,  it  puts  it  up  to  him  in  a  manner  that  is 
bound  to  make  him  think  seriously.  I  notice  a  great 
many  dealers  have  this  sentence  on  their  letter  heads, 
''We  meet  mail  order  prices."  That's  taking  a  big 
step  in  the  solution  of  this  problem.  I  have  known  deal- 
ers ordering  a  few  staple  articles  from  catalog  houses  to 
have  them  to  show  to  their  customers,  and  say  to  them: 
''Look,  this  is  what  you  may  expect." 

To  order  goods  from  a  catalog,  to  send  away  for 
articles  is  a  big  fascination  for  some  people.  There  are 
in  every  communitly  certain  people  who  would  patronize 
mail  order  houses  regardless  of  any  saving  they  could 
make  in  so  doing.  Concerted,  well  directed  effort  will 
to  a  very  large  degree  solve  this  problem.  The  manur 
facturer  and  jobber  are  anxious  to  help  you  in  this  mat- 
ter; but  upon  you,  situated  as  you  are,  the  burden  directr 
ly  falls.    It  is  up  to  you  to  put  into  action  plans  and 
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measures  to  this  end. 

AVith  a  view  to  meeting  this  competition  consider  these 
questions :  Do  you  have  a  commercial  club  in  your 
town?  Do  you  have  a  local  hardware  dealer's  club?  By 
this  I  mean  something  that  would  take  in  three  or  four 
counties,  and  have  an  occasional  get  together  meeting. 
Have  you  an  organization  in  your  town  to  co-operate 
directly  with  Mr.  Farmer?  Do  you,  as  a  good  citizen, 
take  an  active  interest  in  the  various  phases  of  your 
city  government?  Do  you  try  to  make  your  town  at- 
tractive? What  about  the  good  roads  movement?  Is 
your  town  in  on  this?  Do  you  make  it  clear  to  Mr. 
Farmer,  that  you  as  an  individual,  and  the  merchants  in 
a  body,  are  interested  in  seeing  him  get  the  highest 
possible  dollar  for  his  live  stock  and  crops?  Did  you 
ever  assist  in  organizing  a  Farmers'  Institute  for  your 
community,  bringing  into  the  town  one  or  two  authorities 
on  some  particular  topic  of  interest  to  the  farmer;  the 
conservation  of  the  soil ;  how  they  could  increase  their 
yield  without  additional  acreage?  Do  you  make  a  prac- 
tice of  reading  one  or  two  of  the  best  farm  publications, 
so  as  to  keep  in  closest  possible  touch  with  the  latest 
'^stunts"  that  are  being  pulled  off  along  this  line? 

Coming  in  almost  daily  contact  as  you  do  with  your 
customers,  can  you  not  make  your  store  so  alluring,  so 
attractive  for  them  that  when  they  want  anything  in  the 
hardware  lin6  they  will  immediately  think  of  coming  to 
you?  In  other  words,  with- your  location,  your  business 
investment  and  your  personality,  if  you  are  not  able  to 
cope  with  a  firm  who  never  sees  its  customers,  who  are 
perhaps  500  miles  or  more  away,  something  is  seriously 
wrong. 

There  is  no  dodging  the  issue,  gentlemen.    Let  us  get 
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under  the  load  and  carry  our  full  share  of  it,  for  it  is 
only  by  so  doing  that  we  can  hope  for  a  successful  out- 
come. You  will  agree  that  the  trouble  has  been  due 
largely  to  a  gradual  drifting  away  of  a  mutual  interest 
between  you  and  your  customer,  Mr.  Farmer. 

You  know  you  would  not  continue  to  buy  goods  from 
a  jobber  or  manufacturer  that  did  not  show  a  real  inter- 
est in  assisting  in  increasing  your  business.  Does  not 
Mr.  Farmer  have  more  time  to  think  on  these  things  than 
you,  with  the  resulj:  that  in  lots  of  cases  he  feels  if  you 
can  get  along  without  him,  he  in  turn  can  get  along 
without  you?  Do  you  know  the  number  of  cars  of  cattle 
your  customers  have  on  feed  this  winter?  Out  of  this 
number,  which  is  not  large  owing  to  the  light  corn  crop, 
how  many  have  you  asked  when  they  expected  to  ship, 
to  what  market  and  secured  an  expression  from  them  as 
to  market  conditions?  Show  me  a  live  town  today  and 
I  will  show  you  where  a  liberal  civic  spirit  prevails.  The 
town  that  is  gradually  losing  out  and  where  the  dealers 
complain  of  the  mail  order  competition  are  those  where 
not  an  effort  is  made  along  the  lines  above  indicated.  In 
unity  there  is  strength.  By  all  means  organize  a  club 
immediately  among  your  business  men.  Get  them  to- 
gether and  tell  them  that  it's  up  to  them  to  help  make 
their  own  town  a    comer''  instead  of  a  ^^has  been." 

They  tell  this  story  on  a  fellow  who  asked  a  friend 
home  for  dinner  with  him.  They  happened  to  have 
sausage  that  evening  which  w^as  greatly  relished  by  the 
guest,  who  ate  heartily  of  it.  Turning  to  his  host  he 
asked:  **How  do  you  come  to  have  such  unusually  good 
sausage?  To  which  the  host  replied:  *^Why  a  friend  of 
mine  recently  gave  me  a  new  pointer." 

Some  of  these  pointers  may  strike  you  as  being  point- 
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ed.  I  want  them  to  be,  for  I  feel  that  the  gravity  of  the 
situation  warrants  it.  The  manner  in  which  some  deal- 
ers handle  their  mail  order  competition  remind  me  con- 
siderably of  the  farmer  who  hired  an  Irishman  to  work 
for  him.  One  day  Pat  happened  to  meet  the  bull  in  the 
pasture.  That  evening  the  farmer  asked  Pat  who  came 
out  best.  ^^Sure,  your  honor,"  said  Pat,  ^^it  was  a 
toss-up." 

There  is  nothing  that  has  been  of  nK)re  interest  to  me 
than  a  study  of  the  sales  problem  of  the  local  dealer, 
and  that  goes  a  long  ways,  gentlemen,  in  accounting  for 
there  being  no  more  hair  on  my  head.  I  have  often  ser- 
iously wondered  if  the  dealer  realized  the  earnest  desire 
on  the  part  of  the  jobber  and  manufacturer  to  see  deal- 
ers successful  in  their  business.  Dealers  have  told  me 
they  had  limitations,  because  they  could  only  count  on 
the  business  within  a  certain  radius  of  their  town.  This 
truth  I  recognize,  but  I  venture  the  assertion  that  that 
identical  territory  is  filled  with  lateiit  possibilities  for 
development  along  some  line,  which  could  be  worked  out 
to  good  advantage  with  their  present  line. 

How  may  selling  efficiency  be  increased?  B}^  handling 
goods  that  are  nationally  advertised.  They  sell  easier 
and  this  means  less  selling  expense.  Get  the  publicity 
which  manufacturers  give  their  product  in  their  ex- 
tensive national  advertising  campaign.  Trade  marked 
gOQ.ds  have  a  known  standard  the  world  over.  When  a 
man  comes  into  your  store  and  asks  for  a  Keen  Cutter 
or  Diamond  Edge  knife,  it  proves  that  he  is  already 
familiar  with  it.  Not  necessary  to  explain  who  the 
maiiufacturers  are,  or  tell  him  about  the  quality  of  the 
goods.  Buy  your  goods  on  a  quality  basis;  handle  the 
lines  that  are  conceded  without  question  to  be  the  best. 
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This  will  give  you  a  distinction  that  will  prove  valuable 
and  take  you  out  of  the  keen  competition  class. 
•  An  eastern  concern  is  selling  a  standard  make  of  watch 
by  mail  at  full  retail  price.  They  have  sold  over  two 
milion  of  them.  Their  contention  is  that  the  average 
jeweler  does  nothing  tc^  stimulate  or  create  a  demand 
for  watches.  He  simply  keeps  them  and  when  a  fellow 
is  sufficiently  interested  to  come  in  and  tell  the  jeweler 
he  wants  a  watch,* then  the  jeweler  lays  them  out  on  the 
ease  and  takes  the  money.  This  concern  is  also  selling  a 
standard  make  of  phonograph  at  regular  retail  price. 
This  firm  has  within  the  last  few  weeks  charged  off  of 
their  books  $347,000,  as  a  loss  in  their  endeavor  to  sell 
sewing  machines  by  mail.  They  could  successfully  sell 
the  other  two  articles,  but  found  they  could  not  com- 
pette  with  the  local  dealer  who  loaded  a  sewing  machine 
in  his  wagon,  took  it  to  the  home  of  his  customer,  and 
looked  after  it  for  a  few  months  to  see  that  satisfactory 
service  was  given.  This  is  food  for  thought,  Mr. 
Dealer. 

Let  us  assume  that  each  of  you  employ  two  men  in 
your  business  for  the  sale  of  goods.  I  know  there  are 
those  present  who  have  more,  but  this  will  be  a  good 
average.  Are  they  both  real  salesmen,  or  is  one  of  them 
merely  an  order  taker"?  If  so,  your  efficiency  is  only 
50  per  cent;  you  are  laboring  under  a  serious  handicap. 
Do  each  of  these  men  display  an  unusual  interest  in  their 
desire  to  please  your  customers?  Have  they  the  ability 
to  not  only  sell  what  is  wanted,  but  in  addition  explain 
the  advantages  of  some  new  article?  If  so,  you  are 
fortunate  and  to  be  congratulated.  It  shows  time  has 
been  spent  in  training  and  educating  them. 

In  coming  in  contact  with  salesmen  in  the  average 
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retail  store,  I  have  often  thought  that  in  the  majority  of 
cases  he  was  not  given  the  encouragement  and  support 
to  make  him  all  that  he  ought,  could,  or  would  be  if 
properly  handled. 

How  do  you  hire  your  men?  Did  you  take  this  one 
because  he  happened  to  belong  to  the  same  lodge,  and 
the  mill  in  which  he  worked  burned  down?  Or,  was  this 
chap  up  against  it,  and  you  felt  duty  bound  to  help  him? 
Did  you  hire  this  fellow  because  he  would  work  for  $10 
a  month  less  than  you  had  expected  to  pay?  Maybe 
you  hired  one  of  them  because  he  was  a  cousin  of  a 
cousin  of  yours?  Did  you  choose  this  one  because  you 
recognized  qualities  in  his  make-up  which  with  develop- 
ment would  make  him  a  good  man  for  you?  One  who 
would  be  a  credit  and  help  to  you  in  your  business  and 
because  you  would  be  able  to  turn  gradually  over  at 
least  a  portion  of  the  business  to  him  to  handle?  After 
you  hired  your  man,  how  much  time  did  you  spend  in 
training  him  ?  How  many  hours  did  you  put  in  educating 
him  on  your  various  lines?  Did  you  see'  that  he  was 
given  every  opportunity  to  become  thoroughly  familiar 
with  the  location  of  all  of  your  goods?  Do  you  make  a 
practice  of  bringing  your  men  together  for  an  occasional 
conference  and  exchange  of  ideas?  Do  you  consult  with 
and  obtain  their  ideas  and  views  before  taking  on  a 
new  line? 

If  your  man,  Charlie,  displays  a  strong  liking  for 
cutlery  and  goods  of  that  sort  do  you  see  that  he  is 
given  every  opportunity  to  increase  his  fund  of  informa- 
tion as  to  the  exact  methods  or  process  that  enter  into 
their  construction?  Did  you  ever  explain  to  the  sales- 
men for  the  house  from  whom  you  purchase  these  goods 
that  Charlie  is  very  much  interested  in  his  line,  and  you 
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would  appreciate  his  giving  Charlie  as  much  information 
as  he  could  that  would  be  of  help? 

Suppose  upon  your  return  home  you  call  these  two 
men  to  you  and  tell  them  that  for  1914  you  want  the 
best  window  displays  you  can  possibly  obtain.  That  to 
show  your  interest  in  the  matter  you  are  going  to  open 
up  a  little  contest  which  wall  cover  a  period  of  two 
months.  That  number  one  will  decorate  the  window^s 
and  arrange  them  as  he  thinks  best ;  being  at  liberty  to 
put  any  goods  in  the  window  he  might  want  to ;  that  at 
the  expiration  of  the  second  week  clerk  number  two  is  to 
have  his'  chance.  Before  starting,  however,  each  of  them 
is  to  pick  from  your  customers  one  man  to  be  a  judge ; 
secure  his  consent  to  inspect  the  window  in  company 
with  the  one  whom  clerk  number  two  has  selected,  the 
two  judges  in  turn  to  pick  the  third.  In  covering  a 
period  of  eight  wrecks  this  gives  each  of  them  two  oppor- 
tunities. Tell  them  that  to  the  one  having  the  best  dis- 
play you  will  give  $5.00  with  $2.50  for  second  best. 
Your  local  newspaper  will  be  glad  to  give  you  a  good 
reader  announcing  this  contest.  It  will  call  the  atten- 
tion of  everybody  to  your  windows  and  incidentally  to 
ti  e  goods  therein.  Then,  when  you  get  an  exceptionally 
good  window,  call  in  your  photographer,  have  him  take 
a  picture  and  send  it  to  your  trade  paper.  They  will  be 
glad  to  get  it  for  reproduction.  This  will  not  only  kindle 
enthusiasm  between  your  salesmen,  but  will  enable, you 
to  determine  just  which  one  is  best  adapted  for  this 
work. 

Supposing  you  oflfered  a  prize  in  the  way  of  a  50  or 
75  cent  knife  to  the  boy  in  the  highest  grade  of  the 
country  school  near  your  town  having  the  best  average 
at  the  end  of  the  year.    Make  a  similar  offer  to  the  girl 
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having  the  best  grade.  Consider  for  a  moment  the  pub- 
licity this  would  give  you.  It  would  be  not  only  the 
talk  of  the  school  children,  but  they  would  carry  it 
home,  and  it  would  bring  you  big  returns.  "Would  it 
not  be  natural  for  these  children  to  come  into  your  store 
when  in  town?  Would  they  not  have  a  more  friendly 
feeling  for  you  than  they  could  otherwise  have?  What 
about  their  business  when  they  grow  older?  It  is  points 
of  this  nature  that  should  have  careful  consideration. 

It  is  the  duty  of  we  Sales  Managers  to  hire  the  best 
sales  talent  procurable.  Then  w^e  drill  and  drill  these 
men  until  they  are  thoroughly  familiar  with  our  propo- 
sition and  know  it  from  A  to  Z.  With  their  enthusiasm 
at  white  heat  they  meet  you;  they  show^  you  the  ad- 
vantages of  our  line;  they  sell  you.  Along  comes  Mr. 
Parmer  who  is  in  need  of  an  engine.  Your  salesman  does 
not  thoroughly  understand  wherein  Ithis  particular 
engine  is  better  than  any  other,  with  the  result  that  he 
does  not  have  the  enthusiasm  and  confidence  in  his  pre- 
sentation that  he  must  necessarily  have  to  carry  con- 
viction. Mr.  Farmer  wants  to  see  it  run.  Finally  after 
several  attempts  it  is  started,  but  your  customer  decides 
that  he  wants  an  engine  that  starts  easier  and  leaves. 
Is  that  the  fault  of  the  engine?  Is  the  manufacturer  to 
blame  for  this  condition?  Mr.  Farmer  condemns  the 
engine,  and  justly  so,  and  oftentimes  the  dealer  does 
exactly  the  same  thing.  Are  you  responsible  if  your  hair 
happens  to  be  red  ?  One  would  be  about  as  reasonable  as 
the  other. 

The  burden  is  placed  directly  upon  your  shoulders, 
Mr.  Dealer,  and  it  will  prove  a  burden  if  the  time  is  not 
taken  when  a  new  line  is  added  to  bring  your  salesmen 
together  while  the  representative  of  the  jobber  or  manu- 
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facturer  is  there.  Have  him  explain  in  detail  the  merits 
of  his  article  to  them  and  put  them  right  on  the  salient 
features.  They  can  then  make  the  proper  statements 
and  handle  a  sale  in  the  correct  manner.  This  is  the 
seat  of  the  real  trouble  in  the  retail  business  today. 

Let  a  certain  percentage  of  the  blood  in  your  system 
turn  to  water  and  something  happens.  If  the  salesman 
is  not  supplied  with  proper  data  regarding  an  article 
and  does  not  have  brains  or  energy  enough  to  get  it,  and 
endeavors  to  hatch  up  weak,  flimsy  statements  that  are 
as  thin  as  water  and  wholly  lacking  in  the  life-giving 
qualities  as  it  were,  something  is  bound  to  happen.  Let 
your  men  know  that  they  must  stand  absolutely  on  their 
own  feet  and  not  run  to  you  every  time  some  unusual 
question  is  asked  them.  That  they  must  fortify  them- 
selves beforehand  rather  than  afterwards  and  be  pre- 
pared to  take  care  of  these  questions.  You  will  find  that 
the  jobber  and  the  manufacturer  will  welcome  with  out- 
stretched hands  every  opportunity  to  supply  you  with 
full  and  complete  information. 

The  more  closely  the  work  of  your  salesmen  can  be 
confined  to  certain  limitations  the  better.  I  have  watched 
with  great  interest  in  a  number  of  instances  where  deal- 
ers have  divided  their  stores  into  different  departments, 
the  same  as  the  hig  department  stores  and  gave  the 
salesman  in  charge  a  percentage  on  his  gross  sales  over 
a  certain  figure.  Of  course,  the  basis  on  which  this  would 
be  handled  would  depend  largely  upon  the  line,  being 
more  in  some  than  others. 

The  business  success  of  tomorrow  will  be  the  men  who 
is  dissatisfied  with  conditions  of  today.  It's  absolutely 
impossible  for  you  to  handle  every  detail  of  your  busi- 
ness.   Don't  try  to.    Give  your  salesmen  some  responsi- 
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bility.  If  you  did  $3,000  worth  of  business  in  March, 
1913,  call  them  together  on  the  last  day  of  this  month 
and  say,  Boys'  we  are  going  ahead,  there  is  no  slipping 
back,  so  we  must  do  at  least  10  per-  cent  more  business 
this  month  than  for  the  same  month  last  year,  and  that 
you  are  counting  and  depending  upon  their  doing  it. 
They're  human;  they  will  respond  and  unless  something 
very  bad  happens  will  deliver  it  across  the  plate  for 
you.  It's  team  work,  gentlemen,  that  counts.  Every- 
thing is  to  be  gained  with  it,  and  nothing  worth  while 
without  it. 

If  you  have  a  salesman  w^ho  is  interested  in  electricity 
talk  with  him  about  the  big  field  that  is  opening  up  for 
the  installation  of  suburban  lighting  plants.  Ask  him 
what  he  thinks  of  that  field.  Tell  him  if  he  is  interested 
sufficiently  in  that  line  of  work  to  take  a  correspondence 
course  in  electricity,  you  will  pay  half  the  cost,  with 
the  understanding  that  if  he  gets  a  grade  above  80  per 
cent  that  you  will  pay  it  all.  There  is  absolutely  no 
better  investment  you  can  make  than  when  dealing  with 
real  live  forces.  Let  me  tell  you  of  a  case  that  came 
under  my  recent  notice.  A  large  electrical  manufactur- 
ing company  in  their  endeavors  to  assist  the  dealer  in 
moving  the  goods  conducted  an  advertising  campaign 
national  in  scope.  Among  other  publications  used  was 
the  Saturday  Evening  Post.  A  certain  gentleman  had 
in  mind  the  purchase  of  an  electrical  bread  toaster  for 
his  wife.  In  looking  through  this  particular  number 
of  the  Post,  he  noticed  this  company's  double  spread 
advertisement.  He  called  his  wife's  attention  to  the 
toaster ;  asked  her  how  she  would  like  to  have  one.  She 
thought  it  would  be  very  nice,  and  he  told  her  he  would 
see  further  about  it. 
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Now,  tile  very  next  morning  in  walking  down  the 
street  he  passed  a  hardware  store  and  his  eye  happened 
to  fall  upon  the  toaster  described  in  the  advertisement 
he  had  just  read  the  previous  evening.  He  stopped, 
looked  at  it  critically,  and  went  into  the  store.  lie 
walked  up  to  the  order  taker  (for  he  was  nothing  mcn^e) 
with  the  statement  that  he  would  like  to  examine  an 
electrical  toaster.  The  order  taker  looked  at  him  with 
a  vacant  stare,  as  much  as  to  say,  ^^What  is  it?"  The 
customer  repeated  his  previous  statement,  whereupon 
the  order  taker  spoke  up  and  said:.  *'0h,  we  don't  ^ 
handle  that  class  of  goods."  But  the  customer  said,  ''I 
ju^t  noticed  one  of  these  toasters  in  your  window." 
''Well,"  said  the  order  taker,  ''if  it  is  there,  I  did  not 
know  it.  You  will  have  to  show  it  to  me."  At  the 
direction  of  the  man  it  was  brought  out  of  the  window 
and  placed  on  the  counter.  "What's  the  price?"  asked 
the  customer.  After  turning  it  over  a  number  of  times, 
the  order  taker  said  there  was  no  price  on  it.  The  cus- 
tomer said,  "I  can  tell  you  the  price,  for  it  is  advertised 
at  $2.25."  "Well,  I  don't  know,  and  T  would  hardly 
want  to  let  it  go  until  I  get  a  chance  to  look  up  our 
invoices." 

There  it  ended.  You  say,  yes,  but  that  is  a  greatly 
exaggerated  case.  Perhaps  so,  I  will  not  take  issue  on 
that.  I  know  of  a  certain  retail  implement  house  right 
here  in  your  own  good  state  that  has  had  a  sample 
Cushman  engine  on  their  floor  three  years.  We  received 
a  few  days  ago  a  letter  from  a  prospective  buyer  for 
that  engine.  Said  that  he  had  been  in  and  examined  it, 
and  wanted  to  know  whether  it  was  a  two  or  a  four 
cycle  engine.  That  the  dealer  didn't  know!  Yet,  I 
venture  the  assertion  that  that  very  dealer  blames  our 


THE  NEBRASKA  IRONMONGER 


53 


engine  and  company  because  he  doesn't  sell  it. 

Let  me  cite  you  to  another  case  that  recently  came 
under  my  notice.  A  young  lady  of  exacting  taste  in 
passing  a  shoe  store  noticed  a  shoe  in  the  window  that 
attracted  her  attention.  She  stepped  in  and  made  her 
wants  known.  This  particular  shoe  was  obtained  from 
the  window.  In  fitting  it  to  her  foot,  it  was  found  a 
trifle  too  wide.  Instead  of  the  salesman  kindly  telling 
the  lady  the}^  had  nothing  in  that  particular  style,  he 
began  bringing  out  numerous  shoes  with  the  statement 
that  they  were  nearly  like  the  first  one.  She  told  him 
to  let  it  drop,  that  she  would  do  nothing  further  about  it. 
Now,  what  do  you  suppose  that  salesman  did?  It  hap- 
pened just  at  lunch  time,  and  he  was  so  vexed  at  his 
not  making  a  sale  in  being  detained  five  minutes  in  going 
to  his  luncheon  that  he  got  up  and  deliberately  left  the 
lady  to  put  on  and  lace  up  her  own  shoe  that  had  been 
removed  to  make  the  first  fitting. 

Does  it  pay  to  train  men?  Would  such  firms  as  Vale 
&  Towne  Mfg.  Co.,  the  Burroughs  Adding  Machine  Co., 
The  General  Elec.  Co.,  The  National  Cash  Register  Com- 
pany, Dodge  Mfg.  Co.,  Westinghouse  Mfg.  Co.,  Luken- 
heimer  &  Co.,  Western  Elec.  Company,  and  scores  of 
other  concerns  conduct  at  their  own  expense  instruction 
schools  if  they  were  not  directly  and  immensely  bene- 
fited thereby? 

But,  you  say  that  is  all  right  for  companies  of  that 
magnitude,  but  would  not  be  at  all  applicable  for  my 
business.  Listen !  Nobody  has  a  mortgage  on  success. 
There  has  not  been  a  thing  done  since  the  world  began 
that  cannot  be  duplicated. 

It  is  not  my  intention  to  more  than  mention  the  chang- 
ing attitude  on  the  part  of  the  dealer  toward  the  repre- 
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senative  of  the  jobber  or  manufacturer.  This  is  making 
progress  in  the  right  direction.  You  can't  buy  goods 
from  every  salesman  who  comes  along.  You  are  not 
expected  to.  But,  treat  them  as  men  deserving  of  the 
consideration  to  vrhich  they  are  entitled.  Their  life  is 
by  no  means  a  flowery  bed  of  ease.  They  are  in  all 
cases  able  to  give  ycu  some  information  that  may  prove 
valuable  ;^some  suggestion  that  you  can  cash  in  on.  And 
at  the  very  least,  their  good  will  is  worth  far  more  to 
you  than  their  ill  will,  and  it  is  sometimes  difficult  to^ 
tell  what  the  future  will  bring,  or  how  soon  you  will  be 
in  need  of  the  very  line  that  you  cannot  now  handle. 
How  much  easier  it  will  be  for  you  under  these  circum- 
stances to  obtain  it. 

About  60  per  cent  of  the  business  of  the  members  of 
this  association  is  on  a  credit  basis.  You  know  as  well 
as  I  do  that  goods  not  paid  for  never  work  with  the 
same  degree  of  satisfaction  that  they  do  when  the  check 
is  given  when  they  are  taken  from  the  store.  You 
heard  an  excellent  debate  on  this  just  last  night.  I  only 
want  to  emphasize  it.  When  the  traveling  salesman  for 
the  various  houses  from  w^hom  you  buy  goods  calls,  and 
you  place  an  order  with  him,  you  sign  it,  do  you  not  ? 
Doesn't  it  state  plainly  the  terms  on  which  the  goods 
are  bought?  AVhy  is  this  done?  To  prevent  misunder- 
standings. "Why  not  incorporate  more  plans  of  this 
nature  into  your  business?  Let  Mr.  Farmer  borrow 
money  from  the  bank  and  he  not  only  signs  a  note,  but 
gives  additional  security  in  the  majority  of  cases  and  he 
pays  interest  as  well.  Doesn't  your  goods  represent 
money?  Then  why  permit  your  money  to  go  out  of 
your  store  and  into  the  possession  of  others  without  the 
slightest  kind  of  an  acknowledgment  from  them  of  the 
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obligation. 

If  I  have  brought  to  any  of  yon  in  this  limited  time 
one  new  thought  that  you  will  be  able  to  incorporate  into 
your  business,  I  will  feel  well  repaid.  I  thank  you. 
(Applause.) 


Mr.  Kavanaugh :  Mr.  AVilliams  referred  to  nationally 
advertised  goods  as  being  easy  to  sell.  I  wish  to  ask  him 
what  per  cent  of  profit  he  thinks  the  dealer  should  be 
entitled  to  on  those  goods. 

Mr.  Williams :  That  is  a  difficult  question  to  answer 
because  there  are  many  things  to  be  taken  into  consider- 
ation, but  I  would  say  on  the  average  20  to  25  per  cent 
to  the  dealer.  The  margin  of  discount  of  more  sales 
and  smaller  profits. 

Mr.  Hussie :  Do  you  figure  the  percentage  of  profit 
on  selling  price  or  the  cost  price? 

Mr.  Williams :  It  is  the  profit  over  what  they  actually 
cost.    It  includes  the  overhead  expenses. 

Mr.  Kavanaugh:  If  we  all  figured  on  that  kind  of  a 
profit  we  would  not  have  one  single  item  of  nationally 
advertised  goods  in  our  stores  today.  There  is  not  a 
well  advertised  line  today  that  shows  a  profit  of  five 
per  cent  over  and  above  the  cost  of  doing  business,  and 
the  majority  of  them  lack  considerable  of  showing  the 
overhead  expenses. 

The  Secretary:  We  are  liable  to  forget  on  these  mat- 
ters that  it  is  to  our  interest  that  this  advertising  is 
done  and  illustrated  by  the  point  Mr.  Williams  made, 
and  there  is  no  effort  on  the  part  of  the  storekeeper  to 
sell  the  toaster.  We  must  consider  that  in  considering 
the  percentage  of  profit.  I  am  in  favor  of  selling  the 
goods  in  this  manner. 
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Mr.  Kavanaugh :    The  man  did  hot  sell  the  toaster. 

The  Secretary:    That  was  not  the  toaster's  fault. 

Mr.  M.  0.  Trester:  The  Lincoln  Ad  Club  discussed 
that  question  two  months  ago,  and  the  unanimous  opin- 
ion of  the  business  men  of  Lincoln  was  that  it  did  not 
pay  to  carry  nationally  advertised  goods;  there  v/as  a 
few  of  the  Ad  men  and  the  newspaper  men  voted  that 
that  was  the  way  to  sell  goods. 

Mr.  Kavanaugh :  "We  are  somewhat  to  blame  for  some 
of  these  things  ourselves.  For  instance  take  the  elec- 
trical specialty  line.  The  man  who  can  buy  in  large 
quantities  can  make  a  nice  profit,  but  the  man  who  buys 
these  supplies  in  a  small  way  does  not  make  any  profit. 
In  our  town  we  have  three  drygoods  stores,  an  electrical 
supply  house  and  hardvvare  stores  handling  the  same 
line  and  none  of  us  are  making  a  profit.  The  percent- 
age of  profit  increases  with  the  volume  of  business.  One 
of  these  dealers  recently  agreed  to  do  the  buying  for  all 
these  concerns,  securing  a  quantity  discount  by  this 
means  and  enabling  the  individual  dealer  to  purchase 
this  line  ten  per  cent  cheaper  than  formerly. 

The  president  then  called  upon  Mr.  S.  A.  Sanderson, 
to  whom  was  assigned  the  subject,  ^'One-cent  Letter 
Postage  and  its  Relation  to  Expansion  of  Parcels  Post,'' 
who  will  tell  us  something  about  this  all  absorbing 
topic,  and  as  he  is  known  to  everyone  here  an  introduc- 
tion is  hardly  necessary. 


ONE-CENT  LETTER  POSTAGE  AND  ITS  RELATION 
TO  EXPANSION  OF  PARCELS  POST 
S.  A.  Sanderson,  Lincoln. 

Our  secretary  has  handed  me  what  after  investigation 
I  consider  the  best  exponent  of  one-cent  letter  postage 
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I  have  ever  seen.  It  consists  of  a  series  of  cards  on 
postal  facts  prepared  for  the  members  of  congress. 

Many  business  men  are  of  the  opinion  that  in  order  to 
secure  one-cent  letter  postage  we  should  educate  our 
business  men  and  citizens  with  reference  to  the  great 
loss  our  government  is  annually  sustaining  in  the 
handling  of  second  class  mail,  which  includes  magazines, 
newspapers  and  periodicals.  Two-cent  letter  postage 
carries  the  bulk  of  the  expense  of  the  government  in  the 
postal  department. 

The  government  derives  large  profits  from  the  first 
class  mail  matter  under  the  present  rates,  but  this 
amount  is  absorbed  by  the  pound  rate  on  magazines 
stA  mail  matter  of  similar  character.  The  people  are 
therefore  paying  a  tax  for  the  benefit  of  some  few  large 
publishing  corporations.  We  should  take  the  matter  up 
with  our  representatives  in  congress  and  urge  ^  the 
passage  of  such  laws  as  would  make  the  postal  depart- 
ment place  each  individual  department  of  the  business 
\^  upon  a  paying  basis.  This  would  eliminate  much  of  the 
worthless  trash  that  now  passes  into  our  hands.  Many 
of  these  magazines  we  do  not  subscribe  for,  nor  do  we 
read.  It  has  been  shown  in  one  case  that  a  practically 
worthless  paper  weighs  so  little  that  it  can  be  sent  for 
three  years  and  a  half  at  the  same  price  that  it  costs 
you  to  send  a  postal  card. 

It  cost  one  publisher  last  year  $650,000  for  postage. 
It  cost  the  United  States  government  between  four  and 
five  millions  to  handle  this  matter.  You  are  helping  to 
pay  that  deficit,  and  it  is  unfair. 

(In  closing  Mr.  Sanderson  said  he  would  not  deal  with 
the  Parcels  Post  or  other  subjects  in  connection  with 
mail  matters,  since  they  were  too  broad  to  be  handled  in 
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the  time  allowed.  Mr.  Sanderson  illustrated  the  most 
essential  points  in  his  talk  by  means  of  large  show 
cards  showing  the  profit,  revenue  weight  derived  from 
first  class  matter  as  compared  with  the  loss  revenue  and 
weight  of  second  class  matter  covering  a  period  of  ten 
years.  A  similar  card  giving  figures  on  the  postal  ser- 
vice for  1913  showed  that  first  class  matter  had  yielded 
a  profit  of  $75,000,000  while  second  class  showed  a  loss 
of  $70,000,000.) 

Mr.  C.  H.  Tully:  These  talks  sound  very  well,  but 
we  should  act  on  this  matter,  and  to  that  end  I  wish  to 
oft' er  the  following  resolution : 

Be  it  Resolved,  that  the  Nebraska  Retail  Hardware 
Association  favor  unreservedly  a  one-cent  letter  postage 
bill,  and  that  we  pledge  this  association  to  use  all  reason- 
able means  through  our  congressmen  to  bring  about  such 
a  law. 

(The  resolution  w^as  referred  to  the  Resolutions  Com- 
mittee.) 

Mr.  Sanderson :  I  also  have  a  resolution  I  wish  to 
present,  as  follows : 

Be  it  Resolved,  that  we,  the  Nebraska  Retail  Hardware 
Association  in  convention  assembled  at  Lincoln,  February 
17th,  1914,  recommend  the  adoption  of  the  Mamill  Bill 
now  before  congress,  which  calls  for  the  retirement  of 
the  superannuated  employees  in  the  government  service. 

(Referred  to  Resolutions  Committee.) 

The  President :  We  will  depart  a  little  from  the  regu- 
lar order  of  business,  and  as  there  is  still  some  little 
time  before  adjournment,  I  will  call  upon  Mr.  D.  F. 
Dolan,  of  "Western,  to  address  us  on  ''Suggestions  on 
Business  Ethics.''  According  to  our  program  this  num- 
ber comes  on  tomorrow  morning,  but  as  Mr.  Dolan  is 
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ready  he  will  now  give  us  his  views  on  this  subject. 
(Applause.) 

(On  account  of  lack  of  space  Mr.  Dolan's  speech  will 
appear  in  a  later  issue.) 

The  secretary  made  several  announcements  v/ith 
reference  to  the  entertainment  of  the  members  and  the 
ladies  during  the  afternoon  and  evening,  and  especially 
referred  to  the  entertainment  arranged  for  the  evening 
when  the  American  Steel  &  Wire  Company  would  show 
by  means  of  moving  pictures  the  various  processes  which 
are  followed  in  converting  iron  ore  into  the  smallest 
articles  of  cutlery.  And  that  the  pictures  would  be 
interspersed  by  music  and  recitations. 

The  meeting  adjourned  to  9  o'clock  a.  m.,  Thursday. 

The  meeting^  in  the  Lindell  Hotel  Convention  Hall  on 
Wednesday  evening  under  the  auspices  of  the  American 
Steel  &  Wire  Company,  through  its  representative,  Mr. 
Squibbs,  proved  to  be  a  profitable  and  entertaniing 
occasion.  The  convention  hall  was  crowded,  there  being 
possibly  upwards  of  500  people  in  attendance.  M'\ 
Squibbs  handled  his  subject,  Steel  Making''  in  an  ex- 
cellent manner.  The  entertainment  feature  between  the 
changing  of  the  reels  seemed  to  be  highly  appreciated  by 
the  audience,  and  being  talent  entirely  of  our  own  home 
folks  was  all  the  more  thoroughly  enjoyed. 


THURSDAY,  FEBRUARY  19TH— MORNING  SESSION 

The  meeting  opened  with  President  McAllister  in  the 
chair,  and  with  song  by  the  Arndt  Quartet. 

The  President :  Brother  hardware  men  we  have  yyith 
us  this  morning  a  most  genial  person  who  has  consented 
to  have  his  name  appear  on  our  program.  He  may  not 
be  known  to  all  of  us,  but  I  know  he  will  tell  us  some- 
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thing  that  will  be  profitable  to  us  in  our  business.  His 
subject  is  the  relation  of  jobber  and  retailer  to  each 
other,  and  we  will  now  hear  from  Mr.  George  Wright,  of 
the  Paxton  &  Gallagher  Company,  Omaha. 

THE  DUTY  OF  THE  JOBBER  TOWARDS  THE  RE-  ^ 
TAILER  AND  THAT  OF  THE  RETAILER  TOWARDS 
THE  JOBBER 

George  Wright,  Omaha. 

This  is  a  broad  and  comprehensive  subject,  involving 
in  its  discussion  various  other  topics,  each  of  which  are 
very  interesting  and  comprehends  the  very  existence  of 
each  of  us  as  jobbers  and  retailers. 

In  w^hat  I  may  say  I  would  like  to  have  you  under- 
stand it  is  not  limited  to  that  of  any  set  of  by-laws  or 
agreemnts  of  any  kind,  nor  restricted  by  any  secrets 
pertinent  to  the  subject  as  to  the  limits  or  duty  of  a 
jobber  towards  the  retail  merchants. 

I  speak  without  reservation  and  only  as  I  see  it  and 
do  not  feel  there  is  anything  here  other  than  the  duty 
of  each  of  us  as' jobbers  and  retailers. 

If  we  should  take  each  individual  feature  of  this  topic, 
we  would  find  it  subject  to  the  many  vicisitudes  incident 
to  merchandising,  as  there  are  arguments  for  and  against 
certain  methods  of  distribution,  but  we  must  all  concede 
the  advisability  of  a  jobber  as  a  logical  channel  of  the 
distribution  of  merchandise  in  nearby  if  not  all  lines. 

I  am  not  going  to  discuss  the  subject  of  the  '^necessity 
of  a  johber, "  for  by  education  as  well  as  by  precepts 
and  examples  inherited  from  former  years  of  business 
life  together  with  cardinal  facts  in  the  method  of  distri- 
bution, we  find  the  necessity  of  a  local  basis  of  supply. 

The  tremendous  buying  power  of  the  jobber  is  at  your 
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service,  the  element  of  prices  on  larger  quantities  is  in 
your  favor,  the  lower  freight  rates  on  car  lot  shipments ; 
the  necessity  of  higher  prices  by  the  manufacturer  on 
account  of  increased  selling  expense ;  the  privilege  of  get- 
ting goods  in  small  lots  and  on  short  notice  from  your 
jobber,  as  well  as  many  other  offices  filled  by  the  jobber, 
all  work  to  your  interest. 

Granting  the  jobber  and  the  retailer  are  equally 
necessary  in  the  distribution  of  hardware,  then  it  is  es- 
sential that  we  both  work  together  as  we  both  are  very 
important  joint  factors  in  the  destiny  of  the  jobbing  as 
weJl  as  retail  industry. 

There  is  as  you  know  that  feeling  of  unrest  today  rela- 
tive  to  what  Vv^e  term  as  "the  high  cost  of  living,"  and  a 
demand  for  lower  prices.. 

In  conjunction  with  all  the  legislative  laws,  there  is 
the  necessity  of  careful  study  of  other  methods  per- 
taining to  the  conduct  of  our  individual  branches  of 
business  and  the  policy  governing  same. 

All  the  meetings  and  arguments  that  may  be  had  dur- 
ing a  life  time  by  either  side  is  not  going  to  be  effective 
without  the  co-operation  of  the  other. 

The  jobber  must  help  the  retailer  and  the  retailer 
must  co-operate  with  the  jobber  that  may  be  found  try- 
ing to  help  you  and  your  interests. 

It  is  further  necessary  that  the  jobber  and  retailer 
should  work  harmoniously  together,  for  any  measures 
or  methods  affecting  the  cardinal  features  of  merchan- 
dising can  be  construed  of  equal  interest  to  both  jobber 
and  retailer. 

What  is*  the  Jobber's  Duty  Towards  the  Retailer? 

This  word  "duty'  'embraces  so  much  argument  that  if 
I  should  undertake  to  define  it,  it  would  mean  going  into 
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detail  as  to  all  the  knowledge  we  have  gained  by  ex- 
perience as  to  the  conduct  of  a  jobbing  business. 

AVe  as  jobbers  should  realize  our  *^duty  to  the  re- 
tailer," and  the  full  import  of  this  word  '^duty"  can  be 
felt  only  according  to  the  disposition  of  the  individual 
jobber  towards  his  clientage. 

The  duty  of  the  jobber  towards  the  retail  dealer  can- 
not be  given  to  you  in  one  or  one  hundred  expressions, 
it  cannot  be  defined  by  one  action  or  one  day's  work, 
but  his  obligation  begins  with  the  very  underlying  prin- 
ciples or  foundation  of  *his  policy  in  the  formation  of  his 
corporation,  it  includes  all  instructions  to  and  the  edu- 
cation of  his  salesmen,  it  includes  the  buying  end  of  his 
business,  the  proper  policy  in  the  discharge  of  the  many 
complex  problems  that  come  up  every  day  and  that  show 
themselves  in  a  different  form  and  that  have  a  different 
bearing  than  they  did  yesterday. 

The  jobber  that  is  blinded  by  that  one  big  circle  of  an 
almighty  dollar  cannot  appreciate  his  duty  to  you,  and 
it  is  the  jobber  that  in  the  general  conduct  of  his  busi- 
ness, from  instructions  to  the  office  boy  to  the  biggest 
contract  or  question  that  comes  before  him,  that  has 
before  his  eyes  you,  the  '^retail  dealer"  instead  of  the 
dollar,  is  the  man  you  should  sup]>ort. 

I  feel  the  greater  the  foundatiou  of  confidence  the 
greater  consideration  given  to  the  quality,  the  greater 
assitsance  by  the  jobber  to  the  retailor,  that  free,  open 
and  above-board  method  governing  the  relations  with  the 
trade  is  all  conducive  to  a  better  uaderstanding  of  this 
subject. 

This  is  a  progressive  age,  we  must  recognize  the  ad- 
vancement made  in  the  forms  of  machinery,  transporta- 
tion, music,  art,  every  form  of  our  government  and 
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modes  of  living,  and  likewise  appi-eeiate  the  necessity 
of  such  reforms  as  may  be  possible  even  in  a  jobbing 
business,  for  the  same  methods  employed  fifty  years  ago 
cannot  be  applied  to  a  modern  business  policy  of  today. 

The  jobber  must  recognize  and  respect  the  province  of 
the  retail  dealer  as  the  real  distributor  of  our  wares, 
otherwise  we  fail  in  the  fulfillment  of  our  duty  to  you. 

The  jobber  occupying  the  position  between  the  manu- 
facturer and  retailer,  should  feel  obligated  to  give  the 
dealer  the  benefit  of  his  knowledge,  a  share  in  the  bene- 
fits derived  from  market  conditions. 

There  is  one  element  of  merchandising  that  is  disurb- 
ing  you  as  a  retail  dealer,  and  it  is  that  of  keeping  at 
home  that  part  of  your  trade  that  is  drifting  by  mail  to 
the  larger  cities,  and  while  I  cannot  help  but  feel  you 
are  the  greatest  factor  in  the  regulation  of  this  evil,  yet 
the  jobber  must  feel  his  duty  to  help  you. 

It  is  with  a  degree  of  assurance  that  each  of  you  will 
admit  the  logic  of  this  statement  when  I  say,  that  as  one 
measure  of  the  success  of  a  jobber  depends  upon  the 
support  of  the  retail  dealer,  it  is  with  equal  positiveness 
that  I  say  the  retail  dealer  is  under  a  great  obligation 
to  the  jobber. 

You  as  a  retail  merchant  draw  considerable  strength 
from  the  jobber's  position.  You  have  at  your  service  the 
experience  of  men  expert  in  their  lines  as  well  as  their 
extensive  knowledge,  systems  and  accumulations  of 
special  methods  of  economical  assembling  and  distribu- 
tion. 

Remember  without  the  jobber  there  would  fall  upon 
you  all  the  functions  of  the  position  of  a  jobber.  Your 
expenses  would  increase,  your  capital  would  not  permit 
you  the  advantage  of  the  concessions  gained  and  granted 
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you  by  the  jobber. 

All  the  expense  incident  to  assembling  huge  stocks, 
warehousing,  sales  expense,  etc.,  must  be  borne  by  some- 
one, they  are  facts  you  cannot  get  around,  and  without 
the  jobber  you  or  the  manufacturer  would  necessarily 
have  to  shoulder  these  and  the  net  cost  of  the  goods  to 
you  as  compared  with  what  can  be  had  today  would  be 
increased. 

The  jobber  is  '^your  buyer,''  you  have  him  on  the 
job  to  watch  the  markets,  get  for  you  all  the  concessions 
possible  and  to  give  you  benefit  of  them. 

You  do  not  expect  a  jobber  to  buy  goods  as  low^  as  he 
can  and  market  them  to  you  at  an  abnormal  profit,  but 
you  expect  him  to  buy  his  goods  at  as  low  a  figure  as  he 
can  and  pass  them  on  to  you  at  a  profit  to  be  governed 
by  the  cost  of  doing  business  and  a  fair  rate  of  interest 
on  the  investment. 

That  old  theory  of  "buy  as  low  as  you  can  and  sell 
for  all  I  can"  is  not  in  keeping  with  the  conditions 
forced  upon  us  by  the  development  of  our  commercial 
life. 

If  you  find  a  jobber  working  along  the  new  ways  of 
jobbing  hardware,  one  that  is  working  in  harmony  with 
the  laws  of  justice,  one  that  figures  from  the  stand- 
point of  the  retailer,  then  it  is  "your  duty''  to  support 
such  a  house. 

If  each  of  you  here  today  could  but  only  appreciate 
your  own  position,  the  responsibility  that  rests  upon 
you,  you  would  not  be  so  quick  to  place  the  burden  upon 
the  shoulders  of  the  jobber. 

There  are  a  great  many  "dealers"  in  business  today, 
who  you  will  agree  with  me  are  not  "merchants." 

Webster  gives  tw^o  or  three  definitions  of  the  word 
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'^merchant,"  one  of  which  is  ''a  person  who  keeps  a 
shop  or  store  to  sell  goods." 

I  have  always  been  impressed  with  that  word  '^seT' 
and  in  sending  out  onr  salesmen  I  impress  them  with  the 
fact  that  I  want  our  goods  sold,  not  simply  an  order 
taken  for  them. 

If  you  **seir'  a  man  something,  you  must  first  get  his 
confidence,  convince  him  as  to  the  quality  and  merits  of 
your  wares,  display  that  knowledge  of  the  feature  in 
question  and  exercise  due  and  intelligent  sales  ability. 

I  make  this  statement  to  emphasize  a  point  to  which 
I  hope  you  will  not  take  exceptions,  and  that  is,  so 
many  of  us  as  jobbers  and  retailers  alike  are  not  '^mer- 
clianls.'' 

The  word  "merchant''  involves  so  much  that  I  think 
sometimes  the  subject  "Who  is  a  Merchant?"  would  make 
a  good  title  for  a  very  interesting  book. 

AVhen  we  say  "merchant"  our  thought  runs  to  a  re- 
tail dealer  and  if  we  could  all  be  successful  "merchants" 
the  "relations  of  the  jobber  and  retailer  to  each  other" 
would  be  more  remunertaive  to  each. 

There  rests  upon  you  as  a  dealer  greater  responsibility 
than  some  of  you  feel,  and  there  are  numerous  features 
in  your  business  relations  with  your  jobber  that  class 
you  either  as  a  "merchant,"  or  as  a  "store-keeper." 

Granting  you  find  a  jobber  endeavoring  to  do  his  duty 
towards  you,  you  should  feel  it  equally  encumbent 
upon  you  to  give  him  the  same  consideration  as  you 
expect  from  the  jobber. 

You  can  usually  tell  a  "merchant"  from  a  "store- 
keeper" by  the  manner  in  which  his  business  between 
the  jobber  and  himself  is  handled,  and  by  this  I  have 
reference  to  the  frequent  questions  arising  over  your 
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orders,  the  matter  of  making  claims,  making  deductions 
from  your  remittances  and  thereafter  ignoring  all  cor- 
respondence to  same,  the  prompit  settlement  of  your  bills. 

I  do  not  say  this  to  hurt  your  feelings,  I  am  open  and 
free  to  admit  the  obligation  of  a  jobber  to  you  and  in 
discussing  the  other  phase  of  the  question  must  bring  out 
some  of  the  features  of  your  obligations  to  the  jobber. 

You  asked  me  to  come  here  and  talk  to  you  on  this 
subject  and  I  am  taking  the  liberty  of  saying  what  I  do, 
purely  from  an  unprejudiced  standpoint  and  to  try  and 
show  you  that  the  great  question  of  economic  merchan- 
dising'' does  not  rest  solely  on  the  manufacturer  or  job- 
her.     We  are  all  interested. 

That  feature  of  the  statement  just  made  ^^tlie  prompt 
settlement  of  your  bills"  is  one  worthy  of  your  consider- 
ation as  a  body  as  having  great  bearing  on  the  question 
of  ''lower  prices.'' 

The  merchant  that  makes  prompt  settlement  of  his 
bills,  that  does  not  arbitrarily  deduct  cash  discount  '30 
and  60  and  sometimes  90  days  after  the  account  is  due, 
that  does  not  make  arbitrary  deductions  from  prices,  and 
that  shows  a  disposition  to  keep  his  credit  and  his'  ac- 
count in  good  shape,  will  always  get  the  benefit  of  :he 
best  treatment  the  jobber  can  offer. 

By  prompt  settlement  of  your  accounts  a  jobber  can 
justly  sell  you  goods  on  a  lower  basis,  than  if  the  dealer 
by  slow  payments  forces  the  jobber  to  go  to  the  bank 
and  borrow  money  to  carry  his  stock  of  from  a  half  to 
two  million  dollars  and  from  one  to  three  million?  on  his 
books. 

You  take  a  house  with  say  ten  thousand  accounts,  sup- 
pose each  of  them  was  owing  only  a  hundred  dollars 
each,  you  would  have  outstanding  accounts  of  one  mil- 
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lion  dollars,  you  double  this  hundred  dollar  account  and 
you  can  get  some  idea  of  what  it  takes  to  ruT>  n  jobbing 
business. 

Take  the  catalogue  houses  as  an  illustration,  they  have 
their  cash  before  a  shipment  is  made.  Is  it  not  reasonable 
to  say  that  a  house  operating  on  a  cash  basis  or  that  has 
its  bills  paid  promptly,  should  be  able  to  sell  you 
goods  for  less  money  than  a  jobber  who  must  have  a 
vast  outlay  of  cash  out  on  credit? 

It  is  an  absolute  fact  that  someone  \as  to  pay  the 
freight  and  you  may  rest  assured  this  interest  paid  by 
the  long  time  credit  system  must  come  out  of  the  service 
you  get  or  is  woven  into  the  price  you  pay  or  out  of  the 
quality  of  your  goods. 

This  matter  of  relations  between  jobber  and  retailer  is 
a  mutual  one,  it  is  not  a  one-sided  alfair,  no  man  can 
live  absolutely  unto  himself  and  enjoy  all  the  blessings 
of  life.  You  as  a  retail  dealer  have  a  mission  just  as  im- 
portant as  that  of  the  jobber's  duty  towards  you. 

Your  duty  in  settlement  of  the  question  of  economic 
merchandising  is  just  as  binding  upon  you  as  any  other 
factor  of  commercialism. 

You  have  a  duty  to  perform  and  among  the  many 
functions  of  your  office  as  a  retail  merchant  is  your 
obligation  to  respect  certain  methods  that  are  conducive 
to  lower  prices. 

If  you  find  a  jobber  lax  in  their  credit  system  ask 
yourself,  ''Who  Pays  the  Freight?" 

A  jobber  who  operates  on  long  time  credit  methods 
reckons  with  the  possibility  of  losses  at  the  beginning. 
The  bad  debts  must  be  covered  somewhere,  therefore  you 
can  appreciate  byf  prompt  settlment  of  your  accounts, 
you  can  expect  to  get  your  goods  cheaper. 
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We  all  know  money  has  a  basic  value,  it  is  worth 
just  so  much  whether  on  a  note,  in  the  form  of  a  bank 
deposit  or  an  obligation  for  a  bill  of  goods. 

You  go  to  the  bank  and  borrow  money,  you  give  your 
note,  you  expect  to  and  do  pay  interest  and  you  meet 
that  note  in  some  manner  when  due. 

When  you  buy  a  bill  of  goods  you  are  borrowing  a 
'^barterer-in-trade,'^  you  have  an  obligation  just  as  much 
as  for  a  note  at  the  bank. 

,  Gentlemen,  this  question  of  merchandising  is  growing 
more  strenurus  every  day,  it  requires  more  brains, 
closer  manipulations  and  thought  than  ever  before. 

You  come  here  and  listen  to  some  of  these  talks,  some 
of  you  gather  many  good  points  and  apply  them  to  your 
business,  others  go  away  seemingly  having  gathered  no 
enthusiasm,  no  interest,  some  are  ready  to  criticise  or 
condemn. 

Do  you  realize  that  you  are  a  great  big  part  of  this 
machinery ;  do  you  realize  a  great  big  part  of  the  re- 
sponsibility of  correcting  a  great  many  of  the  trade 
evils  rests  upon  you  individually? 

If  you  sit  here  and  feel,  ^^Oh  well ;  I  have  nothing  to  do 
with  that,''  and  expect  a  few  of  your  good  officers  to  carry 
all  the  load,  then  you  cannot  get  that  fullness  of  ap- 
preciation of  what  right  down  in  your  own  heart  you 
want. 

The  manufacturer  has  a  part,  the  jobber  has  a  part, 
you  as  an  individual  retail  dealer  whether  up  here  on  the 
main  streets  of  Lincoln  or  out  in  the  smallest  hamlet  of 
the  state,  have  a  part. 

The  conduct  of  '  your  business  relations  with  your 
jobber,  the  conduct  of  your  business  relations  between 
you  and  your  trade,  the  applications  of  your  sales  a})ility 
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to  your  own  business. 

These  to  me  were  always  the  strongest  bid  and  argu- 
ment any  merchant  had  for  business  getting. 

You  cannot  buy  goods  and  then  expect  the  consumer 
to  come  in  and  take  them  away  from  you.  And  I  have 
often  said,  but  will  not  dwell  upon  it  here,  that  if  I  were 
a  retail  dealer,  no  Mr.  Catalogue  house  on  earth  could 
come  into  my  section  and  get  my  business. 

Some  of  you  are  good  hard  thinkers,  hard  workers,  but 
I  often  see  the  lack  of  sales  abilit}^  among  the  retail 
trade. 

We  are  striving  for  something,  we  are  here  for  a  pur- 
pose, therefore  if  each  of  us  will  but  lay  down  that  point 
that  is  common  to  all  of  us  strife  or  antagonism,"  shake 
off  the  shackles  that  are  hindeiing  you  from  enjoying  the 
fullness  of  life,  assume  your  position  as  one  who  can 
help,  get  into  the  harness  here,  when  you  go  home  apply 
the  good  and  the  suggestions  learned  here  to  your  own 
business,  I  am  satisfied  it  will  be  felt  generally  in  gain- 
ing the  object  of  your  association. 

There  is  a  certain  standard  in  life  that  is  higher  than 
a  dollar.  Let  us  look  beyond  the  dollar  occasionally  and 
we  can  each  enjoy  our  vocations  more  fully. 

I  assure  you  of  my  personal  good  wishes  for  your 
association  and  of  my  co-operation  along  any  and  all 
lines  that  will  help  the  cause  and  maie  your  commercial 
life  more  bearable.  (Applause.) 

Mr.  Wright's  talk  elicited  the  following  inquiries: 

Mr.  Wm.  Kinzel :  Would  it  make  any  difference  to  the 
jobber  if  he  received  the  check  with  his  order,  and  if  so 
what  percentage  of  difference  would  be  made  in  cost? 

Mr.  Wright:  A  jobber  can  rightfully  sell  you  goods 
for  less  money  if  he  has  the  cash  before  he  ships.  There 
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is  no  argument  to  it.  We  do  not  grant  6,  8  and  9  months' 
time  as  some  other  jobbers  do.  We  are  as  near  a  cash 
basis  house  as  any  jobber  can  get  without  demanding 
the  money  in  advance.  The  jobber  can  help^  you  if  he 
will  do  his  part  of  it,  provided  also  you  do  yours.  If 
the  bills  are  paid  promptly  when  due  the  jobber  can  cut 
out  losses.    The  shorter  the  time  the  closer  the  prices. 

The  Secretary :  Our  national  secretary  told  us  at  this 
meeting  where  the  jobbers  were  asking  anywhere  from 
40  to  60  per  cent  more  for  their  goods  than  the  cata- 
logue houses  were  printing  in  the  open  market.  We  are 
a  composite  body  and  we  have  the  jobber  as  a  buyer  and 
agent  for  us,  whose  duty  it  is  to  buy  goods  at  the  very 
best  possible  price  and  on  the  bef^t  possible  terms,  and 
who  should  put  you  in  a  position  to  meet  the  world.  We 
are  here  to  expect  from  our  buyer  such  treatment,  prices, 
and  the  regulating  of  such  conditions  as  will  put  us  on 
the  plane  of  selling  merchandise  and  making  a  profit 
as  against  any  competition  that  exists.  I  ask,  is  it  possi- 
ble for  this  body  of  retail  men  of  Nebraska  to  get  in  such 
a  place  that  they  shall  fear  no  competition  and  still  re- 
tain the  valuable  services  of  their  buyer? 

Mr.  Wright :  That  question  involves  much  time  and 
consideration,  but  in  the  end  if  we  had  that  hearty  co- 
operation from  coast  to  coast  of  6very  retail  man,  and 
could  get  the  jobbers  to  get  on  the  same  sort  of  a  basis 
we  could  ignore  the  catalogue  house,  but  there  are  so 
many  elements  entering  into  the  fact  of  distributing 
goods  that  no  one  man  can  today  sit  down  and  combat 
the  whole  propositon,  but  it  takes  united  effort.  We 
cannot  do  it  in  a  short  time  or  a  few  years.  The  cata- 
logue house  is  a  big  thorn  in  our  flesh,  and  it  will  take 
^ome  time  to  get  it  out.    If  we  had  from  you  what^  the 
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^^atalogue  house  demands  of  their  trade,  we  could  sell 
you  goods  so  you  could  go  out  and  meet  a  large  majority 
of  .  their  prices  and  make  a  profit.  Their  catalogue  con- 
tains so  many  deceptive  descriptions  that  it  is  hard  to 
know  what  we  are  competing  with  without  seeing  the 
actual  goods.  AYe  must  go  back  to  the  conduct  of  the 
retail  stores  and  their  management.  We  must  have  the 
cash  because  that  is  the  basis  of  the  entire  proposition. 
It  takes  the  dollar  to  transact  any  business  you  enter 
into.  If  we  could  go  to  the  manufacturers  and  buy  their 
entire  output  the  same  as  the  catalogue  house  does  it 
would  be  different,  and  if  the  money  accompanied  the 
orders  then  we  also  could  sell  for  less.  Our  gross  profits 
a:a  not  what  you  imagine,  and  it  takes  the  closest  man- 
agement in  all  the  details  of  our  business  to  come  out 
ahead  at  the  end  of  the  year. 

Mr.  Vaughn  Nolan :  You  spoke  of  the  catalogue 
house  selling  cheaper  than  the  jobber.  It  takes  much 
work  to  fix  up  a  claim  in  a  jobbing  house.  There  is 
much  extra  expense  connected  with  it.  I  suggest  to  the 
retailers  of  this  state  if  they  will  make  it  an  object  to 
take  up  each  claim  with  the  representative  of  the  house 
they  do  business  with  they  will  be  able  to  buy  same 
goods  cheaper  than  they  do  now. 

The  Secretary:  This  question  was  handled  by  the 
river  jobbers  in  a  way  that  admitted  of  no  admission, 
argument  or  suggestion  on  their  part,  whether  they  were 
ready,  and  if  ready,  whether  they  would  assist  in  this 
co-operative  feature.  .  But  one  jobber  gave  me  encourage- 
ment. A  member  in  this  room  told  me  yesterday  that  he 
is  absolutely  on  a  cash  basis  and  discounts  every  bill, 
an(J  he  has  been  endeavoring  for  two  years  to  get  better 
i)rices  on  that  account,  and  to  date  he  is  unable  to  do  so. 
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If  the  jobbers  of  the  Missouri  river  or  Chicago  have  to 
accumulate  the  expense  of  adjusting  claims  of  carrying 
men  60,  90  or  120  days  of  those  expenses  incident  ta  a 
non-cash  business,  if  we  cash  men  who  are  discounting 
our  bills  have  to  pay  for  it  then  it  is  time  we  are  putting 
our  cash  where  it  will  do  us  some  good.  "We  are  in  this 
matter  to  win,  and  if  the  jobbers  will  help  us  when  we 
get  in  a  tight  place  and  will  protect  us  on  these  close 
prices  we  are  ready  to  meet  them  more  than  half  way 
and  if  they  will  not  do  this  then  we  will  be  obliged  to 
adopt  our  own  form  of  doing  business. 

Mr.  C.  A.  Jack:  We  ought  to  do  something  in  regard 
to  freight  rates.  This  may  not  be  the  proper  time  to 
mention  this,  but  while  I  am  here  I  wish  to  say  that  I 
pa}^  a  rate  of  42  cents  a  hundred  on  stoves  from  Chicago, 
and  56  cents  on  woven  fence  wire.  We  all  know  which 
is  the  more  delicate  and  which  ought  to  take  the  higher 
rate  without  any  discussion,  and  yet  the  railroads  are 
compelling  us  to  pay  this  high  rate  on  woven  wire.  We 
ought  to  take  this  up  and  have  it  corrected. 

The  Secretary:  I  am  glad  this  has  been  called  to  my 
notice  and  will  give  it  my  early  attention. 

Mr.  D.  F.  Dolan :  Mr.  AVright  treated  this  question 
very  fairly  and  sensibly.  He  says  that  if  the  jobbers 
could  have  cash  with  the  orders  they  could  sell  cheaper. 
That  is  a  self-evident  fact.  If  we  as  retailers  could  have 
the  cash  for  our  goods  when  they  are  sold  we  too  could 
sell  cheaper.  We  are  in  the  same  position  the  jobber  is. 
When  we  discount  a  bill  to  the  jobber  we  are  getting  a 
consideration.  I  believe  that  this  subject  is  so  import- 
ant and  covers -«o  many  ideas  that  there  ought  to  be  a 
common  understanding  on  some  fair  and  common  ground 
between  the  jobber  and  retailer,  and  the  only  way  te 
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arrive  at  that  conclusion  would  be  to  have  the  jobbers 
consider  it  fairly  and  carefully  and  then  have  us  deter- 
mine what  we  can  do  for  them.  We  are  facing  a  tre- 
mendous menace  in  competition  with  the  catalogue  house. 
This  year  the  house  I  belong  to  has  paid  a  very  large 
city,  county  and  state  tax.  Sears,  Roebuck  &  Company 
comes  in  and  they  do  not  pay  a  cent  of  taxes,  and  they 
come  into  competition  with  us.  There  is  a  bill  now 
before  congress  requiring  the  catalogue  house  to  pay  one 
per  cent  of  their  sales  in  every  community  where  they 
are  not  doing  busines.  That  ought  to  do  away  with  the 
present  inequality.  It  is  the  duty  of  the  jobber  and 
manufacturer  to  help  us;  $40,000  went  out  of  our  town 
last  year  in  money  orders  to  Sears-Roebuck  and  Mont-  * 
gomery  Ward.  The  farmers  have  an  idea  that  the 
business  transacted  by  the  merchants  is  not  exactly  on 
the  square.  Let  us  get  on  common  ground  and  establish 
a  system  that  will  disabuse  their  minds  of  those  notions 
and  work  with  the  jobber  and  manufacturer  for  the 
ultimate  good  of  the  whole  country. 

Mr.  R.  A.  Peterson,  of  the  Hardware  Age:  This  sub- 
ject of  catalogue  house  competition  is  pi'obably  discussed 
more  than  any  other  one  in  your  conventions  and  withoue 
doubt  it  is  a  good  thing  to  discuss  it;  but  there  is  one 
point  you  dealers  should  bear  in  mind.  The  other  night 
riding  out  of  Des  Moines  I  picked  up  a  daily  paper  which 
has  a  circulation  of  about  23,000.  On  the  front  page  was 
quite  a  long  article  reading:  ''Our  hardware  dealers  in 
annual  convention  discussed  means  of  meeting  mail  order 
competition.'  Part  of  it  quoted  the  president's  address 
in  which  he  says:  ''The  retail  merchant  is  paying  too 
much  for  his  merchandise.  Too  much  personal  friendship 
in  buying,  and  the  listless  way  of  handling  business  is 
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what  causes  the  high  prices  of  today."  If  a  man  came 
to  you  and  asked  you  for  a  job,  and  said,  ^'I  cannot  work 
but  I  want  a  job/'  would  you  employ  him?  The  retail 
merchants  are  asking  the  consumer  to  give  them  a  job. 
When  you  allow  stuff  like  that  to  get  into  your  papers 
you  are  admitting  to  the  consumer,  and  especially  the 
farmer  that  takes  those  things  into  consideration  that 
you  are  not  capable.  These  things  are  good  for  your 
conventions;  they  are  good  for  you  to  discuss  among 
yourselves,  and  in  your  own  communities,  but  keep  them 
out  of  your  daily  papers. 

Mr.  J.  T.  Houzvicka :  Speaking  of  the  catalogue 
houses,  my  belief  is  the  greatest  part  of  the  increase  in 
their  business  is  due  to  the  free  advertising  they  are 
getting.  We  ought  not  to  discuss  these  matters  in  pub- 
lic, and  by  all  means  keep  it  out  of  the  local  papers,  and 
daily  papers  as  much  as  possible. 

Mr.  M.  J.  AVickersham:  I  wish  to  ask  Mr.  Wright  a 
question.  If  all  of  the  hardware  men  of  Nebraska  agreed 
to  buy  their  goods  of  Omaha  houses  instead  of  scattering 
their  business  would  they  be  able  to  sell  us  cheaper  than 
they  do  now? 

Mr.  Wright:  If  we  had  the  business  of  the  entire  state 
and  the  cash  with  your  orders  we  certainly  could  sell  you 
goods  for  less  money  than  we  do.  We  would  decrease  it 
considerably. 

Mr.  C.  A.  Jack :  We  should  take  up  the  settlement  of 
our  claims  direct  with  the  traveling  men,  thereby  ex- 
pediting matters. 

Mr.  Kinzel:  There  are  jobbers  who  will  not  permit 
their  traveling  men  to  settle  claims  or  make  adjustments. 

Mr.  Wright :  We  give  our  salesmen  the  privilege  of 
adjusting  claims  with  the  merchants.    We  give  him  two 
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pads.  Tf  he  finds  there  is  any  allowance  due  yon  he 
gives  it  then.  If  it  is  beyond  his  control  he  makes  out 
claim  report  and  sends  it  in  and  we  look  it  \xr> ;  ninety 
per  cent  of  our  claims  are  settled  by  the  traveling  men. 

The  Secretary :  Mr.  "Wright  is  here  representing  a 
principle,  not  representing  his  firm,  and  it  is  hardly  fair 
to  Dut  the^e  questions  to  him  under  the  circumstances. 

Mr.  C.  W.  Trumble :  When  the  traveling  man  comes 
around  it  pays  to  get  the  best  possible  price  and  make 
him  put  it  down.  The  catalogue  houses  quote  many 
articles  for  40  to  50  per  cent  below  what  we  pay,  and  if 
you  will  tell  the  traveling  man  you  must  have  these 
goods  for  less  money  or  you  will  not  trade  with  him,  he 
v;i]l  help  you. 

The  President:  We  have  a  party  on  our  program  who 
is  a  member  of  the  banking  fraternity,  and  as  such  has 
had  wide  experience  with  the  merchants  and  is  very 
familiar  with  credits,  discounts  and  loans.  I  refer  to  Mr. 
C.  H.  Beaumont,  cashier  of  the  Nebraska  State^  Bank, 
Lincoln,  who  will  now  speak  to  us  on  the  subject,  ''The 
Banker  and  Merchant,  Treating  on  Credit,  Discounts  and 
Loans."  (Applause.) 


THE  BANKER  AND  MERCHANT,  TREATING  ON 
CREDIT  DISCOUNTS  AND  LOANS 
C.  H.  Beaumont,  Lincoln. 

When  your  worthy  secretary,  Mr.  Roberts,  asked  me 
to  address  this  convention,  I  hestiated  to  do  so  for  speech- 
making  is  not  in  my  line,  but  thinking  possibly  you  may 
have  had  a  surfeit  of  oratory  and  possibly  might  be  inter- 
ested in  the  views  of  one  who  has  been  actively  engaged 
in  the  banking  business  in  this  state  for  over  25  years, 
6  of  which  he  served  as  state  bank  examiner,  all  of  which 
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time  he  has  been  making  a  careful  study  of  the  question 
of  credits  and  the  relation  of  merchant  and  banker,  I 
decided  to  accept. 

'^Credits''  is  a  term  that  may  be  loosely  defined  as  Ex- 
pressions of  confidence  among  men."  The  word  credit'' 
is  derived  from  a  Latin  word  meaning  ^'to  belieye  in  or 
to  confide  in  the  truthfulness  of  a  statement."  Credit, 
when  extended,  is  simply  an  expression  of  confidence 
upon  the  part  of  the  lender  or  seller,  that  the  borrower, 
or  buyer,  will  make  good  his  promise  to  pay.  Some  of 
US  perhaps,  have  not  taken  the  trouble  to  analyze  the 
credit  system  tluit  hns  been  developed  during  the  last 
fifty  years,  and  if  so  we  are  not  in  position  to  realize 
the  immense  benefit  it  is  to  trade  and  industry. 

I  have  met  men  who  did  not  know  that  the  banks  of 
the  United  States  have  built  up  this  great  institution  of 
credits,  and  that  without  them  it  could  never  have  been 
accomplished. 

In  September,  1899,  the  American  Bankers  Association 
ill  convention  assembled  at  Cleveland,  Ohio,  adopted  a 
uniform  property  statement  blank  to  be  supplied  to  its 
members  and  thus  placed  the  stamp  of  approval  upon 
the  credit  department  for  the  bank,  at  the  same  time  in- 
structing its  secretary  to  set  up  in  his  office  a  model 
department  and  to  furnish  information  to  its  members 
regarding  the  workings  of  same,  and  it  is  a  correct 
statement  to  say  that  these  efforts  were  practically  the 
beginning  of  credit  research,  and  as  we  trace  the  subject 
during  the  past  15  years  and  note  the  growth  of  these 
methods  and  the  many  difficulties  which  have  been  over- 
come, we  certainly  feel  that  something  has  been  gained 
by  the  agitation  and  frequent  discussion  of  credits  and 
much  good  has  been  accomplished. 
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Too  many  men  are  apt  to  think  that  a  bank  exists 
solely  for  the  purpose  of  receiving  deposits  of  ca^h  and 
lending  the  money  to  its  customers.  While  this  is  in  part 
true  and  it  must  do  this  for  the  accommodation  of  the 
public,  yet  its  highest  office  in  my  opinion,  is  the  func- 
tion of  affording  the  business  community,  access  to  a 
system  of  credits — ^the  use  of  which,  in  the  proper  way, 
facilitates  trade  and  industry  as  nothing  else  has  ever 
done  in  our  commercial  life. 

To  illustrate :  A  miller  must  have  cash  with  which  to 
buy  wheat,  possibly  all  his  capital  is  invested  in  his 
plant.  He  goes  to  his  local  banker  with  ample  collateral 
and  borrows  credit  necessary  to  enable  him  to  buy 
enough  wheat  to  run  his  mill  for  a  season.  When  he 
puts  his  flour  upon  the  market  he  sells  the  product  of 
his  mill  at  prices  yielding  him  a  profit  above  the  interest 
rate  paid  for  the  use  of  the  bank  credit. 

The  live  stock  feeder  might  be  cited  as  another  ex- 
ample. He  has  the  corn  and  roughness  but  must  secure 
credit  with  which  to  buy  the  cattle.  In  these,  and  other 
cases,  the  banker  is  in  position  to  furnish  his  customer 
with  temporary  capital  with  which  to  carry  on  his  busi- 
ness operations.  This  capital  takes  the  form  of  memo- 
randa of  credit  placed  in  the  account  of  the  bank's  cus- 
tomer. It  is  the  true  function  of  a  commercial  bank  to 
lend  such  credit  to  promote  a  transaction  of  a  com- 
modity from  the  producer  to  the  consumer.  When  it 
does  so  it  furnishes  the  very  life-blood  of  trade. 

When  we  think  of  the  commercial  transactions  that  are 
consummated  every  business  day  of  the  year,  we  get  an 
intimation  of  the  incalculable  benefits  of  which  the 
banks  of  this  state  and  nation  are  conferring  upon  the 
people.    They  extend  credit  to  the  local  merchant  that 
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he  may  discount  a  bill  of  goods,  and  they  lend  credit  to 
the  jobber  covering  the  time  between  the  regular  buy- 
ing and  selling  seasons,  bridging  over  the  arch  starting 
with  the  manufactured  product  as  it  leaves  the  factory 
and  proceeds  on  its  way  to  the  consumer.  Theoretically, 
when  the  latter  pays  for  the  product  the  time  has  come 
for  squaring  up  with  the  banker,  and  our  best  concerns 
of  today  make  this  a  business  practice.  You  are  all 
familiar  with  these  things,  but  did  you  ever  stop  to  con- 
sider and  contemplate  what  would  happen  if  this  system 
of  credits  was  abolished?  In  that  event  trade  and  in- 
dustry would  be  paralyzed.  A  majority  of  men  would 
be  driven  out  of  business;  the  miller  I  spoke  of  would 
have  to  close  down  because  of  the  absence  of  the  chief 
indispensable  instrument  for  the  promotion  of  his  busi- 
ness ;  the  farmer  with  his  corn,  hogs  and  roughness, 
would  be  unable  to  buy  the  cattle  to  put  into  his  feed 
lot,  and  yet  it  may  be  possible  that  neither  used  a  great 
deal  of  actual  cash.  The  miller  paid  most  of  the  farmers 
by  means  of  checks  upon  the  bank,  extending  him  the 
credit,  upon  which  he  conducted  his  business,  and  when 
the  time  came  for  him  to  pay  his  loan,  he  paid  most  of 
it  with  bank  drafts  from  merchants  to  whom  he  sold  his 
flour,  and  the  latter  no  doubt  purchased  the  drafts  with 
checks  on  their  local  bank  accounts,  the  said  checks  and 
drafts  being  evidence  of  a  mutual  confidance  between 
business  men,  that  the  one  would  make  good  his  promise 
to  the  other.  This  evidences  a  continuous  chain  of  credit 
transfers. 

Among  the  countless  transactions  of  a  business  day, 
it  is  said  that  not  more  than  5  per  cent  of  the  total  in- 
volve the  use  of  cash.  This  means  that  95  per  cent  of  the 
business  of  this  country  is  done  upon  credit  finding  ex- 
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I  ression  in  one  form  or  another.  This  is  a  fact  of  the 
highest  importance  as  it  bears  evidence  of  the  sturdy 
character  of  the  American  business  man.  It  affords  a 
side  light  upon  the  progress  of  civilization  since  the  day 
when  men  bartered  one  article  for  another  after  careful 
examination,  and  the  deal  was  closed  on  that  basis,  such 
a  thing  as  deferred  payments  being  unknown  and  im- 
possible. 

If  95  per  cent  of  the  business  of  the  country  is  con- 
ducted upon  the  faith  that  men  have  in  their  fellows 
who  give  their  written  word  to  pay  their  debts  on  a 
future  date,  this  is  not  such  a  bad  world  to  live  in  after 
all,  but  however  optimistic  we  may  feel  in  this  regard 
we  are  compelled  to  scrutinize  our  credits  at  all  times. 
The  accuracy  with  which  such  scrutiny  is  made  gives  the 
measure  of  our  success.  The  corner  stone  of  credit 
science  may  be  said  to  be  the  requiring  from  borrowers 
of  statements  of* the  condition  of  their  affairs.  It  has 
come  to  be  recognized  that  the  practice  is  of  value  to 
both  bank  and  borrower.  Frank  and  open  statements 
bearing  upon  their  face  the  evidence  of  a  true  condition 
of  affairs,  are  to  my  mind,  the  greatest  factors  in  estab- 
lishing credit.  Nothing  can  more  firmly  cement  the  union 
between  borrower  and  banker,  than  such  a  statement 
and  nothing  will  be  of  more  value  to  a  banker  and  of 
less  harm  to  an  honest  enterprising  borrower. 

The  collective  judgment  of  the  bankers  of  a  com- 
munity, places  the  limitation  upon  local  credits.  The 
bankers  are  the  sole  arbiters  in  questions  of  the  merits 
of  commercial  paper,  which  means,  that  in  the  final 
analysis  they  must  decide  for  themselves  whether  the 
borrower  is  or  will  be  in  position  to  make  good  his 
promise.    He  must  be  absolutely  certain  that  his  eus- 
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tomers  are  honest  and  able  to  pay.  Assuming  that  it  is 
true  that  only  5  per  cent  of  the  entire  volume  of  busi- 
ness is  done  with  cash— why  is  it  that  business  depres- 
sion is  accompanied  by  a  money  stringency?  Would  it 
not  be  more  accurate  to  say  that  hard  times  are  oc- 
casioned by  a  general  pulling  in  of  the  lines  of  credit, 
which  of  course  means  that  mutual  confidence  among 
business  men  generally  has  undergone  a  strain?  "Why 
so?  It  cannot  be  due  to  the  sudden  destruction  of  our 
money  supply.  There  is  just  as  much  money  in  the 
country  the  morning  after  a  panic  breaks  on  us  as  there 
was  during  the  prosperous  days  preceding  it.  What  is 
it?  that  brings  about  a  situation  causing  men  to  call  in 
their  money?  Is  it  not  overstrained  credits?  Is  it  not 
due  to  the  fact  that  men  get  too  enthusiastic  in  an  era 
of  prosperity  and  engage  in  too  many  undertakings  in 
proportion  to  the  capital  they  possess?  If  this  theory 
of  the  case  be  correct  I  submit  the  query  to  every  busi- 
ness man  here.  Are  you  not  largely  responsible,  col- 
lectively, for  the  overstraining  of  credits  that  now  and 
then  comes  to  the  business  community?  If  this  may  not 
be  said  of  hardware  merchants  as  a  class,  it  is  certainly 
true  of  business  men  generally.  Knowing  these  things, 
is  it  any  wonder  that  the  banker  finds  it  necessary  oc- 
casionally to  counsel  his  customers  to  go  slow?  When 
he  looks  over  the  general  situation,  getting  the  drift  of 
current  events,  and  with  that  information  in  mind  takes 
a  survey  of  the  local  situation,  is  it  not  his  duty  to  his 
customers  to  warn  them  to  take  a  more  conservative 
course  ?  Most  of  you  remember  that  early  last  fall 
money  stringency  began  to  be  felt,  due  to  several  causes 
— tariff  legislation,  which  affected  the  manufacturing 
districts;  currency  legislation  which  has  us  all  guessing; 
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here  in  our  own  state  an  almost  entire  failure  of  the  corn 
crop,  especially  in  the  south  Platte  country.  Capital 
began  to  accumulate  in  vaults  in  the  money  centers.  The 
wise  men  in  finance  did  not  hesitate  to  light  the  distress 
signals  on  the  high  places,  as  a  warning  to  men  in  the 
valleys  to  slacken  their  pace  and  conserve  their  re- 
sources. Happily  the  warning  was  heeded  and  serious 
trouble  was  avoided.  I  am  one  who  believes  that  when 
this  new  currency  law  is  put  in  operation,  such  periods 
will  be  almost  entirely  avoided,  and  legitimate  trade  will 
always  be  taken  care  of,  but  wise  and  conservative  men 
must  be  at  the  head  of  this  new  currency  system  or  we 
shall  experience  a  period  of  inflation  such  as  we  have 
never  known  and  the  measure  which  we  now  look  to  as 
a  panacea  for  all  our  financial  ailments,  will  be  the  rock 
on  which  we  will  go  to  pieces.  Never  in  the  history 
this  country  as  I  see  it,  was  conservatism  more  needed 
than  it  will  be  in  the  next  few  years.  In  times  such 
as  we  experienced  tjiis  fall  and  winter,  it  is  the  fashion 
to  blame  the  banker,  who  must  of  necessity  call  in  his 
loans  and  refuse  credit  to  good  men.  Sometimes  he 
gives  personal  offense  by  his  action,  because  his  demand 
usually  embarrasses  customers  who  have  been  doing  too 
much  credit  business  on  credit  in  proportion  to  avail- 
able assets,  yet  the  banker  has  no  other  course  open  to 
him  and  if  he  is  wise  he  can  do  a  great  service  to  the 
business  community  by  counseling  conservatism  in  trade 
or  industrial  operations. 

I  have  said  enough  to  disclose  the  fact  of  the  close 
relations  that  must  subsist  between  the  banker  and  his 
customers.  It  is  their  duty  to  take  counsel  one  with 
another,  and  form  a  mutual  exchange  of  confidences, 
reach  true  conclusions  as  to  the  proper  limitations  to  be 
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placed  upon  credit  extended  in  a  particular  case. 

The  merchant  should  always  try  to  manage  his  busi- 
ness so  that  he  may  be  able  to  take  advantage  of  his 
discounts.  I  am  sure  the  members  of  this  organization 
appreciate  this  fact  and  I  believe  I  can  safely  say  with- 
out fear  of  successful  contradiction,  that  in  no  other  line 
of  trade  carried  on  in  this  state,  are  there  to  be  found 
more  conservative  or  successful  business  men  than  are 
engaged  in  the  hardware  line.  Surely  this  organization 
must  be  of  very  great  help  to  you  in  point  of  education 
aloDe  these  lines  for  I  have  it  from  your  secretary's  re- 
port, which  I  take  is  authentic,  that  among  your  members 
there  have  been  very  few  failures  the  past  three  years, 
that  the  percentage  of  members  compared  with  non- 
members  who  have  had  their  credit  rating  increased  is 
1  etter  than  two  to  one. 

In  view  of  these  facts  you  have  at  once  established  a 
line  of  credit  second  to  none. 

In  conclusion  let  me  suggest  that  you  maintain  at  all 
times,  a  frank  and  confidential  relation  with  thoughtful 
and  experienced  bank  officers.  Besides  the  credit  ac- 
commodation you  may  obtain,  he  can  help  you  in  estab- 
lishing your  credit  elsewhere.  This  is  a  banking  function 
of  the  very  greatest  value  to  a  business  man.  He  can 
set  you  right  with  the  jobber  or  manufacturer  and  thus 
enable  you  to  enhance  your  stock  of  merchandise  at 
times  when  otherwise  it  would  have  been  impossible. 
This  is  only  another  extension  of  that  bond  of  mutual 
confidence  which  is  the  very  soul  of  business.  The  help 
that  a  banker  can  give  you  is  not  confined  to  the  lending 
of  money  nor  to  the  extending  of  credit.  He  stands  as 
the  servitor  of  the  business  needs  of  the  community  in 
V  hieh  he  lives  and  is  the  local  agent,  so  to  speak,  of  the 
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system  of  credits  which  is  nation-wide  in  its  extent  and 
which  has  done  more  for  legitimate  promotion  of  trade 
and  commerce  than  any  other  agency  known  to  the  busi- 
ness world. 

I  thank  you.  (Applause.) 

Mr.  P.  S.  Bonesteel,  representing  the  National  Rating 
League  of  Chicago,  was  called  to  the  floor  and  briefly 
explained  the  workings  of  that  company.  He  showed 
that  while  in  the  large  cities  the  local  credit  bureaus 
were  in  a  position  to  furnish  some  information  as  to  the 
reliability  of  credit  risks,  that  this  service  was  not 
afforded  to  the  dealers  in  the  small  towns.  Under  the 
workings  of  the  league  which  he  represents,  this  work 
ill  explained  by  him  is  done  without  any  expense  to  the 
subscriber.  Lists  of  account  are  supplied  to  the  com- 
pany and  from  these  they  make  their  reports.  Before 
publishing  the  names  of  delinquents  they  are  written 
letters,  the  purpose  of  which  is  to  secure  the  collection  of 
such  accounts.  The  merchant  obligates  himself  to  pay 
the  first  $10.00  of  money  received  in  this  manner  to  the 
league,  and  after  that  time  they  pay  10  per  cent  of  col- 
lections made  through  this  body.  At  the  close  of  the 
meeting  Mr.  Bonesteel  distributed  literature  explaining 
more  fully  the  plan  which  his  company  affords. 

Mr.  Clarence  E.  Harman,  Deputy  Commissioner  of  the 
Pood,  Drug,  Dairy  and  Oil  Commission  of  Nebraska, 
visited  the  convention  for  the  purpose  of  explaining  to 
the  dealers  the  law  which  has  been  enacted  for  the  pur- 
pose of  prohibiting  the  sale  of  adulterated  or  otherwise 
unsuitable  seeds.  He  outlined  the  law  explaining  the 
most  salient  points,  and  in  this  connection  said : 

^^This  law  covers  the  sale  of  agricultural  seeds,  prin- 
cipal of  which  are  alfalfa,  barley,  blue  grass,  brome 
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grass,  clovers,  corn  (sweet  and  field),  flax,  millet,  oats, 
rye,  sorghum,  timothy  and  wheat. 

Every  parcel,  package  or  lot  of  agricultural  seeds  con- 
taining one  pound  or  more,  offered  or  exposed  for  sale 
in  the  state  of  Nebraska  for  use  within  this  state,  shall 
have  affixed  thereto  in  a  conspicuous  place  on  the  outside 
thereof,  distinctly  printed  in  the  English  language  in 
legible  type,  not  smaller  than  eight  point  heavy  Gothic 
caps,  or  plainly  written,  a  statement  as  follows : 

The  name  of  the  seed. 

The  name  and  address  of  the  seedsman. 

Statement  of  purity  if  below  standard  fixed  by  law. 

Marked  standard  if  so  or  above. 

Place  where  grown. 

All  agricultural  seeds  must  be  true  to  the  name  under 
which  they  are  sold. 

Seeds  containing  noxious  weed  seeds  such  as  dodder, 
quack  grass,  wild  mustard,  Canadian  thistle,  wild  oats, 
vorn  cockle,  cannot  be  sold  or  offered  for  sale  in  this 
state. 

Certain  other  weed  seeds  shall  be  considered  as 
impurities  in  agricultural  seeds  if  present  to  the  extent 
of  more  than  2  per  cent,  but  such  seeds  can  be  sold  if 
labeled  to  show  the  percentage  of  such  seeds  present. 

Sand,  dirt,  chaff,  broken  seeds  and  seeds  not  capable 
of  germination  are  also  considered  impurities.  Seeds  be- 
low standard,  except  in  the  case  of  noxious  weed  seeds 
can  be  sold  if  labeled  to  show  the  percentage  of  impuri- 
ties and  germination. 

The  law  fixes  a  fee  of  50  cents  for  making  the  analysis 
of  seeds  submitted  to  this  department  for  anybody  in 
this  state. 

The  penalty  for  the  violation  of  the  Pure  Seed  Law 
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of  Nebraska  is  fixed  in  the  law. 

The  enforcement  of  this  law  is  in  the  hands  of  the 
Food  Commission  and  the  department  is  now  fully 
equipped  to  handle  such  seeds  as  are  submitted  for 
analysis. 

Address  all  samples  of  seed  for  analysis  and  requests 
for  copies  of  the  law  to  Clarence  E.  Harman,  Deputy 
Commissioner,  Nebraska  Food,  Drug,  Dairy  and  Oil  Com- 
mission, Lincoln,  Nebr. " 

Mr.  Griswold  referred  to  the  section  of  the  law  which 
he  considered  made  the  farmer  liable  should  he  dispose 
of  impure  seed.  Mr.  Harman  held,  however,  that  the 
ruling  which  he  had  previously  given  allowing  the 
farmer  to  sell  unanalyzed  seeds  was  one  which  came 
within  the  province  of  his  judgment,  and  that  his  rule 
had  been  made  to  cover  present  needs,  as  he  stated  there 
were  at  this  time  within  the  state  large  quantities  of 
seed  beneath  the  present  requirements  of  the  law  and  he 
did  not  want  to  work  a  hardship  at  present  on  the 
dealers.  It  was  further  shown  tliat  a  guaranty  by  the 
government  as  to  the  quality  of  seed  would  not  render 
them  free  from  the  effects  of  this  law,  and  that  they 
would  have  to  pass  through  the  same  inspection  as  other 
seed.  The  cost  of  making  an  analysis  is  50  cents.  Mr. 
Harman  stated  however,  that  he  had  endeavored  to  have 
this  charge  eliminated,  but  so  far  the  interpretation  of 
the  law  had  been  such  that  he  could  not  do  so,  but  he 
suggested  that  the  association  endeavor  at  the  next 
session  of  the  legislature  to  have  the  law  modified  in  that 
respect.  He  advised  everybody,  however,  to  secure 
copies  of  the  law  and  carefully  follow  it,  and  send  sam- 
ples of  tested  seed  to  his  office  for  analysis  as  he  intended 
to  rigidly  enforce  the  law. 
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Mr.  Goehner  stated  that  if  the  interpretation  of  the 
law  as  given  by  the  commissioner  was  correct  the  deal- 
ers would  have  to  secure  the  enactment  of  legislation 
making  the  farmer  equally  liable  with  the  retailer.  It 
was  shown  that  under  the  present  ruling  the  dealer 
would  stop  purchasing  his  seed  from  the  farmer  with 
the  result  that  these  people  would  be  compelled  to  dis- 
pose of  their  product  to  their  neighbors,  thereby  causing 
a  loss  of  business  for  the  retail  merchants.  This  same 
spirit  was  expressed  by  a  number  of  others  on  the  floor. 
Tn  conclusion  Mr.  Harman  stated  that  he  would  supply 
each  member  of  the  association  with  a  -copy  of  the  laws, 
and  other  information  pertaining  to  his  department.  This 
list  was  supplied  by  Secretary  Roberts. 

On  motion  carried,  a  recess  was  taken  to  the  hour  of 
2  o'clock  p.  m. 


THURSDAY,  FEBRUARY  19TH— AFTERNOON 
SESSION 

The  president  called  the  meeting  to  order  at  2  o'clock 
and  stated  that  the  afternoon  session  was  set  aside 
particularly  to  hear  the  report  of  our  National  Represen- 
tative, Mr.  M.  D.  Hussie,  and  being  called  upon  spoke 
as  follows: 


REPORT  OF  NATIONAL  REPRESENTATIVE 
M.  D.  Hussie. 

I  am  here  today  representing  not  so  much  the  National 
Association,  as  a  member  of  the  trade  relations  commit- 
tee, and  it  is  my  intention  to  say  a  few  words  relative  to 
that  committee  and  the  work  they  are  doing.  The  per- 
sonnel of  the  committee  consists  of  Mr.  L.  C.  Abbott  of 
Marshalltown,  Ta. ;  Mr.  H.  P.  Krugher  of  Neenah,  Wis., 
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and  myself.  At  the  last  meeting  of  the  National  Associa- 
tion at  Jacksonville,  Fla.,  late  in  March,  the  necessity  for 
some  such  permanent  committee  became  apparent  to  the 
executive  board,  with  the  result  of  the  appointment  of 
the  men  mentioned.  I  will  add,  however,  that  a  little  work 
had  been  done  along  this  line  the  previous  year  under  the  i 
guidance  and  at  the  suggestion  of  Mr.  Abbott,  at  that 
time  the  national  president.  The  task  set  this  committee 
was  a  stupendous  one,  and  I  doubt  if  any  one  of  them 
would  have  accepted  the  appointment  had  he  known  just 
what  the  future  held  in  store.  This  was  nothing  less  than 
to  secure  an  equalization  of  prices  on  certain  articles  that 
were  and  are  today  being  used  by  the  catalog  house  com- 
p  titicn  whicli  the  majority  of  the  small  retailers  are  com- 
pelled to  meet,  as  bait,  catches  to  influence  the  consumer' 
and  direct  his  buying  away  itom  jiome. 

Our  position  was  voiced  in  a  statement  of  the  chairman, 
Mr.  Abbott,  to  the  effect  that  the  retailer's  dollar  should 
have  the  same  purchasing  power  as  his  competitor's  dollar, 
and  we  only  asked  that  this  fact  be  recognized  by  manu- 
facturer and  jobber.  We  found  before  we  had  been  in- 
vestigating along  this  line  very  far  that  the  retailer  was, 
to  use  a  vulgar  phrase,  being  played  for  a  sucker"  in  a 
great  many  instances.  We  found  many  articles  which  are 
everyday  items  of  sale  in  almost  all  stocks,  were  being 
featured  in  our  competitors'  mail  order  catalogs  at  prices 
about  what  the  ordinary  small  retailer  paid  his  jobber  for 
them.  Stock  tanks,  tank  heaters,  rubber  belting,  churns 
and  butter  workers,  bolster  springs,  blacksmith  forges, 
box  vises,  anvils,  tool  grinders,  eave  trough  and  con- 
ductor, conductor  elbows  and  kindred  goods.  Also  many 
other  articles  of  common  hardware.  For  instance,  a  wire 
stretcher  featured  in  the  catalog  at  45  cents  could  be  pur- 
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chased  from  the  jobber  for  42  cents;  Lightning  pattern 
hay  knife,  catalog  price  45  cents,  job  price  50  cents ;  Heller 
Bros.  12-inch  hoof  parer,  catalog  price  $1.15,  jobber  price 
$1.05;  Coe's  6-inch  wrench,  catalog  price  39  cents,  jobber 
price  38  1-3  cents;  and  many  other  articles  just  like  that. 
The  question  was  to  whom  should  we  appeal  in  a  case  like 
this?  The  obvious  answer  was  that  our  appeal  should  be 
made  to  the  people  from  whom  we  purchased  our  goods, 
and  incidentally  supplied  these  cut-throat  competitors 
with  a  great  deal  of  their  goods.  With  that  thought  in 
mind,  a  meeting  had  been  called  by  Mr.  Abbott  while  he 
was  yet  president  of  the  National  Association,,  between 
the  Natijiml  Association  of  Manufacturers,  the  National 
Association  of  Jobbers  and  the  members  of  the  trade  rela- 
tions committee.  They  met  in  Chicago,  and  after  a  two 
days'  session  a  resolution  was  presented  by  the  committee 
representing  the  jobbers  and,  subscribed  to  by  them  and 
the  trade  committee  to  this  effect. 

This  resolution,  when  put  up  to  tiie  manufacturers,  they 
refused  to  sign,  as  they  pointed  out  that  they  had  no  power 
to  act  for  their  association,  but  would  submit  the  proposi- 
tion to  their  association  at  their  meeting  last  M^.  While 
the  manufacturers  have  never  taken  any  official  action 
along  this  line,  I  am  safe  in  saying  that  they  are  heartily 
in  sympathy  as  a  rule  with  our  effort  to  get  in  touch  with 
them,  and  where  they  can  see  their  way  clear  to  do  so 
readily  make  prices  that  enable  thp  retailer  to  compete 
with  any  one.  The  great  stumbling  block  we  encountered 
being  the  difficulty  experienced  by  the  average  small  re- 
tailer in  making  his  orders  to  any  one  manufacturer  of 
enough  moment  to  make  it  worth  v/hile.  With  this  idea 
in  mind,  we  cast  about  for  a  means  of  overcoming  this 
difficulty,  and  as  where  there  is  a  will  there  is  a  way,  or  as 


THE  NEBRASKA  IRONMONGER 


89 


some  say,  a  lawyer  to  break  it,  we  found  a  man  in  Cliicago 
publishing  a  trade  paper  there,  called  the  Successful  Mer- 
chant, This  man's  name  is  Mr,  C.  L.  Bowes.  Through  him 
we  have  been  able  to  offer  to  our  members  via  the  pink 
sheets  in  the  Bulletin,  and  his  own  publication  as  well,  a 
means  of  securing  a  great  many  articles  which  heretofore 
have  been  a  source  of  loss  to  them,  at  a  price  which  en- 
ables the  dealer  to  meet  his  competition  and  make  a  fair 
profit  as  well.  But  right  here,  when  w^e  thought  w^e  were 
on  the  road  to  the  solution  of  at  least  a  part  of  our  prob- 
lems, we  encountered  the  Machie]  ralien  hand  of,  well  I 
won't  say  whom,  because  I  don't  know  for  certain  yet,  but 
I  will  leave  it  to  you  to  form  your  own  opinions  after  you 
hear  the  facts.  Straws  show  which  wa}''  the  wind  set,  and 
that  every  effort  is  being  made  by  some  whose  trade  would 
be  injured  if  any  great  number  of  us  retailers  should  be- 
gin purchasing  direct  from  factory  is  quite  apparent. 

Straw^  No.  1 — We  have  in  our  possession  the  photo- 
graphic copy  of  a  letter  from  a  certain  very  large  house 
in  Chicago  inquiring  of  a  certain  manufactory  if  they  are 
still  supplying  the  orders  of  the  Successful  Merchant  mag- 
azine. 

Straw  No.  2 — We  have  received  word  that  another  large 
house  in  the  south  had  notified  a  manufacturer  of  hard- 
ware away  down  east  that  theiiL  continued  supplying  of 
the  retail  trade  through  the  Successful  Merchant  must 
cease,  and  it  has. 

Straw  No.  3 — Another  factory,  making  wrenches  this 
time,  are  making  inquiries  among  the  trade  as  to  whether 
their  continued  supplying  of  them  via  the  Successful  Mer- 
chant is  being  appreciated.   And  so  on  and  so  on. 

Now  we  take  a  long  jump  from  what  L  have  just  been 
saying  to  the  meeting  of  the  National  Association  of  Man- 
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ufaeturers  and  Jobbers  last  October  at  Atlantic  City.  The 
president  and  secretary  of  your  National  Association  were 
duly  invited  by  both  the  secretary  of  the  manufacturers, 
Mr.  Mitchell,  and  the  secretary  of  the  jobbers,  Mr.  T. 
'  James  Fernley,  to  be  present,  with  any  other  officers  as 
they  might  wish  to  bring,  and  ^^an  opportunity  would  be 
given  them  to  bring  before  the  convention  anything  they 
thought  would  be  for  the  good  of  the  association."  The 
trade  relation  committee  went  a  way  down  there,  loaded^ 
primed  and  cocked,  in  a  busy  season  on  this  invitation, 
and  after  getting  there  were  told  by  Mr.  Fernley  quite 
eoo]y  that  he  had  not  invited  them,  and  that  under  no  cir- 
cumstances would  they  be  allowed  to  appear  before  the 
jobbers  in  convention  assembled.  When  pressed  for  a 
reason,  the  only  one  he  gave  was  that  he  was  afraid. 
Afraid  of  what  1  The  Sherman  law,  it  is  supposed,  but  the 
worst  feature  of  it  all  is  that  his  association  seemed  to 
stand  back  of  him.  While  this  seemed  at  first  a  severe 
blow,  it  will  eventually  be  a  good  thing  for  us,  as  it  has 
given  us  to  understand  finally  that  we  can  expect  no  aid 
from  the  jobbers  as  an  association.  Whatever  we  expect 
we  must  do  ourselves,  or  with  the  aid  of  such  jobbers  as 
are  our  friends. 

The  manufacturers,  on  the  other  hand,  agreed  to  have 
us  come  before  them,  and  while  they  did  not  give  us  a 
great  deal  of  time,  we  at  least  received  a  hearing. 

Just  what  construction  to  put  upon  the  action  of  the 
jobbers  I  am  still  at  a  loss  to  decide.  AVhether  they  really 
were  afraid  of  the  Sherman  law,  or  whether  they  felt  that 
this  committee  had  badgered  them  and  nagged  them  into 
a  corner,  and  knowing  what  we  had  come  to  propose,  de- 
cided to  take  the  stand  they  did,  rather  than  concede  any- 
thing in  the  way  of  lower  prices  or  decreased  cost  of  dis- 
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tribution,  I  do  not  know.  The  facts,  however,  are  as  I 
have  stated  them. 

The  committee  made  it  their  business  to  call  On  as  many 
manufacturers  as  they  could  in  the  limited  time  at  their 
disposal  and  sound  the  m  as  to  their  disposition  toward  the, 
retailer  and  their  willingness  to  give  him  a  look-in  on  the 
selling  game.  One  of  the  largest  manufacturers  of  tools 
in  the*  country,  whom  we  visited,  assured  us  .  that  while 
the  time  was  not  as  yet  ripe  for  them  to  go  direct  to  the 
retailer  with  their  goods,  they  were  shaping  things  to 
that  end. 

Another  whom  we  brought  to  task  for  not  having  low- 
ered the  price  as  per  his  promise  to  the  committee  on  a 
certain  article  featured  in  all  the  catalogs  at  a  price  but 
slightly  in  advance  of  what  the  retailer  was  compelled  to 
pay  his  jobber  for  it,  assured  us  that  for  fully  six  months 
the  price  had  been  reduced  mote  than  10  per  cent  to  the 
jobbing  trade,  as  per  his  promise  to  this  committee.  In 
the  room  when  this  statement  was  made  were  men  from 
five  states,  and  not  one  of  them  had  heard  of  any  such  re- 
duction from  his  jobbers.  Of  course  it  may  be  possible 
that  no  jobber  had  had  occasion  to  purchase  any  of  these 
goods  in  the  interim,  but  again  I  am  simply  stating  facts 
as  we  have  gathered  them. 

And  now  let  me  take  another  jump  and  call  your  at- 
tention to  the  blow  torch  situation.  Most  of  you  handle 
a  few  blow  torches  every  season.  Not  many  perhaps,  but 
a  few.  Are  you  aware  that  every  blow  torch  you  purchase 
from  your  jobber  can  be  purchased  direct  from  the  fac- 
tory by  your  customer,  one  at  a  time,  for  just  the  same 
price  you  pay  for  them  ?  Ther  eare  just  three  factories  of 
any  moment  in  this  industry,  and  they  none  of  them  rec- 
ognize the  retailer  in  their  scheme  of  distribution.  They 
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have  a  price  for  the  jobber  and  they  indicate  to  him  his 
resale  price,  which  is  the  price  at  which  tney  advertise 
to  the  consumer  that  the  goods  can  be  purcliased.  There 
is  no  place  where  the  retailer  can  nose  in  at  all  unless  he  is 
big  enough  to  buy  the  quantity  when  by  getting  on  their 
list  of  jobbers  he  can  get  the  price.  It  is  but  justice,  how- 
ever, to  say  that  two  of  these  taetories,  namely  the  Otto 
Burnz  Co.  and  the  Turner  Brass  Co.,  have  freely  expressed 
themselves  to  this  committee  to  the  etfect  that  they  fully 
realize  the  absurdity  of  the  position  they  are  in,  but  tiiey 
claim  that  they  are  unable  to  alter  it  until  the  other  con- 
cern wjii  promise  to  do  so  too.  Then  there  was  ttie 
Wiiiiger  siLuaao.i,  whicn  was  anyllung  but  satisfactory. 
The  two  big  wringer  concerns  had  iwo  classes  of  custom- 
ers. One  of  them  was  the  regular  trade,  like  ourselves^ 
and  the  other  was  che  peddling  trade,  who  went  from 
house  to  house,  with  a  rug  on  sno aider  and  a  wringer  in 
hand,  selling  direct.  To  this  latter  class  of  merchants  a 
price  was  being  made  from  $1.00  to  $4.00  per  dozen,  de- 
pending on  the  kind  of  wringers,  less  than  the  same  class 
of  gooas  were  sold  to  the  regular  retailer.  This  matter 
when  taken  up  by  the  committee  with  the  manufacturer 
was  promptly  rectified,  and  the  result  was  a  corresponding 
reduction  in  the  price  of  wringers,  which  as  you  no  doubt 
remember  took  place  last  spring. 

So,  as  you  can  see,  some  few  things  have  been  accom- 
plished, and  I  desire  to  say  right  here  that  many  more 
could  be  accomplished  were  it  not  for  lack  of  co-operation 
on  the  part  of  you  gentlemen  who  are  listening  to  me 
today.  When  you  go  home  you  immediately  become  so  im- 
mersed in  the  toils  of  your  own  business  that  you  forget 
seemingly  everything  else.  If  you  get  a  letter  from  one  of 
this  committee,  or  any  other  for  that  matter,  you  perhaps 
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read  it  over  hurriedly,  and  lay  it  aside  with  the  intention 
of  answering  it  later;  but  you  straightway  proceed  to 
forget  it  altogether.  What  could  be  done  if  only  half  of 
us  would  get  together  and  do  is  not  to  be  estimated.  We 
would  not  need  to  threaten,  or  coerce,  or  anything  like 
that.  All  that  is  necessary  for  any  concern  to  know  is 
the  will  of  the  majority,  if  the  said  majority  only  has  « 
will  of  its  own,  knows  what  it  wants  and  asks  for  it. 

The  situation  as  it  stands  today  is  just  this :  We  cannot 
expect  any  help  from  the  national  jobber  association  as 
8uch.  Either  through  fear  or  some  other  motive  they  are 
simply  standing  pat  in  spite  of  their  repeated  assurances 
that  they  are  willing  to  give  us  every  assistance.  Any- 
thing that  is  done,  we  must  do  for  ourselves,  with  the  as- 
sistance of  such  individual  jobbers  as  are  our  friends. 
And  to  that  we  can  do  a  great  deal.  Let  each  and  every 
one  make  a  study  of  prices  as  advertised  in  the  large  mail 
order  catalogs  and  govern  our  buying  by  such  prices.  In 
other  words,  let  this  advertised  price  be  the  basis  from 
which  we  price  our  goods,  plus  say  10  per  cent  for  service. 
Insist  on  buying  at  enough  less  than  these  advertised 
prices  to  allow  you  a  fair  profit,  and  you  will  begin  to  see 
results.  You  and  I  both  have  been  told  repeatedly  that 
this  price  question  was  getting  to  be  a  nuisance.  What  we 
were  making  altogether  too  much  fuss  about  price  and 
overlooking  the  necessity  of  salesmanship,  and  initiative 
and  personality  in  our  business.  In  answer  to  that,  I  ask 
you,  have  you  a  single  customer  to  your  knowledge  who 
will  pay  you  20  per  cent  more  for  a  Vaughn  post  hole 
digger  than  he  can  buy  it  from  your  catalog  house  com- 
petitor, simply  because  you  give  him  a  song  and  dance 
about  it?  Perhaps  you  have  not  had  them  properly  dis- 
played.   Then  fill  your  window  up  with  them  and  make 
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them  75  cents,  which  you  will  have  to  sell  them  at  if  you 
buy  through  the:  ordinary  channels,  and  see  how  many 
catalog  readers  will  come  in.  But  that  's  all  nonsense.  The 
fact  is,  and  we  all  know  it,  we  must  buy  our  goods  at  some- 
where near  the  right  price  if  we  expect  to  stay  in  business 
and  retain  our  customers. 

•  I  have  been  asked  sometimes  what  it  is  that  we  propose 
as  a  remedy  for  the  conditions  of  which  we  complain. 
AVhat  do  I  ask  the  jobbers  as  an  association  or  singly  to 
dot  Simply  this,  quit  loading  up  their  selling  equipment 
with  a  lot  of  expense  and  charging  it  up  to  us.  Start  a 
mail  order  department  that  w^ill  be  one  in  fact  as  well  as 
name.  As  it  is  now  an  order  sent  in  l)y  mail  will  be  priced" 
at  least  5  per  cent  and  often  10  per  cent  higher  than  if  it 
is  given  to  the  traveling  man.  The  result  is  that  we  are 
compelled  to  buy  from  him.  AVhat  need  is  there  for  spe- 
cial sporting  goods  salesmen,  or  cutlery  salesmen  covering 
the  same  territory  as  the  regular  man?  It  has  been  said 
to  be  that  the  common  or  garden  variety  of  salesman  can 
not  get  the  business  in  these  lines.  Then  for  goodness  sake 
lire  the  common  one  and  let  the  fancy  one  take  all  the 
orders.  Or  better  yet,  establish  mail  order  departments, 
with  merchandise  priced  without  the  top-heavy  expense 
attendant  on  the  present  method  of  selling  us.  Get  out  a 
catalog  for  this  purpose,  where  the  prices  will  be  lO  per 
cent  or  5  per  cent  or  3  per  cent  less  than  the  best  price 
obtainable  if  purchase^!  from  the  salesman,  and  my  ^vord 
to  you,  inside  of  a  year  they  would  be  doing  a  great  busi- 
ness. Another  thing,  why  should  we  pay  tribute  on,  a 
great  deal  of  the  goods  we  sell  to  Saturday  Evening  Post 
or  the  Ladies'  Home  JournaH  Advertising  is  all  right  up 
to  a  certain  point,  but  you  know  and  I  know  that  on  many 
things  they  seemingly  go  crazy,  thinking  no  doubt  the 


THE  NEBRASKA  IRONMONGER 


95 


retailer  will  pay  it  and  eharge  it  lip  to  the  ultimate  con- 
sumer. Well,  the  ultimate  consumer  is  kicking,  and  I 
don't  blame  him.  So,  friends,  let's  each  and  every  one  of 
us  constitute  himself  a  committee  of  one  with  power  to  act 
and  begin  a  continued  protest  along  these  lines.  Write 
your  jobbers  from  whom  you  purchase  most  of  your  sup4 
plies,  asking  them  to  give  you  a  look-in  without  all  the 
expenses. 

And  now  a  few  words  touching  on  the  new  catalog  that 
is  being  prepared  for  us  by  the  national  office.  (Read 
extract  from  Mr.  Abbott's  I'^^tter.)  There  has  been  quite 
a  good  deal  of  comment  on  the  part  of  some  of  the  trade 
papers  as  to  our  attitude  towards  Mr.  Bowes  and  his 
paper,  the  Successful  Merchant.  There  seems  to  be  a 
good  deal  of  worry  on  their  part  for  fear  we  had  endorsed 
this  man  and  his  paper,  or  w^ere  about  to  do  so.  I  don't 
quite  understand  just  what  is  meant  by  endorsing  him' 
either.  Tf  their  idea  is  that  we  have  agreed  to  pay  any 
of  his  debts  we  certainly  have  not  endorsed  him ; ;  but  if  it 
means  that  we  are  using  all  the  information  we  can  pos- 
sibly get  from  him  and  using  his  method  to  get  in  touch 
with  factories  who  are  willing  to  sell  us  goods  at  a  price 
that  will  let  us  in  on  the  ground  floor,  why  then  perhaps 
we  are  endorsing  him. 

I  believe  that  this  catalog  will  be  a  great  help  to  kll 
of  us  when  we  get  it  going.  It  is  only  by  such  methods 
as  these  that  we  can  hope  to  advance  at  all  towards  secur- 
ing our  goods  at  the  right  price.  Someone  has  to  be 
ever  on  the  alert  to  get  the  price,  and  we  must  have  some 
legitimate  and  regular  channel  through  which  the  knowl- 
edge can  be  passed  on  to  us.  (Applause.) 


The  secretary  presented  the  report  of  the  Grievafice 
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Committee  in  detail,  and  other  matters  of  the  Executive 
Committee  were  presented. 

Mr.  Burnett,  chairman  of  the  Committee  on  Win- 
dow Display  presented  the  following  report : 

Your  committee  inspected  the  windows  of  Lincoln  with 
the  view  of  arriving  at  the  best  trimmed  window  from  an 
educational  standpoint.  "We  carefully  examined  all  the 
windows  and  decided  that  Rudge  &  Guenzel  were  first 
choice,  Mr.  Ernest  Hoppe  was  second  choice,  Mr.  H.  C. 
Whittman  third. 

This  report  was  referred  to  the  Resolutions  Committee, 

Mr.  Fred  W.  Ebinger,  chairman  of  the  Auditing  Com- 
mittee presented  the  report  of  that  committee,  and  on 
motion  carried,  was  accepted  and  placed  on  file.  It  is  as 
follows : 

Lincoln,  Nebr.,  Feb.  17,  1914. 
To  the  President  and  Members  of  N.  R.  H.  A. 

Gentlemen:  We,  your  Auditing  Committee,  beg  leave 
to  report  that  we  have  examined  the  books  of  secretary 
and  treasurer  of  the  association  and  find  them  correct  to 
the  best  of  our  knowledge  and  belief. 


Balance  on  hand  Feb.  1,  1913  $1,240.80 

Received  from  all  sources   6,546.58 

Total  $7,787.38 

Disbursements  of  all  sources   6,934.30 

Balance   ,.$  853.08 


Respectfully  submitted, 

FRED  W.  EBINGER, 
JOHN  J.  JENNINGS, 

Committee. 

There  being  no  further  business  at  this  session  the 
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meeting  was  on  motion  adjourned  to  10  o'clock  a.  m,, 
Friday. 


FRIDAY,  FEBRUARY  20TH.— MORNING  SESSION 

The  convention  reconvened  at  9  :30,  President  McAllis- 
ter in  the  chair,  and  after  song  by  Arndt  Quartet  the 
secretary  read  the  following  report  of  the  Suggestions 
Committee : 

1.  We  would  suggest  that  your  insurance  board 
formulate  a  plan  to  admit  the  Metal  Workers'  Associa- 
tion into  the  Nebraska  Retail  Hardware  Association  on 
the  grounds  of  associate  members,  thereby  making  them 
eligible  to  insurance  in  the  Nebraska  Hardware  Mutual 
Insurance  Company. 

2.  We  further  suggest  that  every  member  of  our 
association  write  their  congressmen  and  senators  urging 
upon  them  the  importance  and  early  passage  of  the  bill 
relative  to  the  passage  of  the  bill  for  the  taxing  of  mail 
order  houses  in  the  states  in  which  they  do  business. 

3.  We  further  suggest  that  the  question  box  be 
opened  earlier  in  our  sessions.  Many  members  have  ex- 
pressed the  opinion  that  this  is  one  of  the  most  interest- 
ing as  well  as  beneficial  parts  of  our  convention  work. 

On  motion,  carried,  the  above  suggestions  were  re- 
ferred to  the  Resolutions  Committee. 

4.  We  suggest  the  association  increase  the  member- 
ship fee  so  they  can  employ  some  competent  man  to  go 
out  over  the  state  and  give  each  member  one  day's  time, 
giving  him  instructions  as  to  store  arrangements  window 
dressing,  and  other  service,  thereby  making  us  better 
hardware  men. 

On  motion  carried  this  was  referred  to  the  board  of 
directors. 
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With  reference  to  this  Mr.  Trumble  believed  a  compe- 
tent man  would  be  of  great  help  to  the  members.  Mr. 
Shahan,  Mr.  Ebinger,  Mr.  Kinzel  and  Mr.  Jones  believes 
this  matter  should  be  carefully  considered  by  the  direc- 
tors before  definite  action  is  taken. 

5.  AVe  further  suggest  that  the  association  take  up 
the  matter  of  liability  insurance  as  a  safeguard  against 
injury  to  both  employees  and  the  public. 

On  motion  carried  this  was  referred  to  the  Insurance 
Board. 


QUESTION  BOX 

The  secretary  read  the  questions  as  they  appeared  in. 
the  program,  as  follows: 

1.  As  a  paying  side  line,  to  what  extent  should  the 
deal  in  small  towns  carry  automobile  supplies? 

Mr.  P.  W.  Arndt :  A  short  time  ago  only  the  automo- 
mile  dealer  handled  automobile  supplies,  but  times  are 
changing,  and  the  manufacturers  are  seeking  the  hard- 
ware trade.  I  think  you  should  all  look  into  this,  for 
on  an  investment  of  $400  to  $500  you  can  put  in  a  small 
well  selected  stock  of  supplies,  such  as  batteries,  pumps, 
jacks,  spark  plugs,  oil,  and  a  few  tires.  As  to  the 
horns,  the  long  horn  seems  mostly  in  demand. 

Mr.  Burnett :  As  to  the  spark  plug  I  think  the 
Boughie-Mercedes  is  the  best.  They  cost  87i/>  cents  and 
sell  for  $1.50.  As  to  the  extension  chain  the  Weed  chain 
made  by  Joseph  F.  McCoy  &  Co.,  of  New  York,  is  the 
best.  I  buy  it  in  100  foot  lengths.  You  can  get  these 
direct  from  them. 

3.  What  average  profit  should  the  retailer  get  on  all 
kinds  of  field  seeds  in  bulk  lots? 

4.  How  can  we  regulate  the  sale  of  mixed  or  impure 
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seed? 

Mr.  Lahr:  I  have  sold  field  seeds  of  all  kinds  for  the 
past  25  years  in  Lincoln,  and  I  want  to  get  an  expres- 
sion from  the  members  of  what  they  think  is  a  fair 
average  profit  on  bulk  seeds  by  the  bushel^  or  percentage. 

Mr.  Kavanaugh :  I  find  that  this  is  a  local  question. 
The  farmer  sells  to  his  neighbor  and  people  in  adjoining 
counties,  and  we  find  that  the  seed  houses  at  Lincoln, 
St.  Joe  and  Omaha  sell  seed  as  cheap  to  the  farmer  as 
they  do  to  us,  and  this  is  a  hard  matter  to  regulate. 

The  Secretary:  A  committer  ^^iU  b^  arv^ointed  at  this 
session  to  take  this  matter  up  with  the  attorney  general 
on  the  seed  law  and  we  will  furnish  you  all  with  his  rul- 
ing. 

Mr.  Kinzel  stated  he  did  not  handle  local  seed  but 
dealt  in  fancy  seed  only,  and  used  the  government  test 
which  the  buyers  liked. 

This  was  discussed  by  several,  and  the  gneeral  reply 
to  Mr.  Lahr's  question  was  that  the  merchant  aimed  to 
make  25  to  30  per  cent  profit. 

Questions  5  and  6  were  not  discussed  at  this  time, 

7.  Wheil  differences  in  settlement  arise,  which  plan  so 
as  to  avoid  litigation,  ill-feeling,  etc.,  would  the  member 
recommend  ? 

Mr.  Ebinger :    My  advice  is  to  compromise. 

The  Secretary:  Often  they  are  stubborn,  but  I  sug- 
gest that  if  there  is  anything  the  secretary  can  do  for 
you  at  any  time  to  assist  you  in  this  he  will  be  only  too 
glad  to  do  it. 

The  report  of  the  Resolutions  Committee  was  called  for 
and  Mr.  Dan  Kavanaugh,  chairman,  presented  same 
signed  by  the  committee,  and  each  resolution  as  read  was 
disposed  of,  as  follows: 
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WHEREAS,  The  National  Retail  Hardware  Association 
at  the  last  meeting,  held  in  Jacksonville,  Fla.,  1913,  voted 
to  divorce  the  Bulletin  from  the  National  Retail  Hard- 
ware Association,  and  to  manage  it  by  a  board  of  man- 
agers selected  from  the  different  state  associations,  etc., 
and 

WHEREAS,  The  National  Retail  Hardware  Association 
in  convention,  at  the  same  time,  appointed  a  committee 
to  follow  out  the  plans  suggested  at  the  earliest  possible 
moment,  and 

AYHl^lKEAS,  Said  committee  met  at  Chicago  on  June 
9th,  with  such  intent  and  purpose,  and  carefully  consid- 
ered the  propositon  from  every  standpoint,  and 

THEREFORE,  Be  It  Resolved,  That  the  delegates  to 
the  National  Convention  be  instructed  to  vote  in  accord- 
ance with  the  above,  and  oppose  any  radical  or  material 
change  in  its  management. 

WHEREAS,  The  said  committee  failed  to  comply  with 
the  instructions  of  the  convention,  because  it  could  not 
agree  that  the  best  interests  of  the  Bulletin,  or  the  states, 
or  the  National  Association  could  be  served  by  such 
action,  and  after  long  and  serious  deliberation  the  com- 
mittee adjourned  without  any  action  whatever,  and 

WHEREAS,  We  are  not  in  favor  of  the  National  Bulle- 
tin being  published  as  a  weekly,  or  bi-monthly,  at  this 
time,  and  consider  that  it  is  best  adapted  in  the  line  of 
work  it  is  pursuing  under  the  present  management,  that 
is,  con/iucted  as  a  national  organ  by  its  officers. 

On  motion  of  Mr.  Hall,  carried,  said  resolution  was 
unanimously  adopted. 

WHEREAS,  There  is  now  and  for  years  has  been  a 
large  net  profit  on  first  class  mail  and  whereas  such 
profits  have  been  entirely  dissipated  by  the  losses  in- 
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curred  in  handling  other  classes  of  mail  at  less  than 
cost  of  service,  thus  working  an  injustice  on  all  users  of 
first  class  postage. 

THEREFORE,  Be  It  Resolved,  That  a  one  cent  rate  for 
ordinary  letters  should  be  accorded  at  once,  to  all  users 
of  the  letter  mail,  and  we,  therefore,  ask  members  of  con- 
gress from  this  state  to  support  senate  bill  No.  152,  intro- 
duced in  the  United  States  senate  by  Hon.  Theodore  E. 
Burton,  and  house  bill  No.  4322,  introduced  in  the  house 
of  Representatives  by  Hon.  Charles  L.  Bartlett  for  one 
cent  letter  postage  measures,  and  to  use  their  efforts  to 
secure  the  passage  of  these  bills  with  as  little  delay  as 
possible. 

The  secretary  of  this  body  is  hereby  instructed  to  send 
copies  of  this  resolution  to  our  senators  and  representa- 
tives, and  also  to  do  everything  within  his  power,  by 
correspondence,  publicity,  etc.,  to  accomplish  the  results 
which  the  National  One  Cent  Letter  Postage  Association 
is  endeavoring  to  secure. 

On  motion  of  Mr.  Hall,  carried,  said  resolution  was 
unanimously  adopted. 

RESOLVED,  We  recognize  the  splendid  value  of  the 
trade  press,  and  would  urge  that  the  members  read  the 
different  journals,  thereby  keeping  in  touch  with  the 
markets,  and  being  better  posted  upon  value  and  new 
goods  which  are  being  advertised. 

On  motion  of  Mr.  Hlava,  carried  the  said  resolution 
was  unanimously  adopted. 

RESOLVED,  As  we  recognize  that  the  time  has  come 
that  the  published  price  on  standard  articles  becomes 
the  market  price  at  which  we  are  expected  to  furnish 
our  customers,  and  would  ask  the  manufacturers  and 
jobbers  to  put  us  in  a  position  whereby  we  may  meet  the 
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same,  and  leave  us  a  reasonable  profit. 

On  motion  of  Mr.  Ammon,  carried,  said  resolution  was 
unanimously  adopted. 

RESOLVED,  That  we  deplore  the  present  day  methods 
of  the  'farm  journals  editors  in  their  selfish  methods  of 
attempting  to  arouse  prejudice  in  the  local  communities, 
often"  posing  as  the  only  true  friend  of  the  farmer  in 
order  to  build  up  a  revenue  paying  income  from  their 
advertising  -columns  or  to  ride  into  public  office. 
.  Mr.  Dolan  moved  the  adoption  of  the  motion,  which 
^v^ls  seconded,  and  in  support  of  the  motion  stated  this 
\^'as  a  very  imDortant  resolution  and  cited  instances  of 
where  the  farm  journal  editor  at  one  time  would  visit 
sma?Vtowns  and  apparently  encourage  and  boost  for 
loc?.'  enterprises,  and  at  another  would  publish  articles 
ver  /  detrimental  to  the  country  merchant.  The  motion 
w/  s  unanimously  adopted. 

flESOLVED,  That  this  Association  extend  their  thanks 
t'  the  Lincoln  Commercial  Club,  The  City  Press,  the 
I  ntertainment  Committee,  for  the  entertainment  given 
t  I  the  wive  daughters,  lady  friends  and  members  of  this 
:!  ssaciation 

.  On  motion  of  Mr.  Ebinger,  carried,  the  resolution  was 
a  nimoiisly  adopted. 

RESOLVED,  That  we  heartily  favor  the  passage  of 
Raix  ^olph-Hnmuhrey  bill  or  some  similar  measure  em- 
powering aur  federal  government  to  build  and  maintain 
proper  leves  for  the  protection  of  life  and  property  along 
the  Mississippi  river  and  its  tributaries.  i 

On  motion  of  Mr.  Burnett,  carried,  the  resolution  was 
uuanimously  adopted. 

RESOLVED,  That  this  Association  extend  their  thanks 
to  the  Lincoln  Hardware  Merchants  for  their  foresight  in 
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decorating  their  show  windows  for  this  occasion,  thereby 
giving  to  us  a  practical  demonstration  of  what  can  be 
done  along  this  line  in  displaying  our  wares. 

On  motion  of  the  secretary,  carried  the  resolution  w^as 
unanimously  carried. 

RESOLVED,  That  we  favor  an  amendment  to  the 
constitution  and  by-laws  of  our  Mutual  Insurance  Com- 
pany  (if  found  practical),  that  will  permit  of  allowing 
the  members  of  the  Metal  Workers  Association  being 
elisrible  to  insurance  in  our  insurance  company,  and  that 
8aid  Association  members  be  allowed  to  take  out  mem- 
bership in  our  State  Association  on  the  same  basis  as  is 
now  enjoyed  by  the  commercial  travelers. 

On  motion  of  Mr.  Hall,  carried,  the  resolution  was 
unanimously  carried. 

Mr.  Kavanaugh :  I  now  move  the  adoption  of  all  the 
resolutions  as  a  whole. 

Motion  seconded  and  unanimously  carried. 

Mr.  Kavanaugh :  With  reference  to  the  suggestions 
referred  to  us  this  morning  from  the  Suggestions  Com- 
mittee, on  Mail  Order  Houses  the  Resolutions  Committee 
recommended  that  the  association  do  not  go  on  record, 
the  same  being  a  deeo  question. 

Mr.  Kavanaugh :  With  reference  to  the  question  box 
which  was  referred  to  us,  the  committee  believes  thf^  set 
program  should  be  carried  out  and  outsiders  should  not 
be  allowed  to  occupy  our  time,-  and  I  believe  we  should 
say  to  the  men  who  are  to  be  elected  today  that  we  will 
expect  of  them  to  carry  out  the  program  and  not  give 
way  to  outsiders. 

Mr.  Dolan  suggested  that  the  principal  difficulty  was 
in  not  begining  our  meetings  soon  enough,  as  we  were 
late  nearly  an  hour  every  day  in  beginning  the  work. 
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The  Secretary :  I  presume  I  am  responsible  for  the 
program,  and  you  will  notice  there  was  not  a  single 
speaker  before  us  but  what  you  at  the  close  was  asked  to 
discuss  his  subject.  There  was  but  one  talk  which 
might  have  been  foreign  to  our  work,  and  that  was  the 
short  talk  of  Mr.  Bonesteel  of  the  National  Rating 
League,  and  you  will  all  agree  with  me  he  gave  us 
valuable  information.  Then  to  Mr.  Harman  I  am  sure 
you  all  welcomed  him  as  the  subject  he  discussed  has 
been  in  line  with  our  program. 

Mr.  S.  C.  Oaks,  chairman  of  Committee  on  Place  of 
Meeting,  stated  three  strong  invitations  had  been  re- 
ceived from  Omaha  that  the  association  meet  there  next 
year,  reported  that  said  committee  recommended  we  hold 
our  next  meeting  in  Omaha,  and  moved  that  the  associa- 
tion hold  its  next  annual  meeting  in  Omaha. 

Mr.  Burnett  of  Omaha  stated  that  the  representatives 
of  the  Commercial  Club  and  the  hardware  men  of  Omaha 
requested  him  to  extend  an  invitation  to  this  body  to 
hold  its  next  meeting  in  Omaha,  and  stated  they  would 
all  do  their  utmost  to  entertain  us. 

The  motion  was  seconded  and  unanimously  carried. 

Mr.  C.  B.  Diehl,  in  behalf  of  the  Nominating  Committee 
presented  the  following  report : 

For  President — P.  W.  Arndt,  Blair;  F.  W.  Ebinger, 
Plainview. 

For  Vice  President — Chas.  Ammon,  David  City;  Wm. 
Ashby,  Fairfield. 

For  Treasurer — W.  C.  Klein,  Milford. 

For  Secretary — Nathan  Roberts,  Lincoln. 

For  Directors — J.  W.  Armstrong,  Auburn,  1st  Dist. ; 
Peter  Olsen,  Bennett,  1st  Dist. ;  F.  D.  Burnett,  Omaha, 
2d  Dist,;  Thos.  Nelson,  Springfield,  2d  Dist.;  Fred  Pelz, 
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Blue  Hill,  5tli  Dist. ;  Samuel  Long,  Superior,  5th  Dist. 

For  Delegates  to  National  Convention — J.  J.  Jennings, 
Gothenburg ;  E.  P.  HoUoway,  Fremont. 

The  Secretary  :   I  move  we  proceed  to  ballot. 

Motion  seconded  and  carried. 

The  question  arose  as  to  how  many  delegates  would 
be  sent  to  the  National  Convention.  The  matter  was  free^ 
ly  discussed,  and  the  question  of  changing  the  constitu- 
tion and  by-laws  eliminating  the  retiring  president  from 
attending  the  national  convention,  and  giving-mote  niera)- 
bers  an  opportunity  to  attend  was  also  discussed,  but  the 
idea  of  changing  the  laws  at  this  late  hour  was  dis- 
couraged, finally  on  motion  of  Mr.  J.  S.  Pattison, 
seconded  and  carried,  but  one  delegate  was  to  be 
selected  to  attend,  the  nominees  remaining  as  they  were 
upon  the  ballot,  and  the  members  to  vote  for  one  instead 
of  two. 

The  President:  I  wish  to  state  that  owing  to  business 
engagements  it  will  be  impossible  for  me  to  attend  the 
coming  National  Convention  at  Indianapolis,  and  there- 
fore 1  would  ask  that  you  nominate  some  individual  from 
the  floor  to  take  my  place. 

The  secretary  nominated  Mr.  Lehmkuhl  of  Wahoo  to 
go  in  place  of  the  president. 

Mr.  Lehmkuhl :  I  move  that  it  be  the  sense  of  this 
convention  that  Mr.  McAllister  be  urged  and  requested 
to  attend  the  National  Convention  if  he  can  possibly 
do  so. 

The  motion  was  second  and  unanimously  carried. 

The  president  appointed  Messrs.  Kinzel  and  Oaks  tell- 
ers, who  distributed  the  blank  ballots  and  after  all  had 
voted  collected  same,  and  aftei*  same  were  canvassed  the 
secretary  announced  the  election  of  those  who  had  re- 
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ceived  the  highest  number  of  votes : 

For  President:    F.  W.  Arndt,  Blair. 

For  Vice  President:    Charles  Ammon,  David  City. 

For  Treasurer:    W.  C.  Klein,  Milford. 

For  Secretary:    Nathan  Roberts,  Lincoln. 

For  Directors :  1st  District,  J.  W.  Armstrong,  Auburn ; 
2nd  District,  F.  D.  Burnett,  Omaha;  3rd  District,  Fred 
Pelz,  Blue  Hill. 

For  Delegate  to  National  Convention:  J.  J.  Jennings, 
Gothenburg. 

The  president  declared  said  persons  duly  elected  to 
said  respective  offices  as  provided  by  law. 

The  President:  I  will  appoint  Messrs'  S.  C.  Oaks  and 
Dan  Kavanaugh  as  a  special  committee  to  escort  Presi- 
dent-Elect F.  W.  Arndt  to  the  chair. 

Mr.  Arndt  was  escorted  by  the  committee  to  the  plat- 
form amid  great  applause. 

President  McAllister:  Gentlemen:  I  now  take  great 
pleasure  in  introducing  to  you  your  newly  elected 
president,  Mr,  F.  W.  Arndt,  and  I  now  hand  Mr.  Arndt 
this  gavel,  the  emblem  of  your  office. 

President  Arndt :  I  desire  to  express  my  most  sin- 
cere appreciation  of  the  great  honor  which  you  have 
conferred  upon  me  by  electing  me  president  of  this 
organization.  Were  it  not  for  the  earnest  support  that 
I  expect  to  receive  from  the  board  of  directors  and 
secretary  I  would  decline  this  position,  but  knowing  their 
loyalty  to  the  cause,  and  their  willingness  to  assist  me  T 
enter  upon  the  work  with  enthusiasm  and  the  hope  that 
the  coming  year  will  be  a  bright  and  prosperous  one  for 
us  all.  I  have  always  worked  for  the  interest  of  this 
association,  as  I  am  in  full  sympathy  with  its  principles, 
and  I  am  therefore  deeply  sensible  of  the  responsibility 
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which  rests  upon  me  and  my  associate  officers  in  con- 
ducting its  affairs,  and  if  at  the  end  of  my  term  of 
office  I  have  failed  it  will  not  because  I  have  not  (Jpne 
my  best.  (Applause.) 

The  Secretary:  Before  we  disperse  I  wish  to  state 
that  we  have  had  the  largest  attendance  at  both  the 
opening  and  closing  of  this  convention  that  the  associa- 
tion has  ever  had,  and  we  ought  to  feel  proud  of  this 
annual  meeting. 

There  being  no  other  business  to  come  before  the 
meeting,  and  after  the  Arndt  Quartet,  assisted  by  the 
audience,  sang  Auld  Lang  Syne,  on  motion  of  Mr.  Wine- 
land,  carried,  the  president  declared  the  Thirteenth  An- 
nual Meeting  adjourned. 


A  SUCCESSFUL  CONVENTION 

That  is  what  they  say  and  by  they  I  mean  everyone  in 
attendance. 

Despite  the  untoward  conditions  in  our  state  last  year, 
the  enrollment  was  larger  than  a  year  ago.  The  largest 
attendance  at  any  one  meeting  was  525. 

The  opening  meeting  on  Tuesday,  and  the  closing 
meeting  on  Friday,  had  a  greater  attendance  than  any  in 
the   history   of   our  Association. 

Perfect  harmony  prevailed  in  all  our  deliberations. 

The  concensus  of  opinion  is  that  the  work  in  all  our 
sessions  took  on  a  higher  standard  of  merit  than  we  have 
ever  shown. 

Mr.  Johnston  of  the  Lindell  expressed  himself  en- 
thusiastically when  he  said  that  it  was  the  cleanest  and 
best  convention  ever  held  in  his  experience  as  a  hotel 
man. 

While  the  men  folks  were  kept  busy  every  hour  of 
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their  attendance,  the  ladies  were  not  neglected.  They 
all  expressed  themselves  as  highly  gratified  and  pleased 
with  our  reception.  Tuesday  night,  Wednesday  after- 
noon, Wednesday  night,  Thursday  afternoon,  Thursday 
night,  something  doing  for  their  pleasure  all  the  time. 
We  are  more  than  repaid  for  their  appreciation.  The 
pleasure  is  all  ours. 

We  have  endeavored  in  this  issue  to  give  you  Con- 
vention proceedings  ver  batim,  and  while  it  does  not 
convey  to  you  the  enthusiasm  of  the  hour,  a  perusal  of 
it  carefully  and  thoughtfully,  will  give  you  lines  of 
thought  that  should,  and  doubtless  will  inspire  you  to 
further  achievements,  and  higher  standard  in  merchan- 
dising. 

The  exhibit  feature  is  accepted  by  those  who  con- 
tributed as  a  success.  The  auditorium  was  full  to  over- 
flowing. It  was  beautifully  and  tastily  decorated— in- 
deed a  veritable  fairy  realm.  We  had  a  picture  of  it 
taken  and  if  any  wish  ^  copy,  it  may  be  mailed  to  you 
post  paid  for  50  cents.  We  regret  that  all  of  our  mem- 
bers were  not  present  to  receive  their  vest  pocket  1914, 
official  receipt  for  dues. 

This  book  is  a  beauty  and  not  alone  that,  but  it  is  a 
valuable  compendium  of  knowledge  usable  every  day. 
The  arrangement  and  instruction  for  taking  care  of  freight 
overcharges  and  errors,  if  followed  with  business  dili- 
gence, will  save  you  mere  than  your  annual  dues  in  the 
Association.  Better  send  in  your  1914  dues  at  once  and 
get  this  book  that  you  may  begin  the  year  right.  And 
further  that  I  may  make  up  the  subscription  list  for  the 
National  Bulletin  for  this  year,  T  should  know  your  mind 
in  the  matter.  The  easiest  and  most  satisfactory  way  to 
know  thiat,  is  in  the  payment  of  your  dues. 
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Further  we  haye  large  and  progressive' plans  outUfl-^d 
for  the  N.  R.  H.  A.  this  year,  that  will  take  money 'to 
operate.  i     ^  ■  / 

•  We  are  working  for  you  now.  Do  your  part  and  your 
whole  duty.  •    i  i  ;  A 

SECRETARY. 


HELP  WANTED      ^  01 

WANTED— A  young  man  ambitious  to  advance  by^  his 
own  efforts.    Must  be  clean,  honest  and  industrious. 
No  experience  necessary.   Address  W.  C.  Klein,  Milford. 

WANTED — ^A  young  man  with  some  experience  in  Hard- 
ware. A  splendid  opportunity  for  a  man  with  the  right 
stutf  in  him.    Address,  H.  Patterson,  Potter,  Nebr. 

WANTED — At  once,  a  good  all  round  man  for  Hardware 
store  who  can  do  plumbing  and  tinning.   Address  with 
references,  Chas.  E.  Hanson,  Oscoela,  Nebr. 


POSITION  WANTED 

WANTED — A  position  as  salesman.  Have  had  10  years 
experience  in  Hardware,  Furniture  and  Undertaking. 
Am  licensed  embalmer.  Age  34.  Married.  Best  of  refer- 
ences. Address,  James  Jackson,  1224  E.  5th  St.,  Fair- 
bury,  Nebr. 

WANTED — A  position  as  salesman.    Have  had  14  years 
experience  in  Furniture  and  Undertaking,  and  some 
experience  in  Hardware.    Single.    Address,  C.  Humph- 
rey, 424  So.  11th,  Lincoln,  Nebr. 

WANTED— A  position  as  Hardware  salesman,  or  book 
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keeper.  Understands  Tinning,  Furnace; and  Plumbing. 
Speaks  German.   Address,  K.,  this  office, 

WANTED — A  position  as  Furt.  Hardware  Clerk  or  Man- 
ager.   Have  had  ample  experience.    Al  references. 
Address,  W.  H.  Linn,  Box  61,  Milton,  N.  D. 


NOTE:  Owing  to  lack  of  time  and  space,  several 
articles  which  were  necessarily  omitted  from  this  issue 
will  appear  in  the  March  number,  which  will  be  issued 
as  isoon  as  possible.  Editor. 


The  Nebraska  Ironmonger 


VOL.  2.  Lincoln,  Nebraska,  March  1914  NO.  6 


Entered  as  Second  Class  Matter  at  the  Post  Office  at  Lincoln,  Nebraska,  under 
A^t  of  Congress  of  March  3, 1879. 


NA  THAN  ROBER  TS,  Editor  and  Publisher 
Subscription  Price  25  Cents  Per  Year,  Payable  in  Advance 


The  thirteenth  Nebraska  Retail  Hardware  Association 
convention  has  passed  into  history,  but  its  influence  and 
uplift  will  remain  with  us.  When  a  body,  small  or  great, 
is  dropped  into  the  waters  of  the  deep^  the  wavelets  in 
rings  of  a  perfect  circle  extend  from  shore  to  shore. 

To  those  who  read  and  think  the  wavelets  of  thoughts 
conveyed,  information  gleaned,  and  influence  felt,  will 
broaden  and  expand  into  every  avenue  of  their  activities 
during  the  year  before  us.  I  scarcely  think  there  is  a  line 
of  dead  matter,  wasted  effort  or  bombast  between  the  cov- 
ers of  the  convention  number  of  the  Ironmonger,  now  in 
your  hands. 

Of  the  400  odd  enrolled  who  attended  this  convention, 
you  could  count  on  the  fingers  of  your  two  hands  those 
who  had  other  than  the  business  in  hand  to  divert  their 
time  or  attention. 

We  were  unable  to  present  in  No.  5  the  entire  proceed- 
ings, but  follow  at  once  this  issue  No.  6  with  the  complete 
program. 

Don't  try  to  digest  it  all  in  a  few  minutes;  take  it  in 
small  doses,  as  you  find  time,  even  if  you  have  to  stay 
from  church  a  Sunday  or  two.   Read  it  and  re-read  it ;  it 
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is  the  efforts  of  our  best  thinkers,  and  is  meant  for  your 
good  and  inspiration. 

Our  fellow  craftsman,  D.  F.  Dolan  of  Western,  delivered 
a  splendid  talk  on  business  ethics;  see  this  issue.  Every 
line  of  it  is  as  apples  of  gold  in  pictures  of  silver,  and  is 
well  worth  your  earnest  consideration.  Don't  fail  to  fully 
absorb  Mr.  AVilliams'  address  on  selling  efficiency  in  No. 
5.  Mr.  Wright,  of  the  Paxton-Gallagher  people  of  Omaha,; 
ably  defended  both  jobber  and  retailer  in  a  fearless  man-; 
ner  as  to  their  duties  one  to  the  other,  which  brought  forth; 
lively  tilts  from  the  floor.  The  boys  seemed  to  enjoy  shoot-; 
ing  at  a  target,  and  many  of  them  rang  the  bell. 

Mr.  Beaumont's  paper  on  the  relation  of  banker  and 
merchant  was  full  of  the  real  stuff  that  goes  to  make  up  a^ 
successful  merchant  of  the  day. 

The  talk  from  Deputy  Commissioner  Harman  on  the 
pure  seed  law  was  of  marked  and  profitable  interest  to  all. 
In  this  issue  we  publish  the  full  text  of  the  law  applying 
to  pure  seed  and  the  requirements  of  law  in  selling  the 
sam.e. 

Be  sure  you  read  what  we  have  said  about  it  in  this 
issue;  it  is  important  to  you.  The  part  to  bear  in  mind 
of  supreme  impor  ance  is  that  the  seed  jobbeis  of  Nebras- 
ka are  under  the  jurisdiction  of  the  commission  and  are 
living  up  to  the  spirit  as  well  as. letter  of  the  law.  I  also 
have  it  from  them  that  while  they  of  npoe^oitv  s^H  at  retnil 
as  well  as  wholesale,  they  are  carefully  watching  that  they 
don't  get  their  wires  crossed  and  are  diligently  scrutiniz- 
ing every  order  that  comes  to  them  before  filling  it.  The 
differential  between  the  two  price  lists  protect  the  retailer. 

A  word  in  regard  to  buying  seeds  outside  of  the  state. ^ 
Kansas  has  no  pure  seed  law,  Iowa  has,  but  Nebraska  has 
•  no  jurisdiction  over  their  shipments,  but  has  full  power 
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when  it  reaches  your  hands.  Watch  it  carefully,  and  if 
you  receive  shipments  from  out  of  the  state,  insist  that 
they  are  up  to  the  requirements  of  the  Nebraska  law,  or 
hold  subject  to  their  order.  Your  safest  way,  however,  is 
to  buy  your  stock  where  you  know  it  is  under  the  state's 
control. 

Mr.  B.  S.  B'onesteel,  representing  the  National  Rating 
League  of  Chicago,  gave  us  a  very  brief  outline  of  their 
wovK.  I  believe  their  plan  is  worth  looking  into.  Collect- 
ing nothing,  they  charge  nothing.  Write  them  for  full  in- 
formation; it  only  costs  you  a  postage  stamp  to  find  out 
what  they  can  do  for  your  fly-by-nights,  that  have  left 
your  town,  and  others  coming  to  take  their  places.  The 
writer  has  between  tw^o  and  three  thousand  dead  dollars 
they  can  try  their  hand  on.  Address  National  Rating 
League,  6231  Stuart,  Ave.,  Chicago,  111. 

I  api  indeed  anxious  that  every  member  shall  at  once 
have  a  copy  of  our  1914  vest  pocket  memo  book.  All  it 
requires  to  bring  it  to  you  by  return  mail  is  your  check 
for  dues;  and  in  sending  them  now,  you  are  but  simply 
doing  your  duty  by  your  assnciation.  The  information  and 
results  in  following  the  data  on  the  first  four  pages  will 
more  than  pay  your  annual  dues. 

I  will  furnish  any  member  in  the  state  a  correct  tariff 
on  any  class  of  hardware  shipment  from  the  Missouri  river 
to  your  station,  whereby  you  can  collect  your  own  over- 
charges and  save  the  50  per  cent  we  pay  for  freight  over- 
charge collections. 

Send  in  your  check  today  while  you  think  of  it. 

EDITOR. 
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SEED  TIME  AND  HARVEST. 


Sow  Good  Clean  Seed  and  Sun  and  Eain  Will  Give  Results. 


C.  E.  Harman,  deputy  commissioner,  has  on  our  requisi- 
tion mailed  every  member  of  the  Nebraska  Retail  Hard- 
ware Association  a  copy  of  the  requirements  by  law  gov- 
erning the  sale  of  field  seeds.   Study  and  follow  them. 

Following  you  will  find  text  of  the  seed  law,  also  ruling 
of  the  attorney  general  and  Commissioner  Harman,  rela- 
tive to  the  apparent  contradiction  of  sections  15  and  10. 

This  will  put  the  matter  plain  to  you.  For  your  own 
protection  you  should  insist  on  -an  analysis  of  all  field  seeds 
bought  from  the  grower  or  seller. 


NEBRASKA  PURE  SEED  LAW. 

(Bulletin  No.  113-A.) 

March  5,  1914. 

This  law  covers  the  sale  of  agricultural  seeds,  principal 
of  which  are  alfalfa,  barley,  blue  grass,  brom^e  grass,  clov- 
ers, corn  (sweet  and  field),  flax, "millet,  oats,  rye,  sorphum, 
timothy,  and  wheat,  but  does  not  apply  to  garden  seeds. . 

Every  parcel,  package  or  lot  of  agricultural  seeds  con- 
taining one  pound  or  more,  offered  or  exposed  for  sale  in 
the  state  of  Nebraska,  for  use  within  this  state,  shall  have 
affixed  thereto  in  a  coDspicuous  place  on  the  outsid:^  there- 
of, distinctly  printed  in  the  English  language  in  legible 
type,  not  smaller  than  eight  point  heavy  Gothic  caps,  or 
plainly  written,  a  statement  as  follows: 

The  name  of  the  seed. 

The  name  and  address  of  the  seedsman. 

Statement  of  purity  if  below  standard  fixed  by  law. 

Marked  standard  if  so  or  above. 
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Place  where  grown  if  known  (name  of  state). 

All  agricultural  seeds  must  be  true  to  the  name  under 
which  they  are  sold. 

Seeds  containing  noxious  weed  seeds,  such  as  dodder, 
quack  grass,  wild  mustard,  Canadian  thistle,  wild  oats, 
corn  cockle,  cannot  be  soJd  or  offered  for  sale  in  this  state. 

Certain  other  weed  seeds  shall  be  considered  as  impuri- 
ties in  agricultural  seeds  if  present  to  the  extent  of  more 
than  2  per  cent,  but  such  seeds  can  be  sold  if  labeled  to 
show  the  percentage  of  such  weed  seeds  present. 

Sand,  dirt,  chaff,  broken  seeds  and  seeds  not  capable 
of  germination  are  also  considered  impurities.  Seed  below 
standard,  except  in  the  case  of  noxious  weed  seeds  can  be 
sold  if  labeled  to  show  the  percentage  of  impurities  and 
germination. 

The  law  fixes  a  fee  of  50  cents  for  making  the  analysis 
of  seeds  submitted  to  this  department. 

Seeds  raised  on  a  farm  can  be  sold  on  the  premises 
without  furnishing  an  analysis  to  the  purchaser. 

Dealers  can  purchase  seeds  for  recleaning  and  sale,  but 
must  furnish  a  statement  as  to  purity  and  germination  to 
the  purchaser. 

Samples  of  seed  forwarded  the  department  for  analysis 
will  be  expedited  as  much  as  possible  and  analysis  will  be 
made  in  the  order  the  samples  are  received.  Money  orders 
or  bank  drafts  should  accompany  requests  for  analysis. 
Don't  send  checks. 

The  penalty  for  the  violation  of  the  pure  seed  law  of 
Nebraska  is  fixed  by  law. 

The  enforcement  of  this  law  is  in  the  hands  of  the  food 
commission  and  the  department  is  now  fully  equipped  to 
handle  such  seeds  as  are  submitted  for  analysis. 

Address  all  samples  of  seed  for  analysis  and  requests  for 
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copies  of  the  law,  to  Clarence  E.  Harinan,  Deputy  Coimnis- 
sioner,  Nebraska  Food,  Drug,  Dairy  and  Oil  Commission, 
Lincoln,  Nebraska. 


Lincoln,  Nebr.,  March  7,  1914. 
Mr.  Nathan  Roberts,  Secretary, 

Nebraska  Retail  Hardware  Asso-uation, 
Lincoln,  Nebraska. 
Dear  Sir : 

Answering  yours  of  recent  date,  Avhich  was  also  ad- 
dressed to  the  attorney  general,  wherein  you  ask  for  a 
ruling  on  section  15  of  the  pure  seed  law,  which  states: 

^^The  law  shall  not  apply  to  the  farmer  for  the  sale  of 
seed  that  is  grown,  sold  and  delivered  on  his  own  prem- 
ises, for  seeding  purposes,  by  the  purchaser  himself,  nor 
the  sale  of  such  seed  by  the  farmer  to  merchants  to  be  re- 
cleaned  and  graded  before  being  offered  for  sale  for  the 
purpose  of  seeding,  unless  the  purchaser  of  said  seed  ob- 
tains from  the  farmer  at  the  time  of  sale  thereof,  a  certifi- 
cate that  the  said  seed  is  supplied  to  the  purchaser  subject 
to  the  provisions  of  this  act.'' 

I  note  you  call  attention  also  to  provisions  in  section  10, 
wherein  the  law  says,  the  farmer,  however,  is  not  exempt 
from  section  10. 

It  is  not  within  my  province  to  construe  a  law  contrary 
to  the  provisions  therein,  and  in  mv  ju:lgment  the  txt-i, 
wherein  it  exempts  the  farmer  in  section  15  was  so  written 
for  the  reason  that  those  purchasing  seeds  of  a  farmer  on 
his  own  premises  are  usually  cognizant  of  the  conditions  of 
the  farm  on  which  the  seed  is  grown,  and  to  my  mind  the 
intention  of  this  law  is  to  give  the  purchaser  of  seed  for 
seeding  purposes  the  information  in  regard  to  the  seed  he 
buys,  no  matter  from  whom  purchased,  with  the  excep- 
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tion  of  when  it  is  purchased -on  the  farm  on  which  it  is 
grown. 

Section  10  of  this  act  relates  to  noxious  weed  seeds,  and 
under  this  section  a  farmer  would  of  necessity  have  to 
comply  with  the  provisions  of  the  law,  but  such  inspec- 
tions and  analyses  as  have  been  made  of  seed  by  this  de- 
pai  tment,  which  have  been  grown  in  Nebraska,  does  not 
reveal  the  presence  of  noxious  weed  seeds  to  any  great 
extent.  We  have  inspected  and  analyzed  the  past  month 
more  than  300  samples  of  alfalfa,  clover,  timothy,  etc.,  and 
I  am  frank  to  say  that  in  only  two  instances  were  any 
noxious  weed  seeds  found. 

Advising  you  further  in  the  matter,  I  desire  to  add  that 
noxious  weed  seed  has  been  found  in  a  large  number  of 
samples  inspected  and  analyzed  of  the  seed  that  has  been 
shipped  into  Nebraska  from  other  states,  all  of  which  has 
been  condemned  and  ordered  to  be  shipped  out  of  Ne- 
braska, as  it  can  not  be  sold  in  this  state. 

In  section  18,  which  is  the  penalty  clause  of  the  pure 
seed  law,  it  provides  that  noxious  weed  seeds  can  be  pres- 
ent to  the  extent  of  one  noxious  weed  seed  to  10,000  good 
seeds. 

The  natural  conclusion  is  that  dealers  handling  seed  in 
Nebraska  should  buy  their  seed  of  the  wholesale  seed 
houses  in  this  state,  or  from  those  that  grow  them,  for  the 
reason  that  this  department  is  receiving  the  hearty  co-op- 
eration of  practically  every  wholesale  seed  house  in  Ne- 
braska, and  for  the  further  reason  that  the  dealer  purchas- 
ing seed  from  the  farmer  is  in  a  position  to  get  the  seed 
analyzed  by  sending  a  sample  to  this  department  to  have 
It  analyzed,  thereby  protecting  himself,  and  giving  to  the 
purchaser  the  information  he  desires  and  should  have. 

Regretting  that  I  am  unable  to  construe  the  matter  to 
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your  entire  satisfaction,  I  desire  to  express  my  apprecia- 
tion, however,  for  the  spirit  of  co-operation  shown  by 
yourself  ad  the  Retail  Hardware  Association  of  this  state. 
,  Yours  truly, 

CLARENCE  E.  HARMAN, 
H-H  Deputy  Commissioner. 


Insurance  Report  for  February 
Insurance  in  force        -  $2,085,130.00 
Cash  balance         -         -  23,427.84 
Dividends  to  membe'S  -  745.75 

Losses  paid      -        -  .  4,710.50 

You  will  gather  from  the  above  that  our  company  is 
doing  business  promptly  and  safely.  Our  net  surplus*  has 
decreased  $2,313.77  from  last  report,  but  we  have  turned 
back  as  profit  to  our  members  $26.64  every  day  of  the 
month  including  Sundays,  and  have  paid  $4,710.50  in  fire 
losses  during  the  28  days  in  February.  In  total  for  these 
two  items  only,  have  paid  out  $5,456.25  and  impaired 
our  surplus  less  than  hali  that  amount  You  are  the  ar- 
chitects. 
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CONVENTION  PROCEEDINGS 
of  the 

EIGHTH  ANNUAL  MEETING 
of  the 


NEBRASKA  HARDWARE  MUTUAL  INSURANCE 


Held  at  Lindell  Hotel,  Lincoln,  Nebraska 
February  19th,  1914 


The  meeting  was  called  to  order  by  President  H,  J.  Hall 
at  the  hour  of  2  o'clock  p.  m.,  announcing  that  a  quorum 
and  many  more  were  present  to  transact  such  business  as 
might  come  before  the  meeting. 

The  minutes  of  the  last  annual  meeting  were  read  by 
the  secretary  and  approved. 


President  Hall  at  this  time  delivered  his  annual  address 
at  the  conclusion  of  whieh  he  was  tendered  a  vote  of 
thanks  for  the  faithful  attention  he  had  given  the  com- 
pany in  the  past.  The  address  is  as  follows: 
Fellow  Members  of  the  Nebraska  Hardware  Mutual  In- 
surance Company : 

Another  chapter  of  experience  in  fire  insurance  is  com- 
pleted with  this  eighth  annual  meeting,  and  we  face  the 
future  with  the  best,  the  safest  and  the  most  promising 
hst  of  policyholders  that  this  or  any  other  organization 
ever  had. 

The  best  because  of  the  test  through  which"  your  com- 
pany has  passed,  during  the  last  two  years,  when  the  mem- 
ber;s  cheerfully  made  a  sacrifice,  which  has  resulted  in 
adding  to  the  strength  of  the  company. 

The  safest  because  of  the  efforts  made  by  the  member- 
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ship  to  prevent  fires,  by  cleaning  up  the  premises  and 
otherwise  guarding  against  possible  conflagrations. 

The  most  promising  because  of  the  better  understand- 
ing of  fire  insurance  all  members  have  received  through 
the  office  of  the  secretary,  since  our  organization  was  ef- 
fected and  the  confidence  existing  between  the  member- 
ship, the  officers  and  the  directors. 

The  following  will  illustrate  the  feeling  of  the  average 
merchant  concerning  some  insurance  companies.  A  mer- 
chant addressing  an  agent,  from  whom  he  had  taken  a 
policy,  said:  ''I  guess  I  won't  keep  this  policy;  you  see,  1 
got  to  worrying  that  my  house  might  burn  up  without 
insurance,  till  I  couldn't  half  sleep;  and  since  talking  to 
you  I  got  to  worrying  whether  I'd  get  anytliing  if  my 
house  did  burn,  till  I  can't  sleep  at  all." 

To  illustrate  the  feeling  of  confidence  and  appreciation 
our  members  have  in  the  Nebraska  Hardware  Mutual,  1 
wish  to  read  just  one  letter  out  of  the  many  received  ni 
our  office,  from  a  satisfied  policyholder : 


Norman,  Nebr.,  Sept.  29,  1913. 
"'It  was  with  a  thankful  heart  that  I  and  my  good  wife 
received  yours  of  the  26th  with  enclosure,  a  check  in  full. 
It  certainly  comes  as  a  godsend  to  me  and  my  family,  as 
the  fruits  of  our  labor  for  almost  a  lifetime  were  con- 
sumed in  a  few  short  moments,  and  without  the  protection 
of  the  insurance  we  would  now  be  almost  helpless  financi- 
ally. Long  live  the  Nebraska  Hardware  Mutual  and  its 
efficient  officers  and  members.  I  thank  you  all,  gentlemen, 
and  especially  Mr.  Roberts,  who  spared  no  pains  in  going 
to  the  bottom  of  everything  to  obtain  all  facts  and  figures 
pertaining  to  our  loss  and  the  adjustment  of  the  same. 
Again  thanking  you,  I  am  as  ever,  a  friend  of  the  Associa- 
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tioD  and  Mutual.   Long  may  she  live. 

* '  Fraternally  yours, 

'^R.  D.  WILLIAMS.'^ 


The  Hardware  Mutual  is  your  company.  It  started  with 
the  small  capital  advanced  by  the  directors.  At  the  end 
of  the  first  year  a  dividend  of  20  per  cent  w^as  declared 
and  paid.  Each  year,  with  one  exception,  a  dividend  of 
25  per  cent  for  two  years,  33%  per  cent  for  three  years, 
20  per  cent  last  year  and  25  per  cent  for  this  year,  proves 
the  efficiency  of  your  executive  officers. 

Every  loss  has  been  paid  promptly  and  in  full.  The 
total  premiums  received  since  organization  amount  to 
$184,426.11.  The  losses  since  organization  amount  to 
$96,220.81.  per  cent  of  loss  to  premiums  52  16-100  per 
cent.  The  dividends  amount  to  $30,909.78.  Average 
dividends  for  seven  years,  24  per  cent.  The  cash  reserve 
February  1st  was  $25,741.61. 

Rates — Just  a  word  here  about  fire  insurance  rates  in 
Nebraska.  They  are  lower  than  in  any  other  state  in  the 
union,  considering  the  class  of  risks,  exposures  and  fire 
protection.  Many  of  the  policyholders  of  this  company 
have  used  the  net  premiums  secured  by  reason  of  the  divi- 
dends to  obtain  a  reduced  rate  from  the  local  agent,  until 
in  some  cases  the  cut  rate  is  one-fourth  of  the  board  rate, 
the  board  rate  being  the  rate  secured  on  each  risk,  by  the 
insurance  expert,  who  from  statistics,  and  taking  into  con- 
sideration the  losses,  expenses,  surroundings,  fire  protec- 
tion and  other  vital  questions  entering  into  the  cost  of 
doing  a  safe  fire  insurance  business,  establishes  a  basis  at 
which  the  risk  can  be  safely  and  profitably  protected. 

The  question  has  many  times  been  asked,  ^^Why  should 
a  mutual  company  raise  the  question  of  rates  when  at  the 
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lime  of  organization  the  idea  of  a  saying  to  the  members 
was  to  be  made  by  securing  the  difference  between  old 
line  company  board  rates  and  the  dividends  paid  by  cur 
mutual?"  In  reply,  we  call  attention  to  the  dividends  of 
over  $80,000  saved  to  the  member.^,  and  the  lowering  of 
rates  by  the  old  line  companies  until  from  extreme  high 
insurance  charges  the  pendulum  has  swung  back  to  ex- 
treme low  charges,  and  it  is  the  business  of  your  officers 
to  maintain  a  safe  equilibrium  in  this  age  of  extremes, 
and  protect  those  who  place  the  responsibility  of  this 
part  of  their  business  in  our  keeping. 

As  a  business  organization  we  must  follow  the  safe  and 
sure  plan  which  will  compel  permanent  success,  at  the 
same  time  reaping  the  benefit  of  a  mutual  saving  to  all, 
in  equality  of  first  cost,  the  largest  possible  dividend  to 
every  policyholder,  fair  adjustments  and  absolutely  safe 
insurance. 

Already  the  hardware  mutuals  in  the  neighboring  states 
are  refusing  business  except  at  board  rates.  This  means 
that  should  a  1  ss  occur,  and  the  application  for  the  insur- 
ance show  that  the  insurer  has  incorrectly  stated  the  board 
rate  in  making  his  application,  it  invalidates  the  policy, 
and  full  payment  on  such  conditions  could  not  be  enforced. 

The  United  States  bulletin  issued  by  the  department  of 
the  interior,  says  in  reference  to  fire  loss  in  this  country, 
that  the  fire  loss  is  almost  one-half  the  cost  of  new  build- 
ings. In  normal  years  the  fire  loss  is  in  excess  of  $600,000 
per  day,  $25,000  for  every  hour  of  tlie  day. 

In  the  United  States  the  rate  has  averaged  $1.11  per 
$100  during  the  last  ten  years.  In  Germany  it  is  22^/4 
cents  per  $100.  /Why  this  difference  in  rates?  Because  in 
Germany  buildings  must  be  erected  under  a  code  which 
provides  for  safe  construction,  and  property  owners  must 
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exercise  due  diligence  in  the  prevention  of  fires  by  careful 
and  intelligent  management.  "When  one  has  a  loss  in  that 
country,  he  must  show  that  the  fire  was  in  no  way  caused 
by  his  carelessness,  or  he  is  punished  and  imprisoned. 

Adjustments — One  of  the  tests  of  good  insurance  is  the 
adjustm.ent  of  a  loss.  The  instructions  to  our  adjuster  is 
''BE  FAIR,"  and  we  wish  to  emphasize  to  our  policy- 
holders the  necessity  of  having  the  representatives  of  all 
interested  companies  on  the  ground  before  final  adjust- 
ment of  any  loss  is  made.  On  every  loss  that  we  have  had, 
where  all  companies  holding  policies  on  the  risk  were 
represented,  satisfactory  settlements  have  been  made ; 
where  other  conditions  have  governed,  the  reverse  is  true. 

Some  things  to  remember: 

As  stated  in  the  foregoing,  the  membership  have  profited 
through  the  Hardware  Mutual  Insurance  Company  in  divi- 
dends, in  better  adjustments  and  in  lower  rates  because  of 
their  own  organization. 

We  wish  to  suggest  for  your  own  interests  that  you 
take  the  judgment  of  the  officers  of  this  organization  in 
preference  to  the  advice  of  local  agents  and  strangers 
when  the  question  of  rates  or  any  other  consideration  is  a 
factor  in  deciding  on  the  placing  of  your  fire  insurance. 

Several  years  ago  a  local  agent  for  some  of  the  old  line 
insurance  companies  called  on  me,  and  rather  insisted  on 
some  insurance,  because  of  the  business  he  was  giving  our 
hardware  firm.  Taking  him  to  the  rear  of  our  store  build- 
ing, and  calling  his  attention  to  a  large  frame  barn  and 
storage  building  across  the  alley,  I  told  him  we  carried 
$100  insurance  on  the  building  and  asked  him  much  more 
he  could  carry  on  the  risk.  He  was  plainly  annoyed  at 
the  olf  er,  expecting  to  get  a  line  on  our  stock  and  building, 
and  his  reply  was:  ^'That  building  should  not  be  allowed 
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to  stand  in  the  business  district;  it  should  be  torn  down/' 
The  advice  seemed  good  to  us,  and  although  the  agent  did 
not  get  our  insurance,  the  building  was  torn  down  soon 
after.  The  same  agent,  however,  insured  some  of  our 
neighbors,  one  of  whom  had  a  bad  fire  in  his  store  building 
about  a  year  ago.  After  the  loss  was  adjusted,  the  com- 
pany represented  by  the  local  agent  referred  to  was  on  the 
loss,  and  when  proofs  of  loss  w^ere  sent  in  by  the  assured, 
showing  their  proportion  of  loss  to  be  $200,  it  was  learned 
that  the  company,  the  American  Union  Fire  Insurance 
Company  of  Philadelphia,  was  insolvent,  and  not  a  cent  of 
the  amount  has  'been  paid.  This  illustrates  in  a  measure 
the  greater  safety  in  a  home  mutuaJ  company,  organized 
and  conducted  under  our  Nebraska  state  laws,  than  any 
foreign  stock  company,  having  a  local  agent,  who  is  inter- 
ested only  in  his  commissions. 

In  conclusion  it  is  my  privilege  and  pleasure  to  ac- 
knowledge at  the  time  the  whole-hearted,  ready  and 
prompt  response  from  the  individual  members  to  every 
suggestion  made  by  your  officers  for  the  betterment  of 
conditions  connected  with  your  company ;  *  and  in  thank- 
ing all  of  you  for  your  support  and  friendship,  I  also  de- 
sire to  express  my  heartfelt  thanks  to  the  officers  and 
directors  who  have  given  so  freely  of  their  time  and  talents 
for  the  upbuilding  of  this  insurance  company. 

Secretary  Roberts  is  the  right  man  in  the  right  place — 
conservative,  watchful,  reliable — there  are  none  better.  I 
congratulate  you  on  your  present  splendid  organization. 


REPORTS  OF  THE  SECRETARY,  TREASURER  AND 
AUDITING  COMMITTEE 

The  secretary  then  read  his  report,  and  having  had  dis- 
tributed the  financial  report  to  each  member,  same  was 
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considered  read. 

The  treasurer  thereupon  read  his  report,  which  was 
followed  by  the  report  of  Mr.  F.  W.  Arndt  for  the  auditing 
committee. 

On  motion,  seconded  and  carried,  the  above  reports 
were  received  and  placed  on  file. 


Report  of  the  Secretary 

February  19,  1914. 

Gentlemen: 

In  your  hands  is  placed,  the  annual  report/ of  this  com- 
pany for  1918,  and  speaks  ^Dr  itself.  It  simply  rests  with 
me  to  call  your  attention  to  and  emphasize  a  few  salient 
facts  connected  therewith. 

We  started  with  a  balance  last  report  of  nearly  $22,000, 
paid  out  during  the  year  nearly  $20,000  in  fire  losses,  paid 
out  over  $5,000  as  dividends  to  members,  and  we  have  a 
balance  on  hand  January  1st  of  nearly  $24,000,  and  if  all 
our  members  had  been  paying  what  their  insurance  was 
worth,  based  upon  the  advisory  rates,  our  balance  would 
be  about  $35,000,  and  you  would  be  receiving  a  larger 
dividend. 

Even  if  the  50  per  cent  who  did  not  pay  advisory  rates 
had  paid  as  much  as  they  paid  to  stock  companies,  our 
balance  would  be  about  $3,000  greater. 

Our  president  in  his  address  has  pretty  thoroughly  cov- 
ered the  ground;  however,  there  are  a  few  things  that 
■  might  with  profit  be  mentioned. 

Mr.  Matthews,  of  the  Minnesota  company,  reports  that 
fire  loss  in  Nebraska  last  year  was  118  per  cent  of  the 
premium.  In  another  letter  he  adds  that  he  will  not,  if 
he  knows  it,  write  any  policy  for  less  than  tariff  board 
rates. 

I 
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A.  R.  Sale,  of  the  Iowa  association,  reports  his  loss  ratio 
in  Nebraska  at  152  per  cent  on  the  premiums  paid. 

At  the  last  meeting  of  the  board,  December  1st,  they 
ordered  him  to  reduce  his  dividend  for  1914  expirations 
to  33V3  per  cent  instead  of  50  per  cent  as  formerly. 

Our  loss  ratio  for  1913  you  will  note  is  63%  per  cent, 
and  for  the  period  covered  since  organization  shows  over 
52  per  cent. 

The  Wisconsin  company  on  all  their  insurance,  which 
practically  covers  the  United  States,  shows  a  loss  and  ex- 
pense of  47  per  cent,  while  Mr.  Lewis  of  the  National,  un- 
der the  same  conditions,  shows  74  per  cent,  which  with  the 
40  per  cent  dividends  they  return,  shows  114  per  cent,  or 
14  per  cent  more  than  they  have  coliected. 

These  are  questions  woi  thy  of  your  serious  considera- 
tion. As  members  of  the  Nebraska  Hardware  Mutual  In- 
surance Company,  we  should  stand  together  and  endeavor 
to  prevent  the  serious  inroads  made  by  the  stock  compa- 
nies in  their  rate  cutting  campaign. 

Curing  the  i  3st  eight  years,  and  up  until  December  1st, 
of  1913,  it  has  been  the  policy  of  this  company  to  meet  any 
cut  rates  made  by  the  stock  companies,  irrespective  of  the 
risk  taken. 

Our  company  being  strictly  mutual,  all  dividends  de- 
clared are  applicable  to  premiums  paid  whether  they  shall 
prove  to  be  profit  bearing  or  not.  You  can  readily  see 
that  without  any  intention  on  the  part  of  your  officers 
there  has  an  injustice  crept  into  those  who  are  paying 
proper  rates.  I  hope  this  phase  of  the  insurance  ques- 
tion will  be  gone  into  from  an  unbiased  standpoint,  to  the 
end  that  we  may  be  a  mutual  protection  to  all  alike,  irre- 
spective of  conditions.  . 

You  will  note  that  on  the  small  souvenir  program  is  an 
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open  book,  indicative  of  the  policy  of  this  company.  Its 
atfairs  are  all  open  to  any  of  its  members,  on  its  pages  are 
written  your  names,  you  have  an  interest  in  its  finances, 
its  wealth  and  stability.  Don't  take  the  unwarranted  posi- 
tion that  the  company  is  inimical  to  your  best  interests 
and  welfare. 

If  I  can  aid  in  giving  you  light  on  the  subject,  I  will 
be  glad  to  do  so. 

NATHAN  ROBERTS,  Secretary. 


Treasurer's  Report 

February  19,  1914. 
To  the  Officers  and  Members  of  the  Nebraska  Hardware 
Mutual  Fire  Insurance  Company,  Gentlemen : 
I  hereby  give  you  my  report  of  the  cash  assets  of  the 
insurance  company  at  the  close  of  business  December  31, 
1914. 

CASH  ASSETS  ON  HAND  JANUARY  1,  1913 

Certificates  of  deposits   . .  .$  3,000.00 

Far   mortgages    14,000.00 

Cash  in  bank   2,353.63 

Total  $19,353.63 

CASH  ASSETS  ON  HAND  JANUARY  1,  1914, 

School  bonds  $  4,000.00 

Farm  mortgages   11,200.00 

Certificates  of  deposits   3,000.00 

Cash  on  hand   3,008J2 


Total 
Net  gain 


 $21,208.12 

$  1  854  49 
ERNST  iioPPE.  Treasurer! 
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Report  of  Auditing  Committee 

To  the  Policyhoiders : 

We,  the  committee  appointed  to  audit  the  boolvs  and 
accounts  of  the  Nebraska  Hardware  Mutual  Insurance 
Company,  hereby  report  that  we  checked  the  accounts  for 
1913  in  detail,  and  find  them  to  be  as  stated  in  the  secre- 
tary's report  for  December  31,  1913. 

The  cash  and  securities  are  on  hand  as  stated  and  in 
good  shape. 

The  books  appear  to  be  kept  in  a  fully  accurate  and 
concise  manner,  so  that  it  is  easy  to  get  a  clear  idea  of  the 
course  and  condition  of  the  business. 

AVe  believe  the  risks  are  being  scanned  carefully  and 
that  the  business  is  being  done  in  an  economical  manner. 
This  is  shown  by  the  fact  that  while  the  losses  have  been 
unusually  heavy  for  the  year,  we  have  made  an  increase  in 
bke  assets  and  in  the  surplus. 

Respectfully  submitted, 

F.  AV.  AENDT, 
eTNO.  FORREST, 

Committee. 


W.  B.  HOWARD'S  ADDRESS 

Mr.  AV.  B.  Howard,  the  state  audiror,  at  this  time  deliv- 
ered  a  most  instructive  address,  as  follows : 
Gentlemen: 

In  making  up  your  program,  while  you  very  consider- 
ately left  the  selection  of  the  topic  upon  which  I  -am  to 
speak  to  my  own  selection,  I  have  taken  it  for  granted 
that  you  know  of  my  previous  business  affiliations  and 
that  it  is  generally  understood  that  you  expect  me  to  ad- 
dress you  upon  some  practical  phase  or  branch  of  insur- 
ance. 


THE  NEBRASKA  IRONMONGER 


19 


No  doubt  you  have  been  importuned  from  time  to  time, 
and  strenuously,  too,  by  life  and  accident  insurance  sales- 
men, who  have  undoubtedly  educated  many  of  you  into 
the  mysteries  and  intricacies  of  that  branch  of  the  busi- 
ness. 

I  do  not  understand  that  it  is  your  desire  that  I  further 
elaborate  thereupon,  but  that  I  tell  you  something  of  my 
own  understanding  of  the  branch  of  the  business  known 
as  fire  insurance. 

Some  time  in  our  history  we  will  become  as  familiar 
with  the  subject  of  fire  insurance  as  we  are  with  the  more 
ordinary  business  transactions,  and  when  it  comes,  the  un- 
just practices  which  result  in  the  discrimination  between 
insurants  of  the  same  class  will  not  long  be  tolerated. 
Equality  before  insurance  companies  is  just  as  essential  to 
our  business  well  being,  as  equality  before  the  law  is  essen- 
tial to  our  political  and  social  well  being. 

Fair  dealing  with  every  client  on  the  part  of  the  insur- 
ance company  is  now  demanded  and  will  be  ultimately 
enforced,  and  if  the  companies  would  soften  the  rigor  of 
,the  prescription  which  the  people  of  this  state  are  now  pre- 
paring for  them,  it  will  be  because  they  have  taken  cog- 
nizance of  the  public  temper  and  have  so  readjusted  the 
business  as  to  have  eliminated  the  unfair  practices. 

It  were  well  that  they  look  into  the  present  condition 
and  examine  carefully  the  reasonable  complaints  made 
against  their  practice,  or  the  people  will  take  matters  into 
their  own  hands  and  the  burdens  imposed  will  be  grievous 
to  bear. 

Fire  insurance  rates  are  not  based  upon  the  actual  fire 
hazard,  except  in  theory.  While  companies  claim  exact 
impartiality,  it  is  well  known  that  '^pull"  exercises  a  con- 
siderable influence  over  the  rates  charged. 
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It  has  been  said  that  competition  is  responsible  for  many 
of  the  ills  which  have  crept  into  the  business,  but  compe- 
ti.ion  certainly  never  brought  about  an  unfair  and  unjust 
discrimination  between  insurants  of  the  same: class  in  tht- 
same  company. 

Let  us  assume  a  concrete  example,  and  for  the  purpose 
of  analogy  let  us  say  the  rate  upon  a  lumber  yard  and  its 
contents  is  80  cents  per  hundred.  Assuming  that  this  is 
a  fair  and  reasonable  apportionment"  of  the  fire  insurance 
tax,  it  follows  that  all  yards  located  under  similar  condi- 
tions should  pay  the  same  rate.  This  proposition  is  funda- 
mentally so  fair  that  on  all  sides  it  meets  with  ready  as- 
sent, but.  in  practice  it  does  not  work  out.  On  the  con- 
trary, it  is  \vell  known  that  corporations  owning  many  of 
the  lumber  yards  are  by  reason  of  their  holding  able  to 
obtain  a  rate  which  is  lower  than  the  individual  who  has 
hut  a  single  yard,  and  who,  because  of  the  restricted  terri- 
tory in  which  his  activity  is  confined,  is  compelled  to  pay 
the  full  premium  rate.  Thus  it  is  that  the  fire  tax  in- 
stead of  being  equally  borne  imposes  the  burden  upon  the 
shoulders  of  the  one  least  able  to  bear  it,  and  this  uneqtial 
assessment  of  the  fire  tax  can  no  more  be  justified  than  if 
the  state  were  to  levy  an  extra  tax  upon  its  poorer  citi- 
zens because  they  had  not  prospered  equally  with  its 
citizens  in  more  affluent  circumstances. 

Right  now  I  want  to  digress  from  the  subject  briefly 
that  I  may  bring  to  your  attention  a  thought  which  will 
illustrate  what  I  have  in  mind.  The  corporation  existence 
of  a  fire  insurance  company  and  all  the  powers  which  they 
derive,  are  such  as  have  been  conferred  upon  them  by  the 
state.  Suppose  for  the  sake  of  argument  the  state  had  not 
subrogated  to  these  corpof*ations  the  right  to  engage  in 
fire  insurance  business,  but  was  itself,  in  deed  and  in  fact, 
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writing  fSre  insurance.  Is  there  one  so  )3old  as  to  say  that 
under  these  conditions  a  corporation  with  much  property 
should  pay  a  rate  per  average  value  lower  than  the  indi- 
vidual who  has  less? 

It  is  agreed  among  all  fair  minded  men  that  the  burdens 
of  any  tax  shall  be  borne  by  all  in  proportion  to  the  bene- 
fits enjoyed,  but  that  the  rate  per  dollar  of  value  of  benefit 
enjoyed  shall  be  without  discrimination  as  between  bene- 
ficiaries. 

.  The  fire  insurance  business  cannot  be  divested  of  its 
mutuality,  that  is  to  say,  every  policyholder  is  interested 
with  every  other  policyholder  in  the  expense  of  organiza- 
tion and  operation,  and  fire  loss.  The  company  acts  min- 
isterially and  as  the  agent  of  the  insurants  with  whom  it 
has  business  transactions.  It  cannot  abridge  the  right  of 
one  for  the  benefit  of  another,  nor  hold  out  other  than 
even  and  impartial  justice  to  all  who  some  seeking  its 
service.  While  it  is  a  legal  entity  it  is  also  a  complex 
entity,  that  is,  it  is  made  up  of  many  entities,  and  these 
several  and  separate  entities  should  contribute  to  the  cost 
of  buisness  in  proportion  to  the  benefits  enjoyed,  and  any 
other  provision  for  the  distribution  of  the  cost  of  the  busi- 
ness is  both  theoretically^  and  practically  wrong.  It  shocks 
our  sense  of  business  decency  when  the  corporation  which 
acts  as  our  agent  in  our  business  transactions  discrim- 
inates between  its  clients  because  of  the  difference  in 
financial  rating. 

Now  to  this  the  company  agrees  and  the  insurants 
agree,  and  it  would  seem  therefore  that  no  statute  would 
be  necessary  to  compel  either  to  do  what  both  agree  is 
fair,  but  the  perversity  of  human  nature  forms  an  equa- 
tion which  cannot  be  lost  sight  of,  and  to  ignore  it  is  to  in- 
vite in  the  future  even  worse  conditions  than  those  we  now 
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suffer  to  exist.  As  long  as  there  are  bargain  days  in  in- 
surance, and  by  this  I  mean  rates  made  in  secret  and  hid- 
den away  from  the  general  knowledge  of  the  insuring  pub- 
lic, some  there  are  who  will  be  on  hand  to  take  advantago. 
If  these  days  Avere  open  to  all,  as  the  general  sale  days  of 
the  department  stores,  where  one  could  rush  into  the  tur- 
moil to  get  up  to  the  counter,  perhaps  the  serious  objec- 
tions they  are  now  open  to  would  be  eliminated,  but  when 
carried  on  under  secret  agreement  and  under  cover  of 
darkness,  and  when  the  benefits  naturally  attach  only  to 
the  favored  few,  then  the  many  acting  in  self  defense  must 
move  all  the  machinery  of  the  law  to  obtain  redress  for  the 
gross  imposition  which  has  been  imposed'up:;^^  them.  Be- 
cause an  analysis  of  the  business  shows  all  of  the  policy- 
holders bearing  the  burdens  of  the  business,  organization, 
operating  and  fire  loss,  expenses,  and  thus  it  is  where  one 
has  received  concessions  by  way  of  reduced  rates,  it  has 
been  at  the  expense  of  every  other  member  of  the  com- 
pany. 

Our  trouble  is  and  always  has  been  that  we  have  never 
been  able  to  define  the  word  company  so  that  the  definition 
gives  a  clear  idea  of  its  relationship  to  us,  nor  have  we 
,any  thought  that  it  is  closely  connected  with  ourselves, 
but  to  many  it  is  a  foreigner,  witluut  the  natural  protec- 
tion of  laws,  to  be  exploited  whenever  the  opportunity  pre- 
sents itself.  When  a  loss  occurs,  why,  it  is  the  company's 
loss,  no  concern  of  ours,  nothing  with  which  we  have  to  do, 
and  so  we  pass  it  over  with  a  thought  that  every  dollar 
obtained  from  a  fire  insurance  company  is  that  much 
profit  to  the  locality  in  which  the  loss  occurred,  not  taking 
into  consideration  at  all  that  we  are  the  ones  who  con- 
tribute the  money  to  pay  the  loss,  and  that  the  company 
acts  only  as  our  agent  in  collecting  and  distributing  the 
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necessary  funds  to  reimburse  to  the  amount  of  the  loss. 
But  as  a  matter  of  fact,  in  this  we  are  deceived  and  it  has 
been  easy  for  the  corporation  to  take  advantage  of  us 
because  of  our  ignorance  of  the  subject.  It  has  always 
sounded  rather  pleasant  to  say  ''the  company  pays  the 
loss/'  and  in  so  saying  it  has  not  seemed  that  it  was  di- 
rectly and  immediately  connected  with  the  reserve  of  our 
pocketbook,  but  when  we  know  that  the  company  has 
taken  the  wherewith  to  pay  the  loss  and  in  addition  all 
the  expense  of  operatfon,  including  twenty-five  to  fifty 
thousand  dollars  salary  per  annum  for  its  president,  with 
a  horde  of  lesser  lights  drav/ing  from  five  to  twenty  thou- 
sand dollars  each  per  year  in  salaries,  and  then  in  addition 
thereto  we  are  compelled  to  pay  still  further  sufficiently 
more  to  insure  dividend's  upon  the  stock,  then  somehow 
the  words  ''the  company  pays''  seems  to  have  lost  their 
magic  charm  and  instinctively  we  begin  to  inquire  into 
the  vv'orking  of  the  business. 

A  manufacturer  one  time  advertised  in- the  papers  and 
his  slogan  was,  "Jones  pays  the  freight."  This  operated 
for  a  time  and  increased  the  output  of  his  factory,  but 
linaPy  the  people  took  a  tumble.  The  amount  of  freight 
was  added  to  the  cost  of  the  product,  and  so  the  slogan 
"the  company  pays"  has  deceived  the  people  for  a  long 
time,  but  finally  they  will  come  to  the  understanding  that 
when  the  company  pays,  it  somehow  or  other  finds  its 
wdj  back  into  the  hidden  corners  and  inermost  recesses 
of  our  private  pocketbook.  Companies  are  therefore  sim- 
ply convenient  accessories  by  which  and  through  which 
the  business  is  transacted.  The  methods  of  operating  are 
subjects  with  which  every  insurant  should  be  entirely 
familiar,  without  which  he  must  remain  at  the  mercy  of 
i  designing  men. 
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I  understand  full  well  that  there  are  tho2e  in  busi:ie>s:5 
who  contend  that  when  a  corporation  is  formed  and  the 
capital  stock  pledged  that  the  question  'of  the  conduct  of 
the  business  is  a  matter  for  the  directors  of  such  corpora- 
tion to  determine  and  that  it  does  not  concern  the  state 
nor  has  the  state  any  particular  interest  therein;  that 
making  an  insurance  contract,  not'iing  but  what  is  of  a 
purely  private  transaction  enters  in,  and  that  a  company 
has  the  right  to  charge  for  its  service  what  it  is  able  to 
obtain  and  that  competition  is  the  only  safeguard  which 
the  people  need.  But  there  are  not  many  who  are  willing 
to  accept  these  doctrines,  and  certainly  none  who  are  not- 
interested  financially  in  the  stock  of  the  company,  and  the 
air  of  the  proposition  is  so  plainly  discernable  upon  its 
face  that  to  defeat  it  by  argument  is  an  unnecessary  waste 
of  time,  because  in  the  last  analysis  it  is  shown  that  the 
capital  stock  pledged  to  safeguard  the  interest  of  the 
policy  holders  is  so  infinistesimal  as  compared  with  the 
total  sum  that  it  pales  into  insignificance.  Under  the  law 
of  the  state  of  Nebraska  a  corporation  may  be  formed 
with  $100,000  capital  stock  to  engage  in  fire  insurance 
business.  Assuming  that  it  did  in  premium  business  to 
the  amount  of  $1,000,000  per  annum,  the  reserve  neces- 
sary under  our  law  amounts  to  40  per  cent,  or  $400,000, 
of  the  million  for  the  purpose  of  carrying  out  the  pro- 
visions of  the  contract,  .or  more  than  four  times  the 
amount  of  the  capital  stock.  If  the  premium  charged  is 
insufiiciert  to  pay  the  cost  of  operating  and  fire  loss,  the 
only  liability  on  the  part  of  the  stockholder  is  $100,000. 
If  there  be  losses  in  addition,'  then  such  losses  must  fall 
upon  the  shoulders  of  the  insurants,  who,  as  we  have 
noticed  in  the  first  instance,  are  compelled  to  pay  pre- 
miums sufficient  out  of  which  the  reserve  is  set  aside. 
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The .  capital  stock  of  the  company  simply  gives  to  the 
stockholders  the  right  to  manipulate  the  funds  derived 
from  the  business  to  their  own  advantage  and  beyond  the 
lim.it  of  their  stock  subscription  under  no  condition  can 
the  hardship  be  imposed  upon  them,  while  if  the  profits 
accruing  from  the  business  mount  into  large  figures,  under 
the  same  provision  the  stockholders  enjoy  the  benefit. 

Jt  is  not  the  thought  of  discussing  stock  companies,  but 
simply  to  show  the  relationship  which  exists,  no  matter 
what  form  of  organization  the  company  has,  whether 
stock  or  mutual,  the  interest  of  the  policy  holder  in  his 
company  is  the  same  and  the  attitude  of  the  company 
toward  every  policy  holder  should  be  the  attitude  of  that 
of  absolute  equality  without  discrimination  in  the  rates 
charged,  Avhether  the  property  insured  be  great  or  small, 
and  the  rates  should  be  based  upon  the  actual  hazard  as 
near  as  may  be  ascertained. 


MR.  A.  J.  BALDWIN'S  SPEECH. 

Mr.  A.  J.  Baldwin,  a  local  insurance  adjuster  of  Lin- 
coln, was  then  called  upon  and  in  brief  spoke  as  follows: 

There  are  a  few  essential  points  that  I  wish  to  call  to 
your  attention,  and  which  every  merchant  should  know, 
and  are  as  follows : 

First,  have  the  property  to  insure;  have  an  insurable 
interest  in  your  property ;  second,  find  the  company  will- 
ing to  assume  the  risk,  and  third,  you  should  have  your 
policy  made  to  order,  that  is,  it  should  cover  what  you 
M^ant  it  to  cover. 

The  prevailing  opinion  has  obtained  that  insurance  ad- 
justers are  animals  in  human  form,  and  the  insurance 
companies  are  no  better  than  the  adjuster  that  represents 
them  on  an  individual  loss.    The  man  who  buys  a  policy 
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invariably  fails  to  read  it,  files  it  away,  and  when  a  loss 
comes  he  knows  nothing  about  the  terms  of  his  contract. 

Another  point  is  the  matter  of  invoicing  your  stock. 
This  mater  is  otten  neglected  by  the  merchants,  and  you 
Ijiow  .the  insurance  companies  settle  the  losses  on  your 
inventory,  and  as  you  are  constantly  turning  j^our  stock, 
an  inventory  more  than  a  year  old  is  not  considered  by 
them,  and  your  verbal  statements  of  what  your  stock  con- 
sisted of  just  before  the  fire  does  not  carry  the  weight  that 
a  written  inventory  does. 

As  to  household  goods,  we  have  considerable  trouble 
many  time^  in  settling  losses  because  often  people  take 
occasion  to  settle  on  the  love  of  the  property  rather  than 
its  actual  cost. 

There  are  occasions  when  it  is  necessary  for  the  adjuster 
to  exercise  the  prerogative  of  his  ow^n  judgment  and  not 
that  of  the  insured,  and  it  is  necessary  at  times  for  us  to 
offer  to  replace  the  building,  hour^ehold  goods  or  other 
articles.  If  you  have  a  fire  loss  it  is  up  to  you  to  show 
what  your  loss  is. 


ELECTION  OF  OFFICERS.  / 

The  next  was  election  of  officers.  y 
Mr.  TI.  J.  Hall  was  nominated  for  President.  There  be- 
ing no  other  nomination,  on  motion  of  Mr.  Oaks,  and  car- 
ried, the  rules  were  suspended  and  the  secretary  was  in- 
structed to  cast  the  unanimous  ballot  for  H.  J.  Hall  as 
President  for  the  ensuing  year,  which  was  accordingly 
done,  and  Mr.  Hall  accepted  the  office. 

Mr.  Hall:  I  thank  you  for  this  compliment  in  making 
the  election  unanimous  and  I  will  promise  to  make  this 
organization  the  strongest,  the  best,  and  to  you  the  most 
profitable  of  any  insurance  company  in  the^e  United 
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:  Mr.  F.  AV.  E'binger  was  placed  in  nomination  for  Vice- 
President,  and  on  motion,  carried,  the  rules  were  sus- 
pended and  the  secretary  w^as  instructed  to  cast  the  unani- 
mous ballot  for  F.  AV.  Ebinger  as  Vice-President  for  the 
ensuing  year,  which  was  accordingly  done,  and  Mr. 
Ebinger  accepted  the  office. 

Mr.  Nathan  Roberts  was  placed  in  nomination  for  Sec- 
retary, and  there  being  no  other  nominations,  on  motion, 
I  carried,  the  rules  were  suspended  and  the  president  was 
i  instructed  to  cast  the  unanimous  ballot  for  Nathan  Rob- 
erts for  Secretary  for  the  ensuing  year,  wiiich  was  accord- 
ing done,  and  Mr.  Roberts  accepted  the  office. 

Mr.  Ernest  Hoppe  was  placed  in  nomination  for  Treas- 
urer, aAd  there  being  no  other  nominations,  on  motion, 
carried,  the  rules  were  suspended  and  the  secretary  was 
instructed  to  cast  the  unanimous  ballot  for  Ernest  Hoppe 
for  Treasurer  for  the  ensuing  year,  which  was  accordingly 
done,  and  Mr.  Hoppe  accepted  the  office. 

Messrs.  M.  D.  Hussie,  Ernest  Hoppe  and  J.  F.  Goehner, 
whose  terms  as  members  of  the  Board  of  Directors  expire 
at  this  time,  were  placed  in  nomination  for  members  of 
the  Board  of  Directors  for  three  3^ears,  and  there  being  no 
j  other  nominations,  on  motion,  carried,  the  rules  were  sus- 
I  pended  and  the  secretary  was  instructed  to  cast  the  unani- 
mous ballot  for  M.  D.  Hussie,  Ernst  Hoppe  and  J.  F. 
Goehner  for  members  of  the  Board  of  Directors  for  the 
next  three  years,  which  was  accordingly  done,  and  Messrs. 
Hussie,  Hoppe  and  Goehner  accepted  said  office. 

Mr.  D.  F.  Dolan  moved  that  it  be  the  sense  of  this  meet- 
ing that  the  policy  pursued  by  the  company  in  the  past 
in  the  matter  of  adjusting  rates  meets  with  our  fullest 
approval.    The  motion  was  seconded  and  unanimously 
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carried. 

No  further  business  appearing,  on  motion  carried,  the 
Eighth  Annual  Meeting  of  the  Nebraska  Hardware  Mutual 
Insurance  Company  was  declared  adjourned. 


SUGGESTIONS  ON  BUSINESS  ETHICS. 

The  feature  of  the  session  of  the  N.  R.  H.  A.  on  Thurs- 
day morning,  February  19,  was  a  paper  by  D.  P.  Dolan, 
of  Western,  on  the  above  topic : 


In  consenting  to  prepare  a  paper  to  be  read  here,  I  have 
decided  to  present  some  suggestions  on  the  ethics  of  busi- 
ness. 

Ethics  is  the  science  of  right  conduct  on  which  morality 
is  based.  I  am  well  aware  that  when  one  begins  to  apply 
ethical  principles  to  business,  there  are  many  difficulties 
in  the  way,  not  because  the  principles  are  wrong,  or  even 
impracticable,  but  because  their  application  under  ordi- 
nary conditions  of  life  is  difficult. 

On  account  of  the  severe  competitive  struggle  in  which 
business  is  conducted  it  is  not  easy  to  apply  abstract  rules 
of  moral  conduct  to  business  and  yet  we  must  have  these 
principles  before  us,  to  keep  it  on  a  plane  of  moral  de- 
cency. "What  is  success  in  business?  Is  it  the  amassing, 
of  money  only?  That  would  be  a  poor  substitute  for  the 
real  success  that  is  based  on  moral  character.  This  latter 
success  is  often  a  better  asset  than  large  dividends  ac- 
quired through  the  immoral  use  of  business  opportunities. 

It  is  of  vital  importance  to  our  business  system  that 
there  should  be  a  true  definition  of  the  word  success. 
There  is  a  growing  desire  among  business  men,  and  it  is 
the  aim  of  this  organization  that  there  should  be  a  proper 
conception  of  the  kind  of  success  to  which  an  honorable 
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man  may  in  good  conscience  aspire,  are  losing  our 

regard  for  that  discreditable  smartness  that  indulges  in 
cheap  shrewdness  of  commercial  trickery^  which  does  not 
regard  character  as  the  true  basis  of  success.  The  best 
mail  is  he  who  gives  his  service  and  goods  at  a  fair  price 
and  makes  his  living  and  fortune  by  giving  value  received. 
It  was  a  splendid  testimony  to  the  integrity  of  General 
Wellington  that  Tennyson  was  able  to  say  of  the  dead 
hero : 

Whatever  record  leap  to  light 
He  never  shall  be  shamed." 

We  are  told,  that  the  greatest  benefactor  of  the  race  is 
the  man  v/ho  can  make  two  blades  of  grass  to  grow  where 
only  one  grew  before.  There  is  another  type  of  man  who 
deserves  to  be  ranked  as  a  benefactor,  it  is  the  business 
man  v/ho  follows  moral  standards  and  shows  that  they 
can  be  maintained  in  practice. 

In  studying  the  business  history  of  the  world,  it  appears 
that  during  all  the  years,  especially  since  civilization  be- 
gan, man  has  been  inventing,  devising  and  building  new 
instrumentalities  for  the  easy  transportation  of  persons, 
and  the  cheap  exchange  of  products,  and  service  through 
trade  and  business. 

The  centuries  that  have  preceded  ours  never  realized 
anything  comparable  to  the  system  of  transportation  of 
persons  and  goods,  and  the  development  of  trade  and 
business  as  now  exists. 

Business  never  before  accomplished  so  much  in  the  way 
of  production  of  goods,  and  the  efficient  methods  of  labor 
as  has  been  accomplished  in  our  day.  This  improved  and 
more  efficient  system  has. brought  in  its  train  many  com- 
plex conditions  that  are  manifesting  themselves  in  serious 
disturbances  between  capital  and  labor  under  the  greatly 
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centralized  industrial  competition.  Remedial  legislation 
r'.gigned  to  remove  these  disturbances  has  been  proposed 
in  all  civilized  nations,  and  is  occupying  the  thoughts 
more  or  less  of  every  intelligent  person,  and  nowhere  more 
than  in  our  own  country. 

It  is  this  longing,  this  growing  desire  to  push  the 
Golden  Rule  a  little  farther  into  our  business  life.  To 
undo  in  accordance  with  reason  and  justice  the  centrali- 
zation of  trade  and  business,  by  which  a  few  men  be- 
come despotic,  however  benevolent  their  intentions,  as 
captains  of  finance  and  industry.  Human  nature  is  so 
constituted  that  when  a  man  is  m  possession  of  unlimited 
power  he  generally  misuses  it.  This  in  time  gives  rise  to 
opposition  on  the  part  of  those  that  are  ruled.  "When 
a  man  has  power  without  responsibility,  he  is  apt  to 
become  a  tyrant,  when  he  has  responsibility  without 
power,  he  becomes  a  slave,  but  when  both  power  and 
responsibility  are  united,  restraining  the  bad  ond  leav- 
ing a  clear  field  for  the  good,  we  are  providing  the  best 
known  condition  in  the  affairs  of  life. 

It  is  a  hopeful  sign  of  the  times  when  so  many  of  the 
leaders  of  trade  and  industry,  and  of  the  labor  organiza- 
tions, are  working  for  a  better  democracy  of  business  and 
happiness  of  all  classes.  The  poet  Whittier,  says  truth- 
fully: 

^^0  sometimes  gleams  upon  our  sight. 

Through  present  wrong  the  eternal  right. 

And  step  by  step  since  time  began. 

We  see  the  steady  gain  of  man." 
In  order  that  there  may  be  wise  remedial  legislation  to 
remove  the  industrial  and  social  evils,  it  is  necessary  that 
there  should  be  a  clear  and  reasonable  recognition  of  the 
principles  of  equity  and  justice  to  bring  about  the  best 
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results. 

One  of  the  most  serious  of  the  threatening  evils  of  our 
business  system,  is  the  concentration  of  trade  and  busi- 
ness, and  the  consequent  concentration  of  wealth  in  the 
hands  of  the  few.  During  the  last  twenty  years  great 
corporations,  syndicates  and  trusts  have  sprung  into  ex- 

I  istence  which  have  been  aiming  to  get  control  of  the 
trade  and  business  of  the  country,  and  in  connection 
with  these  of  the  means  of  transportation  of  persons  and 
goods,  to  enable  them  to  raise  or  lower  prices  to  suit 
their  own  interests.  If  any  class  of  men  should  under- 
take  to  control  the  politics  of  the  country  as  these  men 
have  controlled  its  business,  the  people  would  rise  up 
against  them  as  their  fathers  rose  against  the  exactions 
of  the  English  government  at  the  time  of  the  Revolution. 

j     One  of  the  methods  used  in  concentrating  business  has 

I  come  to  be  known  as  that  of  interlocking  directorates. 
By  this  means  the  money  lenders  had  come  into  control 
of  nearly  all  of  the  large  business  enterprises,  the  manu- 
facturing and  transportation  of  goods  and  the  invest- 
ment of  securities.  They  controlled  the  principal  bank^ 
and  most  of  the  big  railroad  systems  of  the  country. 
This  became  a  great  concentration  of  financial  and  indus- 

I  trial  power. 

\  A  considerable  part  of  the  wealth  of  the  country,  is 
I  now  in  possession  of  a  few  families  who  control  the  big 
business  enterprises  in  the  large  centers  of  population. 
The  lack  of  uniformity  in  the  laws  of  the  several  states 
!  relating  to  business  enterprises  has  contributed  to  the 
wrongs  practiced  by  unscrupulous  syndicates,  and  trusts, 
and  land  speculators.  Their  victims  have  been  numerous 
because  there  are  many  who  do  not  realize  the  folly  of 
expecting  to  get  something  for  nothing,  and  hence  wild- 
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cat  schemes  have  flourished  with  all  the  other  plans  of 
the  get-rich-quick"  concerns  including  the  lure  of  lower 
prices  and  cheaper  goods  away  from  home.  Legitimate 
trade,  requiring  only  a  reasonable  profit  on  the  money 
invested  without  spectacular  schemes  to  increase  busi- 
ness, is  the  only  safeguard  against  fraudulent  enterprises. 
The  watering  of  stock,  the  blind  pool  concerns,  and  all 
the  schemes  to  get  rich  outside  of  legitimate  business 
enterprises  have  had  their  day  and  will  soon  be  under 
the  ban  in  all  of  the  states.  The  people  should  give 
their  patronage  and  support  to  such  enterprises  as  are 
oparatecl  v/ithin  reasonable  bounds  and  are  able  to  fulfil 
every  obligation,  and  especially  to  patronize  home  trade 
for  the  benefit  of  their  own  communities. 

In  our  day  production  and  wealth  have  been  greatly 
increased,  but  the  distribution  of  the  money  of  the 
country  has  been  largely  concentrated.  This  concentra- 
tion has  not  been  beneficial  to  the  welfare  of  the  people 
generally  and  hence  the  currency  bill  just  enacted  into 
law  to  remedy  this  evil. 

Trade  and  business  suffer  when  conditions  are  un- 
favorable, when  wealth  concentrates  and  unscrupulous 
competition  has  full  sway.  The  business  conditions  that 
produce  extraordinary  fortunes  mounting  up  into  mil- 
lions are  not  calculated  to  promote  the  interests  of  the 
people  generally.  There  can  be  no  doubt  that  it  is  better 
in  every  way  to  have  a  more  widespread  diffusion  of 
wealth  with  its  opportunities  and  responsibilities.  No 
thoughtful  person  will  deny  that  mammoth  fortunes  are 
dangerous  not  only  to  society  but  also  to  those  who  own 
them.  AVhen  we  consider  the  danger  that  follows  from 
the  control  of  the  business  and  trade  of  the  country  by 
the  syndicates  and  trusts,  our  fears  are  still  further  in- 
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creased  by  the  operations  of  the  recently  established 
catalog  houses.  In  the  same  class  with  the  former  the 
catalog  -house  becomes  a  menace  because  if  patronized  to 
the  exclusion  of  the  rural  trade  it  will  kill  the  home 
town  which  is  the  source  and  center  of  the  best  things 
in  American  life.  The  future  of  these  houses  will  depend 
on  the  attitude  of  the  people  tow^ard  them.  Every 
locality  must  have  some  means  of  providing  its  people 
with  trading  facilities,  a  place  where  the  people  can  sell 
their  produce  and  buy  the  articles  needed. 

The  local  merchant  is  therefore  a  necessity  for  the 
benefit  of  his  community.  It  would  be  extremely  incon- 
venient for  them  if  there  were  no  local  trading  places 
and  they  were  compelled  to  send  to  distant  points  for 
everything  needed. 

Town  property  and  adjoining  farm  lands  are  material- 
ly increased  in  value  through  the  prosperous  extension  of 
town  trade.  It  must  therefore  pay  the  owners  of  land 
adjoining  the  town  to  pa;tronize  and  stimulate  home 
trade.  What  will  happen  to  the  farmer's  land  after 
he  has  withdrawn  his  trade  from  the  home  town? 

Not  much  value  would  be  placed  on  the  land  for 
farming  purposes,  however  fertile  it  might  be  on  Robin- 
son Crusoe's  island,  and  it  is  this  condition  the  farmer 
would  bring  about,  to  a  certain  extent  at  least,  in  divert- 
ing his  trade  away  from  the  town  where  his  religious, 
educational  and  social  interests  are  all  centered.  Farmers 
cannot  be  expected  to  patronize  home  trade  from  motive^ 
of  sentiment  only.  If  they  can  get  better  service,  includ- 
ing personal  inspection  of  the  goods  before  buying  and 
the  guarantee  to  replace  or  correct  any  imperfections 
that  may  be  found,  they  should  find  it  more  satisfactory 
than  the  supposed  advantage  of  buying  elsewhere. 
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Some  years  ago  it  was  advocated  by  some  persons, 
especially  among  the  farmers,  that  the  co-operative  sys- 
tem would  be  an  improvement  on  the  competitive  system 
under  individual  ownership ;  •  hence  the  Populist  and 
Granger  associations  formed  at  that  time.  There  is  an 
attempt  now  to  organize  again  the  same  system  through 
the  Farmers'  Unity  and  similar  organizations,  to  which 
the  catalog  houses  belong.  The  advocates  of  these  con- 
cerns apparently  do  not  see  that  what  they  are  advo- 
cating is  a  virtual  surrender  to  the  theory  of  socialism. 

When  the  ethical  and  moral  principles  in  business 
prevail,  goods  are  sold  on  their  merits  at  a  reasonahV^ 
and  tested  price,  without  the  glamor  of  misleading  reduc- 
tion prices  and  cut  sales,  which  are  often  intended  to 
blind  the  buyer's  judgment  to  induce  him  to  buy.  Those 
merchants  who  advertise  cut  prices  below  reasonable 
standards  and  figures  are  engaged  in  an  immoral  use  of 
business  opportunities.  When  an  article  that  is  sold  regu- 
larly, at  $5  is  cut  down  in  price  to  $1.99  without  any 
special  reason  therefor,  what  will  intelligent  customers 
think  and  what  will  be  the  effect  upon  business?  That 
sort  of  merchandising  is  apt  to  give  rise  to  the  accusa- 
tion sometimes  made  by  customers  that  they  are  over- 
charged when  the  same  goods  are  sold  at  the  regular 
prices.  With  fluctuating  and  cut  prices  customers  come 
to  fear  the  honesty  of  value  in  the  goods.  The  man 
who  advertises  that  he  will  not  be  undersold  means 
that  no  one  can  reduce  the  quality  more  than  he  can 
to  meet  the  lower  price. 

The  very  nature  of  the  merchant's  business  requires 
that  he  shall  be  thoughtful  and  alert  and  a  man  of 
action.  When  these  qualities  are  based  on  ethical  and 
moral  principles,  the  money  made  is  a  proper  and  grati- 
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lying  reward  for  those  who  in  spite  of  difficulties  strive 
for  success  in  their  calling.  The  work  of  selling  good^' 
is  a  serious  occupation.  Business  should  be  conducted 
on  the  high  plane  of  equity  and  morality ;  it  should  not 
descend  to  the  lower  plane  of  greed  and  selfishness. 

The  craze  for  cheapness,  in  other  words  the  ^^bargaLi 
counter,"  has  led  to  many  abuses  in  business.  A  counter 
laden  with  a  lot  of  miscellaneous  articles  and  bearing 
the  sign  "Any  Article  on  this  Table  for  Ten  Cents''  will 
attract  more  customers  than  the  same  table  would  if  it 
had  upon  it  even  better  values  at  the  regular  selling 
prices.  The  ethical  purpose  of  business  is  to  give  good, 
honest  service  to  customers  and  sell  at  a  fair  price. 
The  price  is  just  as  essential  from  the  standpoint  of 
ethics  as  the  good  service  and  honest  quality. 

President  McKinley  in  one  of  his  speeches,  on  the 
tariff,  declared  that  in  his  opinion  "Cheap  prices  make 
cheap  men.'' 

Secretary  Bryan  w^ould  put  the  man  above  the  dollar. 

When  General  Grant  returned  from  his  trip  around  the 
world  one  of  the  first  of  his  friends  to  meet  him  was 
Senator  Stewart  of  Nevada.  The  Senator  said:  "General, 
before  you  tell  me  anything  about  your  trip  I  want  to 
ask  if  there  w^as  something  that  attracted  your  attention 
more  than  anything  else."  "Yes,"  said  the  General,  "I 
have  seen  the  Chinese  outtrade  the  Jews."  In  other 
words  the  Chinaman  lived  on  so  cheap  and  so  low  a  plane 
that  he  was  able  to  drive  the  Jew  out  of  business. 
The  Credit  System. 

It  is  a  well  known  fact  in  the  conduct  of  business  that 
the  credit  system  means  increased  expense,  and  therefore 
higher  prices  or  less  profit.  It  is  not  practicable  to  do 
away  with  the  credit  system  altogether  without  which  it 
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is  impossible  to  do  business  on  a  large  scale.  Not  all 
men  who  fail  to  pay  their  debts  are  dishonest.  Some 
may  have  met  with  reverses  beyond  their  control  and 
this  class  would  pay  if  they  could.  There  are  others, 
however,  w^ho  will  take  advantage  of  the  merchant  to 
supply  their  wants  and  then  hold  him  off  for  months 
before  he  is  paid  for  his  goods.  Many  of  this  class  have 
money  to  deposit  in  the  bank  while  the  merchant  loses 
the  profit  on  his  goods  waiting  for  their  convenience  to 
pay  him  what  they  owe. 

Customers  who  p£iy  their  accounts  promptly  are  the 
main  factors  in  the  success  of  business.  It  is  unjust  and 
unethical  to  the  merchant  and  to  those  who  pay  promptly 
to  have  business  handicapped  by  the  delinquent  and 
slow-paying  class.  The  remedy  for  this  condition  is 
largely  within  the  power  of  the  merchants  themselves, 
by  taking  reasonable,  concerted  action  to  put  an  end 
to  the  abuses  of  the  credit  system.  Concerted  action 
by  the  merchants  acting  unitedly  in  the  interests  of  fair 
trade,  uniting  their  energies  and  influence  for  legitimate 
business,  w^ill  place  trade  on  ethical  and  rhoral  principles 
by  which  success  can  be  justified. 
Why  don't  they  pay  their  bills  a  little  prompter? 

You  ask  with  keen  annoyance,  not  undue. 
Why  don't  they  make  the  time,  a  little  shorter; 

Did  you  ever  stop  to  think  that  ^^they"  means  you? 

If  the  credits  were  limited  to  thirty  days,  it  would  put 
the  system  on  a  fairer  basis  of  business. 

Organization  is  the  order  of  the  day  and  with  organi- 
zation will  arrive  a  new  spirit  which  creates  a  confidence 
and  co-operation.  This  organization  is  a  practical  busi- 
ness school  where  experience,  the  greatest  of  teachers, 
is  the  instructor,  where  we  can  have  an  interchange  of 
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ideas  which  may  be  profitably  applied  in  our  respective 
business.  We  can,  through  association,  wield  an  in- 
fluence and  power  that'  will  materially  help  us  to  solve 
many,  perhaps  all,  of  the  difficulties  that  beset  the  re- 
tailer's business* 

Our  purpose  should  not  be  arbitrary,  but  should  be 
such  as  to  command  the  confidence  and  respect  of  our 
patrons  and  the  public  generally.  Singly  we  can  accom- 
plish little  or  nothing  of  importance.  Prompted  by  the 
spirit  of  fairness  and  justice,  we  can  exert  a  most  useful 
and  beneficial  influence  in  the  realm  of  trade  and  busi- 
ness. . 

A  short  time  ago  the  noted  newspaper  publisher, 
Joseph  Pulitzer  of  the  New  York  World,  in  his  last  will 
set  apart  a  large  sum  of  money  to  establish  a  school  of 
journalism  to  bring  about  a  higher  and  more  ethical 
standard  of  ethics  in  the  conduct  of  the  newspaper  busi- 
ness. .This  old,  but  not  always  wise  world,  is  beginning 
to  realize  that  honest,  ethical  principles  in  business  are 
the  best  policy.  It  is  wrong  in  principle  to  charge  one 
man  more  than  another  for  the  same  article  and  the 
same  quality  and  then  send  both  away  with  the  belief 
that  each  was  getting  the  bottom  price. 

When  the  manufacturers  and  jobbers  charge  a  higher, 
price  to  the  retailers  than  to  others  they  are  conducting 
business  on  a  basis  that  is  ethically  wrong.  This  dis- 
crimination wa.s  practiced  by  the  railroad  companies  for 
years,  and  finally  became  an  instrument  of  colossal 
iwrong.  There-  was  a  time  when  cut-throat  competition 
had  become  a  national  curse,  when  competing  railroads 
carried  passengers  free,  and  steamboats  not-  only  carried 
them  free  but  also  threw  in  the  meals.  The  small  shippers 
were  driven  to  the  wall  by  the  larger  ones,  who  were 
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favored  in  rebates  and  lower  prices  for  the  transporta- 
tion of  goods.  The  government  finally  interfered  through 
the  Interstate  Commerce  Commission  and  now  the  small 
shipper  must  not  be  charged  a  higher  price  per  ton 
than  the  one  who  ships  goods  by  the  trainload. 

The  wrong  practiced  by  the  railroad  compa^nies  was 
largely  due  to  unscrupulous  competition.  This  is  not 
the  kind  of  competition  that  is  based  on  a  more  ethical 
recognition  of  the  public  good.  If  we  must  have  compe- 
tition it  should  be  protected  against  the  unscrupulous 
kind  that  is  always  an  instrument  of  evil. 

Competition,  like  the  tariff  question,  is  largely  a  mat- 
ter of  selfishness.  The  workingman  tries  to  suppress  it 
in  labor,  but  clamors  for  it  in  business.  The  commercial 
leaders  are  trying  to  secure  it  in  labor  and  to  get  rid 
of  it  in  commerce.  The  farmer  cries  for  it  in  business, 
but  tries  to  suppress  it  in  the  sale  of  his  products;  the 
political  leaders  try  to  maintain  it  in  commerce,  but  are 
wholly  indifferent  about  it  in  labor.  Out  of  these  para- 
doxical conditions  have  arisen  the  different  trusts,  to 
stifle  competition  with  their  own  interests  while  they 
insist  upon  it  in  matters  that  do  not  affect  them.  Outside 
of  all  these  classes  the  retailers  of  the  country,  who  deal 
in  too  great  varities  of  merchandise,  are  not  tempted  into 
trusts  o£  their  own.  As  individuals  they  compete  active- 
ly, but  unfortunately  in  some  cases  too  unwisely  for  the 
best  interests  of  their  trade. 

The  president  of  the  steel  trust  gives  expression  to 
the  true  policy.  Believe  in  competition,  but  not  hos- 
tility ;  in  rivalry,  but  not  in  antagonism ;  in  progress  and 
success  for  all,  but  not  in  punishment  and  destruction 
to  any.'' 

Retail  dealers  find  themselves  face  to  face  with  im- 
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moral  competition,  and  hence  the  practice  of  giving  dis- 
counts to  the  large  purchaser  which  the  small  buyer 
cannot  have.  This  has  been  a  long  established  custom 
and  it  may  be  difficult  to  discontinue  it.  It  is  neverthe- 
less wrong  and  is  in  line  with  the  practice  of  the  manu- 
facturers who  make  a  lower  price  to  catalog  houses  and 
others  than  to  the  retailers.  Any  practice  that  creates 
class  distinctions  based  on  money  alone  is  a  violation  of 
the  fairness  that  should  exist  between  merchants  and 
buyers  for  the  good  order  and  safety  of  business. 

A  workman  who  cleaned  drains  for  a  living  came  home 
one  hot  summer  night.  Being  out  of  temper  he  scolded 
his  wife  and  sent  many  sharp  words  at  her  as  she  worked 
to  get  the  supper  ready.  Exasperated  at  his  bitter  words 
she  turned  upon  him  and  cried:  ''Ain't  you  ashamed 
of  yourself  to  treat  me  like  this  after  woAing  hard  all 
day^  over  this  hot  broiling  stove,  while  you  have  been 
having  a  nice  time  down  in  a  cool  sewer.''  The  business 
man  has  to  meet  many  troubles  to  achieve  success  which 
his  patrons  do  not  realize. 

The  Relations  of  the  Jobbfr  to  the  Retailer  and  the 

Public. 

The  subject  of  the  relatioii  between  a  jobber  and  the 
retailers  is  worthy  of  careful  consideration.  A  great 
many  persons  who  are  engaged  in  mercantile  business, 
and  especially  among  the  farmers,  contend  that  the  job- 
ber, or  middle  man,  is  an  added  expense  to  the  distribu- 
tion of  merchandise  and  should  be  eliminated.  I  think 
that  the  persons  who  are  holding  this  thought  have  neg- 
lected to  see  the  importance  of  the  jobber  and  his  ser- 
vices to  the  public. 

In  the  first  place,  it  would  be  physically  impossible  for 
the  manufacturer  to  personally  call  on  the  retail  trade 
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and  it  would  take  very  many  salesmen  to  represent  a 
small  part  of  the  hardware  line.  A  merchant  would 
only  have  to  stop  a  minute  to  figure  what  it  would 
cost  the  manufacturers  of  each  individual  line  to  send 
a  representative,  as  the  manufacturers  only  could  sell 
a  merchant  one  or  two  items.  For  instance,  the  manu- 
facturer who  makes  hammers,  in  some  cases  makes  noth- 
ing else;  in  other  cases,  hatchets;  a  manufacturer  who 
makes  tacks  does  not  make  saws  or  hatchets;  a  saw 
man  could  not  sell  shovels  or  spade  or  pitch  forks;  the 
shovel  man  could  not  sell  axes  or  carriage  bolts;  the 
manufacturer  who  makes  planes  does  not  make  draw 
knives  or  chisels;  so  it  would  be  eery  easy  for  anybody 
who  understood  the  line  to  see  that  each  purchase  from 
each  salesman  to  make  a  minimum  shipment,  which 
would  be  a  great  hardship  to  the  merchants.  There  are 
very  few  lines,  even  in  the  large  cities  that  a  merchant 
can  buy  direct  to  advantage.  It  would  be  a  great  hard- 
ship to  the  smaller  dealer,  if  he  were  compelled  to  make 
up  his  orders  three  or  four  months  in  advance,  which 
would  be  necessary  if  he  was  to  do  business  with  the 
manufacturer  direct. 

Rperesentatives  would  call  on  the  merchant  not  to 
exceed  four  times  a  year,  in  the  mapority  of  cases  once 
or  twice  during  the  intervening  time  a  merchant  would 
be  forced  to  send  his  orders  direct  by  mail.  As  the 
ordinary  merchant's  duties  vary,  he  is  in  the  majority  of 
cases,  the  bookkeeper,  the  ^salesman,  the  repairman,  and 
usually  handles  other  lines  in  connection  with  his  hard- 
ware which  divides  his  attention,  it  is  physically  im- 
possible for  him  to  be  thoroughly  posted  on  each  line  of 
goods  he  buys,  which  he  would  have  to  be  if  he  made 
up  his  orders  and  sent  direct  to  a  manufacturer.    As  the 
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manufacturers  in  most  cases  are  remote  from  most  agri- 
cultural districts,  and  not  familiar  with  the  class  oi 
goods  used  in  each  individual  territory,  there  would  also; 
be  a  possibility  of  mistakes  being  made  in  making  up 
an  order  for  the  mail. 

This,  however,  is  small  in  comparison  to  the  other 
hardship  on  the  merchant  which  w^e  have  enumerated 
above.  Most  any  merchant  could  readily  see  how  im- 
possible it  would  be  for  him  to  order  each  one  of  these 
items  in  a  hundred  pounds  or  over.  One  of  the  duties 
of  a  representative  of  a  jobbing  house  is  to  keep  the 
merchant  posted  on  the  new  goods  that  are  coming  out 
and  their  good  qualities.  The  salesman,  together  with 
the  jobber,  separates  the  poor  items  from  the  good.  In 
other  words  ,a  jobber  is  a  sifting  house  for  the  retail 
merchants  and  keeps  them  from  buying  something  that 
is  not  salable  in  their  particular  territory.  The  sales- 
man's duties  are  to  assist  the  merchant  in  keeping  his 
stock  well  assorted,  and  in  an  attractive  manner,  give 
him  the  experience  of  other  merchants  on  his  territory, 
^how  him  all  the  new  metho^ls  that  some  other  merchant 
has  worked  out  and  has  proven  a  success.  When  a  mer- 
chant confines  his  business  to  a  few^  houses,  which  a 
great  many  more  are  doing  now  than  in  former  years, 
it  is  a  salesman's  dutv  to  i^revent  that  merchant  from 
over  buying.  He  and  the  jobber  have  an  interest  in  that 
merchant's  business.  It  is  very  essential  that  the  jobber 
and  salesman  do  everything  they  can  to  help  that  mer- 
chant to  succeed.  Unless  a  merchant  is  successful  the 
salesman  and  jobber  cannot  be. 

The  successful  merchant  today  is  the  man  who  buys 
his  goods  in  small  quantities,  and  buys  them  often.  The 
profit  on  each  transaction  might  be  small,  but  if  he  can 
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turn  his  stock  three  or  four  times  a  year,  which  is  a 
very  easy  thing  to  do  when  he  buys  his  goods  of  the 
jobbers  tributary  to  his  territory,  he  can  show  a  very 
satisfactory  profit  at  the  end  of  the  year,  whereas,  if  his 
investment  were  twice  or  three  times  as  large,  which  it 
would  be  if  he  were  doing  business  with  the  manufac- 
turer, he  would  have  the  disadvtange  of  a  heavier  stock 
of  goods  than  his  trade  might  warrant. 

The  jobber  and  retailer  should  work  together,  mutual- 
ly helpful  to  promote  the  interests  of  both  and  for  the 
ultimate  good  of  the  public. 

Persons  who  haTe  made  a  scientific  study  of  the  human 
race  say  that  selfishness  is  the  most  imperious  of  human 
passions.  It  seems  to  be  impossible  to  separate  one's 
self  from  this  feeling. 

Hope  of  reward  and  the  fear  of  punisliment  has  been 
the  keynote  of  spiritual  ard  legal  philosophy.  Since, 
therefore,  human  motives  and  actions  are  primarily 
based  on  self-interest,  it  is  yet  possible  to  turn  selfishness 
into  a  virtue  when  it  is  based  on  moral  principles  that 
regard  the  rights  of  others  as  well  as  our  own.  When  it 
is  based  wholly  on  private  gain  it  is  not  worthy  of  public 
esteem.  The  Great  Teacher  said  :  Whosoever  will  save 
his  l^.fe  shall  lose  it,  but  whosoever  shall  lose  his  life  for 
My  sake,  shall  have  it."  In  other  words  the  purely 
selfish  class  is  not  worthy  of  immortality.  It  was  the 
same  Master  who  took  a  scourge  and  drove  the  corrupt 
traders  out  of  the  temple.  The  proper  conduct  of  busi- 
ness is  a  matter  of  such  vast  importance  that  it  is  engag- 
ing the  attention  of  the  whole  civilized  world. 

It  is  being  carefully  considered  by  philosophers,  econo- 
mists and  statesmen  who  are  striving  for  an  intelligent 
application  of  remedies  to  remove  the  cause  of  unjust 


THE  NEBRASKA  IRONMONGER 


43 


standards  of  business.  That  the  prineipal  evils  of  our 
industrial  and  business  system  can  be  removed  is  unques- 
tionably within  our  power,  e^se  civilization  would  be  a 
failure. 

We  shall  not  fail,  for  ^^In  the  bright  lexicon  of  youth 
which  fate  reserves  for  noble  manhood,  there  is  no  such 
word  as  fail." 

^'You  are  heathen  to  Earth,  well,  well  what  of  that, 
Come  UT)  with  a  smiling  face: 
It's  nothing  against  you  to  fall  down  flat 
But  to  lie  there,  that's  disgrace. 

The  harder  you're  thrown'  why  the  higher  you  bounce, 

Be  proud  of  your  blackened  eye. 

It  isn't  the  fact  that  you're  kicked  that  counts; 

It's  how  did  you  fight,  and  why?" 
It  is  a  noble  struggle  to  fight  for  high  principles  in 
business.  Let  us  help  to  make  it  so.  AA"e  have  confidence 
in  the  future  of  our  own  country  and  we  need  not  lack 
for  evidence  of  the  faith  that  is  in  us.  This  is  the  day 
of  democracy  in  business  .of  equal  burdens  and  equal 
opportunities  for  all.  Lincoln  said:  'VAll  men  are  not 
horr^  pnn^l  "h-i-jf  X  }^o]^*o^.^r.  f'  at  evorv  111  an  sliould  have 
the  right  to  become  another  man's  equal  if  he  can." 

Industrial  feudalism  is  passing  away.  The  divine 
right  of  kings,  which  led  n^iturally  to  special  privileges 
for  th^^  is  Va  fh^  assumption  that  God  in  His 

wisdom  bestows  on  the  chosen  few  the  resources  of  the 
earth. 

In  the  struggle  for  justice  in  trade  and  business  the 
historian  of  the  future  will  be  able  to  record  a  great 
advance  in  the  interests  of  a  better  system  in  our  day. 
We  shall  not  reach  perfection,  however,  for  this  life  is  a 
constant  tuning,  but  the  concert  never  begins.    The  time 
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will  come  throug^h  the  infliience  of  a  just  system  when 
every  man  will  feel  that  the  rights  of  every  living 
creature  on  God's  earth  are  as  sacred  as  his  own,  when 
"reason  and  the  will  of  God  shall  prevail." 

All  honor  to  the  administration,  whether  it  be  demo- 
cratis  or  republican,  progressive  or  otherwise,  that  shall 
strive  to  bring  about  a  just  solution  of  our  business 
troubles.  Such  honor,  regardless  of  partisan  feeling, 
will  I  am  sure  be  freely  accorded  to  him,  who  on  the 
fourth  of  March  last  made  declaration  of  his  high  pur- 
pose in  the  following  words:  "This  is  the  highest  en- 
terprise of  the  new  day,  to  lift  everything  that  concerns 
our  life  as  a  nation  to  the  light  that  shines  from  the 
hearth  fire  of  every  man's  conscience  and  vision  of  the 
right.  It  is  inconceivable  that  we  should  do  this  as  parti- 
sans, it  is  inconceivable  that  we  should  not  do  it  in  ignor- 
ance of  the  facts  or  in  blind  haste.  We  shall  restore,  not 
destroy.  We  shall  deal  with  our  economic  system  as  it 
is  and  as  it  may  be  modifiei,  not  as  it  might  be  if  we 
had  a  clean  sheet  of  paper  to  write  upon.  Justice  and 
justice  only  shall  always  be  our  motto." 

The  day  is  breaking,  and  to  our  people,  fundamentally 
honest  and  by  nature  unafraid,  may  be  applied  the  stir- 
ring words  of  John  Milton:  "Methinks  I  see  in  my  mind 
a  noble  and  puissant  Nation  rousing  herself  like  a  strong 
man  after  sleep  and  shaking  her  invincible  locks.  Me- 
thinks  I  see  her  as  an  eagle,  renewing  her  mighty  youth, 
and  kindling  her  undazzled  eye  at  the  full  midday 
beam."  ^ 
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Dear  Members: 

It  is  with  a  spirit  of  relief  we  look  back  upon  the 
past  two  months  of  strenuous  effort  in  association  work. 
Glad  it  is  over  for  awhile.  It  is  pleasanter  to  plan  and 
dream  for  future  things  than  it  is  to  participate  in  their 
doing.  The  last  two  numbers  of  this  booklet  have  been, 
to  those  who  read  and  think,  a  rather  steady  grind  to  di- 
gest, and  from  this  on  we  hope  to  be  more  varied  and  in 
a  lighter  vein.  At  the  same  time  we  must  not  forget 
that  we  have  much  to  achieve  if  we  desire  to  carry  the 
banner  marked  with  a  strange  device-  ''Excelsior.'' 

Among  the  many  important  matters  before  us  is 
that  of  our  state  legislators.  We  should  see  to  it  that 
men  are  sent  that  promise  to  represent  us  as  merchants 
and  business  men.  I  do  not  think  that  you  can  select 
from  any  class  of  merchants  in  Nebraska  a  better  set  of 
men  than  you  can  from  the  membership  of  the  N.  R.  H. 
A.   Now  get  busy,  send  us  your  best,  and  we  will  try 
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and  accomplish  results  for  the  masses  instead  of  the 
classes. 

Chautauqua  work  for  the  community  interests  must 
have  tha  attention  of  members.  Take  this  up  at  once 
with  your  chautauqua  board  and  insist  that  they  give 
you  a  good  speaker  for  at  least  one  day,  on  this  of  all 
themes  the  most  important.  Our  farmers  and  others 
are  going  plumb  crazy  over  unity  companies,  union  com- 
panies, co-operative  companies,  farmer's  stores,  mail  or- 
der clubs,  anything  and  everything  to  knock  the  props 
from  under  their  home  town.  They  need  to  be  shown 
the  dangerous  road  they  are  traveling.  Wherever  this 
spirit  exists  you  will  find  depleted  social  interest,  empty 
churches,  run  down  school  houses,  nothing  prospers  ex- 
cept the  saloon,  merchants  anxious  to  sell  out,  and 
the  town  going  to  weeds.  If  we  can't  save  our  people 
from  this  scourge  our  doom  is  sealed  and  that  very  soon. 
It  is  a  hard  fight  at  great  odds,  even  our  jobbers,  from 
whom  we  might  expect  co-operation,  are  hand  and  glove 
in  the  destructive  propaganda.  I  would  appeal  to  live 
progressive  men  to  bring  to  their  aid  every  honest  effort 
to  stem  the  tide  through  the  chautauqua  influence  and 
personal  endeavors.  Show  these  penny  wise  and  pound 
foolish  class  whither  they  are  drifting  and  the  ultimate 
outcome  in  disintegration,  disaster  and  death  to  our  ru- 
ral communities  including  the  farm. 

Nationallegislation  needs  our  earnest  personal  at- 


THE  NEBRASKA  IRONMONGER 


3 


tention.  the  Stevens  bill,  H.  R.  13,305,  gives  the  inde- 
pendent merchants  of  the  country  their  first  opportunity 
for  securing  the  national  legislation  which  will  help  them 
in  their  fight  against  cut  prices  and  other  unfair  compe- 
tition which  is  rapidly  destroying  the  towns  and  small 
cities  and  building  up  great  trading  monopolies.  In  this 
fight  we  rely  on  you  to  do  your  part.  Please  copy  the 
following  short  letter  on  your  own  stationery,  with  pen 
and  ink,  and  mail  to  each  of  our  United  States  senators 
and  congressmen,  a  list  of  which  follows. 

Form  of  Letter— Send  it  Now. 

''Dear  Sir:— Would  like  very  much  to  hear  that  you 
favor  the  Stevens  bill,  H.  R.  13,305,  and  that  you  will  aid 
in  having  it  become  a  law.    Respectfully  yours.'' 

Please  mail  their  replies  to  me.  Following  is  the 
list  of  senators  and  congressmen,  and  their  address  is 
Washington,  D.  C.  Senators— Hon.  Gilbert  M.  Hitch- 
cock and  Hon.  Geo.  W.  Norris.  Congressmen — Hons.  J. 
A.  Maguire,  C.  O.  Lobeck,  Dan  V.  Stevens,  C.  H.  Sloan, 
Silas  R.  Barton  and  M.  P.  Kinkaid.  You  will  note  by 
the  replies  received  and  made  a  part  of  this  number,  re- 
lating to  the  resolutions  passed  at  our  last  convention, 
that  our  work  is  not  in  vain.  Individual  and  co-opera- 
tive efforts  are  forceful  weapons  in  your  hands  to  bring 
results.   Won't  you  roll  up  your  sleeves  and  help? 

There  is  a  plan  being  evolved  to  use  our  Trade  Re- 
lation committee  to  better  effect  and  more  direct  results. 
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We  are  to  select  three  of  the  very  best  men  in  the  asso- 
ciation, to  be  known  as  the  Nebraska  Trade  Relation 
committee,  and  they  will  work  in  conjunction  with  the 
National  Trade  Relation  committee.  The  duties  of  this 
state  committee  will  be  to  accumulate,  corroborate  and 
submit  reports  from  the  membership  to  the  national  com- 
mittee, and  they,  with  information  coming  from  all  parts 
of  the  United  States  to  a  central  burean,  be  in  a  position 
to  approach  the  manufacturer  on  any  given  line  with  a 
tremendous  force  and  prestige.  Let  us  illustrate.  Only 
a  short  time  ago  I  received  a  letter  from  a  prominent 
member,  and  here  are  his  exact  words  copied  verbatim: 
"There  was  in  our  store  the  past  week  the  represen- 
tative making  all  of  eastern  Nebraska  and  some  of  So. 
Dakota  for  one  of  the  prominent  gun  makers,  making  a 
popular  22  cal.  rifle,  now  costing  us  $8.75,  and  quoted  by 
Sears  Roebuck  &  Co.  at  $9.50,  and  M.  W.  &  Co.  at  $10. 
Upon  us  taking  this  margin  of  profit  up  with  him  and 
stating  so  long  as  this  was  as  it  is  we  did  not  and  would 
not  push  the  goods  in  any  way,  we  received  a  long  dis- 
cussion upon  every  subject  including  this,  and  in  it  he 
stated  that  we  and  a  firm  at  Crete  were  the  only  dealers 
in  his  whole  territory  that  ever  made  any  kind  of  a  kick 
upon  their  mail  order  policy.  I  do  not  wish  to  discuss 
in  any  way  the  justice  of  their  stand  or  their  policy,  but 
the  thing  I  do  want  to  know  is,  was  he  telling  the  truth 
when  he  said  only  two  firms  in  all  that  territory  were  all 
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that  had  ever  taken  them  to  task  for  the  catalog  house 
policy.  If  so  why  do  we  take  up  all  the  time  of  the  con- 
ventions and  the  association  in  discussing  this  catalogue 
house  question  if  we  are  no  more  interested  than  that  in 
it?  I  sure  would  like  to  hear  from  the  members  on  this 
statement  Do  we  care?  How  mnch,  and  do  we  tell  the 
manufacturer  so?'' 

The  trouble  in  our  work  is  lack  of  concentration  as 
retailers.  The  butcher,  the  baker,  the  candlestick  mak- 
er, the  farmer,  the  jobber,  and  big  city  retailer  all  con- 
centrate to  our  undoing.  The  idea  of  the  state  Trade 
Relations  committee  is  to  receive,  analyze  and  reduce  to 
a  focused  point  such  matters  as  this  letter  indicates. 
For  instance,  you  sell  a  Winchester  rifle  for  $11  to  $11.50 
that  the  mail  order  house  sells  at  $10.80.  Look  up  the 
price  you  pay  your  jobber  for  it  and  tell  me,  does  your 
margin  of  profit  cover  the  expense  of  doing  business? 
When  this  committee  is  appointed  you  will  be  notified 
through  this  medium  who  and  where  they  are.  It  will  be 
your  duty  to  specifically  report  every  item  in  your  busi- 
ness that  you  can't  sell  in  competition  with  mail  order 
houses  and  make  a  profit.  If  ev^ery  retailer  in  the  Unit- 
ed States  will  thus  report  through  their  state  committee 
and  they  to  the  national  committee  there  should  be  some- 
thing doing.  Your  secretary  has  done  a  great  deal  of 
this  in  the  past  but  with  little  apparent  good  results. 
Plenty   of  promises,  hot  air  and  buncomb  -everything 
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in  fact  except  the  price.  We  have  lacked  concentration, 
prestige  and  force  to  make  good.  While  this  work  is  be- 
ing formulated  don't  forget  that  your  secretary  will  take 
care  of  and  report  to  the  national  committee  any  com- 
plaint that  you  may  file  with  him. 

I  would  like  to  say  somewhat  touching  the  scarlet 
letter  but  must  refrain  except  in  a  direct  manner.  Will 
say,  however,  that  practical  results  will  reach  you  soon. 

EDITOR. 


Insurance  Report  for  March 


Insurance  in  force         -         -         -  $2,081,167.00 

Cash  balance         ....  24,384.93 

Dividends  paid  to  members      -         -  590.23 

Losses  paid      -         -         -         -  '  -  823.08 

For  First  Quarter  1914 

Fire  losses  paid      ....  $5,698.58 

In  process  of  settlement  '    -         -  -  2,000.00 

Dividends  paid  to  members      -         -  -  1,826.20 


Our  fire  loss  for  the  first  quarter  this  year  is  about 
the  same  as  last  year  during  the  same  period.  We  hope 
the  citizens  of  our  state  will  give  due  heed  to  Goverrtor 
Moorehead's  proclamation  for  Fire  Prevention  Clean-up 
days,  April  17  and  18.  The  fire  loss  in  our  state  is  ap- 
paling.  $2,000,000  of  Nebraska  wealth  went  up  in  smoke 
last  year.  It  simply  needs  your  co-operation  to  stop  this 
fateful  inroad  in  our  resources.    Friends  and  neighbors, 
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you  pay  it  out  of  your  pockets,  not  the  insurance  com- 
panies.   Don't  forget  that. 


Letters  from  Our  Congressmen 
Following  are  letters  received  from  our  representa- 
tives in  Congress  relative  to  resolutions  adopted  at  our 
last  convention  and  forwarded  to  them  for  consideration: 

G.  W.  Norris:— "With  your  letter  of  the  20th  you  en- 
closed a  copy  of  the  resolution  adopted  by  your  associa- 
tion relating  to  the  bill  introduced  by  Senator  Burton  pro- 
viding for  a  one-cent  letter  postage.  I  am  glad  to  know 
the  views  of  your  association  relative  to  this  matter.  The 
present  indications  are  however,  that  the  bill  will  not  be 
takert  up  for  consideration  during  the  present  session  of 
Congress.'^^'^Have  also  copy  of  resolution  relative  to  the 
Ransdell-Humphrey  bill  providing  for  an  appropriation  to 
complete  the  Mississippi  levee  system.  1  am  glad  to 
have  the  views  of  the  N.  R.  H.  A.  and  appreciate  your 
kindness  in  supplying  me  with  the  resolution.  I  am  glad 
to  know  the  views  of  your  association  and  I  will,  I  as- 
sure you,  give  the  measure  in  which  you  are  interested 
the  best  consideration  of  which  I  am  capable  when  the 
time  comes  on  foi  action." 

G.  M.  Hitchcock:—  "Your  letter  conveying  resolutions 
by  your  association  favoring  one-cent  letter  postage  and 
levee  construction  on  the  Mississippi  river  is  received  and 
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will  receive  proper  consideration  when  these  matters 
come  up/' 

John  A.  Maguire:  — "Your  letter  with  accompanying 
resolution  from  yow  association  urging  legislation  look- 
ing toward  the  reduction  of  letter  postage  has  been  re- 
ceived. This  question  of  postal  rates  is  indeed  a  large 
one,  and  several  commissions,  committees,  etc.  have  been 
at  work  on  it  from  time  to  time.  It  is  the  opinion  that 
Congress  will  be  governed  largely  from  the  information 
furnished  from  these  various  investigational  sources.  I 
realize  that  it  is  a  question  of  moment  and  of  large  con- 
sequences and  it  will  receive  my  earnest  consideration 
when  the  subject  is  reached.'' 

C.  O.  Lobeck:— 'Tours  with  copy  of  resolutions  re- 
ceived. I  wish  you  would  copy  each  resolution  on  a  sep- 
arate letter  head.  They  do  not  treat  of  fhe  same  sub- 
ject and  would  be  referred  to  different  committees,  and 
it  would  be  better  to  have  them  written  on  separate  let- 
ter heads.  When  I  receive  them  shall  present  same  to 
the  committees  and  they  will  appear  in  the  Congression- 
al Record." 

Dan  V.  Stephens:— 'Tour  kind  favor  in  which  you 
enclose  a  copy  of  the  resolutions  adopted  at  your  state 
convention  is  at  hand.  I  note  the  endorsement  of  the 
one-cent  postage  legislation  and  will  take  pleasure  in 
seeing  that  your  resolution  is  brought  to  the  attention  of 
the  proper  committee." 
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Chas.  H.  Sloan:— "Yours  of  March  20th  containing 
copies  of  resolutions  passed  by  your  association.  Pleased 
to  hear  from  you  and  say  that  I  will  give  the  matter  due 
and  careful  consideration/' 

M.  P.  Kinkaid:— 'Tours  transmitting  copy  of  reso- 
lutions passed  by  your  N.  R.  H.  A.  has  been  receiv^ed  and 
noted.  The  views  of  your  association  shall  receive  my 
friendly  consideration." 


Misrepresentation. 
Much  has  been  said  and  done  touching  short  count, 
short  weight  and  short  measurements  of  goods  that  are 
put  up  in  marketable  convenient  form  for  retailing. 
Needed  reforms  have  been  accomplished  but  there  is 
still  room  for  more.  Take  the  matter  of  short  capacity 
in  granite,  aluminum  and  tin  vessels.  Is  there  any  sense 
or  use  for  its  prevalence?  Why  should  manufacturers 
be  permitted  to  mark  a  vessel  4,  6,  8,  or  10  quart  and 
sell  it  as  such,  and  cut  its  capacity  to  suit  himself  and 
his  greed  for  gain.  We  as  retailers  stand  for  square 
dealing  and  at  the  same  time  permit  such  truckling  in 
morals.  The  remedy  is  in  our  own  hands.  I  do  not  be- 
lieve we  are  required  to  pay  for  other  than  what  our 
specifications  call  for.  If  we  buy  an  eight  quart  alumi- 
num kettle  it  should  hold  eight  quarts,  and  so  on  down 
the  line.  The  sooner  we  take  a  stand  on  this  question 
the  sooner  we  can  truthfully  assert  that  our  goods  are. 
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honest  weight  honest  length  and  honest  capacity. 
There  is  a  Hne  of  retailers  in  the  country  whose  gains 
are  enhanced  by  misrepresentation.  We  claim  that  we 
don't  trot  in  that  class,  and  still  we  are  found  to  be  guil- 
ty every  time  we  offer  an  article  other  than  as  repre- 
sented. 


The  Nebraska  Retailers 
The  convention  of  the  Federated  Retailers  held  in 
Lincoln  last  month,  in  some  respects  reminds  us  of  the 
children  playing  automobile.  When  asked  what  part  of 
the  machine  each  one  represented  they  explained  the 
parts  they  acted  in  detail.  One  little  boy,  trailing  some 
distance  in  the  rear  of  the  others,  when  asked  what  part 
of  the  machine  he  played,  exclaimed,  ''Oh,  Fm  the 
smelir'  In  the  attack  made  on  the  knight  of  the  grip  in 
their  convention,  they  showed  a  tirade  of  abuse  uncalled 
for,  and  which  leaves  behind  it  a  smell  unsavory  and  un- 
pleasant. 

"Treat  the  traveler  right,"  is  the  motto  of  our  craft. 
His  friendship  is  worth  cultivating  and  he  can  help  the 
retail  merchant  who  makes  life  pleasant  for  him.  A  re- 
tailer cannot  a:nd  should  not  buy  from  every  salesman 
that  calls  on  him.  If  he  did  he  would  "go  busted''  in- 
side of  a  year,  if  the  houses  were  foolish  enough  to  fill 
his  orders.  But  he  can  and  should  treat  every  salesman 
at  any  rate  as  an  equal  if  not     a  friend,  who  might  be 
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in  a  position  to  do  him  a  fayor.!  The  traveling  salesman 
who  is  a  salesman^is  a  man  worth  cultivating.  He  is 
in  a  position  to  keep  you  informed  on  what  is  worth 
knowing.  It  is  worth  remembering  that  every  salesman 
has  some  "good  thing''  which  he  saves  up  fo^*  those  who 
treat  him  well,  and  many  an  extra  dollar  has  been  made 
on  the  ''speciar'  which  he  fails  to  show  or  offer  to  the 
retailer  who  does  not  act  on  the  square  with  him,  I  ut 
goes  to  the  man  who  gives  him  a  chance  to  show  his 
goods  and  tell  his  story  The  traveling  salesman's  time 
is  his  investment.  It  is  worth  money  to  him,  and  so  long 
as  he  is  willing  to  put  it  up  against  yours  it  is  always 
good  policy  to  let  him  prove  whether  he  has  something 
on  which  you  can  make  a  profit.  As  a  mere  matter  of 
policy,  if  for  no  personal  reasons,  it  is  worth  any  mer- 
chant's while  to  cultivate  the  good  will  of  the  traveling 
salesman  who  calls  on  him.  We  can't  afford  to  be  less 
of  a  gentleman  than  they  are. 

Fear  does  not  prevent  the  approach  of  that  which  is 
feared— it  only  exhausts  beforehand  the  strength  needed 
I  to  meet  the  things  feared.    Most  of  the  things  we  fear 
I  to  meet  are  not  in  realty  so  terrible  as  they  appear  to  be 
when  looked  at  from  afar.    When  they  meet  us  they 
can  be  borne. 


Selling  two  articles  to  the  customer  who  comes  for 
I  one  is  an  art  that  is  well  to  develope. 
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A  Merchant's  Vision 

The  merchant  wearily  sat  at  his  desk 

And  heaved  an  awful  sigh 
As  he  watched  a  score  of  other  men 

In  autos  passing  by. 
He  sighed,  and  passed  a  trembling  hand 

Over  his  aching  brow— 
The  dreaded  time  had  come  again 

The  bills  were  made  out  now. 
But  lo,  the  statements  seemed  to  fade. 

He  felt  a  sense  of  peace, 
And  wondered  if  the  time  had  come 

When  worries  all  should  cease. 
He  saw  the  customers  come  in 

And  pay  for  goods  with  ease, 
No  longer  did  they  calmly  say 

*'Just  charge  this  to  me,  please.'' 
His  mind  was  free,  his  heart  was  light. 

He  knew  no  anxious  care. 
Sure  that  for  every  sale  he  made 

The  money  was  right  there. 
The  merchant  smiled— then  heard  a  sound. 

That  caused  his  blood  to  freeze. 
It  was  the  old  familiar  strain 

"Just  charge  this  to  me,  please.'' 


Miss  Pearl  Holloway,  Fremont 


THE  NEBRASKA  IRONMONGER  l.'^ 


MAD  RUSH  FOR  FIRE  RISKS!   READ!  REFLECT! 

Big  Companies  Trying  to  get  Monopoly.  Sand-bag 
Methods  are  Used.    Nebraska  Official  says  Day 
of  Square  Deal  is  Here,  and  Discrimina- 
tion in  Rates  Must  Stop. 


Chicago,  April  13 -  State  Auditor  W.  B.  Howard, 
of  Nebraska,  in  an  address  to  a  convention  of  fire  insur- 
ance men  here  tonight,  said  in  part: 

'If  there  is  someone  somewhere  buying  something 
for  less  than  it  is  worth,  or  less  than  the  cost  of  produc- 
tion, then  somewhere  else  others  buying  the  same  com- 
modity are  paying  more  than  it  is  worth.  A  balance 
must  be  struck  or  the  institution  supplying  go  into  dis- 
credited bankruptcy. 

The  truth  of  the  fire  insurance  business  is  told  in 
one  word— Chaotic.  No  standard  of  rates  nor  of  classi- 
fication nor  of  agency  requirements  are  today  considered 
by  the  companies  engaged  in  the  business,  but  the  mad 
rush  to  obtain  risks  whether  upon  a  sound  basis  rate  is 
not  so  important  as  to  get  the  volume  of  business.  How 
long  this  will  continue  no  one  knows.  Certain  it  is  that 
inability  to  meet  competition  will  put  a  stop  limit  upon 
a  great  many  of  the  companies  and  in  the  end  will  re- 
sult in  a  few  companies  left  to  transact  the  business  of 
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fire  insurance  where  now  ther^e  are  many.  Indeed,  to  a 
careful  observer,  this  seems  to  be  the  plot  and  plan  of 
some  of  the  great  financial  fire  institutions  to  obtain  for 
themselves,  whether  by  fair  means  or  foul,  a  control  of 
the  fire  insurance  business.  Methods  are  resorted  to 
which  would  put  to  shame  the  James  boys  or  the  Dalton 
Brothers  in  their  palmiest  da\  s,  and  conditions  are  grow 
ing  worse  so  rapidly  that  unless  something  is  done  a 
general  system  of  state  rate  making  seems  to  be  the  in- 
evitable outcome,  and  from  state  rate  making  to  state 
insurance  is  but  a  short  step. 

Fire  insurance  companies  may  ignore  the  popular 
prejudice  which  has  arisen  against  them  and  may  charge 
that  only  a  few  dissatisfied  individuals  are  raising  a  tem- 
pest, but  the  time  will  come  when  these  proud  barons 
will  be  humbled  and  brought  to  their  knees,  if  indeed 
their  .very  house  does  not  tumble  about  their  heads. 

This  is  the  age  of  square  dealings  and  no  favors, 
when  every  man  is  expected  to  bear  his  just  and  fair 
proportion  of  the  cost  of  business  according  to  the  bene- 
fit enjoyed,  when  every  corporation  is  expected  to  hand 
out  even  and  exact  justice  to  all  and  no  business  is  big 
enough  or  powerful  enough  to  stand  against  public  opin- 
ion. If  the  insurance  companies  would  save  themselves 
from  the  wrath  which  is  sure  to  follow,  the  time  is  now 
a  few  months  or  years  and  it  will  be  too  late/' 


Now  is  the  time  to  apply  for  a  policy  in  N.  H.M.I.C. 


THE  NEBRASKA  IRONMONGER 
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Shortsightedness  vs,  Communiiy  Interest 
The  farmer,  the  foolish  man  and  the  housekeeper 
who  sends  money  to  Chicago  and  elsewhere  that  right- 
fully belongs  to  their  home  town,  is  sowing  the  wind 
and  will  reap  the  whirlwind  sooner  or  later.  Julius  Ro- 
senwald,  president  of  the  Sears  &  Roebuck  Co.,  Chicago, 
will  pay  to  the  U.  S.  government  the  largest  income  tax 
in  Chicago.  His  tax  returns  snow  a  net  income  of  $1,- 
100,000  for  ten  months,  or  $1,320,000  for  the  full  year  and 
a  return  net  for  the  ten  months  of  $56,050  as  income 
tax.  Every  dollar  of  this  belongs  to  the  merchants  of 
your  own  community,  that  pay  your  tax,  sustain  your 
schools,  uphold  your  churches,  and  make  for  good  and 
lively  growing  markets.  Place  on  top  of  this  the  profits 
drawn  by  hundreds  of  other  such  concerns  and  individu- 
als from  our  rural  districts  and  the  amount  is  appalling. 
We  stop  and  ask,  ''Whither  are  we  drifting?"  Our  vil- 
lages and  towns  that  should  be  thriving  inland  markets 
sacrificed  on  the  altar  of  Mammon  by  a  nondescript  peo- 
ple, whose  god  is  their  belly  and  whose  fnture  is  written 
in  the  shifting  sand.  How  long,  oh,  how  long,  before 
they  die  and  be  forgotten? 


Wanted:— A  steady,  respectable  young  man  to  look 
after  a  garden  and  care  for  a  cow  who  has  a  good  voice 
and  is  accustomed  to  sing  in  the  choir. 
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Not  Farm  Calves 
*'Her  feet  beneath  her  petticoat, 

Like  little  mice  steal  in  and  out 
As  if  they  feared  the  light. 

But  since  she  split  it  into  halves 
We  see  two  sportive  little  calves 

Come  boldly  into  sight." 


"I  passed  your  house  this  morning/' 
"Thanks." 
"Thanks  for  what?" 
"For  passing." 


Of  course  matches  are  made  in  Heaven,  they're  not 
needed  in  the  other  place. 

An  apology  for  taking  twenty  minutes  to  find  a  mis- 
placed article  don't  give  much  comfort  to  the  customer 
who  has  been  delayed  just  long  enough  to  miss  his 
train. 


Remember  names  and  faces  and  have  a  good  ap- 
pearance. There  may  be  a  few  people  left  who  like  to 
see  a  dirty  shirt  and  frayed  cuffs  but  they  are  growing 
scarcer  every  day. 


Politeness  is  invested  capital  that  brings  compound 
interest. 


THE  NEBRASKA  IRONMONGER 
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Statement  of  Ownership^  Management,  Circulation,  etc. 

Of  the  Nebraska  Ironmonger,  published  monthly  at 
Lincoln,  Nebraska,  required  by  the  Act  of  August  24th, 
1912. 

Editor      -       Nathan  Roberts,  Lincoln,  Nebr. 

Managing  Ed. 

Bus.  Manager 

Publisher  . 

Owner 

Known  bondholders,  mortgagees  and  other  se- 
curity holders,  holding  1  per  cent  or  more  of  to- 
tal amount  of  bonds,  mortgages  or  other  secur- 
ities     ....  None 

Nathan  Roberts. 
Sworn  to  and  subscribed  before  me  this  31st  day  of 
March,  1914.  John  G.  Burket,  Notary  Public. 

My  commission  expires  February  1,  1917. 


Wanted  to  Sell  and  Buy 

Wanted:  Stock  of  hardware,  plumbing  and  heating 
combined,  in  a  good  live  town.  Can  handle  stock  invoic- 
ing $3000  to  $5000.   Address  M.  R.  D.,  this  office. 

Wanted:—  Hardware  invoicing  eight  or  ten  thousand 
in  eastern  Nebraska.  Must  be  clean,  up-to-date,  and  in 
good  town  and  community.    Address  W.  H.,  this  office. 

For  Sale:--Up-to-date  hardware  stock  in  a  live  town 
Will  invoice  about  $6000.    Address  M.  T.  S.,  this  office. 
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For  Sale  or  Trade:  A  good  hardware  stock  in  So. 
Dakota.  Stock  will  invoice  $7000,  book  accounts  $3000, 
personal  property  $2000.  Address  A.  W.  G.,  this  oflficej 

For  Sale:-  Hardware  and  plumbing  stock  in  one  of 
the  best  towns  in  the  state.  Will  invoice  $5000  to  $6000. 
Addres  J.  P.  B.,  this  office. 

Wanted:  A  young  man  who  is  willing  to  work  up. 
Address  K.,  this  office. 

We  have  positions  for  several  worthy  men  who  un- 
derstand tinning,  plumbing  and  hardware.  State  exper- 
ience and  we  will  put  you  next. 


Be  good  natured.  Cheerfulness  and  signs  that  you 
feel  good  and  enjoy  life  are  sure  to  make  an  impression 
with  the  buyer.  Don't  be  huffy,  sensitive,  impatient, 
dictatorial,  indifferent,  egotistic  or  mechanical.  Be  a 
good  fellow.  Be  the  kind  of  a  man  people  like  to  have 
around,  and  you'll  achieve  success. 


Have  a  thorough  knowledge  of  your  goods,  also  of 
the  other  fellows  goods.    Be  candid.    Do  not  conceal 
things.   The  thing  you  have  to  sell  has  certain  merits- 
it  ought  to  sell  on  them.   To  sell  on  a  merit  it  does  not 
possess  is  a  poor  policy. 


A  policy  in  the  N.  H.  M.  I.  C.  is  a  good  investment. 


THE  NEBRASKA  IRONMONGER 
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Letters  from  the  Boys 

Alliance,  March  17. 
Mr.  Nathan  Roberts,  Lincoln,  Nebr. 

Dear  Mr.  Roberts: -  At  last  I  have  found  time  to 
write  and  thank  you  for  the  Commercial  club  privileges 
which  were  so  kindly  extended  to  me  by  a  membership 
card.  Instead  of  coming  to  lincoln  this  year  I  took  our 
Mr.  O'Connor's  place  and  allowed  him  the  opportunity. 
Reports  come  back  home  that  one  and  all  had  a  good 
time  as  well  as  being  benefited,  which  the  Nebraska  As- 
sociation generally  does.  As  a  rule,  I  get  the  chance  to 
visit  our  trade  about  twice  a  year,  which  gives  me  con- 
siderable enjoyment  to  go  into  other  stores  and  see  how 
other  people  do  things.  On  this  trip  it  occured  to  me 
how  many  merchants  are  adjusting  themselves  to  the 
new  order  of  things,  i.  e.  the  new  system  of  distribution 
of  goods  that  is  creeping  in  on  us  gradually.  I  mean 
coping  with  the  present  day  demands  which  competition 
is  surrounding  us  with  and  still  make  a  good  per  cent  of 
profit  on  the  investment.  The  time  is  far  past  when  one 
can  invest  a  few  thousand  dollars  in  merchandise,  turn  5 
times  a  year  with  a  margin  of  profit,  then  in  a  few  years 
he  is  fixed  to  retire.  Our  profits  today  are  not  that  of 
fifteen  or  twenty  years  ago.  :  Conditions  have  changed. 
What  must  be  done?  The  only  sane  answer  is  to  turn 
our  capital  often,  handle  the  merchandise  like  the  bank- 
er does  his  money,  always  working  on  a  sure  margin. 
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It  is  very  evident  that  some  merchants  are  carrying  too 
large  a  stock  as  a  fair  investment,  exept  as  the  invest- 
ment gives  them  employment,  it  would  be  a  better  in- 
vestment if  the  money  were  loaned  out  a":  interest.  If 
turn-over  is  the  only  sure  remedy,  then  I  say  the  jobber 
is  the  only  friend  of  the  merchant  and  it  should  be  en- 
couraged as  so.  Jobbers  can  warehouse  goods  so  much 
cheaper  than  the  individual.  With  some  merchants 
there  is  too  much  vanity  in"  buying.  They  pride  them- 
selves on  being  good  buyers,  when  more  is  due  and 
should  be  pressed  into  service  on  the  selling  end.  A  sav- 
ing of  20%  on  a  quantity  purchase  does  not  prove  to  be 
the  best  investment.  Who  can  anticipate  the  actual 
needs.  We  all  must  guess,  based  on  past  sales.  Goods 
well  bought,  but  not  sold,  are  a  loss  over  the  goods  poor- 
ly bought  and  sold  with  a  small  margin  of  profit.  Job- 
bers have  it  in  their  power  to  see  that  the  retailers  get  a 
square  deal,  but  how  many  jobbers  believe  they  can  run 
the  business  on  a  one  priced  system,  discrimination  is 
unlawful  Another  thing  that  betrays  the  jobber's  good 
intentions  is  when  they  will  sell  the  10-cent  stores  cheap- 
er than  the  regular  trade,  that  their  salesman  must  de- 
pend upon  for  his  business.  Retailers  should  not  be 
burdened  to  labor  under  these  difficulties.  What  is  need- 
ed most  ^t  the  present  time  is  more  confidence  and  co- 
operation between  jobbers  and  retailers-  cut  off  the  old 
methods,  put  in  effect  the  new.   Your  last  issue  of  the 
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Ironmonger  from  a  glance  shows  some  good  stuff.  I  am 
going  to  read  it  through  at  the  first  opportunity.  I  was 
sorry  a  good  many  0}  the  dealers  up  the  valley  couldn't 
go  to  the  convention  this  year,  but  it  seemed  many  were 
pushing  their  collections  which  were  slow  on  account  of 
many  holding  their  hay.  All  told,  the  Platte  valley  had 
one  of  the  best  years  of  its  history  last  year,  with  good 
prospects  ahead.         Yery  truly  vours, 

George  H.  Stanton 


Lincoln,  March  9. 

Nathan  Roberts,  Lincoln. 

Dear  Sir:  -  We  acknowledge  with  pleasure  receipt  of 
the  convention  number  of  your  valued  magazine,  and 
wish  to  compliment  you  on  the  completeness  of  same. 
It  will  make  interesting  reading  and  we  wish  to  assure 
you  of  our  appreciation  of  your  efforts. 

Very  truly  yours, 

H.  L.  Scofield. 


Wilcox,  March  14. 

Nathan  Roberts,  Lincoln,  Nebr. 

Dear  Sir:— As  I  did  not  get  to  attend  the  Hardware 
Convention  this  year  and  neglected  sending  my  dues, 
and  just  now  thought  of  them  while  reading  the  Iron- 
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monger,  so  will  remit  at  on.e  $5  for  dues  and  50c  for 
the  Ironmonger  as  I  do  not  know  what  I  owe  on  .the 
paper,  but  would  not  have  it  stop  at  any  price.  Please 
give  me  credit  for  enclosed  check.  W  hat  did  we  save  on 
our  insurance  this  last  year?  Please  let  me  hear  from 
\ou  and  oblige.  '  Yours  truly, 

J.  M.  Zulauf. 


Lincoln,  March  27. 
Nathan  Roberts,  Secy.,  Lincoln,  Nebr. 

Dear  Sir:— In  reply  to  your  letter  of  the  24th  inst. 
the  undersigned,  who  were  a  committee  appointed  sev- 
eral months  ago  to  wait  on  Henkle  &  Joyce  Co.  relative 
to  a  complaint  from  Creighton,  interviewed  Mr.  Henkle 
of  the  firm  within  a  few  days  after  the  appointment. 
They  were  accompanied  by  yourself.  Mr.  Henkle  sub- 
mitted to  the  committee  their  invoices  and  several  of 
their  orders  received  from  the  parties  and  went  into  de- 
tail concerning  the  relations  of  his  firm  with  the  parties 
mentioned  with  the  result  that  this  committee  were  per- 
fectly satisfied  that  the  action  of  the  Henkle  &  Joyce  Co. 
was  not  open  to  criticism  from  the  retail  hardware  deal- 
ers of  Nebraska.  No  report  was  made  of  this  in  writing 
at  the  time  as  it  was  not  thought  necessary. 
Yours  very  truly, 

S.  A.  Sanderson  ) 

Ernst  Hoppe      >  Committee. 

H.  L.  Scofield  \ 
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Hebron,  March  10 

Nathan  Roberts,  Lincoln,  Nebr. 

Dear  Sir:  Please  find  enclosed  $10  for  my  insurance 
and  $5  dues.  I  regret  I  could  not  attend  the  convention 
but  it  was  impossible  for  me  to  come.  After  I  read  the 
Ironmonger  I  felt  as  if  I  had  been  there,  all  but  seeing 
the  members  and  hearing  them  talk.  I  read  it  from  cov- 
er to  cover  and  it  looks  to  me  that  you  have  done  more 
good  work  for  our  cause  than  at  any  time  before  this. 
I  think  if  you  would  send  the  February  Ironmonger  to 
our  non-members  it  would  do  more  good  than  for  a  man 
to  talk  to  them.    It  would  not  hurt  to  try,  anyway. 

'  Yours  truly,  C.  C.  Nacke. 


Burke,  S.-  D.,  March  18. 
Nebr.  Retail  Hdw.  Assn.,  Lincoln. 

Gentlemen:  Enclosed  please  find  check  for  $13.37, 
or  50%  of  amount  collected  on  overcharges  on  old  freight 
bills.  I  am  more  than  pleased  with  the  amount  as  it  is 
clear  velvet.  These  fright  bills  run  back  about  5  years, 
and  I  had  filed  them  away  as  settled  and  was  not  aware 
of  the  excess  freight  I  had  paid.  Other  merchants  here 
sent  their  freight  bills  to  other  agencies  a  year  before  I 
did  and  to  date  have  not  received  a  cent.  I  can  recom- 
mend yoil  to  brother  hardware  dealers  as  honest  and 
quick  in  your  service.         Respectfully,  ^ 

A.  W.  Gilkerson. 
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Humboldt,  March  21. 
Nathan  Roberts,  Lincoln,  Nebr. 

Dear  Sir:— I  wish  to  thank  you  for  the  remittance  I 
received  from  you  this  morning  in  settlement  of  my 
chim,  and  I  assure  you  that  I  fully  appreciate  the  inter- 
est you  manifested  and  the  promptness  with  which  you 
aided  me  in  adjusting  my  loss.  Again  thanking  you  for 
your  kindness,  I  am.      Yours  truly, 

J.  C.  Herwig. 

P.  S.  Enclosed  please  find  check  for  $1  to  help  the 
Ironmonger. 


Upland,  January  20. 
The  Nebraska  Ironmonger,  Lincoln,  Nebr. 

Dear  Sir  and  Friend:- **Guilty''  is  the  word  that 
strikes  us  in  reading  page  15  of  the  last  issue  of  the  Iron 
monger,  which  we  have  just  received,  and  as  it  means  us 
we  enclose  our  check  for  $6,  five  of  which  are  for  the  N. 
R.  H.  A.  and  one  for  the  little  Ironmonger,  for  which  we 
hav^e  never  paid.  We  hope  it  may  reach  you  in  time  to 
prevent  our  losing  an  issue  of  this  little  book. 

Respectfully  yours, 

J  as.  P.  Nelson,  Mgr. 


The  fellow  who  gains  time  for  himself  by  taking  it 
from  his  employer  is  pretty  certain  to  be  using  that  time 
to  no  good  purpose. 


The  Nebraska  Ironmonger 


VOL.  2.  Lincoln,  Nebraska,  May  1914  NO.  8 


Entered  as  Second  Class  Matter  at  the  Post  Office  at  Lincoln,  Nebraska,  under 
Act  of  Congress  of  March  3, 1879. 


A^^ THAN  ROBERTS,  Editor  and  Publisher 
Subscription  Price  25  Cents  Per  Year.  Payable  in  Advance 


To  members  and  others  who  are  interested  in  the 
welfare  of  our  state,  its  public  and  private  institutions  of 
learning,  both  secular  and  religious  and  all  its  chances  of 
usefulness  for  the  uplifting  and  upbuilding  of  moral  and 
business  conditions  this  number  is  dedicated. 

It  is  not  idle  talk  to  state  that  the  tendencies  of  the 
times  are  toward  disintregation  and  dissolution  of  our 
homes,  firesides  and  civic  pride.  Shall  we  continue  to 
dream  and  not  act,  are  we  consent  to  leave  to  those  who 
soon  will  fill  our  shoes   a  name  and  nothing  more. 

Are  we  so  steeped  in  selfish  indulgences  that  we  can 
frame  no  thought  for  the  good  of  those  of  our  commun- 
ity who  are  ready  to  follow  our  leadership.  Is  our  civic 
pride  lost  beyond  redeeming. 

Or  can  we  yet  gather  together  our  units  of  strength 
and  as  a  solid  phalanx,  do  valiant  battle  against  the  op- 
posing forces  that  are  operating  to  our  destruction. 

Centralization  of  trade  or  influnces  are  daily  gaining 


2  THE  iNEBRASKA  IRONMONGER 


strength  and  slowly  but  surely  sapping  the  life  blood  of 
our  rural  communities,  while  we  sit  idly  by  with  folded 
hands  and  will  not  or  do  not  see  the  trend  of  affairs. 

We  have  before  us  a  letter  written  by  one  of  the 
prominent  M.  O.  houses  of  Chicago,  to  one  of  their  cus- 
tomers in  which  the  following  paragraph  appears:  *'We 
know  that  the  time  will  come  when,  except  on  a  very 
small  scale,  the  middle  man  will  be  entirely  eliminated. 
You  will  naturally  ask  what  will  become  of  the  country 
merchant?  In  reply  to  this  question  we  would  say,  that 
he  would  become  a  producer,  perhaps  be  a  farmer  or  en- 
gage in  some  other  business,  that  would  mean  that  he 
would  give  something  to  the  community,  instead  of  tak- 
ing away  from  it,  as  he  now  is/'  Such  bosh,  such  rot, 
has  but  one  answer.  They  don't  care  a  rap,  and  to  them 
it  has  no  socialogical  interest  or  value,  as  long  as  they 
can  carry  on  their  nefarious  business  and  have  Uncle 
Sam's  help  and  backing.  Our  government  spends  thou- 
sands of  dollars  on  good  roads,  but  not  one  cent  to  en- 
courage trafific  on  them.  The  writter  might  have  added 
that  when  their  hopes  are  realized,  and  the  trade  of  the 
rural  dwellers  are  centralized  in  the  large  cities.  The 
merchant  and  the  community  builders  will  be  bound  to 
serfdom  in  these  centers  to  keep  soul  and  body  to- 
gether, and  be  only  too  glad  to  lick  the  hand  that  smote 
them  for  the  priviledge  of  living.  To-day  the  government 
of  the  United  States  is  running  the  delivery  wagon  for 
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the  M.  O.  houses.  The  money  of  the  local  community 
is  going  into  the  coffers  of  the  mail  order  magnates,  who 
is  seeking  to  Napoleonize  business.  It  impoverishes  the 
community,  so  that  the  local  dealer,  who  has  borne  the 
burdens  of  the  community  for  many  years  has  helped 
to  build  up  and  helpt^d  to  pay  the  taxes  of  it,  is  now 
threatened  with  bankruptcy.  The  people  of  the  United 
States  are  in  the  delivery  business,  and  these  M.  O. 
houses  are  not  paying  any  taxes  to  the  United  States  in 
consideration  of  having  its  goods  delivered. 

Channels  are  opened  up  in  nearly  every  part  of  our 
state,  with  the  sole  purpose  in  view  of  carrying  commerce 
past  the  doors  of  those  who  help  as  community  builders. 
A  vast  number  of  our  citizens  (who  are  good  people  in 
the  main)  don't  seem  to  realize  that  in  withholding  their 
support,  from  their  own  town  or  village,* are  not  alone 
destroying  the  efificiency  of  their  town  market,  but  are 
slowly  but  surely  destroying  their  own  interest  and  cur- 
tailing their  own  welfare. 

There  are  many  evils  that  the  intelligent  rural  store 
keepers  have  to  combat.  Some  of  them  through  the 
agency  of  co-operative  association  work  are  being  eradi- 
cated. Other  difficulties  apparently  unsurmountabie  pre- 
sent themselves,  in  the  form  of  a  malady  eating  into 
our  vitals.  Diagnosis  of  which  seem  to  leave  but  the 
knife  remedy,  which  if  not  speedily  used  and  the  sore 
healed,  will  result  in  further  disease  and  ultimate  death. 
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Those  who  should  know  have  no  name  for  it,  so  for 
lack  of  a  better,  we  will  call  it  inter-location  dyspepsia, 
or  disease  of  the  circulatory  absorbent  system,  brought 
on  by  eating  indegestable  foreign  matters  that  our  sys- 
tems will  not  absorb,  therefore  our  body  politic  suffers 
for  the  lack  of  home  grown,  nourishing  and  strengthen- 
ing food,  that  produces  healthy,  strong  patrotic  citizens. 
Many  remedies  have  been  tried,  with  but  little  varying 
success.  Doctors  Publicity,  Education  and  Co-operation 
afford  us  perhaps  the  most  direct  application  for  a 
speedy  cure. 

Doctors  Publicity  and  Education  are  high  priced  and 
Dr.  Co-operation  does  not  seem  to  practice  much.  How- 
ever if  we  reach  a  cure  we  must  have  all  three  pressed 
into  service.  We  have  talked  in  season  for  some  time 
back  on  the  importance  of  community  interest  work.  A 
number  of  our  towns  are  carrying  on  through  the  efforts 
of  their  commercial  clubs,  grand  work  along  these  lines, 
and  are  reaping  their  reward  in  largely  increased  home 
boosters  and  unified  efforts  for  co-operation  and  de- 
creased nonsupporters  of  community  building.  We 
honestly  believe  that  every  town  and  village  in  the  state 
is  ready  to  boost,  and  only  lack  leaders  to  blaze  the  way. 
Now  why  can't  the  hardware  men  of  each  town  take  the 
necessary  steps  at  once,  and  don't  let  up  until  you  accom- 
plish what  you  have  set  out  to  do.  Do  it  now,  don't  put 
it  off,  delay  is  dangerous.    I  believe  a  movement  is  on 
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foot  to  help  you.  Anticipating  the  meeting  of  the  asso 
ciation  of  commercial  clubs  at  Grand  Island,  May  6  and 
7,  I  wrote  a  letter  over  the  signature  of  D.  F.  Dolan 
Western  and  myself,  a  copy  of  which  you  will  find  else- 
where. This  I  sent  Secretary  Whitten,  of  Lincoln,  and 
Secretary  Manley  of  Omaha,  also  to  President  Ross  L. 
Hammond.  D.  F.  Dolan  delivered  a  paper  on  this  sub- 
ject before  the  convention  of  association  of  commercial 
clubs  (find  his  address  elsewhere).  I  understand  this 
address  was  enthusiastically  received  and  heartily  en- 
dorsed, and  co-operation  by  resolution  promised  by  all 
the  commercial  bodies  of  the  state.  We  will  follow  this 
up  and  strike  the  iron  while  it  is  hot,  and  see  that  they 
make  good  their  promise. 

Permit  me  to  suggest  to  every  hardware  man  that 
reads  this,  (I  hope  you  all  will)  to  give  your  local  news- 
paper a  copy  of  Mr.  Dolan's  talk  for  your  town  paper. 
Doubtless  your  paper  reaches  and  is  read  by  many 
farmers  in  your  territorv  and  may  give  them  food  for 
thought.  It  will  at  least  pave  the  way  for  future  develop- 
ment. Now  take  off  your  coat  and  go  to  work,  its  your 
bread  and  butter,  and  perhaps  pie,  and  you  are  the  one 
to  do  it,  another  can't  do  it  for  you.  God  helps  him  who 
helps  himself.  EDITOR. 


A  pessimist  is  one  who  thinks  with  his  stomach 
and  has  indigestion. 
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Insurance  Report  for  April 

Insurance  in  force  -  -  $2,062,817.00 
Cash  balance  ■  -  *  -  25,343.70 
Dividends  to  members  -  -  587.18 
Our  board  of  directors  met  May  7th  and  thoroughly 
canvassed  the  condition  of  our  company.  They  express- 
ed themselves  as  well  pleased  with  the  showing,  despite 
the  fact  that  we  have  paid  to  date  this  year  $9,699.16  in 
fire  losses  and  have  returned  in  dividends  $2,500.00.  It 
was  shown  by  the  report  that  losses  paid  in  unprotected 
towns  in  this  state  for  the  last  17  months  where  fires  oc- 
cured,  having  $30,580  at  risk,  the  salvage  was  only  $9,- 
245,  while  in  protected  towns  out  of  $23,500  at  risk  there 
was  in  salvage  $20,600,  which  fact  conclusively  proves 
the  efficiency  of  our  volunteer,  fire  departments,  and  also 
the  tremendous  loss  to  our  state  and  community  in  the 
lack  of  suitable  protection. 


N.  R.  H.  A.  Vest  Pocket  Memo  Books 
We  have  mailed  to  all  our  members  who  had  not  al- 
ready paid  their  1914  dues  this  handy  little  book  that 
they  might  avail  themselves  of  its  use  now.  It  will  be 
appreciated  if  those  who  have  not  yet  paid  will  do  so  at 
this  time.  We  are  using  every  dollar  for  the  benefit  of 
the  craft,  do  your  share  to  help. 

Nathan  Roberts,  Sec'y- 
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I  have  stocks  of  hardware  offered  for  sale  in  various 
parts  of  the  state,  varying  from  $1,000  to  $20,000  and  all 
the  way  between.  If  you  are  looking  for  a  good  location 
consult  me,  it  costs  you  nothing  to  find  out  and  put  you 
wise.   Address  this  office. 


Customer-  I  would  like  to  look  at  your  baby  carri- 
ages. 

Clerk-  All  right,  sir.    Single  or  double  seated? 
Customer   Well   er   Fm  not  in  a  position  to  say. 


*'Is  you  got  money  in  the  bank?'' 
"Well,  I  ain't  said  I  isn't  has  I?" 

"Well,  I  haven't  asked  yuh,  ain't  you  isn't.  Iseaskin' 
yuh  ain't  you  is?" 


Smiling  visitor  (addressing  the  Sunday  School) 
Now,  children  I  want  to  ask  you  a  question.    Will  some 
little  boy  tell  who  Adam  was? 

Tommy  Tucker  Adam  was  the  man  who  made  the 
devil  famous. 


It  is  reported  on  good  authority  that  a  number  of 
trade  organizations  in  Kentucky  have  decided  to  attack 
the  constitutionality  of  the  workmen's  compensation 
law  when  it  becomes  effective  next  month. 
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Community  Interests  in  the  Commercial  Clubs. 

Copy  of  letter  sent  to  the  secretaries  of  the  I  incoln 
and  Omaha  clubs,  previous  to  the  meeting  at  Grand 
Island,  which  resulted  in  Mr.  Dolan's  address  before 
that  body. 

Lincoln,  April  24,  1914. 

In  view  of  the  state  meeting  of  the  commercial  clubs, 
at  Grand  Island,  May  6  and  7th,  would  it  not  be  an  op- 
portune time  to  bring  before  your  association  the  burn- 
ing question  of  community  interests  in  our  state? 

This  of  all  questions  comes  under  the  jurisdiction 
and  promoting  force  of  our  state  commercial  bodies.  It 
is  a  question  of  vital  interest  and  vital  importance  to 
every  merchant  in  the  state,  whether  he  be  large  or 
small.  It  is  also  of  the  gravest  moment  to  the  general 
welfare  and  stability  of  our  state  and  its  educational  and 
religious  institutions. 

The  lack  of  community  interest  in  our  smaller  towns 
and  villages,  is  sapping  the  life  blood  and  is  undermining 
the  stability  and  permanency  of  these  communities.  It 
is  no  empty  dream  to  state  that  if  the  education  of  our 
farmers  and  others  is  neglected  along  this  line  much 
longer,  the  wholesaler,  the  retailer,  and  the  man  who 
sells  and  buys,  which  includes  the  farmer,  will  wake  up 
when  it  is  too  late,  to  a  realization  of  the  short  sighted 
policy  that  pervades  our  state  at  large  at  the  present 
time. 

We  would  urge  upon  our  secretary  of  the  Lincoln 
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Commercial  Club,  a  movement  at  once  through  the  club 
at  Omaha,  and  other  large  commercial  bodies  in  the 
state,  a  propaganda  of  missionary  work  to  the  end  that 
every  village  and  hamlet,  hillside  and  valley,  shall  know 
the  truth  before  you  cease  your  mission.  It  will  take 
money,  but  it  will  be  the  best  money  Nebraska  mer- 
chants and  patriots  ever  spent. 

You  should  organize  your  forces  in  a  systematic 
program  and  aggressive  campaign  for  loyalty  to  our 
markets  and  people.  The  best  speakers  along  this  line 
in  the  United  States  are  none  too  good.  Rvery  town 
and  every  country  school  house  in  the  state,  be  they 
ever  so  small,  should  be  visited  and  the  liquid  truth 
poured  out  in  unstinted  measure  to  the  wayward  and 
thoughtless  hearers  who  are  now  sowing  the  wind  to 
reap  the  whirlwind. 

We  sincerely  hope  that  you  will  at  once  take  steps 
to  carry  out  effective  work  along  these  lines.    It  will 
without  question  or  doubt  rebound  to  the  credit  of  all 
'  our  commercial  bodies,  to  a  greater  extent  and  more 
I  permanent  in  its  blessing  than  many  other  things  that 
are  being  attempted. 

Sincerely  yours, 
Nathan  Roberts,  Sec,  N.  R.  H.  A. 
j  D.  F.  Dolan,  Merchant,  Western,  Nebr. 

Member  D.  F.  Dolan,  of  Western,  delivered  the  fol- 
.  lowing  address  before  the  Association  of  Commercial 
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Clubs  at  their  convention  at  Grand  Island,  May  6th  and 
7th,  under  the  auspices  of  the  N.  R.  H.  A.  Read  it,  and 
have  it  copied  in  your  local  paper.  Get  the  truth  to  the 
people. 

Community  Interests 

My  first  and  most  grateful  duty  is  to  express  my  ap- 
preciation of  the  opportunity  to  participate  in  this  con- 
vention. I  am  deeply  interested  in  the  progress  and  wel 
fare  of  the  commercial  clubs  of  Nebraska.  We  have  one 
in  our  little  town,  doing  what  it  can  to  encourage  enter- 
prise and  promote  the  public  welfare. 

To  center  on  ourselves  and  forget  our  duty  and  re- 
lationship to  the  community  in  which  we  live,  is  neither 
wise  nor  patriotic,  it  does  not  eradicate  the  undesirable 
conditions  of  life,  it  does  not  build  up  nor  promote  en- 
terprise, it  does  not  create  faith  in  the  business  fabric  of 
the  state. 

The  commercial  clubs  of  Nebraska  are  rendering 
good  service  to  the  people  of  the  state.  Their  object  is 
praiseworthy,  because  its  purpose  is  public  improvement 
in  every  way,  not  only  of  promoting  the  business  inter- 
ests of  the  state,  but  also  in  aiding  every  movement  for 
the  welfare  of  the  people. 

Since  the  business  question  is  really  the  most  im- 
portant one  that  can  engage  our  attention,  it  is  well  that 
commercial  clubs  are  organized,  to  unite  their  energies 
and  influence,  and  to  support  and  encourage  Community 
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Interests.  No  one  can  exaggerate  the  importance  of  the 
business  question,  because  it  vitally  affe^cts  the  welfare 
of  the  people,  and  demands  so  much  of  their  attention 
and  energy  and  requires  so  much  more  of  their  time  in 
earning  their  daily  bread,  than  in  all  the  other  affairs  of 
life.  Crganization  is  necessary  to  create  confidence  and 
co-operation.  Organization  means  civilization.  We  can, 
through  association,  wield  an  influence  and  power  that 
will  materially  help  us  to  solve  many,  perhaps  all  the 
difficulties  which  are  harmful  to  the  interests  of  the  peo- 
ple. It  is  of- the  utmost  importance  to  determine  truth- 
ful and  practical  ideas  regarding  the  business  question. 
It  is  easy  to  be  misled  unless  we  carefully  consider  the 
question  from  a  fair  and  intelligent  standpoint. 

Business  has  an  almost  unbounded  influence  on 
human  conduct.  It  is  therefore  important  that  we  should 
have  correct  ideas  about  it.  The  chief  trouble  lies  in  the 
fact  that  people  generally  do  not  consider  both  sides  of 
dvery  question,  they  usually  see  but  one  side,  andLthat 
the  one  which  they  think  effects  their  interests  at  first 
hand.  This  often  leads  them  to  engage  in  actions  that 
work  against  their  own  interests,  until  they  are  com- 
pelled to  see  the  utter  one-sidedness  of  their  conduct 
through  the  knowledge  that  bitter  experience  brings  to 
them.  What  makes  a  prosperous  community?  Is  it  the 
wealth  that  is  shown  in  beautiful  homes  and  splendid 
stores?   These  things  are  the  only  proof  of  the  success 
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of  certain  people.  The  chief  factor  is  the  unity  of  all 
the  people  in  town  and  country,  the  spirit  that  animates 
them  with  loyalty  to  home  and  all  its  interests,  its  busi- 
ness affairs,  its  religious,  intellectual  and  social  uplift  of 
all  the  people.  We  should  realize  that  the  country  town 
is  an  important  factor  in  enhancing  the  value  of  farm 
lands,  so  that  the  rural  communities  may  be  developed 
through  the  union  of  town  and  country  mutually  hefpful 
because  there  is  so  much  in  common  between  them.  The 
farmers  should  realize  that  the  prosperity  of  the  home 
town  creates  a  convenient  market  for  the  sale  of  their 
products,  and  not  only  that,  but  it  also  creates  an  addi- 
tional value  on  their  land,  on  account  of  the  proximity 
of  the  town.  The  town  also  creates  other  important 
benefits  through  the  maintanance  of  churches  and 
schools,  and  social  institutions,^  all  of  which  work  to- 
gether for  the  betterment  of  the  rural  communities.  It 
is  important  to  make  business  methods  understood  and 
to  place  facts  relating  to  them  in  popular  form.  A  vast 
amount  of  misinformation  regarding  the  manufacture 
and  sale  of  goods,  obtains  through  fake  advertisements 
and  exaggerated  statements  that  are  made  appealing  to 
the  purely  selfish  side  of  human  nature.  There  are  some 
conditions  gnawing  at  the  vitals  of  the  retail  business 
today.  There  are  scores  of  retail  merchants  who  know 
this  to  be  true.  Some  who  appreciate  the  worth  of  the 
retail  merchant  and  the  important  service  he  renders  the 
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rural  community  admit  that  the  harmful  conditions 
should  be  righted  in  some  practical  way.  They  say  why 
doesn't  somebody  do  something  to  change  these  condi- 
tions. The  tendency  is  toward  centralization.  The 
marvelous  achievements  of  our  country  through  the  ex- 
tension of  trade  and  industries  of  all  the  states  and  of 
the  community  interests,  finds  no  parallel  in  the  history 
of  the  world.  The  tendency  in  recent  years  however, 
has  been  toward  centralization  of  business  in  the  large 
cities.  These  cities  have  been  growing  into  coUossal 
business  centers,  where  abnormal  wealth  and  extreme 
poverty  grow  up  side  by  side.  Take  the  catalogue  house 
of  Sears  and  Roebuck  &  Co.  for  instance.  That  house 
has  sold  over  $90,000,000  worth  of  goods  last  year.  In 
purchasing  such  a  vast  amount  of  goods,  they  are  able 
to  force  manufacturers  to  grant  them  substantial  reduc- 
tions from  the  usual  wholesale  cost  of  goods.  Notwith- 
standing, their  large  profits,  the  investigations  recently 
held  by  the  legislature  of  Illinois  to  check  the  spread  of 
the  "white  slave  traffic''  it  has  proved  that  this  giant 
catalogue  house  had  the  poorest  paid  employees  that 
they  could  possibly  secure.  The  manufacturers  that  deal 
with  the  catalogue  houses  make  two  lines  of  goods,  one 
a  strictly  high  grade  line  that  they  sell  to  the  retailers, 
these  are  the  national  advertised  goods,  and  the  other  a 
cheaper  line  which  they  sell  to  the  catalogue  houses  and 
generally  to  anyone  who  will  buy  them.   These  manu- 
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facturers  say,  *'our  object  in  making  two  lines  and  selling 
one  to  the  retail  merchant  and  the  other  to  his  competi- 
tor, whoever  he  m^y  be,  is  to  protect  the  retail  dealer 
who  handles  our  standard  advertised  products,  on  which 
our  reputation  has  been  built  up."  The  small  dealers 
are  at  a  big  disadvantage  in  securing  prices  necessary  to 
meet  this  competition.  Kvery  dealer  locality  must  have 
some  means  of  providing  its  people  with  trading  vacili- 
ties,  a  place  where  they  can  sell  their  produce  and  buy 
.jrticles  needed.  The  local  merchant  is  therefore  a  nec- 
essity for  the  benefit  of  his  community. 

The  distribution  of  merchandise  in  the  past  has  been 
through  the  great  body  of  retail  merchants  in  the  home 
towns  and  villages,  which  are  the  source  and  center  of 
the  best  things  in  American  life.  This  system  of  distri- 
bution cannot  safely  be  superceded  by  a  system  that 
drives  trade  and  industry  from  rural  communities.  The 
people  should  be  reminded  that  for  every  dollar  spent  in 
the  home  town  a  large  part  of  it  remains  in  payment  of 
labor  and  in  enhanced  value  of  town  property  and  farm 
lands,  in  better  schools,  improved  roads  and  decreased 
taxes.  On  the  other  hand,  money  sent  away  to  purchase 
goods,  only  the  value  of  the  first  purchase  remains,  all 
of  the  other  benefits  are  transfered  to  some  other  com- 
munity. 

The  enhanced  value  of  the  farm  created  by  the  home 
town,  enables  the  farmer  to  extend  his  credit  and  in- 
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crease  the  profits  of  his  labor. 

Nebraska  is  almost  wholly  a  farming  community 
and  therefore  its  agricultural  development  depends  large- 
ly on  the  farmers.  If  prosperity  comes  to  them  it  should 
to  the  same  extent  to  the  local  merchants,  hence  there 
should  be  a  mutual  co-operation  existing  between  them, 
and  a  general  development  of  resources  that  belong  to 
each.  The  necessity  for  a  real  co-operation  between  them 
is  the  problem  of  the  hour.  The  great  business  question 
is  .now  under  consideration  in  Congress.  It  is  generally 
admitted  that  there  are  several  abuses  that  ought  to  be 
corrected.  These  abuses  have  grown  up  through  the 
years  and  are  inherent  in  human  nature.  They  can  be 
removed,  however.  Those  who  believe  in  Socialism  say 
that  they  cannot  be  removed  from  our  present  system, 
and  that,  therefore,  the  only  cure  is  by  applying  the  doc- 
trine of  Socialism  to  our  industrial  system.  Now  those 
people  who  concentrate  their  trade  in  the  large  centers 
of  business,  where  they  think  they  can  buy  the  cheapest, 
are  thereby  promoting  the  cause  of  Socialism.  Socialists 
believe  in  the  concentration  of  trade,  they  would  estab- 
lish state  ownership  for  individual  ownership,  which  is 
the  foundation  of  our  industrial  system.  The  business 
men  of  the  state  should  do  their  full  duty  in  creating  an 
intelligent  judgment  upon  these  great  questions  and  use 
their  influence  for  the  advancement' of  their  own  and  the 
state's  welfare. 
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In  these  modern  days,  syndicates  and  trusts  have 
sprung  up  like  mushrooms.  The  idea  gained  consider- 
.ab!e  headway  that  concentration  in  business  is  essenti- 
ally a  good  thing.  Well  to  a  certain  extent  it  is;  but 
there  is  a  limit  to  its  usefulness.  We  have  had  some 
notable  examples  of  this  quite  recently.  The  New  York, 
New  Haven  &  Hartford  Railroad  Company  absorbed  all 
the  railroads  of  New  England,  and  nearly  all  of  the 
trolly  lines.  Having  unlimited  capital  it  went  on  with 
its  work  of  concentration  until  finally  it  ended  in  disaster 
and  fell  to  pieces  of  its  own  unwieldy  weight.  A  bunch 
of  promoters  of  N.  Y.  City,  claiming  unlimited  backing 
of  Wall  Ssreet,  organized  a  huge  chain  system  of  stores, 
they  opened  three  thousand  of  them  in  N.  Y.  City,  Balti- 
more, Philadelphia,  Washington,  D.  C.  and  other  cities, 
announcing  that  they  would  eliminate  the  middleman, 
and  return  a  part  of  their  profits  to  customers.  The 
scheme  fell  through.  They  sought  to  make  money  by 
the  ''get  rich  quick''  scheme  and  utterly  failed.  They 
fleeced  the  public  during  the  time  they  were  masquerad- 
ing as  friends  of  the  consumers  by  cheapening  prices. 
Cheapness  should  not  dominate  the  whole  industrial 
world  to  the  detriment  of  other  benefits  arising  from  the 
growth  and  prosperity  of  community  interests.  Persons 
who  consider  prices  paramount,  should  remember  that 
there  are  other  conditions  which  materially  affect  the 
value  of  prices.   Quality,  for  instance,  is  of  more  import- 
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ance  than  cheapness;  hence  the  old  saying  that  "the 
cheapest  things  are  the  dearest  finally/'  People  will 
sometimes  spend  money  for  which  they  get  no  immedi- 
ate return,  but  they  look  into  the  future  and  see  the  out- 
lay coming  back  four-fold.  This  operates  in  the  case  of 
growing  towns  which  increase  the  value  of  property. 
The  city  of  San  Franscisco  is  spending  many  millions  of 
dollars  preparing  for  the  Exposition  of  next  year,  but  in 
doing  so  they  are  looking  to  the  future  when  all  this  vast 
expenditure  will  be  worth  a  good  deal  more  than  it  costs 
in  the  publicity  which  it  will  give  to  the  community  in- 
terests of  that  city. 

In  every  age  in  the  most  enlightened  nations  of  an- 
tiquity, as  well  as  in  modern  times,  in  Greece,  in  the  Ro- 
man republic,  in  the  Roman  empire,  in  the  famous  rule 
of  Charlemagne,  in  the  history  of  the  feudal  monarchies, 
in  the  formation  of  modern  national  states,  the  concen- 
tration of  trade  and  business  and  the  consequent  concen- 
tration of  wealth  brought  on  the  finnl  deterioration  and 
decay  of  the  state  through  the  struggle  between  wealth 
and  poverty,  and  often  ended  in  political  anarchy.  When 
this  happened  the  way  was  opened  for  the  dictator  and 
ended  in  despotism.  We  have  a  modern  example  of 
this  in  Mexico.  Under  the  despot,  Diaz,  the  people  were 
robbed  by  the  concentration  of  wealth  in  the  hands  of  a 
few.  The  lands,  the  forests,  the  mines,  were  given  away 
away  in  concessions  to  a  favored  few  who  bribed  the 
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ruling  power,  and  so  it  came  to  pass  that  a  few  families 
owned  thousands  of  acres  of  the  most  valuable  lands  for 
which  the  public  received  nothing  in  return.  In  this  way 
the  poor  people  of  Mexico  have  been  made  unfit  for  free 
government,  having'  a  republican  form  only  in  name. 
The  small  communities  have  kept  poor,  without  educa- 
cation  and  the  means  for  self  improvement.  They  have 
been  consigned  to  practical  slavery  to  provide  a  life  of 
ease  for  the  free. 

Monopoly  has  never  been  recognized  in  this  country. 
Co-operation  has  been  recognized.  The  distinction  be- 
tween the  two  is  fundamental,  '^^'he  general  violation  of 
the  Sherman  Anti-Trust  Law  is  the  problem  of  the  hour. 
At  first  the  pool  was  formed,  when  the  trust  was  declared 
illegal  it  led  to  the  Holding  Co.,  when  that  was  attacked 
the  complete  merger  was.  formed  as  in  the  case  of  the 
steel  and  tobacco  mergers,  and  the  telegraph  and  tele- 
phone companies.  Much  satisfaction  has  been  expressed 
in  the  dissolution  of  these  mergers,  but  the  public  has 
not  derived  any  benefit  by  the  disintegration  of  these 
corporations.  The  fact  is  that  public  opinion  must  make 
the  law  effective,  the  people  themselves  must  not  patron- 
ize combinations  that  are  a  menace  to  the  public  welfare. 
If  the  chief  interest  of  the  public  is  in  the  prices  only, 
the  dissolution  of  these  great  corporations  will  not  pre- 
vent the  restraint  of  trade  which  is  the  aim  and  purpose 
of  all  monopolies.  The  principle  combination  is  extended 
from  the  great  corporations  to  the  small  manufacturers 
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and  large  dealers  in  the  large  cities,  all  combining  in  ex- 
actly the  same  way. 

The  history  of  the  world  shows  that  throughout  an- 
tiquity and  the  middle  ages  and  even  down  to  our  day 
the  bulwarks  of  oppression,  of  slavery,  serfdom,  feudal- 
ism and  despotism  held  sway,  until  finally  the  middle 
classes  composed  mostly  of  business  men,  gained  the 
ascendant,  which  they  still  hold,  especially  in  this 
country,  and  through  their  success  political  freedom  has 
been  attained.  But  now  comes  another  struggle  to  pre- 
vent inequality  of  opportunity  of  unequal  burdens  and 
responsibilities  by  which  the  rich  grow  richer  and  the 
poor  grow  poorer.  The  forces  that  prevent  industrial 
justice  and  freedom,  are  hidden  and  more  difficult  to 
reach.  Then  are  economic  forces  prompted  by  the  most 
imperious  of  human  passions,  individual  selfishness. 

To  a  large  extent  they  ignore  the  moral  aspect  be- 
cause that  would  restrain  the  strong  from  exploiting  the 
weak.  Speaking  of  the  moral  aspect  of  the  case,  look 
at  the  influence  exerted  upon  our  public  life  by  the  large 
cities  of  the  country.  Take  New  York  City  for  instance, 
what  do  we  find  there?  There  is  the  Tammany  organi- 
zation organized  for  public  plunder.  Owing  to  the  large 
combination  which  Tammany  represents,  they  are  able 
to  send  to  the  legislature  enough  members  to  generally 
dominate  the  enactment  of  the  laws  of  the  state.  This 
body  acting  as  a  tremendous  political  force  has  to  be 
met  by  the  opposing  forces  sent  by  the  small  towns  and 
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villages  of  the  state.  There  is  Philadelphia  similarly 
situatec^,  so  is  Chicago  for  the  state  of  Illinois.  St.  Louis 
and  Kansas  City  for  Missouri,  San  Franscisce  for  Cali- 
fornia, and  Denver  for  Colorado. 

The  concentration  of  population,  of  trade  and  busi- 
ness in  these  cities,  is  one  of  our  most  serious  problems. 
We  have  no  such  menace  in  the  rural  communities  of 
the  country. 

The  struggle  is  on  between  the  towns  and  villages, 
and  these  economic  forces  that  seek  to  centralize  trade 
in  the  hands  of  the  few.  It  should  be  remembered  that 
this  matter  of  lower  prices  is  not  so  important  as  the 
opportunity  for  individual  development,  afforded  by  the 
growth  and  prosperity  of  all  the  communities  of  the 
state.  There  should  be  abundantly  increasing  opportun- 
ities for  development  along  intellectual  and  moral  lines, 
by  the  expansion  and  prosperity  of  community  interests. 
The  opportunity  to  present  the  truth  should  not  be  lost. 
"There  is  a  tide  in  the  affairs  of  men, 

Which  taken  at  the  flood  leads  on  to  fortune. 
Omitted  all  the  voyage  of  their  life, 
Is  bound  in  shallows  and  in  miseries." 
We  are  told  that  opportunity  knocks  at  least  once 
at  every  man's  door.    If  he  is  found  knocking  the  town 
in  which  he  lives,  he  will  not  enter  when  he  calls. 
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An  Important  Matter 

National  legislation  needs  our  earnest  personal  at- 
tention. The  Stevens  bill,  H.  R.  13,305,  gives  the  inde- 
pendent merchants  of  the  country  their  first  opportunity 
for  securing  the  national  legislation  which  will  help  them 
in  their  fight  against  cut  prices  and  other  unfair  compe- 
tition which  is  rapidly  destroying  the  towns  and  small 
cities  and  building  up  great  trading  monopolies.  In  this 
fight  we  rely  on  you  to  do  your  part.  Please  copy  the 
following  .short  letter  on  your  own  stationery,  with  pen 
and  ink,  and  mail  to  each  of  our  United  States  senators 
and  congressmen,  a  list  of  which  follows. 

Form  of  Letter   Send  it  Now. 

''Dear  Sir:  Would  like  very  much  to  hear  that  you 
favor  the  Stevens  bill,  H.  R.  13,305,  and  that  you  will  aid 
in  having  it  become  a  law.    Respectfully  yours.'' 

Please  mail  their  replies  to  me.  Following  is  the 
list  of  senators  and  congressmen,  and  their  address  is 
Washington,  D.  C.  Senators— Hon.  Gilbert  M.  Hitch- 
cock and  Hon.  Geo.  W.  Norris.  Congressmen-  Hons.  J. 
A.  Maguire,  C.  O.  Lobeck,  Dan  V.  Stephens,  C.H.Sloan, 
Silas  R.  Barton  and  M.  P.  Kinkaid. 

The  above  is  reproduced  from  the  April  number  for 
the  purpose  of  calling  your  attention  to  what  you  can  do 
by  just  a  little  co-operation.  I  have  received  a  few  re- 
plies, but  very  few,  showing  clearly  that  the  hardware 
rustlers  of  Nebraska  are  not  awake  to  their  privileges 
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and  powers.  Don't  be  a  dead  one.  Rouse  yourself  to 
the  issues  of  the  hour.  Do  your  duty/  and  do  it  now. 
Five  minutes  and  two  cents  are  all  you  are  asked  to  do 
to  further  your  own  interest. 


A  NEBRASKA  DOLLAR 
Nebraska  for  All  -All  for  Nebraska 
This  is  not  an  advertisement,  but  an  appeal  to  Ne- 
braska men  and  women  to  spend  their  money  at  home. 

Has  it  ever  occured  to  you,  Mrs.  Housekeeper  of  Ne- 
braska, that  the  money  spent  in  Nebraska  is  your  mon- 
ey, that  when  it  goes  to  your  neighbor  it  comes  back  to 
you? 

Do  you  ever  think,  Mr.  Householder  of  Nebraska, 
that  when  you  send  money  to  other  states  that  you  are 
robbing  yourself,  that  you  patronize  your  own  pocket- 
book  when  you  trade  at  home? 

You  have  an  equal  chance  to  get  the  Nebraska  dol- 
lar and  its  little  cousins,  the  nickels  and  dimes  Money 
sent  away  from  Nebraska  stays  away. 

Every  article  of  commerce  can  be  bought  in  Nebras- 
ka. If  its  automobiles,  carriages,  clothing,  hardware, 
shoes,  printing,  beer,  groceries,  novelties,  bread,  drugs, 
dry  goods,  you  can  buy  them  at  home  and  keep  your 
money  at  home. 

Toss  the  catalog  of  mail  order  houses  into  the  waste 
basket  and  phone  a  Nebraska  dealer.   He  is  your  neigh- 
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bor.  He  pays  taxes  here.  He  is  buying  from  you.  His 
dollar  is  your  dollar.    Let  your  dollar  be  his  dollar. 

It's  all  in  the  family  the  Nebraska  family.  Let's 
cultivate  a  family  spirit.  Think  for  Nebraska.  Keep  Ne- 
braska in  your  heart.  Act  for  Nebraska.  Buy  from  Ne- 
braska. 

Let  these  words  sink  deep.  There's  money  for  you 
in  practicing  what  is  preached  here. 

Begin  right  now.  Let  your  resolution  be— will 
trade  at  home"   and  then  stick  to  it. 

t^Have  your  home  paper  print  this. 


Statement  of  Ownership,  Management,  Circulation,  etc. 
Of  the  Nebraska  Ironmonger,  published  monthly  at 
Lincoln,  Nebraska,  required  by  the  Act  of  August  24th 
1912. 

Editor      -       Nathan  Roberts,  Lincoln,  Nebr. 

Managing  Ed. 

Bus.  Manager 

Publisher  "  ^ 

Owner 

Known  bondholders,  mortgagees  and  other  se- 
curity holders,  holding  1  per  cent  or  more  of  to- 
tal amount  of  bonds,  mortgages  or  other  secur- 
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Callers  at  the  ofifice  this  month  were:  W.  C.  Klein, 
Milford,  L.  F.  Tiede.  Berlin,  D.  F.  Dolan,  Western,  Jos. 
and  Frank  Posvar,  Brainard,  S.  C.  Oaks,  Seward,  C.  K. 
Lawson,  Hastings,  Thos.  Nelson,  Springfield,  J.  F.  Goeh- 
ner,  Seward,  Ernst  Hoppe,  Lincoln. 


How  to  get  45-degree  measurement  in  plumbing,  etc 
Divide  your  offset  in  inches  bv  7  and  multiplv  the  result 
by  10.  Take  out  for  the 'fittings  and  you  have  it.  It 
works  on  any  size  pipe  and  is  simple  and  accurate.  Try 
it. 


The  day  of  sand  in  sugar  has  passed,  but  clerks  need 
it  to  make  for  success. 


One  actual  sale  is  worth  a  great  deal  more  than 
many  'pretty  nears.'' 


The  clink  of  the  dinner  bell  sounds  better  to  listless 
clerks  than  that  of  the  cash  register. 


Irishman   Three  cheers  for  home  rule. 
Scotchman— Three  cheers  for  hell. 
Irishman— You  are  right.    Ivery  one  should  stick  up 
for  his  own  country. 


An  ounce  of  doing  is  worth  a  pound  of  dreams. 
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Since  our  last  issue  the  fifteenth  annual  convention 
of  the  National  Retail  Hardware  Association,  held  at  In- 
dianopolis  May  19th  to  22d,  has  passed  into  history  and 
left  its  imprint  on  the  trend  of  affairs  connected  with  the 
retail  hardware  interests  of  the  country.  It  was  an  im- 
portant meeting,  and  from  our  viewpoint  came  closer  to 
weighing  the  conditions  surrounding  the  body  of  smaller 
retailers,  of  which  75  to  80%  comprise  the  15,000  affiliat- 
ed members  of  the  national  association,  than  ever  be- 
fore. It  never  has  been  a  very  serious  problem  with  the 
larger  dealer  and  semi-jobbers  to  obtain  concessions  that 
enabled  them  to  hold  their  own,  but  how  about  those 
who  must  of  necessity  buy  in  quantities  to  meet  their 
demand?  This  problem  has  been  almost  unsurmount- 
able.  They,  and  they  alone  have  been  found  to  bear  the 
burden  and  heat  of  the  campaign  for  adequate  recogni- 
zation.  It  is  they  who  have  to  take  what  they  can  get 
or  go  without.   It  is  they  who  have  to  meet  the  compe- 
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tition  of  more  favored  classes  and  who  are  ill  prepared 
to  fight  a  successful  warfare,  The  odds  are  against  them 
and  there  is  no  way  we  know  of  from  our  present  light 
to  overcome  these  odds,  unless  it  be  that  of  the  quantity 
and  cash  route.  The  cashjpart  is  the  least  of  our  obsta- 
cles, and  the  quantity,  if  we  worked  together  as  we  should 
would  become  an  easy  problem  to  solve.  Lack  of  space 
will  not  permit  me  to  give  any  extracts  from  President 
Ireland's  address  along  this  line.  Read  it  carefully  for 
yourself,  beginning  on  page  150  of  the  Hardware  Age  of 
May  26.  His  sentiments  mark  a  new  departure  in  a  na- 
tional propaganda  for  the  lesser  retailer.  The  price  and 
service  bureau  inaugurated  this  year  by  President  Ireland 
if  followed  out  by  you  faithfully  and  intelligently  will 
help  you  out  wonderfully.  See  elsewhere  for  description 
and  manner  of  utilizing  its  benefits.  Later  on  we  will 
tell  you  something  interesting  about  its  use  to  get  the 
right  price  to  buy  at'  I  am  fully  convinced  that  the  job- 
ber has  the  price  and  will  give  it  if  your  conditions  will 
warrant  it.  Otherwise  it  is  a  doubtful  issue  unless  you 
can  raise  the  price  and  join  others  in  quantity  buying.  A 
strange  but  true  case  in  point  has  come  to  our  notice  re- 
cently, as  follows:  A  certain  number  of  members  in  a 
certain  state  jointly  pooled  their  needs  in  a  certain  sta- 
ple line  and  shipped  in  a  large  quantity,  the  cost  of  which 
enabled  them  to  meet  mail  o^'der  prices  and  leave  a  net 
margin  of  profit  ranging  from  10  to  25%.   On  this  same 
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line  I  am  informed  they  were  unable  to  buy  from  any 
source  withcu'  showing  a  loss  in  competition  with  mail 
order  prices.  This  transaction  became  known  to  certain 
jobbers.  They  at  once  issued  a  special  leaflet  on  the 
line  in  question  and  sent  it  broadcast  to  the  trade  in  that 
state.  The  prices  quoted  were  about  as  low  as  the  mem 
bers  obtained  in  a  collective  shipment.  In  a  spirit  of 
irony  they  stated  these  prices  were  regular  term  prices 
obtainable  by  all  their  customers.  This  was  going  some 
and  just  exactly  what  the  members  in  that  state  were 
asking  from  their  jobbers,  nothing  more  and  nothing 
less.  The  conclusion  naturally  follows  that  if  such  pric- 
es could  be  obtained  under  one  certain  condition,  why 
not  under  general  conditions?  In  other  words,  do  the 
jobbers  have  to  be  shown  before  they  publicly  admit  that 
they  can  and  will?  If  this  be  true,  the  fact  that  they  do 
not  until  shown  will  admit  of  but  one  conclusion.  If 
they,  knowing  the  conditions  surrounding  mail  order 
competition,  and  have  the  power  in  their  hands  to  pro- 
tect their  patrons  and  do  not,  are  they  worthy  of  our  con 
fidence?  There  is  no  disposition,  either  national  or  state, 
to  dispute  the  jobbers  right  to  being  the  proper  and  log- 
ical channel  of  distribution,  but  shall  we  quietly  submit 
to  a  violation  of  our  confidence  in  their  ability,  willing- 
ness and  honesty  to  perform  their  whole  duty  to  those 
dependent  upon  them?  We  are  inclined  to  think  they 
half  believe  they  can't.  Does  it  take  the  big  stick  to 
show  they  can  if  they  will? 
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In  our  last  issue  we  urged  pretty  strongly  for  a  pull 
together  in  community  interest  organization.  What,  if 
anything,  have  you  done?  Did  you  get  your  local  paper 
to  copy  some  of  the  matter?  Are  they  doing  work  along 
that  line,  that  you  can  encourage  and  help  them?  Re- 
ports are  coming  in  from  a  large  number  of  towns  in 
the  state  of  the  good  work  being  done  by  the  commer- 
cial clubs,  many  of  which  have  but  recently  started.  How 
about  your  town?  If  asleep,  wake  up  and  do  something 
that  will  count  for  bigger,  better  growing  communities. 
Keep  your  money  at  home  where  it  will  do  all  some 
good.  EDITOR. 


The  Association  Monogram 

The  Mational  Association,  at  its  last  convention, 
passed  a  resolution  to  copyright  the  padlock  as  our  na- 
tional and  state  emblem.  It  occurs  to  us  that  it  would 
be  the  proper  thing  and  a  paying  proposition  for  mem- 
bers to  incorporate  in  their  stationery  and  ad- 
vertising the  emblem  as  shown  here.  Upon 
inquiry  we  find  we  can  furnish  these  for  20c 
each  or  two  for  35c,  when  got  up  in  quantities. 
You  might  drop  me  a  postal  card  stating  how 
many  you  can  use  and  we  will  see  whether  or 
not  we  can  reach  the  quantity.  They  will  be  sent  post- 
paid, and  each  member  should  order  at  least  two. 
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Community  Interests 

Is  one  of  the  mighty  influences  that  will  eventually 
bring  the  retail  merchant  and  the  town  builder  into  his 
own.  The  farmer  and  the  merchant,  the  lawyer  and  the 
doctor,  the  preacher  and  the  teacher,  and  all  those  who 
who  live  on  the  efforts  put  forth  by  all,  must  sooner  or 
later  awaken  to  the  fact  that  money  must  be  spent  where 
it  is  made  if  all  hope  to  reap  some  benefit  from  their  la- 
bors and  to  hold  up  the  hands  of  progress. 

BUY  AT  HOME^WHY? 

Because  my  interests  are  here. 

Because  the  community  that  is  good  enough  for  me 
to  live  in  is  good  enough  for  me  to  buy  in. 

Because  I  believe  in  transacting  business  with  my 
friends. 

Because  I  want  to  see  the  goods. 

Because  I  want  to  get  what  I  buy  when  I  pay  for  it. 

Because  every  dollar  I  spend  at  home  stays  at  home 
and  works  for  the  welfare  of  this  town. 

Because  the  man  I  buy  from  stands  back  of  the 
goods. 

Because  I  sell  what  I  produce  here  at  home. 

Because  the  man  I  buy  from  pays  his  part  of  the 
town,  county  and  state  taxes. 

Because  the  man  1  buy  from  gives  value  received, 
always. 

Because  the  man  I  buy  from  helps  support  my  school 
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my  church,  my  lodge,  my  home. 

Because  when  ill-luck,  misfortune  or  bereavement 
comes  the  man  I  buy  from  is  here  with  his  kindly  greet- 
ing, his  word  of  cheer,  or  his  pocketbook  if  need  be. 
Copy  in  your  local  press. ^1 


Insurance  Report  for  May 
Insurance  in  force  -  $2,055,400.00 

Cash  balance        -  -  24,525.59 

Dividends  to  members  -  -  717.20 
Losses  paid  in  May  -  -  4,000.00 
We  want  to  express  our  appreciation  to  those  of  our 
members  who,  when  they  see  clearly  the  unfair  position 
they  occupy  on  a  cutrate  basis  toward  other  members 
who  are  paying  a  just  proportion,  do  at  once  willingly 
and  loyally  contribute  their  share  on  a  mutual  basis, 
thereby  conserving  the  interest  of  the  company  in  in- 
creased premiums  and  reduced  ratio  of  fire  loss,  and,  we 
hope,  increased  dividends  to  all.  A  few  take  the  posi- 
tion that  our  company  should  meet  any  cut  rate  that  is 
going  and  in  addition  pay  dividends.  This  view  being, 
so  void  of  good  business  judgment  it  appears  ludicrous 
to  anyone  giving  it  a  scintilla  of  thought.  Losses  will 
come  and  it  takes  money  to  meet  them. 


The  high  ball  artist  makes  a  foolish  curve  over  the 
home  plate. 
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Read  This  Letter  and  the  Answer 

Nathan  Roberts,  Secretary, 

Lincoln,  Nebraska. 
Dear  Sir: 

We  don't  want  you  to  have  to  dun  us  again  for  the 
premium  due  on  our  insurance,  and  will  say  that  we  will 
remit  to  you  on  the  15th.  Our  prospects  are  very  fine 
here,  but  money  is  a  very  scarce  article  and  will  be  for 
forty  days  yet.  We  will  take  care  of  this  matter,  how- 
ever, in  the  time  stated,  and  trust  it  will  be  satisfactoay 
to  you.  Yours  very  truly, 


Gentlemen: 

Replying  to  your  favor  of  the  3d.  Do  you  know  I 
appreciate  this  letter  more  than  I  care  to  express?  If  all 
the  boys  would  do  just  as  you  have  done,  how  much 
smoother  matters  would  run.  A  goodly  number  pay  no 
attention  to  the  premiums  past  due,  and  it  does  not 
seem  to  make  any  difference  how  many  times  I  write 
them  in  performance  of  my  official  duties,  there  is  no  re- 
ply. This  office  should  and  must  be  in  closer  touch  with 
the  troubles  and  annoyances  of  the  members,  and  I  don't 
know  of  anyone  who  is  more  entitled  to  their  confidence 
and  who  is  always  ready  and  willing,  to  the  extent  of  his 
power,  to  help  and  advise. 

The  request  you  make  is  entirely  in  line  with  the 
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object  of  our  Association  and  is  willingly  agreed  to.  We 
are  on  deck  to  help,  not  to  obstruct,  but  how  can  we  tell 
the  needs  and  circumstances  if  they  don't  confide  in  us? 
We  are  good  guessers,  but  not  to  that  extent. 

From  the  present  outlook  bespeaking  you  a  good 
trade,  I  am,  Sincerely  yours, 

Nathan  Roberts,  Secretarx*. 


If  there  is  any  item  or  items  of  demand  in  your  ter- 
ritory of  a  specific  or  selective  nature,  (other  than  Win- 
chester goods  and  loaded  shells)  quoted  by  m.  o.  houses 
that  you  can't  meet  with  a  profit,  let  me  know  what  they 
are.  Give  maker's  name,  size  or  number,  and  the  quot- 
ed price  and  the  best  you  can  buy  at.  Mow  attend  to 
this  in  a  cooperative  spirit.       Nathan  Roberts,  Secy. 


If  we  would  simply  devote  thirty  minutes  of  each 
day  to  the  study  of  some  splendid  idea,  to  the  improve- 
ment of  our  mind,  in  obtaining  more  accurate  knowledge 
of  our  business,  in  studying  the  thoughts  of  some  great 
man  who  has  left  the  world  better  because  of  his  having 
lived,  in  search  of  the  secret  of  success  of  great  business 
men,  we  would  in  ten  years  time  evolve  into  a  giant  of 
intellectual  strength,  with  power  to  follow  any  plan  or 
idea  to  final  and  positive  success.— Efficiency. 


Use  the  Association  monogram  on  your  stationery. 
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The  Future  of  the  Small  Dealer 

(By  E,  St  Elmo  Lewis) 

Ever  been  to  the  movies?  Do  you  remember  one 
picture  where  way  off  in  the  distance  you  could  see  a 
tiny  moving  speck?  Nearer  and  nearer  it  came;  it  con- 
tinued to  grow  larger  and  larger;  now  you  could  make  it 
out;  ifs  a  man  on  a  horse,  he  is  rushing  toward  the  cam- 
era, he  grows  bigger  and  bigger  until  he  reins  up  in  front 
of  you  full  size? 

That's  just  like  the  small  dealer  today.  We  see  him 
now  through  the  convex  glass,  he  looks  small  and  harm- 
less, incapable,  but  take  it  from  me,  twenty-five  years 
hence—maybe  before— the  small  dealer  will  come  into 
his  own.  He  will  be  the  king  pin  of  the  business  world. 
He  will  be  a  business  specialist 

There  is  a  growing  sentiment  in  favor  of  the  special- 
ty shop.  The  big  manufacturer  recognizes,  or  at  least 
he  will  recognize,  the  small  retailers  as  the  barometers 
of  stability.  And  is  not  the  small  dealer  truly  the  one 
who  keeps  the  manufacturer's  machinery  turning?  Does 
not  the  output  of  the  factory  vary  directly  with  the  busi- 
ness of  the  retailer? 

We  are  going  to  come  back  to  the  small  dealer  who 
is  a  specialist  in  his  line,  who  is  an  expert  in  things  re- 
lating to  his  business.  He  will  be  well  posted  in  adver- 
tising, in  window  trimming,  in  store  arrangement,  cost 
keeping,  in  stock  keeping,  in  order  system,  etc.  The 
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small  dealer  hasn't  had  the  chance.  I  believe  he  wants 
the  chance  to  better  his  conditions.  The  present  advan- 
tage of  the  department  store  is  that  in  our  present  state 
of  civilization  in  business  we  have  just  reached  the  point 
where  a  comparatively  few  people  have  the  advantage  of 
capital  and  relatively  efificient  systems  of  bookkeeping, 
cost  keeping,  selling  experience,  etc. 

The  department  store  is  managed  by  a  man  who  is 
trained  in  modern  methods,  and  so  the  business  grows 
and  attains  great  proportions. 

But— what's  going  to  happen  when  some  of  this 
same  valuable  information  has  sifted  through  so  that  all 
the  little  business  men  have  good  sy>tems,  have  proper 
training  in  their  particular  line?  The  little  man  will  walk 
side  by  side  with  the  big  fellow. 

*'Why?''  you  may  ask. 

Because  the  big  store  is  fundementally  inefficient  in 
this:  that  the  actual  selling  for  which  the  store  exists  is 
done  by  authority  relayed  and  relayed  from  the  general 
manager  down  to  Fluffy  Ruffles,  the  $5  a  week  sales  girl, 
to  such  an  extent  that  these  sales  people  who  come  in 
contact  with  the  customer  lack  the  proper  interest  in  the 
business.  They  are  not  proficient.  They  are  not  expert 
They  do  not,  they  cannot  reflect  the  personal  pride,  the 
personal  interest  the  proprietor  takes  in  his  business. 

Business  is  going  to  be  transacted  in  more  equal 
units.   Everything  is  favorable  toward  such  a  condition. 


THE  NEBRASKA  IRONMONGER 


11 


The  manufacturer  wants  it.  He  hasn't  said  it  in  so  many 
words  but  here:-  would  not  the  manufacturer  be  better 
with  40,000  retailers  doing  business  with  him,  than  4,000 
even,  if  the  40,000  took  no  more  goods  than  the  4,000? 
He  would,  because  if  his  list  is  limited  to  4,000,  his  cus- 
tomers have  a  monopoly  of  purchasing  power  through 
which  the  manufacturer  must  take  the  price  that  is  of- 
fered. On  the  other  hand,  with  40,000  retailers  on  his 
books,  the  manufacturer  has  an  opportunity  to  regulate 
his  price  by  his  consumer's  demand. 

Stand  on  two  feet  Mr,  Small  Dealer!  Throw  out 
your  chest.  Without  you  the  wheels  of  business  would 
cease  to  turn.  Close  your  eyes  and  ears  to  the  hullaba- 
loo your  cut  price  eompetitor  on  Main  street  is  making. 
His  sun  is  setting,  yours  has  yet  to  rise.  Incorporate 
method  into  your  business.  Show  your  customer  real 
service.  Get  after  new  trade.  This  is  an  era  of  progress. 
How  much  have  you  made? 

The  future  for  the  small  dealer  is  so  bright  it  is  daz- 
zling. Will  he  take  advantage  of  the  many  opportunit- 
ies offered  him  to  change  his  position  from  the  lower  to 
the  upper  level? 

I  wonder  if  he  will! 


National  Rating  Bureau- -What  are  You  Doing  About  It 
While  the  collection  feature  of  this  enterprise  may 
j  not  be  all  you  would  like,  the  possession  of  the  red  guide 
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book  is  invaluable.  You  should  be  on  your  guard  against 
dead-beats  who  move  into  your  territory.  This  book 
will  help  you.  The  cost  is  trifling.  Send  them  your 
dead-beat  accounts  at  a  cost  of  six  cents  each  and  receive 
their  red  guide.  They  may  collect  your  accounts.  Many 
have  paid  up  from  this  source.  You  are  not  out  much 
and  the  book  is  valuable. 


Clough  &  Pape,  of  Cortland  have  sold  their  hard- 
ware stock  to  C.  B.  Scott.  They  have,  however,  retain- 
ed their  implement  stock- and  will,  in  their  usual  up-to- 
date  methods,  push  this  branch  to  its  fullest  extent.  We 
welcome  Mr.  Scott  into  the  ranks  of  the  craft  and  extend 
to  him  the  right  hand  of  fellowship  and  good  will.  We 
bespeak  for  him  success.  N.  R.  H.  A.  members  are  as  a 
rule  live  wires  and  from  what  we  hear  of  Mr.  Scott  he 
will  prove  no  exception. 


Price  and  Cummunity  Interest 
Are  the  two  principal  elements,  when  success  crowns 
our  efforts,  that  will  eliminate  the  dragnet  of  piratical 
competition  and  will  place  the  merchants  of  the  interior 
towns  of  our  state  in  possession  of  their  incontroverted 
rights  as  the  logical  medium  of  supplying  the  needs  of 
the  consumer  of  his  town.  The  community  interest 
campaign  is  largely  in  your  hands.  The  price  situation 
is  largely  in  ours.    Better  see  to  it  or  we  will  beat  you 
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to  it.  However,  both  must  work  together  as  a  unit. 
Don't  cease  using  every  power  within  your  reach  legiti- 
mately to  convince  and  convert  the  farmer  to  the  error 
of  his  ways.  Make  each  and  every  one  of  them  a  loyal 
home  town  booster.  Meet  their  efforts  by  a  clean,  neat, 
attractive,  well  assorted  stock,  rightly  priced.  The  bat- 
tle is  easy  if  you  will  do  your  individual  part.  Don't  use 
the  non-member's  motto,  "Let  Bill  do  it,"  In  units  of 
strength  there  is  enormous  resistance  to  push  back  the 
wave  of  greed  and  monopoly.  We'll  see  that  you  get 
the  prices.  We  believe  the  jobbers  are  about  ready  to 
wake  up  and  help  us  even  at  this  late  day.  They  can 
do  it  if  they  will,  and  will  do  it  when  we  show  them. 
Now  let's  pull  together,  jobber,  retailer  and  N.  R.  H.  A., 
and  we  will  get  there  with  both  feet. 


Home  Sweet  Home 
I've  bought  goods  at  Glasgow,  Belfast  and  Cork, 
London  and  Liverpool,  and  then  in  New  York. 
I've  purchased  in  Paris,  yes,  been  in  Rome, 
But  say  to  you  truly,  there's  no  place  like  home. 
Have  been  to  Chicago,  I'm  sorry  to  say, 
1  got  what  I  ordered,  but  first  had  to  pay. 
j     When  the  boxes  were  opened  I  stood  there  alone 
I     And  said  to  myself,  goods  are  better  at  home. 

The  stove  that  I  sent  for  had  only  three  legs. 
What's  the  use  of  a  stove  if  it  hasn't  its  pegs? 
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When  I  looked  in  the  oven  it  was  cracked  in  the  dome 
Then  I  wished  to  old  Mike  I  had  bought  it  at  home. 

Tm  now  all  filled  up  with  this  buying  away, 
ril  buy  where  I  sell  my  good  butter  and  hay. 
If  the  Lord  will  forgive  me  no  more  will  I  roam, 
Hereafter  Til  spend  all  my  dollars  at  home. 

—  Exchange. 


The  non-member's  motto-  "Let  Bill  do  it.'' 


Maybe  your  business  is  not  growing  faster  because 
you  are  not  thinking  big  enough. 


Greater  turn-over  is  the  aim  of  every  business  man. 
Turn-over  is  the  measure  of  the  work  each  dollar  in  your 
business  does  for  you.  It  is  at  once  the  way  to  profits 
and  a  check  on  your  results. 


Keep  your  stock  like  a  river,  always  moving,  always 
fresh. 


If  you  think  you  are  better  than  your  business  get 
rid  of  it. 


Remember  this-  community  interest,  good  service, 
right  prices,  will  knock  the  highest  persimmon. 
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No  one  could  live  with  a  man  who  knew  everything. 


Remember  I  have  stocks  listed  for  sale  that  will  fit 
any  price  from  $1,000  to  $20,000.   Write  me. 


Have  you  paid  the  quarter  for  the  Ironmonger  this 
year?   If  not,  why  not? 


"That  mother  of  mine  always  was  a  bargain-hunter'' 
said  a  small  boy  when  informed  by  his  father  that  twins 
had  arrived. 


When  I  compare  the  two  or  three  creditors  I  have 
with  the  millions  of  people  to  whom  I  owe  nothing  I 
wonder  why  in  the  world  those  fellows  make  such  a  con- 
founded fuss  about  it.— Bill  Nye. 


A  Seattle  lady  recently  said  to  her  maid,  '1  don't 
know  what's  come  over  my  husband.  Instead  of  start- 
ing off  for  the  office  cursing  and  swearing  as  usual,  he 
went  out  just  now  with  a  hop  and  a  skip,  happy  and 
twittering  and  whistling  like  a  bird."  "It  is  my  fault, 
madam,"  said  the  maid  contritely,  "I  got  the  wrong  pack 
age  and  gave  him  bird  seed  for  breakfast  food." 
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Twelve  Things  to  Remember 
The  value  of  time. 
The  success  of  perseverance. 
The  pleasure  of  working. 
The  dignity  of  simplicity. 
The  worth  of  character. 
The  power  of  kindness. 
The  influence  of  example. 
The  obligation  of  duty. 
The  wisdom  of  economy. 
The  virtue  of  patience. 
The  improvement  of  talent. 
The  joy  of  originating. 


The  National  Bulletin 
Since  going  to  press  we  have  received  the  National 
Bulletin  for  June,  which  contains  a  full  and  exhaustive 
report  of  the  national  meeting  at  Indianapolis,  May  19 
to  22.  Take  an  hour  off  between  6  and  12  p.  m.  week 
days,  or  an  hour  on  Sunday,  it  will  do  you  good  to  read 
it  from  cover  to  cover.  Secretary  Corey's  editorials  on 
pages  33  to  41  contains  strong  and  enduring  meat.  Read 
President  Ireland's  address,  pages  72  to  78,  and  Secre- 
tary Corey's  report,  pages  78  to  85,  both  sound  in  logic 
and  with  unanswerable  arguments.  This,  if  read  and 
studied,  is  what  makes  of  us  better  men  and  merchants. 
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Read  This  It  Speaks  for  Itself 

Kansas  City. 

Dear  Customer: 

We  take  pleasure  in  announcing  we  have  perfected 
an  arrangement  by  which  we  are  able  to  guarantee  safe 
and  speedy  delivery  at  your  home  of  freight  shipments  of 
any  size  purchased  from  us,  and  at  a  lower  cost  than  y'>u 
have  paid  heretofore.  Under  this  plan,  all  our  freight 
shipments  for  your  city  will  be  packed  separately,  but 
consigned  as  one  lot  to  a  wagon  delivery  company,  who 
will  take  the  goods  and  make  delivery  to  you  immedi- 
ately on  arrival,  thus  doing  away  with  any  chance  of  de- 
lay. The  driver  of  the  wagon  will  present  to  you  a  bill 
made  out  by  us,  showing  exactly  what  you  must  pay  him 
for  freight  and  delivery  charge,  so  that  you  will  be  fully 
protected  against  any  overcharge.  By  combining  ship- 
ments in  this  way  we  are  able  to  give  you  the  benefit  of 
the  lowest  possible  rate. 

Prompt  service  to  Hastings,  Nebraska,  as  the  deliv- 
ery company  will  get  the  goods  to  you  as  soon  as  they 
arrive,  and  without  waiting  for  a  notice  to  go  through 
the  mails. 

Note  the  low  cost  for  delivery  including  freight  and 
cartage  on  shipments  of  less  than  100  pounds,  from  our 
store  in  Kansas  City  to  your  door. 

On  shipments,  weight  up  to  25  lbs.  25c 
On  shipments  weight  26  to  50  lbs.  45c 
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On  shipments,  weight  51  to  75  lbs.  60c 
On  shipments,  weight  76  to  100  lbs.  80c 
Where  a  shipment  weighs  100  pounds  or  more,  or  is 
shipped  direct  from  one  of  our  factories,  you  will  be 
charged  the  actual  freight  and  a  wagon  delivery  charge 
of  25c  for  first  100  pounds,  and  10c  for  each  additional 
100  pounds. 

It  is  not  necessary  to  prepay  the  charges  in  order  to 
get  the  benefit  of  these  rates,  for,  as  stated  above,  we 
will  send  to  the  cartage  company  a  bill  showing  the  ex- 
act amount  to  be  collected  from  you,  and  this  bill  will 
be  presented  to  you  when  the  goods  are  delivered. 

If,  however,  you  do  not  care  to  have  your  goods  for- 
warded to  our  delivery  company,  please  state  so  in  your 
next  order.  Yours  truly, 

Montgomery  Ward  &  Co. 


**He  has  achieved  success  who  has  lived  well,  laugh- 
ed often  and  loved  much;  who  has  gained  the  respect  of 
intelligent  men  and  the  love  of  little  children;  who  has 
filled  his  niche  and  accomplished  his  task;  who  has  left 
the  world  better  than  he  found  it,  whether  by  an  improv 
ed  poppy,  a  perfect  poem  or  a  rescued  soul;  who  has  nev- 
er lacked  appreciation  of  earth's  beauty  or  failed  to  ex- 
press it;  who  has  always  looked  for  the  best  in  others, 
and  given  the  best  he  had;  whose  life  was  an  inspiration 
whose  memory  a  benediction.'' 
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The  Secret  of  Success 
The  secret  of  success  is  not  a  secret.  Nor  is  it  some- 
thing new.  Nor  is  it  something  hard  to  secure.  To  be- 
come more  successful,  become  more  efificient.  Do  the 
little  things  better.  So  work  that  you  will  require  less 
supervision.  The  least  supervision  is  needed  by  the  per- 
son who  makes  the  fewest  mistakes.  Do  what  you  can 
do  and  what  you  should  do  for  the  institution  for  which 
you  are  working,  and  do  it  in  the  right  way,  and  the  size 
of  your  income  will  take  care  of  itself.  Let  your  aim  ev- 
er be  to  better  the  work  you  are  doing  without  bettering 
yourself.  The  thoughts  that  you  think,  the  words  that 
you  speak,  and  the  deeds  you  perform  are  making  you 
either  better  or  worse.  Realize  with  Henley  that  you 
are  the  master  of  your  fate  and  the  captain  of  your  soul. 
You  can  be  what  you  will  be.  Forget  yourself  in  ren- 
dering service  to  others.  If  an  employe,  strive  to  make 
yourself  of  greater  value  to  your  employer.  Look  upon 
yourself  as  a  manufacturer.  Think  of  yourself  as  being 
in  business  for  yourself.  Regard  yourself  as  a  maker  and 
seller  of  service,  and  ever  bend  your  thought  and  your 
energies  toward  the  improvement  of  your  product.  The 
wise  manufacturer  never  injures  his  machinery  wilfully. 
Your  body,  your  mind  your  soul  serve  as  your  plant.  Eet 
and  drink  only  those  thoughts  that  will  enrich  your  mind 
and  if  you  feed  your  body  with  the  best  physical  food 
and  your  mind  with  the  best  mental  food  you  will  build 


20 


THE  NEBRASKA  IRONMONGER 


up  a  Service  Factory  that  will  find  its  products  in  con- 
stant demand.  The  world  is  hungry  for  Quality  Service. 
It  wants  to  pay  for  it.  It  is  paying  for  all  it  can  get. 
The  market  is  not  crowded.  There  is  a  chance  for  you 
l  ight  now.  There  is  a  chance  for  you  right  where  you 
are.  The  time  to  start  is  NOW.  Your  reward  will  lake 
care  of  itself.  -  Thomas  Drier. 


Take  Special  Notice 
You  will  receive  in  a  few  days  a  red  envelope  mark- 
ed "IMPORTANT."  Don't  throw  it  in  the  waste  bas- 
ket. There  has  been  much  gray  matter  expended  on  it 
for  your  benefit.  Dollars  against  doughnuts  you  will  lose 
good  money  by  such  carelessness.  Anything  coming 
from  this  office  marked  'Important  deserves  your  atten 
tion,  it  is  an  effort  to  help  ycu.  God  only  helps  him  who 
tri^s  to  help  himself.  Secretary. 


Doctor— That  was  rather  an  awkward  mistake  you 
made  on  the  Cottonwood  building,  wasn't  it? 

Architect— I  must  admit  that  it  was,  but  then  we  la-  ^ 
bor  under  the  disadvantage  of  not  being  able  to  bury  our 
mistakes. 


The  Association  monogram  on  your  stationery  and 
advertising  will  give  it  a  tone  and  distinctivness  that  can 
be  had  in  no  other  way.   Order  today. 
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Favorable  Decision  in  a  $10,000  Suit  Against  a  Mem* 
ber  of  the  Hardware  Association  is  Valuable 
to  the  Hardware  Interests  of  Nebraska 
In  an  interview  given  by  the  former  state  architect, 
Mr.  G.  A.  Berlinghof,    to  the  reporter  of  the  Lincoln 
Daily  News,  the  statement  was  made  by  this  architect, 
among  other  things,  that  '*he  understands  that  the  hard- 
ware for  the  school  building  was  let  to  a  Kansas  City 
firm  which  bid  $1800  lower  than  the  Lincoln  dealers/' 
This  article  appeared  in  the  News  of  September  10th, 
1912. 

In  the  Nebraska  State  Journal  of  September  16th, 
1912,  Mr.  H.  J.  Hall,  among  other  things  said: 

*'If  anyone  has  a  just  cause  for  grievance  it  is  the 
hardware  merchants.  George  Berlinghof,  architect,  in 
the  News  of  September  10th,  says  the  hardware  for  the 
proposed  new  school  buildings  was  purchased  from  a 
Kansas  City  firm  for  considerably  less  than  the  local 
hardware  firms  would  furnish  it.  The  statement  is  a 
rank  injustice,  as  the  facts  will  prove,  and  Berlinghof 
had  arrangements  made  for  the  purchase  of  hardware 
from  the  said  Kansas  City  firm,  just  as  he  did  with  the 
Norfolk  state  asylum,  the  University  law  building,  and 
would  do  with  any  of  his  plans.  It  is  not  loyal  to  turn 
business  away  from  our  citizens  and  taxpayers,  when 
•they  can  and  will  meet  any  honorable  competition,  if 
given  a  square  deal.'' 
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The  following  is  a  clipping  from  the  Lincoln  Daily 
News  of  May  29th,  1914: 

'The  district  court  jury  which  tried  the  libel  suit  of 
George  A.  Berlinghof  v.  Henry  J.  Hall  arrived  at  the  con- 
clusion that  the  plaintiff  was  entitled  to  no  remuneration 
because  of  the  publication  by  the  defendant  of  an  article 
to  the  effect  that  Berlinghof  had  arranged  for  the  pur- 
chase of  the  hardware  for  the  Lincoln  school  buildings 
from  a  Kansas  City  firm,  that  he  had  done  the  same  in 
regard  to  other  buildings  for  which  he  had  drawn  the 
plans  and  would  do  so  with  respect  to  others/' 

''Berlinghof  brought  suit  for  $10,000  damages  on  ac- 
count of  the  alleged  libelous  publication  and  after  hav- 
ing been  on  trial  for  three  days  the  case  was  submitted 
to  the  jury  at  five  o'clock  Wednesday  evening.  After 
deliberating  for  a  couple  of  hours  a  verdict  was  reached 
and  was  returned  at  the  opening  of  the  court  Thursday 
morning.    It  was  in  favor  of  the  defendant,  H.  J.  Hall.'' 

There  is  much  in  the  evidence  which  will  be  of  in- 
terest to  the  readers  of  the  Ironmonger,  and  from  the 
congratulations  received  by  our  member,  Mr.  H.  J.  Hall, 
both  from  in  and  out  of  the  city,  it  is  evident  that  the 
hardware  merchants  in  many  of  the  other  cities  have 
had  some  experience  in  their  efforts  to  figure  on  the 
hardware  from  the  plans  and  specifications  made  by  the 
plaintiff  in  this  suit,  and  the  decision  will  certainly  be  of 
value  in  the  future  to  all  of  our  members  whenever  they 
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have  occasion  to  figure  on  plans  made  by  any  architect. 

Extract  from  instructions  to  the  jurv: 

''Every  citizen  is  endowed  with  the  right  of  freely 
publishing  his  opinions,  being  responsible  only  for  an 
abuse  of  this  privilege/' 

"The  Evening  News,  of  date  of  September  10th, 
1912,  having  stated  that  the  plaintiff  stated  he  was  in- 
formed the  hardware  for  the  school  buildings  was  pur- 
chased from  a  Kansas  City  house  for  $1,800  less  than  it 
could  be  supplied  by  Lincoln  dealers,  the  defendant,  be- 
ing engaged  in  the  hardware  business,  had  a  right  to 
publish  a  statement  denying  the  statement  in  the  News, 
if  the  same  was  not  true.  Had  a  right  to  publish  his 
sentiments  and  views  on  the  question  of  policy  pertain- 
ing to  the  erection  of  school  buildings  for  the  city  of 
Lincln,  if  done  for  honest  motives  and  without  malice, 
and  the  publication  made  was  true.  This  would  render 
the  publication  made  a  qualified  privilege.'' 


Knowledge  is  Power 
We  have  just  received  a  sample  of  the  Price  and 
Service  Index  portfolio,  described  as  follows:  N.  R.  H.  A. 
Price  and  Service  Bureau  consists  of  a  cloth  covered, 
hinged  top  box,  four  inches  deep,  to  take  5x8  cards,  com 
plete  with  25  divisions,  alphabetical  index,  and  about  300 
cards  especially  ruled  and  printed  both  sides.  Each  card 
is  intended  to  record  data  concerning  a  particular  sub- 
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ject,  and  if  worked  out  to  the  extent  easily  possible,  will 
keep  the  dealer  better  advised  as  to  his  all-important 
price  problems  than  is  possible  in  any  other  way.  The 
card  record  shows  the  history  of  these  various  transac- 
tions and  gives  the  dealers  data  of  special  value  for  fu- 
ture buying.  While  we  have  not  space  to  fully  explain 
this  splendid  arrangement  you  can  take  the  secretary's 
word  that  it  will  prove,  if  followed  out,  to  be  the  best 
paying  investment  you  ever  made. 

The  complete  set  of  box,  cards  and  index  will  be 
sent  postpaid  to  any  member  on  receipt  of  $1.50,  which 
merely  covers  the  actual  cost  to  the  association.  An  il- 
lustrased  chart  showing  how  to  use  it  will  come  with  ev- 
ery box.  Send  your  order  to  Price  and  Service  Bureau, 
Nebraska  Retail  Hardware  Association,  Lincoln,  Nebr. 


Members  who  paid  this  office  a  pleasant  visit  this 
month  were:  Frank  Simon,  Rulo,  W.  J.  Lehr,  Elgin, 
L.  W.  Garoutte,  Lincoln. 


In  these  days  of  big  prospects  the  laugh  is  on  the 
fellow  who  hasn't  learned  to  smile. 


He  who  believes  in  ill  rumor  is  worse  than  he  who 
tells  it 


He  has  most  friends  who  needs  them  least. 


The  Nebraska  Ironmonger 
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As  we  attempt  to  pen  a  few  lines  this  hot  day  (90 
within  four  walls)  we  find  it  the  hardest  work  we  ever 
undertook.  Our  mind,  if  we  have  any  worth  relying  on, 
keeps  wandering  to  the  shady  lane  by  the  brook  side, 
rod  in  hand  with  the  bobber  bouncing  up  and  down  mer 
rily  as  it  teases  the  pretty  thing  to  taste  and  try.  Our 
brain  is  on  a  strike  and  refuses  to  work  more  than  gov- 
ernment schedule,  but  that  don't  help  the  situation. 
There  are  a  few  who  welcome  the  Ironmonger,  knows 
the  day  it  should  arrive  and  looks  for  it.  Rain  or  shine, 
hot  or  cold,  we  will  not  disappoint  even  the  few.  I  have 
been  thinking  it  would  be  a  paying  proposition  if  all  of 
of  us  should  drop  our  working  tools  for  a  spell  and  gath- 
er together  in  one  place  for  a  summer  outing  this  hot 
weather.  Hardware  men,  their  wives  and  daughters,  in 
one  big  family  of  kindred  interests  camping  out  for  a 
week  or  ten  days.  Say  we  would  stop  cutting  prices  and 
such  foolishness  from  the  day  we  returned  home  and  be 
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better  men,  better  wives  and  better  daughters  for  the 
balance  of  the  year.  We  work .  too  hard,  keep  too  long 
hours  and  are  all  hurrying  too  fast  to  a  hole  in  the 
ground.   How  foolish,  how  sad,  yet  how  true. 

Our  Executive  Board  met  in  the  Association  rooms 
July  8th,  and  in  the  few  hours  they  were  together  ground 
out  many  good  plans  for  our  work  this  year.  I  regret 
to  report  165  of  our  members  who  are  not  credited  on 
our  rolls  with  their  1914  dues.  Boys,  take  this  up  now. 
We  need  every  dollar,  and  more  too,  to  carry  out  the 
plans  before  us.  It  is  entirely  for  your  benefit  and  you 
should  not  hold  back  your  share.  It  costs  you  V/z  cents 
per  day,  and  if  it  is  not  worth  that  there  is  no  value  in 
anything.  Of  course  you  can  "Let  Bill  do  it"  and  reap 
the  benefits,  but  that  is  not  commenable  and  is  unworthy 
of  a  hardware  man,  and  is  a  poor  craft  to  get  anywhere 
on.  Write  your  check  today.  You  have  already  been 
drawing  dividends  185  days  this  year.  Our  next  conven- 
tion and  hardware  exposition  will  be  held  in  Omaha  on 
February  9,  10,  11,  and  12,  1915,  and  big  doings  are  plan- 
ned. We  suggested  to  the  Board  a  summer  camp  for 
the  N.  R.  H.  A.  next  year  and  they  endorsed  it  unani- 
mously. It  is  now  up  to  a  special  committee  to  work 
out  the  plans  and  be  ready  to  report  at  our  annual  con- 
venton.  We  want  every  member  to  cast  his  vote  for  his 
choice  of  time  and  place  within  the  state.  We  also  de- 
sire bids  from  favorable  locations  for  our  ten  day  camp. 
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There  must  be  fishing,  bathing  and  boating  facilities  and 
plenty  of  shade.  Think  this  over  and  drop  a  card  to  this 
ofifice,  naming  your  choice  and  time  preferred.  We  pre- 
dict this  to  be  one  of  the  grandest  plans  for  betterment 
we  have  ever  attempted.  We  will  tell  you  more  about 
it  later,  but  in  the  meantime  fire  in  your  postal  cards. 
We  would  suggest  to  the  captains  of  the  different  dis- 
tricts to  buckle  on  their  armor  and  be  ready  for  work 
along  the  firing  line.  You  will  be  called  to  act  very  soon. 

EDITOR. 


A  Letter  and  the  Reply 

We  have  received  letters  from  several  prominent 
jobbers,  among  which  is  the  following.  Please  note  my 
general  answer  to  them,  which  truthfully  sets  out  our 
contentions  and  needs. 

THE  LETTER 
Mr.  Nathan  Roberts,  Sec.  N.  R.  H.  A., 

Lincoln,  Nebraska. 
Dear  Sir: 

If  it  is  not  asking  too  much,  the  writer  would  appre- 
ciate it  very  much  if  you  would  advise  just  what  the  lit- 
-  tie  yellow  folder  represents  that  you  are  sending  out. 

Some  of  these  prices  are  less  than  what  the  goods 
cost  us  and  are  certainly  lower  than  any  jobber  can 
quote. 

The  writer  was  interested  in  knowing  just  what  the 
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object  of  this  slip  was  and  assures  you  of  our  apprecia- 
tion of  such  information  as  you  may  give,  and  shall  keep 
it  strictly  confidential.  Yours  truly, 


THE  REPLY 

Dear  Sir: 

I  am  tickled  to  death  to  receive  your  letter  of  the 
— th.  If  you  want  to  get  a  man's  undivided  attention, 
step  on  his  corns. 

You  will  perhaps  remember  a  series  of  letters  I 
wrote  you  last  year  urging  upon  you  closer  cooperation 
with  our  Nebraska  members,  whereby  they  would  be 
placed  on  a  scale  of  cost  enabling  them  to  meet  compe- 
tition on  prices  in  the  hands  of  their  customers.  I  wrote 
all  the  liver  jobbers  at  the  same  time.  The  replies  I  re- 
ceived from  them  bore  the  same  sad  refrain,  "We  would 
like  to,  but  we  can't,''  and  while  nearly  all  gave  me  the 
glad  hand  and  the  usual  amount  of  eclat  tempered  with 
a  plentiful  supply  of  debonne  grace,  invariably  close  de- 
ceptio  visus. 

Now,  as  I  never  back  down  or  take  water,  it  was  up 
to  me  to  show  you  it  could  be  done,  and  your  letter  of 
the  - — th  but  further  supports  my  allegation.  Bear  it 
in  mind,  please,  that  there  is  no  disposition,  either  na- 
tional or  state,  to  interfere  with  the  natural  and  proper 
channels  of  distribution,  namely,  the  jobber,  and  to  those 
who  are  willing  to  exert  an  effort  to  surmount  present 
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difficulties  all  things  are  possible,  and  to  such  nothing  is 
impossible,  and  as  the  published  price  is  the  price  and 
no  other,  argument  is  but  masked  effort 

You  state  in  your  letter  that  some  of  the  prices 
quoted  in  the  yellow  slip  are  less  than  your  cost,  and 
you  might  add  so  are  some  of  the  published  retail  prices 
in  the  Farmer's  Bible.  That  is  an  easy  problem  to  solve 
—  if  your  buyer  can't  make  your  dollar  go  as  far  as  the 
other  fellow's  dollar,  discharge  him  and  hire  a  Jew.  Here 
is  a  strange  analogy,  however.  A  short  time  ago  I  ship- 
ped in  a  large  lot  of  wheelbarrows  at  net  prices  to  the 
members  that  gave  them  a  profit  over  that  published  by 
their  competitors.  As  soon  as  the  information  filtered 
through  to  certain  jobbers  they  at  once  sent  our  mem- 
bers, whose  trade  they  desired,  circular  price  lists  of  quo- 
tations about  as  low  as  we  did,  proving  conclusively  that 
they  could  when  they  had  to.  Now  their  action  was 
proper  and  commendable  and  just  what  we  were  striv- 
ing for.  I  have  a  number  of  letters  relating  to  the  yel- 
low slip,  and  that  is  proper  and  praiseworthy.  I  answer 
them  all  in  the  same  spirit  I  do  yours,  and  with  the 
hope  and  prayer  that  the  jobbers  universally  will  look  on 
the  situation  from  a  personal  and  cooperative  viewpoint. 
Don't  get  the  idea  into  your  head  that  I  am  combatative 
I  am  simply  doing  my  duty  as  I  see  it,  the  best  could 
do  no  more—  and,  as  our  President  so  well  puts  it,  "It 
may  be  a  disturbing  element  in  the  peace  of  death,  but 
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it  may  awaken  us  to  a  prosperous,  amicable  and  peace- 
ful regime.   Write  me  fully. 

Sincerely  yours, 

Nathan  Roberts,  Secretary. 


Important 

Your  secretary  is  mailing  you  at  once  prospectus  of 
one  of  our  plans  under  the  auspices  of  our  Price  and 
Service  bureau,  whereby,  if  you  will  follow  it  up,  it  will 
make  you  more  money  than  anything  you  have  ever  at- 
tempted. When  you  receive  this  matter  don't  throw  it 
aside,  please  study  it  carefully,  fulfill  the  requirements 
promptly  and  follow  it  out  to  the  letter.  It  is  a  winner. 
Wake  up  now  and  we  will  do  our  part  to  keep  you  so. 
We  will  make  money  for  you  with  the  smallest  possible 
assistance  from  you. 


A  Satisfied  Patron 

Guide  Rock,  July  1,  1914. 
Mr.  Nathan  Roberts,  Sec.  N.  H.  M.  I.  Co., 

Lincoln,  Nebraska. 
Dear  Sir: 

Yours  of  June  30th  at  hand  this  morning,  containing 
draft  for  $3000  in  payment  of  my  policy  in  full  in  the  N. 
H.  M.  I.  C.  I  want  to  thank  you  for  the  prompt  manner 
and  fairness  shown  in  this  settlement.  I  have  carried 
insurance  in  various  companies  for  the  past  35  years, 
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and  when  our  mutual  company  was  organized  was  among 
the  first  to  take  a  policy  in  it.  With  our  low  rates  and 
return  of  premium  we  ought  to  carry  the  insurance  of 
every  retail  dealer  in  Nebraska.  Again  thanking  you,  I 
remain,  Yours  truly, 

John  S.  Marsh. 


Insurance  Report  for  June 
Insurance  in  force         -        ■  $2,065,100.00 
Cash  balance        -         -        -  25,564.84 
Dividends  to  members         -         -  406.25 
Losses  paid        -        -         -        -  16.24 
We  regret  to  state  that  our  June  losses  that  do  not 
appear  in  this  report,  but  will  in  July,  are  quite  large- 
John  S.  Marsh,  Guide  Rock,  $3000,  and  Thomas  Bros., 
Hubbell,  $3000,  both  are  heavy  losers.    Mr.  Marsh's 
stock  was  about  $8000,  with  only  our  policy  of  $3000. 
His  building  about  $4000,  with  $2000  Hardware  Mutual 
insurance.   It  is  not  sound  economy  to  carry  too  small  a 
line  of  protection.   Thomas  Bros,  loss  was  caused  by 
lightning,  totally  destroying  their  stock  of  over  $9000, 
with  $5000  insurance  and  $1700  salvage.   All  the  $5000 
was  Hardware  Mutual. 

While  our  losses  so  far  this  year  are  heavy  still  that 
is  what  we  are  organized  for  and  we  will  grow  in  spite 
of  our  losses.  If  only  our  members  will  cheerfully  pay 
what  their  insurance  is  worth,  and  not  try  to  get  some- 


b 


THE  NEBRASKA  IRONMONGER 


thing  for  nothing,  and  the  other  fellow  pay  the  freight 
besides.    Let  us  have  a  square  deal  all  around. 


Called  Up  Higher 
We  indeed  regret  to  announce  the  death  of  George 
Stanton,  on  June  24th,  from  cancer  of  the  liver.  He  was 
buried  June  26th.  He  was  sick  about  three  weeks  when 
he  was  taken  to  the  Presbyterian  Hospital  in  Omaha, 
for  treatment,  but  nothing  could  be  done  to  stay  the 
malady  and  death  relieved  him  shortly  after  his  return 
home.  Verily  he  has  gone  to  his  reward,  and  while  his 
span  of  life  was  short  his  days  were  filled  with  deeds 
and  words  that  shall  live  as  a  monument  to  his  memory 
that  we  may  well  emulate  and  follow.  Our  deepe5^t  sym- 
pathy goes  out  to  his  family  in  their  sad  loss,  and  may 
He  who  doeth  all  things  well  be  their  comfort  and  sup- 
port. 


Employment  and  Investment  Wanted 
A  young  man  of  pleasing  personality  and  having  a 
limited  amount  of  money  to  invest,  desires  a  position  as 
undertaker  and  furniture  salesman.  Has  good  reference. 
Address  F.  P.  C,  this  office,  giving  references  and  par- 
ticulars. 

Wanted  Position  in  a  hardware  store,  by  a  young 
man  desiring  to  learn  the  business.  Address  C.  M.  D., 
this  office. 
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SECRETS  OF  STORE  FINANCE 

How  the  Retailer  Holds  the  Bag 
By  Forrest  Crissey 

(Reprinted  from  the  Saturday  Evening  Post,  Phila- 
delphia. Copyright  1913,  by  the  Curtis  Publishing  Co. 
This  article  will  be  continued  from  month  to  month  un- 
til completed,  and  is  well  worth  reading.) 


In  spite  of  the  high-cost-of-living  prices  that  to-day 
prevail  at  his  counters  the  country  storekeeper  is  a  man 
of  sorrows  and  acquainted  with  grief.  A  glance  at  the 
returns  from  the  bankruptcy  courts  is  enough  to  give 
him  top  standing  in  the  ranks  of  trouble-bearers. 

Why  these  failures?  *The  catalogue  house,''  answers 
one  man,  "is  wrecking  the  small  town  because  it  is 
wrecking  the  country  storekeeper.''  "The  storekeeper 
is  not  abreast  of  the  times  he  is  the  wrong  man  in  the 
right  place,"  answers  another.  "  His  weak  credit 
methods  put  him  in  the  hole,"  declares  a  third.  And 
then  there  is  a  chorus  that  includes  them  all :  "He  is 
inefficient   that  is  the  trouble  with  him." 

The  storekeeper  himself  lays  the  greatest  stress  on 
the  ravages  of  the  mail-order  house,  while  the  jobber 
is  inclined  to  put  the  stress  on  inefficiency.  But  men 
who  follow  the  profession  of  digging  into  the  hidden 
strata  of  mercantile  finance  are  not  willing  to  admit 


10 


THE  NEBRASKA  IRONMONGER 


that  the  average  storekeeper  is  the  miracle  of  business 
incompetency  that  bankruptcy  statistics  would  seem  to 
indicate. 

These  experts  charitably  suggest  that  perhaps  the 
storekeeper  has  an  uncommonly  hard  row  to  hoe-  or,  to 
vary  the  figure,  that  it  requires  as  much  ability  for  him 
merely  to  survive  as  it  does  for  men  in  many  other  lines 
of  commerce  to  succeed. 

The  country  storekeeper  is  no  obscure  character  in 
this  age  of  elevated  cost  of  living  high.  He  is  patron- 
ized by  some,  feared  by  others,  abused  by  many  but 
overlooked  by  none.  And  his  functions  in  the  social  and 
economic  scheme  of  things  are  seldom  understood.  In 
most  cases  he  does  not  understand  them  himself.  If  he 
did  he  would  score  a  much  higher  average  of  success. 

The  settler  in  a  new  country  needs  no  diagram  to 
grasp  the  fact  that  the  country  storekeeper  is  the  local 
representative  of  commerce.  That  he  is  the  keeper  of 
supplies  who  makes  possible  the  subjugation  of  the  des- 
ert, the  range  and  the  remote  mountain  side.  That  he 
is  the  connecting  link  between  the  pioneer  on  the  one 
hand,  and  the  factory  and  the  marts  of  trade  on  the  oth- 
er. Without  him  the  farmers  of  thousands  of  remote 
inland  communities  would  hardly  survive  the  pioneer 
period  in  spite  of  the  far-reaching  mail-order  house. 

Why?  Because  the  country  storekeeper  is  the  real 
banker  of  the  community,  he  is  the  financier  of  the 
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common  people— he  carries  their  credit  burdens  and 
underwrites  their  crop  production^  This  is  the 
verdict  of  the  credit  men  and  the  collectors  of  the 
wholesale  houses-^  the  efficient  though  unofficial  ex- 
aminers of  the  merchant's  unchartered  bank—  and  they 
ought  to  know  ! 

Not  long  since  an  expert  adjuster  of  desperate 
accounts  remarked : 

It  seems  almost  hopeless  to  get  the  wholesaler 
and  the  credit  men  to  grasp  fully  the  situation  in  a  new 
country.  Neither  the  jobber  nor  his  credit  man  can  see 
just  how  that  kind  of  country  storekeeper  is  hooked  up. 
Nor  can  they  visualize  the  plight  of  the  country  store- 
keeper because  it  is  so  different  from  their  own  and  from 
that  of  the  retailer  in  the  old  and  well-settled  sections 
of  the  country.  Only  personal  contact  will  give  them 
the  right  perspective  and  make  them  see  what  he  means 
to  the  men  and  women  who  have  settled  on  the  land  in 
in  his  trade  territory." 

A  Collector's  Typical  Case 

"  Here  is  an  actual  case  typical  of  hundreds  of 
others :  A  large  coast  jobbing  house  sent  me  out  to 
adjust  a  claim  against  a  country  storekeeper  up  in  the 
wheat  country.  The  head  credit  man  told  me  he  was 
tired  of  fooling  with  this  customer  ;  that  the  firm  had 
not  received  a  remittance  from  him  in  months,  and  that 
unless  I  could  get  a  substantial  payment  from  him  on 


12 


THE  NEBRASKA  IRONMONGER 


account  I  should  probably  have  to  close  him  out.  He 
also  intimated  that  talk  and  promises  were  cheap,  but  | 
that  a  reasonable  amount  of  money  remitted  once  each  i 
month  or  two  would  be  the  only  effective  talk  the  store- 
keeper could  make. 

'*When  I  arrived  on  the  scene  I  found  that  our  store  j 
keeper  was  surrounded  by  a  farming  country  that  pro- 
duced two  things  wheat  and  turkeys,  both  harvested 
and  marketed  once  a  year.  There  were  thousands  of 
acres  covered  with  a  splendid  wheat  crop  and  on  almost 
every  ranch  were  flocks  of  hundreds  of  turkeys  fattening 
for  the  eastern  Thanksgiving  market.  Practically  all  the 
farmers  there  were  getting  a  start.  They  had  plenty  of 
the  best  asset  in  the  world  good  productive  land  and 
the  equipment  with  which  to  work  it-  but  they  had  no 
cash,  their  money  was  tied  up  in  their  plants. 

'They  told  me  that  this  storekeeper  was  honest  and 
well  liked,  that  they  could  not  get  along  without  him, 
and  that  they  would  back  him  with  their  trade  as  long 
as  he  kept  the  doors  of  his  store  open.  But  as  for  pay- 
ing anything  on  their  accounts  that  simply  could  not  be 
done  until  they  had  realized  on  their  wheat  crops  and 
their  turkeys. 

"  That  young  storekeeper's  books  were  a  revelation 
to  me.  There  were  not  more  than  two  doubtful  ac- 
counts on  his  books  and  those  were  small ;  and  every 
dollar  on  his  books  stood  for  a  fat  profit.    He  was  not 
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doing  business  for  fun  not  that  young  man ;  but  his 
customers  were  entirely  satisfied  with  his  prices.  One 
of  them  remarked  to  me  :  'Jim  slaps  on  a  good  healthv 
toll  but  why  shouldn't  he?  Don't  all  of  us  camp  on 
his  shoulders  and  make  him  carry  us  from  one  harvest 
to  another  ?   We've  got  to  -  and  he's  got  to  stand  for  it. 

'**When  it  corses  to  settlement  day  there  isn't  a 
man  among  us  who  isn't  willing  to  let  the  punishment 
fit  the  crime.  Why,  I've  even  asked  him  for  a  few  dol- 
lars in  cash,  afid  so  has  almost  every  other  good  cus- 
tomer on  his  books.  Between  us  I  guess  we  keep  him 
cleaned  out  of  all  the  small  cash  that  dribbles  into  his 
till  from  transient's.' 

When  I  returned  to  the  jobbing  house  I  did  not 
bring  back  a  dollar  on  account  with  me.  ,  He  is  playing 
country  banker  to  his  people,'  I  explained,  *and  you 
ought  to  play  city  banker  to  him  by  increasing  and 
extending  his  credit.'  I  had  made  a  list  of  the  store- 
keeper's customers,  the  amounts  they  owed,  about  what 
they  were  worth,  and  the  prices  they  were  paying  for 
the  principal  kinds  of  goods. 

After  the  credit  man  had  studied  these  figures  he 
admitted  that  he  had  come  mighty  near  making  a  very 
foolish  mistake.  He  did  exactly  what  I  recommended. 
That  was  about  three  years  ago,  and  today  that  inland 
storekeeper  discounts  his  bills  regularly  and  is  in  shape 
to  carry  the  community  on  his  shoulders. and  not  squeal 
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under  the  load/' 

Of  course  there  are  thousands  of  farmers  who  are 
able  to  settle  their  bills  every  month-  thousands  of  doc- 
tors, lawyers,  laborers,  and  men  in  other  lines  of  busi- 
ness who  settle  on  the  stroke  of  the  clock,  quit  buying, 
or  borrow  the  money  with  which  to  meet  their  store  bill, 
but  almost  every  country  storekeeper  has  to  play  banker 
to  the  big  body  of  his  trade,  just  the  same. 

In  spite  of  all  eexcption  that  can  be  shown  he  is  the 
man  who  does  the  waiting  and  the  borrowing,  The  new- 
er the  community  and  the  less  diversified  its  crops  the 
greater  the  extent  to  which  the  storekeeper  must  carry 
his  customers,  who  depend  directly  and  indirectly  upon 
the  crop  clean-up  for  cash.  When  the  farmer  is  in  funds 
the  doctor,  lawyer,  blacksmith,  carpenter  and  laborer 
get  their  money,  and  the  storekeeper  gets  his  harvest 
from  all  of  them. 

In  carrying  the  farmers  he  carries  the  community. 
If  the  farmer's  crops  fail  or  he  has  a  poor  crop,  does 
he  go  to  the  bank  and  borrow  money  for  a  settlement? 
No;  he  stands  the  merchant  off  until  he  can  realize  on 
another  crop  or  another  bunch  of  cattle  or  hogs.  The 
storekeeper  is  the  man  that  goes  to  the  bank  and  pays 
interest  in  advance  on  perhaps  all  he  can  borrow.  If  the 
carpenter  has  some  unexpected  stroke  of  hard  luck,  does 
he  go  the  bank  and  borrow?  Not  to  speak  of,  The 
storekeeper  is  his  banker. 
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And  so  it  goes  all  along  the  line.  The  country 
storekeeper  is  the  man  who  must  tide  his  customers 
over  their  stretches  of  hard  saiHng ;  he  must  hold  the 
bag  for  his  community.  How  heavy  the  bag  becomes 
depends  upon  his  community  and  his  ability  to  cope 
with  it. 

The  instant  he  becomes  delinquent  the  wholesaler 
looks  him  up,  and  if  he  cannot  go  to  the  bank  and  bor- 
row the  money  with  which  to  pay,  the  jobber  finds  out 
the  reason  why.  He  sends  a  collector  from  his  own 
house  or,  if  the  account  is  really  desperate,  possibly  an 
outside  collector  who  makes  a  specialty  of  bad  accounts, 
and  brings  the  merchant  and  the  banker  together  for  a 
showdown.  If  the  local  banker  will  not  trust  the  store- 
keeper in  his  own  town,  the  wholesaler  naturally  decides 
that  the  merchant  must  be  a  poor  risk  and  the  credit 
gates  are  closed  accordingly. 

(To  be  continued  in  our  next  issue.) 


The  man  or  firm  that  waits  till  the  others  are  busy, 
is  like  the  sprinter  that  gives  his  opponent  too  great  a 
handicap.  The  time  to  begin  is  with  the  crack  of  the 
signal  gun   and  that  gun  has  cracked. 


Are  you  ''following  up''  your  customers?  Are  you 
developing  your  business  with  your  own  customers  to 
its  full  possibility?   If  s  up  to  you. 
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Press  the  Button 
A  western  retail  dealer  is  securing  for  himself  a 
measure  of  publicity  quite  out  of  proportion  to  its  cost. 
This  dealer  has  had  all  the  lamps  in  his  store  wired  to  a 
switch  which  can  be  operated  by  a  push  button  outside 
the  entrance.  Over  the  button  there  is  a  sign  reading: 
'*Vou  can  see  our  store  by  pushing  this  button.''  Many 
of  those  who  pass  during  the  evening  hours  yield  to 
their  curiosity  and  push  the  button,  whereupon  the 
entire  interior  is  lighted.  The  lamps  are  cut  off  auto- 
matically as  soon  as  the  switch  is  released,  and  the 
scheme  has  caused  considerable  comment. 


*'Once  a  friend  of  mine  and  1  agreed  it  would  be  help 
ful  for  each  of  us  to  tell  the  other  his  faults.'' 
"How  did  it  work?" 
"We  haven't  spoken  for  nine  years." 


If  no  business  exists,  then  "going  after  it"  is  follow- 
ing a  phantom.  But  where  business  is  simply  dormant- 
has  been  storing  up  its  buying  power  against  a  day  of 
renewed  optimism   going  after  it  is  the  one  way  to  win. 

Some  poet  has  finally  ventured  forth  with  an 
effusion  which  sings  the  praises  of  the  telephone  direct- 
ory. We  suggest  that  he  now  turn  his  attention  to  the 
various  mail  order  house  catalogues,  "Who's  Who,"  and 
the  "Encyclopedia  Britanica,"  then  go  Mexico. 
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The  Association  Monogram 
I  touched  on  this  in  our  last  issue  but  I  don't  think 
I  reached  your  mind  and  heart.  Do  you  know  I  would 
like  to  see  every  member  of  the  N.  R.  H.  A.  embody  the 
padlock  emblem  on  his  stationery.  I  believe  it  would 
give  you  a  prestige  and  standing  that  would  be  worth 
good  money  to  you.  It  would  also  carry  an  influence 
with  the  *'Let  Bill  do  class  that  would  work  for  good. 
I  stated  in  our  June  issue  that  in  lots  of  5oo  I  could  get 
a  price  of  20c  each,  or  two  for  35c.  Each  member  should 
have  two.  As  soon  as  I  get  250  postal  cards  ordering 
them  we  will  give  you  prompt  delivery.  You  better  mail 
me  a  card  today.  Don't  send  any  money  now,  we  will 
attend  to  that  later.  Simply  mail  post  card  ordering 
two  monograms.    Fll  do  the  rest. 


File  this  in  the  archives  of  your  memory  and  be 
ready  to  use  it:  Certain  prominent  agricultural  papers 
of  prominence  are  planning  a  certain  three-link  proposi- 
tion that  we  want  our  members  to  watch  for  and  be 
ready  to  avail  themselves  of.  Certain  well  known  stand- 
ard lines  will  be  featured  in  the  columns  of  those  papers 
appealing  to  the  farmer.  Simultaneously  the  same  or  a 
smaller  advertisement  will  appear  in  your  home  paper, 
over  your  name.  Three  links  welded -  Manufacturer, 
Merchant,  Farmer^or  Producer,  Retailer,  User.  If  the 
editor  of  your  town  paper  comes  to  you  for  an  ad  cover- 
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ing  a  certain  line  or  lines,  don't  turn  him  down.  It  will 
be  to  your  interest  to  cooperate  with  him  if  at  all  with- 
in the  range  of  your  possibility. 


The  man  who  fears  to  take  his  stand  alone,  but  fol- 
lows where  the  greatest  numbers  tread,  should  hasten 
to  his  rest  beneath  the  stone,  where  the  greatest  major 
ity  of  the  men  are  dead. 


A  friendly  word  from  across  the  sea.  How  good  it 
reads  to  me.  Don't  it  to  you?  F.  W.  Ebinger,  who  is 
visiting  his  old  home  in  Germany,  sends  us  a  post  card 
view  of  the  town  and  says:  **Here  is  the  place  where  I 
spent  my  boyhood  days,  and  where  life  is  free  of  trou- 
bles. Am  having  a  nice  time  in  the  old  home,  which  I 
had  not  seen  for  26  years.    Regards  to  you  and  yours.'' 


Look  out  for  swindling  fake  solicitors.  The  woods 
are  full  of  them.  Scratch  your  head  a  few  times  and 
write  me  before  you  bite  Be  wary  of  the  fellow  selling 
advertising  kitchen  reminders,  and  assortment  order 
schemes  and  many  other  fakes.  If  you  are  approached, 
get  all  the  dope  and  hot  air  you  can  hold  and  write  me, 
that  I  may  warn  others  to  be  on  their  guard.  Angel's 
wings  are  often  a  deceptive  covering. 


Now  is  a  good  time  to  order  those  monograms. 
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We  had  pleasant  visits  from  the  following  since  our 
last  issue:  R,  N.  McAllister,  past  president  and  now  a 
member  of  the  advisory  board.  C.  W.  Holm,  of  Gush- 
ing, who  reports  civic  improvements  of  much  importance 
to  his  town,  and  a  marked  community  interest.  Mr. 
Holm  was  elected  chairman  of  the  board  of  the  incor- 
porated town.  The  right  man  of  course  always  room 
at  the  top  for  live  wires.  D.  F.  Dolan,  of  Western.  Mr. 
Dolan  delivered  the  Fourth  of  July  oration  in  Western. 
Another  live  wire  doing  effective  work  along  the  line  of 
community  interest.  There  is  still  room  in  the  commun- 
ity interest  bandwagon,  climb  in,  we  want  a  full  band. 
L.  E.  Nichols,  of  Palmer,  paid  us  a  pleasant  visit.  Mr. 
Nichols  has  a  striking  personality  and  should  be,  and 
doubtless  is,  a  popular  merchant  in  his  home  town. 


If  I  were  a  mercantile  surgeon  and  were  to  operate 
on  some  of  the  stocks  I  see,  removing  the  superfluous, 
unprofitable  and  unnecessary  merchandi.-e,  Fm  afraid 
there  would  be  but  little  left  on  the  operating  table  to 
exhibit. 


'*A  round  peg  in  a  square  hole.''  is  the  way  a  fellow 
dealer  defines  his  position  in  a  little  town.  What  should 
he  do?  Get  hot,  jam  himself  together  and  beat  himself 
square  to  fit  the  hole,  or  ream  out  the  hole  and  spread 
himself? 
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SmileS'-'Some  to  be  Avoided 
The  attitude  of  the  dealer  and  his  clerks  to  the  pub- 
lic Is  an  important  factor  in  business.  Geniality,  oblige- 
ingness,  cheerfulness,  are  vastly  appreciated.  The  smile 
is  an  ^sset— but  there  are  smiles  and  smiles.  Here  are 
a  few  to  avoid: 

1.  The  pitving  smile,  when  the  customer  signifies  a 
desire  to  look  at  a  cheaper  article  than  the  one  shown. 

2.  The  sarcastic  smile,  when  the  customer  intim- 
ates she  is  a  more  competent  judge  of  her  own  needs 
than  the  clerk. 

3.  The  knowing  smile,  when  the  customer  is  buy- 
ing an  electric  shaving  mug  for  her  "brother." 

4.  The  idiotic  or  meaningless,  vacant,  perpetual 
smile  of  the  clerk  who  considers  a  smirk  his  stock  in 
trade. 

5.  The  bored  smile,  when  the  customer  speaks 
pridefully  of  the  exceptional  cleverness  of  her  sister-in- 
law's  second  cousin's  children. 

6.  The  "heaven-help-me''  smile,  exchanged  with  a 
fellow  employe,  when  the  customer  finds  difificulty  in  de- 
ciding between  two  patterns. 

This  list  may  seem  mere  pleasantry,  but  many  a  sen- 
sitive buyer  has  been  driven  away  from  a  store  by  just 
such  slight  and  covert  insolences  as  these. 


A  policy  in  the  N.  H.  M.  I.  C.  is  a  good  asset. 
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Food  for  Thought 
The  following  letter  indicates  a  misunderstood  and 
false  position  assumed  by  the  boys  of  the  grip.    Read  it 
and  my  comment 

June  29,  1914. 

Mr.  Nathan  Roberts, 

Dear  Sir:— I  received  the  padlock  electro  all  right, 
and  enclose  25c  in  stamps  to  cover  cost  of  same.  I  think 
your  efforts  towards  securing  better  prices  are  bearing 
fruit.  Salesmen  from  certain  houses  are  taking  pains  to 
give  you  a  black  eye,  but  it  don't  go  with  me.  I  think 
you  are  working  along  the  right  lines. 

Yours  truly, 


You  will  note  that  the  black  eye  propaganda  is  in 
the  plural  and  therefore  indicates  concerted  action.  I 
regret  that  the  boys  take  this  viewpoint.  I  can  assert 
without  fear  of  contradiction  that  they  have  no  better 
friend  than  I,  nor  none  who  desires  them  more  success 
along  just  and  legitimate  lines.  But  because  they  take 
such  a  narrow,  contracted  view  of  present  conditions  is 
no  good  reason  why  I  should,  and  if  their  avowed  policy 
is  a  campaign  of  black  eyes  well  be  it.  "Come  on,  Mac- 
Duff,  and  try  your  stuff,  and  damned  be  he  who  first 
cries  stop!  Enough!'' 

However,  we  want  no  quarrel  and  seek  none,  espec- 
ially  with  the  boys  of  the  grip,  they  have  a  hard  enough 
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time  and  there  is  no  aim  or  desire  to  make  it  more  so. 
They  are  essential  to  the  welfare  of  the  hardware  man, 
and  the  craft  is  essential  to  their  success,  and  if  both 
will  work  for  the  greatest  good  ultimate  success  will 
crown  the  efforts  of  both. 

There  is  a  common  enemy  against  which  both  buy- 
er and  seller  must  join  their  efforts  to  vanquish,  whose 
influence  and  growth  must  be  curtailed  and  that  very 
soon,  or  both  buyer  and  seller  will  ere  long  be  hunting 
the  woods  for  shelter: 

Boys,  analyze  the  proposition.  I  think  that  you  will 
conclude  that  I  am  trying  my  utmost  to  befriend  both 
and  if  possible,  conserve  the  int  erest  of  both. 

The  boys  are  simply  following  instructions,  and  day 
in  and  day  out  tramping  their  weary  rounds  with  the 
same  old  story.  'This  is  my  cost,  and  can't  go  round  it.'' 
True  for  you.  The  stake  is  set  for  you  and  it  seems  on- 
ly to  you  a  duty  to  drive  it  deeper  or  lose  your  job.  But 
what  about  the  power  that  comfortably  unconcerned  and 
apparently  disinterested  sits  in  his  chair  and  directs 
where  the  stake  shall  be  set?  It  is  up  to  him  to  know 
conditions  and  to  trim  his  sails  to  meet  them.  But  does 
he?  No!  Absolutely,  No!  He  gives  you  the  long  price, 
says  to  get  it  if  you  can,  and  in  no  case  cut  it  to  the 
Jones  the  Smiths  and  the  others  who  already  owe  us 
more  than  they  should,  and  in  no  case  go  below  your 
cost  to  the  man  who  pays  cash  unless  upon  consultation 
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with  us  and  our  approval.  Here  is  where  the  whole 
trouble  lies.  You  get  the  Jones  and  the  Smiths  tied  up 
so  tight  they  can't  wiggle  and  then  knock  them  on  the 
head  with  the  long  price  stick  until  they  become  dead  as 
a  mackerel  If  the  fellow  in  the  easy  chair  would  con- 
fide in  and  trust  more  to  his  silent  partner  on  the  road, 
who  knows  the  real  conditions  and  how  to  handle  them 
resourcefully,  his  business  would  be  more  what  a  busi- 
ness should  be,  rather  than  an  exchange  market  with 
doubtful  results. 

I  believe  it  to  be  the  duty  of  the  salesman  to  know 
every  condition  surrounding  his  customer.  If  in  debt, 
help  him  in  every  way  in  your  power  to  get  from  under 
as  soon  as  possible.  Every  one  so  saved  makes  good 
assets.  Also  it  is  your  duty  to  see  to  it  that  every  cus- 
tomer you  have  is  through  your  efforts  and  influence 
placed  upon  a  price  plane  to  meet  any  legitimate  com- 
petition. Such  customers  make  splendid  assets.  If  the 
man  in  the  chair  says  he  can't  make  the  necessary  price 
to  meet  some  competitor,  ask  him  why  his  dollars  have 
a  depreciated  value.  Such  work  will  put  buyer  and  sell- 
er upon  the  pinnacle  of  success.  Cooperation  is  a  great 
word  and  means  a  tremendous  influence  for  uplift,  and 
without  it  disintegration  and  disaster  only  follows. 

You  will  never  have  any  trouble  from  me,  if  you  at- 
tempt to  work  in  a  cooperative  spirit  and  pull  together 
as  one  man  against  a  common  foe.    But  if  you  don't  put 
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your  shoulder  to  the  wheel  and  help  out  within  your 
power  (and  it's  immense)  you  are  going  to  have  me 
''butting  in"  as  long  as  there  are  any  powers  left,  unless 
you  kill  me  off  prematurely,  which,  perhaps,  is  the  eas- 
iest way,  after  all  is  said  and  done. 

Nathan  Roberts. 


Community  Interest 
We  are  glad  to  announce  that  the  Nebraska  Farmer 
an  agricultural  paper  that  reaches  every  farmer  in  the 
state,  has  pledged  its  unqualified  support  to  the  most 
important  of  all  civic  and  country  needs-  the  cooperation 
of  every  man,  woman  and  child  toward  the  upbuilding 
and  maintaining  of  their  home  markets—  and  we  hope 
for  much  good  along  this  line  from  so  powerful,  forceful 
and  influential  a  source.  Speed  the  good  work  and  teach 
us  to  hold  home  patriotism  next  to  our  home  hearth- 
stone. 


In  looking  over  the  collection  record  from  the  Na- 
tional Rating  League  I  find  that  they  total,  from  June  1 
to  17,  nearly  $1100  in  dead-beat  accounts,  and  almost 
confined  to  Nebraska.  This  looks  good  to  me  and  is 
worthy  your  support  and  patronage,  especially  as  the  in- 
vestment is  practically  nil. 
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Saturday  afternoon,  August  8th,  ninety  degrees  in 
our  ofifice,  the  stenographer  gone  on  her  vacation,  and 
the  war  spirit  hotter  than  hot  tamales. 

Who  would  have  bet,  thirty  days  ago,  that  what  is, 
because  it  is,  should  be?  Methinks  that  Count  Tolstoi 
would  turn  over  in  his  cofifin  should  he  know  of  that  ter- 
rible slaughter  before  Liege.  How  well  he  pictured  it  in 
that  wonderfully  prophetic  vision  given  to  his  grand- 
niece  Countess  Nastasia  Tolstoi,  in  1910,  when  he  said 
as  he  described  the  huge  silhouette  of  a  nude  woman 
floating  upon  the  surface  of  the  sea  of  human  fate:  *'She 
is,  with  her  beauty,  her  pride,  her  poise,  her  smile,  her 
jewels,  a  super- Venus.  Nations  rush  madly  after  her, 
each  of  them  eager  to  attract  her  especially.  But  she, 
like  an  eternal  courtesan,  flirts  with  all.  In  her  hair  or- 
naments of  diamonds  and  rubies  is  engraved  her  name 
Commercialism.  As  alluring  and  bewitching  as  she 
seems,  much  destruction  and  agony  follows  in  her  wake. 


2 


THE  NEBRASKA  IRONMONGER 


Her  breath  reeking  of  sordid  transactions,  her  voice  of 
metallic  character  like  gold  and  her  look  of  greed  are  so 
much  poison  to  the  nations  who  fall  victims  to  her 
charms/' 

How  awful !  It  is  worse  than  hell !  What  deeds, 
what  crimes  are  committed  by  the  scourge  o^the  age— 
Commercialism. 

The  world  stands  today  facing  a  calamity  greater 
than  it  ever  faced.  Compared  with  it,  all  the  ruin 
wrought  by  Nature  in  its  utmost  violence  is  as  nothing. 
Not  alone  the  waste  of  human  life,  but  of  the  hard  sav- 
ings of  a  generation,  the  useful  capital  of  a  hundred 
years  of  effort,  blotted  out  in  the  smoke  of  battle.  We 
see  Europe  bowed  and  bent  beneath  the  burden  of  waste 
and  debt  for  a  century  to  come.  Everything  that  de- 
pends on  wealth  and  prosperity  thrown  into  the  red  cru- 
cible of  battle.  The  present  ruined,  the  future  mort- 
gaged, the  race  depleted  and  set  back  in  the  process  for 
betterment  for  generations,  the  strong  young  men  go 
forth  to  war  and  do  not  return.  The  less  vigorous  re- 
main at  home  to  be  the  fathers  of  the  race.  All  the  in- 
telligent struggle  for  a  better  physical  type,  all  the  sal- 
ient beneficent  selection  of  nature  towards  this  end  goes 
for  nothing— nothing.  All,  all  a  sacrifice  to  pride,  pow- 
er, monarchy  and  crime.  Now  that  the  whole  impend- 
ing tragedy  is  linked  together  by  unbreakable  chains, 
once  started  the  bloody  play  must  finish,  and  who  is  to 
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blame?  Man  started  it  and  man  could  call  off  the  dogs 
of  war—  but,  No  !  Some  of  the  powers,  when  it  is  too 
late,  realize  what  they  have  begun.  Mother  Public  Opin- 
ion is  calling  the  boys  to  account.  They  have  put  their 
fingers  in  the  jar  and  she  asks  who  has  been  trying  to 
steal  the  jam.  G.  places  the  blame  first  on  R.  and  then 
on  F.  R.  blames  G.  and  F.  blames  G.  and  when  the 
mother  tells  them  to  hold  up  their  hands  for  examina- 
tion finds  to  their  disgrace,  shame  and  dishonor  that  all 
are  smeared  with  the  sticky  stuff. 

How  do  we  stand  as  a  United  States  to  the  world- 
wide catastrophe?  Do  we  think  to  profit  by  it?  Alas, 
No  !  Destruction  of  wealth  means  destruction  of  pur- 
chasing power.  Failure  to  produce  means  to  have  noth- 
ing but  promises  to  exchange.  Such  an  annihillation  of 
values  as  a  continent-wide  war  would  mean  would  leave 
a  void  that  a  few  securities  could  never  fill,  in  whatever 
markets  of  the  world  might  remain.  If  we  think  we  are 
gainers  we  are  lapped  in  a  sense  of  false  security. 

For  the  present,  however,  if  we  follow  our  worthy 
President's  advice,  keep  our  heads  level,  our  tongues  si- 
lent and  our  hearts  open,  the  commercial  tragedy  of  Eu- 
rope will  pay  toll  to  commercialism  in  America.  The 
draft  of  men  from  this  country  to  fight  the  battles  in  the 
Fatherland  will  materially  decrease  competition  in  the 
labor  market,  wages  will  advance,  but  with  them  will 
advance  the  commodities  of  life,  and  the  gain,  if  any, 
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will  stay  largely  with  the  element  that  operates  the  mar- 
kets. 

And  now  a  word  of  caution  to  the  shopman  who 
serves  the  public.  Do  your  own  thinking  and  let  the 
other  fellow  do  his.  We  are  a  heterogenous  people.  Ties 
of  blood  and  country,  whether  foreign  or  American,  are 
strong  within  us,  and  it  won't  pay  us  to  advance  our 
opinion  too  strongly  in  the  face  of  others  prejudices.  If 
you  need  staple  goods  to  serve  your  trade  we  consider  it 
good  business  at  this  time  to  buy  reasonably  liberal,  as 
we  believe  you  will  reap  good  margins  of  profit  on  an 
advancing  market.   Keep  cool ! 

EDITOR. 


We  are  wondering  how  Fred  Ebinger  feels  about 
this  time.  He  wrote  us,  '*Here  is  the  place  where  I  spent 
my  boyhood  days,  and  where  life  is  free  of  trouble.''  The 
letter  was  dated  June  24th.  How  about  it  now?  Fll 
bet  Fred  would  give  a  good  deal  to  be  back  again  under 
our  dear  old  flag.  Verily,  we  know  not  but  today,  to- 
morrow, may  bring  troubles  that  try  us  to  the  breaking 
point. 


Those  who  made  this  office  a  pleasant  and  welcome 
call  since  last  issue  were:  R.  N.  McAllister,  Grand  Is- 
land, C.  F.  Husbands,  Gresham,  Frank  Hacker,  Friend, 

G.  W.  Beatty,  Ulysses, 
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Letters  from  our  Friends 

Hubbell,  Nebr.,  July  16. 

Dear  Sir: 

Yours  of  July  10th,  enclosing  check  for  $3,000  in 
settlement  of  our  insurance  policy  with  the  Nebr.  Hdw. 
Mutual  Insurance  Co.,  was  duly  received.  Our  fire  oc- 
curred on  June  30,  and  as  above  indicated  full  settlement 
was  made  on  July  10,  just  ten  days  after  the  fire.  We 
consider  this  very  prompt  settlement  and  wish  to  thank 
you  very  much  for  same.  Thomas  Bros. 


Omaha,  Nebr.,  July  23. 

Dear  Sir: 

Enclosed  find  two  years  subscription  for  the  Iron- 
monger. I  find  your  paper  very  interesting,  as  well  in  a 
business  way,  as  entertaining  and  full  of  good  advice. 
All  this  can  only  be  expected  from  a  man  who  has  had 
actual  experience  in  business,  and  not  as  some  of  the 
writers  ia  the  trade  journals  who  get  their  ideas  (and 
very  often  wrong)  from  other  periodicals  or  journals 
they  read.  To  read  the  trash  that  is  put  in  those  trade 
journals  very  often  is  enough  to  make  anybody  tired. 
The  Ironmonger  should  be  read  not  only  by  hardware 
dealers  but  also  by  merchants  in  other  lines  of  business, 
because  of  the  advanced  ideas  it  contains  and  also  the 
entertaining  matter.    I  wish  you  much  success. 

Theo.  Sinhold. 

Editor's  Note:   Mr.  Sinhold  is  one  of  the  pioneers 
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of  the  N.  R.  H.  A.  and  one  of  the  oldest  hardware  men 
in  business  in  the  state. 


Dowagiac,  Mich.,  July  28. 

Dear  Sir: 

Your  little  book  has  the  '*ear  marks.''  It  is  a  live, 
kicking,  energetic  message,  and  the  old  world  needs 
more  of  them.  Kindly  enter  the  writer's  name  on  your 
mailing  list.  The  sample  copy  forwarded  by  one  of  our 
salesmen  was  worth  four  times  the  yearly  subscription. 

Adv.  Dept.  **Round  Oaks."  E.  G.  Weir. 


Weeping  Water,  Nebr.,  Aug.  1. 

Dear  Sir: 

After  eight  years  of  continuous  pleasure  in  selling 
hardware  and  in  making  wrongs  right  and  right  righter, 
so  to  speak,  we  have  decided  to  take  a  vacation  in  spite 
of  the  rumors  of  war  in  Europe  and  a  railroad  strike  in 
the  rest  of  the  world.   So  for  the  next  three  weeks  I 
shall  leave  to  you  entirely  the  running  of  the  hardware 
fraternity,  and  if  you  get  stuck  wire  me  at  St.  Peters- ' 
burg,  Florida.   Just  close  your  eyes  and  draw  a  mental  ; 
picture  of  myself  bathing  in  the  Gulf  of  Mexico,  boat 
riding  on  old  Tampa  Bay,  or  sitting  with  my  heels  high- 
er than  my  head  at  a  million  dollar  hotel,  drinking  in 
the  ozone  of  the  Southland,  acting  the  part  of  a  million-^ 
aire  from  Nebraska.   And  if  anyone  dares  to  mention! 
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the  hardware  business  to  me  in  the  next  three  weeks  - 
off  goes  his  head,  M.  J.  Wickersham. 


Liberty,  Nebr.,  August  8. 

Dear  Sir: 

Yours  of  August  5  at  hand  containing  draft  in  set- 
tiemont  of  my  loss  of  July  16.  I  want  to  thank  you  for 
your  fairness  and  promptness  shown  in  this  settlement 
and  assure  you  as  soon  as  I  get  in  business  again  I  will 
want  some  N.  H.  M.  insurance.       M,  D.  Jimerson. 


Price  and  Service  Bureau 

 Nebr.,  July  31. 

Dear  Sir: 

We  had  a  little  thing  happen  here  this  week  on  Lin- 
quist  &  King  tongue  supports.  One  of  my  farmer  friends 
wanted  two  X  Linquist  tongue  springs.  Not  having 
them,  I  offered  to  send,  and  secured  the  order  at  no  stat- 
ed price.  A  representative  of  — —  had  at  1.50,  and 
Ya,  at  1.75.  This  seemed  high,  so  I  said  to  wait,  and  got 
M.  W.  &  Co.'s  Kansas  City  catalog,  and,  lo !  on  page  800 
the  %  were  quoted  to  my  farmer  friend  at  80c  and  the  % 
at  90c,  hence  we  did  not  buy  of  them.  We  sent  open 
order  to  —  and  received  a  competitive  spring  called 
King,  same  size  and  weight,  at  %  1.00,  and  %  1.25,  or 
20c  and  35c  more  than  my  farmer  friend  pays.  My  farm- 
er comes  in  today  and  I  quoted  him  1.40  and  1.65  and 
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sold  him  two  of  them.    He  said,  "  you  had  better 

get  wise,  as  I  can  get  them  in  K.  C.  for  80c  and  90c/'  and 
he  was  right.   So  here  was  the  result: 

Cost  farmer  for  two  springs  here  -  3.05 
"  "  "  K.  C.  frt.  25c,  1.95 
or  1.10,  or  50%  more  here,  and  we  made  practically  no 
profit,  as  they  cost  us  2.25  and  25c  freight,  or  2.50,  or  55c 
more  than  the  farmer  could  buy  it  for  in  small  quantities 
delivered.  So,  Bro.  Roberts,  I  sometimes  wonder  where 
we  are  at.  —  

We  are  in  receipt  of  this  letter  from  a  member,  and 
it  speaks  for  itself,  without  giving  any  names  or  location. 
In  taking  this  matter  up  with  our  Price  and  Service  Bu- 
reau I  find  the  goods  can  be  bought  at  5.50  and  7.25  per 
dozen,  respectively. 

This  is  not  an  isolated  case.  There  are  hundreds  of 
such  every  day  all  over  the  state.  All  I  ask  is  that  mem 
bers  write  me  fully  governing  every  case  that  comes  up 
to  them.  One  by  one  we  will  solve  all  these  questions 
right  and  justice  will  be  done.  I  do  not  want  to  offer 
any  criticism  of  the  jobbers  who  attempt  their  hold-up 
games  on  goods  that  perhaps  the  dealers  are  not  well 
posted  on,  but  will  say  this  much  at  least,  that  if  mem- 
bers of  the  N.  R.  H.  A.  will  do  their  full  duty  in  report- 
ing such  things  the  sequence  will  not  be  to  the  credit  of 
such  houses,  as  all  the  facts  will  have  full  airing  to  the 
members  reporting.    Mr.  Jobber,  take  due  warning,  and 
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govern  yourself  accordingly.  Act  square  with  our  mem- 
bers and  yours  will  be  the  reward. 

Regarding  the  matter  relating  to  the  card  index 
mailed  you  last  month,  have  you  done  what  seems  best 
to  you?  We  consider  the  system  for  keeping  tab  on  the 
best  price  going  of  inestimable  value  to  you.»  It  will 
make  you  more  clean  money  than  anything  you  ever 
tried.  If  you^  have  not  yet  looked  into  the  matter,  do  so 
now,  is  our  advice. 


Aggressive  business  men  do  not  allow  grass  to  grow 
under  their  feet,  even  in  midsummer. 


Pure  Linseed  Oil 


H.  C.  Wittman  has  a  big  stock  of  Woodman 
Guaranteed  Pure  Linseed  Oil  that  he  will  sell  you  at 

2c  Under  Market  Price 

on  day  your  order  is  mailed.  Don't  overlook  this. 
It  is  money  saved.  Address 


H.  C.  WITTMAN 

.y,  140--142  North  10th  St.  Lincoln,  Nebraska  ... 
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Are  You  Tired  of  the  Game 
Do  you  ever  get  tired  and  disgusted  and  sick  of  the 
game  of  work  and  business?  Do  you  ever  ask  yourself 
"Is  it  worth  while?''  with  the  striving  to  please,  to  make 
the  business  grow,  to  find  formidible  looking  objects  fre- 
quently blocking  your  way.  If  you  feel  this  way  occas- 
ionally, you  are  one  of  a  large  company.  If  you  don't 
have  such  thoughts  you  are  a  rare  exception.  Memorize 
the  following  lines— they  will  help  you  as  they  have  me: 

'Tou're  sick  of  the  game;  well,  now,  that's  a  shame; 

You're  young,  you're  brave,  you're  bright. 

You've  had  a  raw  deal,  I  know,  but  don't  squeal, 

Buck  up,  do  your  darnedst,  and  fight." 

*lt's  the  plugging  away  that  will  win  you  the  day, 

So  don't  be  a  piker,  old  pard. 

Just  draw  on  your  grit,  it's  so  easy  to  quit, 

It's  the  keeping  your  chin  up  that's  hard." 

—Hardware  World. 


There  are  various  habits,  but  hardly  any  other  habit 
will  stand  a  young  man  in  better  stead  than  the  reading 
habit,  both  for  what  it  includes  and  what  it  excludes.  Of 
all  habits  it  is  the  pleasantest,  the  cheapest  and  most 
dependable.  You  can  indulge  it  regardless  of  weather, 
season  or  location.  For  almost  any  intelligent  young 
man  it  is  an  easy  habit  to  form.  That  and  and  the  hab- 
it of  physical  exercise  will  make  nearly  any  man  fire- 
proof against  chronic  dissipation.— Sat.  Evening  Post. 
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SECRETS  OF  STORE  FINANCE 

How  the  Retailer  Holds  the  Bag 
By  Forrest  Crissey 

(Reprinted  from  the  Saturday  Evening  Post,  Phila- 
delphia. Copyright  1913,  by  the  Curtis  Publishing  Co. 
This  article  will  be  continued  from  month  to  month  un- 
til completed,  and  is  well  worth  reading.) 

(Continued  from  last  month) 

Mail  Order  Competition 

One  of  the  sternest  troubles  of  the  country  store- 
keeper is  the  fact  that,  as  a  borrower,  he  is  generally  in 
a  position  of  disadvantage,  but  this  trouble  may  be  much 
better  understood  after  stock  has  been  taken  of  other 
difificulties  that  seem  more  vivid  to  him. 

There  are  three  unfailing  sources  of  anxiety  to  the 
average  country  storekeeper—the  catalogue  house,  his 
competitors,  and  his  customers.  He  knows  that  he  is 
afraid  of  the  mail  order  house  and  is  not  afraid  to  con- 
fess it.  He  is  often  forced  to  recognize  the  fact  that  he 
is  afraid  of  a  local  competitor,  but  he  does  not  admit  it 
to  anybody  but  himself.  His  fear  of  his  customers  is  so 
secret  and  subconscious  a  thing  that  he  would  deny  its 
existence  to  himself,  and  yet  it  is  perhaps  the  most  po- 
tent of  all  his  fears. 

With  one  voice  the  great  army  of  country  storekeep 
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ers  assert  that  the  fountainhead  of  their  troubles  is  to  be 
found  in  the  mail  order  house,  and  that  this  wellspring 
of  woe  is  destined  soon  to  drown  out  the  small  country 
merchant  and  the  community  he  serves,  unless  some 
mighty  miracle  of  prevention  speedily  intervenes.  These 
storekeepers  believe  the  catalog  houses  to  be  the  most 
cunning  and  efficient  disguise  that  the  trust  has  ever  as- 
sumed—the most  vicious  and  destructive  form  of  preda- 
tory wealth  known  to  man. 

The  customer  who  has  the  temerity  to  suggest  that 
the  decay  of  the  country  community  and  the  sufferings 
of  the  country  storekeeper  may  be  as  much  induced  by 
other  causes  as  by  the  catalog  house  is  apt  to  be  regard- 
ed by  this  class  of  merchants  as  a  friend  of  big  capital 
and  a  traitor  to  the  cause  of  the  country  community. 

To  start  a  small  cyclone  of  argument  no  man  need- 
go  the  length  of  suggesting  that  perhaps  the  mail  order 
house  may  be  a  response  to  an  economic  demand  he 
has  only  to  suggest  to  the  local  merchant  that  causes 
other  than  the  catalog  house  may  contribute  to  the  de- 
cline of  the  country  town.  Here  is  the  comeback  with 
which  one  Western  storekeeper  met  such  a  suggestion: 

**So  you  think  the  country  storekeeper  can  success- 
fully compete  with  the  catalog  house  and  that  the  coun- 
try town  can  survive  its  ravages?  Probably  I  cannot 
hope  to  convince  you  by  words  or  arguments  that  you 
are  wrong,  but  there  is  one  way  by  which  you  can  cer 
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tainly  convince  yourself:  If  you  will  open  up  a  store  in 
a  small  town  in  the  West,  with  a  capital  of  not  more 
than  five  thousand  dollars,  and  try  the  game  of  bucking 
the  mail  order  house  while  supporting  your  family  from 
the  profits  of  your  trade,  you  will  be  permanently  con- 
veited.  In  three  months  or  less  you  will  see  a  light  that 
will  stagger  you.  You'll  go  broke  or  be  forced  out  of 
business,  unless  you  can  get  more  capital  to  pour  into 
the  hole." 

And  the  storekeeper  that  made  this  assertion  is  nei- 
ther slow  nor  stupid.  He  is  very  much  of  a  live  wire  in 
in  his  little  community,  and,  instead  of  sulking  in  his 
tent,  he  meets  his  customers  at  the  door  with  a  smile 
that  is  as  plausible  as  a  dividend  check. 

"If  s  all  right,''  declares  one  storekeeper  in  a  West- 
ern state,  '*to  talk  about  great  economic  changes  and  re- 
adjustments, but  if  you  want  to  get  a  line  on  just  how 
this  thing  is  eating  up  back-country  storekeepers,  I  can 
tell  you  a  little  story  that  has  the  whole  gospel  of  our 
trouble  packed  into  it. 

''About  ten  years  ago—perhaps  more  than  that  the 
wife  of  one  of  our  farmers  happened  to  get  hold  of  a 
mail  order  catalog.  One  of  its  specials  caught  her  eyes 
and  she  sent  in  her  order.  It  was  a  novel  experience  - 
this  shopping  by  mail  and  when  a  neighbor  woman 
called  she  displayed  the  bargain  she  had  captured.  That 
was  the  match  in  the  haystack!   The  news  went  from 
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one  house  to  another. 

*'Every  woman  wanted  to  try  the  new  way  of  shop- 
ping- and,  besides,  there  was  a  certain  distinction  in 
this  long  distance  shopping  that  Mrs.  Bright— as  I  will 
call  her   could  not  be  left  to  enjoy  alone. 

'Tirst,  there  was  the  lure  of  the  bargain  and  then 
the  lure  of  the  game.  If  the  neighbors  could  not  follow 
in  Mrs.  Bright' s  train  they  could  not  compare  notes  with 
her.  At  least  twenty  women  promptly  established  con- 
nections with  a  catalog  house  as  a  direct  result  of  Mrs. 
Bright's  experience.  And  these  followers  drew  others 
after  them  in  their  turn. 

"That  put  a  crimp  in  my  trade  and  in  the  business 
of  every  merchant  in  our  town— a  good  little  town,  too! 
It  took  thousands  of  dollars  out  of  Ouvtown  every  year. 
Did  you  ever  see  a  bright,  sturdy,  promising  stand  of 
corn  after  it  had  been  hit  by  a  series  of  the  hot  winds 
that  sometimes  sweep  over  Kansas?  That's  about  what 
happened  to  Ourtown.  It  hasn't  any  color  or  juice  left 
in  it,  The  money  has  gone  out  to  the  mail  order  hous- 
es year  after  year. 

"The  other  day  Mrs.  Bright  came  into  my  store  and 
made  a  fevv^  purchases  a  gentle,  gray  little  woman,  who 
wouldn't  knowingly  hurt  a  living  creature.  She  hasn't 
the  remotest  idea  that  she  has  ever  injured  me  or  any 
other  merchant  in  the  streets  of  Ourtown.  She's  a  wid- 
ow now,  and,  though  she  has  three  sons,  she  lives  alone 
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on  the  farm,  which  is  worked  under  her  direction  by  a 
hired  man/* 

Sending  Money  out  of  Town 

"I  saw  that  something  was  troubUng  Mrs.  Bright, 
and  so  I  gave  her  an  opportunity  to  ease  her  mind.  She 
mentioned  the  fact  that  all  her  boys  had  gone  up  to  the 
city  and  confessed  that  they  did  not  write  back  home  so 
often  as  she  wished,  but  her  chief  concern  was  for  Jim- 
my, with  whom  I  was  best  acquainted.  When  I  went 
to  town  t3  do  my  buying  she  wanted  me  to 
have  a  talk  with  him  and  persuade  him  to  come  back 
home  and  open  up  a  drug  store,  just  as  he  had  planned 
to  do  wh(  n  he  went  away  to  study  pharmacy.  It  would 
not  be  nearly  so  lonely  if  he  came  back  to  the  old  town. 

"Well,  I  called  on  Jimmy  in  the  city  at  the  drugstore 
where  he  was  employed.  He  invited  me  to  spend  the 
evening  with  him.  That  gave  me  the  chan  e  I  was  look- 
ing for.  He  wanted  to  know  whether  the  old  town  was 
going  downhill  as  fast  as  ever,  whether  a  single  mer- 
chant had  painted  his  store  in  the  past  year,  whether 
there  was  a  business  man  on  the  main  street  who  was 
making  better  than  a  meager  living. 

*'I  told  him  the  truth— and  then  he  made  it  very 
clear  that  he  would  never  go  back  to  Ourtown  to  start 
a  store.  He  had  just  shrewdness  enough  to  see  that  the 
outlook  was  not  encouraging.  The  city  had  him  hooked 
and  if  he  is  not  spending  all  he  makes  right  now  appear 
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ances  are  deceiving.  His  chances  of  starting  a  store  any 
where  are  mighty  slim,  and  even  if  he  had  capital  Td 
never  be  able  to  induce  him  to  start  a  store  in  Ourtown. 

'II  explain  e  l  the  situation  to  Mrs.  Bright  as  gently 
as  poss  b!e  when  I  went  back  home.  She  thanked  me 
in  her  quiet,  well-bred  way,  and  went  out  of  the  store  a 
much  older  looking  woman  than  when  she  entered.  All 
she  saw  was  the  fact  that  Jimmy,  her  eldest  son  and  the 
apple  of  her  eye,  was  not  coming  back  to  Ourtown  to 
open  up  the  drug  store  about  which  they  had  dreamed— 
was  not  coming  back  because  Ourtown  had^  gone  back- 
ward and  its  future  was  dark. 

''She  did  not  see  that  the  mail  order  house  she  had 
so  innocently  introduced  to  Ourtown  was  the  thing  which 
had  sapped  the  life  from  our  community  and  made  it  so 
dead  that  her  boy  was  not  justified  in  carrying  out  his 
old  ambition  of  starting  a  drug  store  there. 

(To  be  continued  in  our  next  issue.) 


A  Good  Proposition 
For  Sale  - Stock  of  shelf  hardware,  with  or  without 
implements,  in  a  small  town,  good  farming  district,  in- 
voice about  $2500.  Sales  last  year  $16000.  Brick  build- 
ing, rent  $20.  Address,  T.  L.  F.  B.,  this  office  for  full 
particulars. 


1000  Members  before  December  31st. 
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Why  Not  Help  Us 
This  little  publication  is  mailed  to  about  300  ncn- 
members  in  Nebraska.  Doubtless  many  of  them  have 
been  reading  it  more  or  less,  and  to  some  extent  are  in 
touch  with  our  aims  and  objects.  During  the  past  two 
years  we  have  regularly  been  on  your  visiting  list,  trying 
to  demonstrate  from  month  to  month  that  your  interest 
to  us  is  paiamcunt.  To  you  who  are  outside  of  the  hard- 
ware circle  that  read  this,  I  want  to  appeal  strongly  for 
your  share  in  our  cooperation  work.  We  need  your 
name  on  our  roster,  we  want  to  feel  that  your  influence 
is  with  us.  True,  you  may  feel  that  you  don't  need  us, 
but  rest  assured  we  need  you,  and  when  you  do  come  in 
you  will  find  you  were  mistaken.  One  little  stick  by  it- 
self has  limited  resistance,  but  many  such  tied  together 
are  stronger  and  are  resistless  to  pressure.  It  costs,  on 
your  expense  account,  V/y  cents  per  day  and  we  know  of 
nothing  on  that  account  that  will  bring  you  better  and 
more  profitable  results,  both  individually  and  collective- 
ly. The  information  comes  to  us  frequently  by  mail  and 
in  personal  conversation  that  the  work  we  are  doing  for 
the  N.  R.  H.  A.  is  bearing  profitable  fruit  in  better  prices 
better  service  and  closer  attention  to  the  needs  of  its 
members,  from  the  channels  of  distribution.  Anything 
a  member  of  the  N.  R.  H.  A.  wants  and  goes  after  prop- 
erly, he  gets.  Our  faith  is  la^ge  and  we  are  proving  our 
faith  by  our  works.   This  office  does  not  neglect  or  cast 
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aside  even  the  smallest  question,  need  or  complaint,  and 
you  would  be  surprised  at  the  number  of  large  and  mo- 
mentous questions  that  find  proper  and  profitable  solu- 
tion  at  our  hands.  We  are  strong,  but  we  aim  to  be 
stronger.  We  are  out  for  75%  of  the  non-members  of 
the  state  before  the  close  of  1914.  You  who  are  reading 
this  must  be  one  of  them.  Send  us  your  check  for  2.50, 
which  enrolls  you  until  February  1,  1915.  You  who  are 
already  within  the  circle  and  read  this,  do  your  duty. 
Don't  rest  until  you  have  sent  in  one  new  name,  every 
new  name  but  strengthens  the  bundle  of  sticks.  As  soon 
as  we  reach  the  1000  mark,  remember  what  we  predict, 
you  will  hear  something  drop,  and  the  **Let  Bill  do 
class  will  have  something  comirg  to  his  surprise.  Heie 
is  our  slogan,  **1000  Members  before  December  31st, 
Pike's  Peak  or  Bust/'  Who  will  be  the  first  1o  send  in 
a  new  name?  Remember  nothing  short  of  1000  will  an- 
swer our  purposes  for  the  campjign  plans. 


Our  Association  Monogram 
In  foreign  countries  we  find  the  plutocracy  with 
their  crests  and  family  coat  of  arms.  It  is  to  them  of  in- 
estimable value,  not  alone  for  the  prestige  and  standing 
it  gives  them,  but  also  many  of  the  old  families  are 
proud  of  the  fact  that  they  have  passed  it  down  from  the 
generations  before  them  untarnished  and  unsullied. 

In  about  the  same  way  we  should  be  proud  of  our 
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N.  R.  H.  A.  crest,  or  coat  of  arms,  as  indicating  our 
standing  for  Nobility,  Right-doing,  Honesty  and  Activity. 
It  gains  for  us,  if  worthily  used,  admission  to  the  private 
office  of  our  jobber  friend,  where  he  opens  to  us  his 
heart  and  pours  out  before  us  the  best  of  all  the  good 
things  he  has  for  our  benefit.  If  it  is  worthily  worn  it 
opens  up  for  us  channels  for  our  betterment  that  other- 
wise are  closed  and  sealed.  If  it  stands  to  you  for  all  it 
means  it  becomes  a  sesame  to  the  best  of  everything 
you  may  desire. 

In  our  last  issue  we  informed  you  that  as  soon  as 
we  received  250  orders  for  these  electro  monograms  of 
the  padlock  for  your  stationery,  etc.,  we  would  be  able 
to  furnish  them  at  35c  per  pair.  We  have  already  filled 
all  the  orders  received  and  are  now  prepared  to  send 
you  promptly,  upon  receipt  of  35c  in  stamps,  two  of  our 
official  association  monogram  electro  padlocks.  Your 
printer  can  use  them  on  your  letter  heads  and  other  sta- 
tionery. Order  now.  We  want  to  see  every  craftsman 
in  the  association  identified  with  the  work.  Don't  be 
ashamed  of  your  colors,  but  rather,  show  what  you  stand 
for. 


Are  You  Helping 
We  have  been  hammering  for  some  time  back  on 
the  all-important  question,  to  every  town  and  hamlet, 
namely,  the  need  of  community  interest.   How  much 
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have  you  done  along  that  line?  How  much  have  the 
merchants  of  your  town  assisted  you?  Are  you  at  all  in- 
terested or  care  whether  or  not  yoar  town  shall  be  the 
central  market  for  its  contiguous  territory,  or  are  you 
content  to  drift  rudderless  and  without  compass  as  a  de- 
relict? If  you  have  not  yet  awakened  to  the  issue  won't 
you  at  this  lime,  preparatory  to  your  chautauqua  circles, 
do  your  part  towards  stimulating  big  attendance  from  all 
classes  at  these  meetings,  where  this  subject  will  be 
handled  in  an  able  manner  by  master  minds.  General 
L  C.  Boyle,  at  one  time  attorney  general  of  Kansas,  will 
speak  on  **Excessive  Urbanism''  at  the  night  sessions  on- 
ly, at  the  following  places  and  dates:  Pawnee  City,  Aug. 
18,  Minden,  Aug.  19,  Fairfield,  Aug.  20,  Aurora,  Aug.  21, 
Blair,  Aug.  22.  Wayne,  Aug.  23,  Central  City,  Aug.  24, 
Stromsburg,  Aug,  25,  Lexington,  Aug.  26.  We  want  you 
to  help  get  him  overflow  audiences  of  farmers,  business 
and  professional  men,  bankers,  teachers,  and  all  other 
thinkers  in  the  community.  He  will  discuss  problems 
which  today  are  besetting  the  small  business  man  and 
the  small  town.  Do  your  part  to  make  these  great  rally 
ing  days.  Someone  will  present  the  cause  of  the  small 
merchant  and  the  country  town  upon  practically  every 
Chautauqua  platform  in  the  state  during  the  summer. 

Now  get  busy  and  boost,  and  have  your  local  paper 
help  you.  Let's  have  a  revival  the  like  of  which  was 
never  known,  for  the  reconstruction  of  our  towns  and 
our  homes. 
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Insurance  Report  for  July 
Insurance  in  force  ^  -  $2,023,100.00 
Cash  balance  •  -  -  24,169.32 
Dividends  paid  to  members  -  -  612.87 
Losses  paid  -  -  -  -  6,000.00 
Dividends  and  losses  pulled  on  us  heavy  this  month. 
However,  our  cash  balance  has  dropped  off  from  last  re- 
port less  than  $1,400.  It  simply  takes  two  things  to 
keep  us  growing-  less  fires  and  more  adequate  rates— 
and  you  can  help  very  materially  in  both.  Are  you  will- 
ing to  do  it  or  shift  the  responsibility?  It  takes  all  kinds 
of  people  to  make  a  world.  Humanity  is  bettered,  in- 
stitutions strengthened  and  progress  accelerated  by 
many,  while  others  are  as  a  lodestone  about  our  necks, 
trying  to  destroy  our  efficiency  and  retard  out  progress, 
that  their  own  ends  may  be  gained.  Why  this  element 
exists  is  beyond  our  grasp,  unless  in  the  great  economy 
of  things  it  takes  extreme  selfishness  and  preponderance 
of  shortsightedness  to  bring  more  vividly  into  the  lime- 
light the  better  results  from  better  men.  We  are  told  in 
the  Good  Book  that  there  will  be  a  day  of  reckoning 
when  we  will  be  required  to  give  an  accounting  of  wheth 
er  we  have  hidden  our  talent  of  efficiency  in  a  hole  in 
the  ground  or  have  put  our  three  talents  at  interest  for 
the  good  of  mankind,  its  institutions  and  the  pro.^ress 
for  better  things,  both  to  ourselves  and  others. 

It  is  said  that  "sufficient  for  the  day  is  the  evil  there 
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of/'  but  we  forget  that  the  evil  we  do  is  as  the  pebble 
dropped  in  the  ocean,  whose  wavelets  of  influence  affect 
the  lives  of  others  at  the  ocean's  boundary,  and  such 
things  permitted  to  grow  in  our  own  hearts  make  of  us, 
in  time  and  eternity,  objects  to  be  pitied  and  condoled 
with.  Wh>-,  oh  why,  don't  men  look  outward  instead  of 
con  tantly  inward?  In  our  legitimate  and  praiseworthy 
campaign  for  a  mutual  spirit  to  pervade  our  insurance 
interests  we  find  a  lack  of  the  first  element  of  that  laud- 
able spirit  in  a  few,  but,  thank  God,  a  very  few.  That 
spirit  that  cares  not  how  he  gets  his  pound  of  flesh,  so 
he  gets  it. 

I  wish  I  could  proclaim  from  the  housetops  the 
names  ot  those  whose  broadness  of  vision,  whose  spirit 
of  justice,  whose  fairness  of  business  principles,  and 
whose  wishes  are  to  do  to  others  as  they  would  be  done 
by.  However,  they  have  their  reward  without  any  effort 
on  our  part.  The  list  is  long  and  gratifying  to  the 
world's  progress  for  better  things. 

Up  to  the  present  time,  August  1st,  figures  and  facts 
show  that  we  have  paid  out  for  fire  losses  eighty  cents 
for  every  dollar  of  premium  received ^this  year,  and  still 
there  are  (hose  who  selfishly  maintain  that  we  shall 
write  them  at  stock  company  cut  rates  and  in  addition 
pay  them  profits  that  they  don't  help  to  earn;  and  when 
we  try  to  show  them  their  error,  prefer  to  pay  a  greater 
rate  to  the  stock  companies  rather  than  renew  their  pol- 
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icies  in  their  own  company.  Something  for  nothing,  or 
they  won't  play.  Selfishness  and  shortsightedness  are 
as  Siamese  twins,  and  it  seems  that  the  knife  of  mutual- 
ity cannot  separate  them.  I  hear  you  say  we  are  better 
without  such.  Perhaps  so.  But  we  cannot  carry  out 
the  purposes  for  which  we  are  bound  together  unless 
we  can  convince  them  ot  the  error  of  their  ways  and 
where  such  a  spirit  is  leading  them. 

Wherever  you  find  the  largest  measure  of  unselfish 
cooperation  there  you  will  also  find  the  greatest  degree 
of  prosperity  and  progress. 


Federal  Control  of  Insurance  a  Pressing  Demand 
There  was  a  decision  of  the  Supreme  Court  at  Wash 
ington  last  week  that  should  make  insurance  companies 
cast  envious  eyes  at  railroads.  Justice  Holmes,  in  deliv- 
ering the  unanimous  decision  in  the  Shreveport  case, 
said:  "It  is  of  the  essence  of  the  power  to  regulate  in- 
terstate commerce  that  where  it  exists  it  dominates.''  It 
followed,  then,  that  state  rates  for  railroads  could  not 
be  permitted  to  destroy  the  essence  of  interstate  rates 
as  determined  by  Federal  power.  If  insurance  were  un- 
der Federal  control,  as  interstate  railroads  are,  every 
company  doing  an  interstate  business  would  be  thus  pro- 
tected against  the  vagaries  of  state  regulatien  of  state 
rates  and  state  taxation  of  premiums  at  least.  There  is 
practically  no  power  if  it  cannot  be  exercised  complete- 
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ly.  If  each  state  is  supreme  in  the  exercise  of  power 
over  what  concerns  itself  and  others,  the  perpetual  war 
that  results  from  conflicting  attempts  to  exercise  that 
power  destroys  it,  or,  what  is  the  same,  destroys  the 
thing  it  would  be  exercised  upon.  There  can  be  no  rec- 
iprocity of  rates  upon  the  basis  of  exchange  experience 
if  each  state  is  to  be  rated  upon  its  own  small  experi- 
ence. There  is  no  assurance  in  self  insurance.  If  one 
state  can  make  taxation  what  it  pleases  it  is  enroaching 
upon  the  natural  rights  of  other  states  and  making  them 
pay  out  of  their  moderation  what  it  requires  for  its  prod- 
igality. The  essence  of  Federal  control  of  insurance 
would  be  national,  not  local  destruction,  and  the  very 
necessities  of  the  situation  would  dictate  a  reasonable 
rate  and  a  limitation  and  equalization  of  taxation.  Fed- 
eral control  certainly  looks  good  at  a  distance.  Insur- 
ance Field. 


A  member  writes:  '*We  are  glad  to  receive  the  yel- 
low slip,  and  appreciate  yc  ur  efforts  in  the  interest  of  the 
trade.  Don't  think  because  we  don't  send  in  an  order  the 
effort  is  lost.  Keep  us  under  the  wire  always.  Such 
things  put  us  in  shape  to  effectually  control  our  buying, 
and  saves  to  us  many  times  over  our  association  dues. 
You  have  well  said  'knowledge  is  power'  and  we  will  add 
the  word  'profit.'  If  the  traveling  boys  know  we  belong 
to  the  N.  R.  H.  A.  they  always  come  across  liberally." ' 
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With  this  number  closes  Volume  2  and  the  second 
year  of  our  humble  literary  work  for  association  better- 
ment. How  much  good  has  been  accomplished  through 
this  Medium  is  a  question  each  reader  must  settle  for 
himself— the  results  cannot  be  footed  up  by  numerical 
tables  nor  the  rule  of  three.  My  crude,  rambling  efforts 
have  been  built  on  honest  intention  and  without  any 
thought  of  Self  or  selfish  motives.  There  are  many  who 
could  do  this  class  of  work  more  eftectively  and  efficient- 
ly, but  unfortunately  they  have  not  offered  themselves, 
so  I  presume  we  must  make  the  best  of  the  timber  we 
have. 

At  the  meeting  of  your  executive  board  in  July  I 
brought  up  the  question  whether  or  not  they  desired  to 
continue  its  publication  from  the  close  of  this  volume. 
Their  vote  was  unanimous  to  continue,  and  as  I  am  will- 
ing to  spend  and  be  spent  without  further  apology  let's 
boost  the  game  another  year.    How  wonderfully  you 
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could  help,  however,  by  short  articles  written  in  your 
own  style  and  phraseology,  about  matters  that  might 
benefit  others,  or  questions  that  annoy  you,  or  improve- 
ments to  suggest,  new  plans  in  your  store  arrangement, 
new  methods  of  collecting-  there  are  hundreds  of  ques- 
tions arising  that  you  want  light  on  or  that  you  can  give 
advice  to  others  upon.  Let  us  try  and  make  Volume  3 
a  real  hardware  family  dictionary.  A  spare  moment  oc- 
casionally along  this  line  will  do  you  good  and  perhaps 
help  others. 

This  issue  contains  a  number  of  letters  from  mem- 
bers  and  the  answers  to  them.  The  points  that  are 
brought  out  in  this  correspondence  is  the  only  excuse 
we  have  for  their  publication.  We  don't  put  your  name 
or  your  town  to  them  unless  you  permit  us  to,  but  they 
carry  weight  and  information  just  the  same.  If  I  can't 
answer  your  questions  I  will  put  them  up  to  your  broth- 
er merchants  to  solve.  It  makes  no  difference  what  they 
are,  small  or  great,  we  will  find  a  solution  for  them. 

On  the  question  of  financing  the  Ironmonger  we 
feel  that  those  who  enjoy  its  visits  should  be  willing  to 
contribute  to  its  support.  At  the  nominal  cost  of  25c  a 
year  it  is  a  mere  bagatelle  unit.  We  are  turning  back 
every  dollar  we  receive  from  N,  R.  H.A.  dues,  and  while 
your  board  of  directors  authorize  us  to  meet  the  deficit 
out  of  our  regular  funds,  there  should  not  be  any.  It 
costs  us  $300  per  year  to  finance  it.   For  the  past  year 
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the  subscription  from  its  readers  foots  only  $60.  This 
would  indicate  one  of  two  things— either  you  consider  it 
of  no  value,  or  you  are  careless  and  indifferent  of  its  suc- 
cess. Two  hundred  and  forty  paid  subscribers  is  good, 
but  it  is  only  a  quarter  of  what  it  should  be. 

On  this  issue  you  will  find  how  much  you  have  done 
towards  encouraging  this  branch  of  the  work.  On  the 
front  cover  you  will  notice  one  of  four  figures.  If  you  see 
an  0  on  yours  it  means  that  you  have  paid  nothing.  If 
a  1  it  means  that  you  have  for  the  first  volume  and  owe 
for  volumes  2  and  3.  If  a  2  it  means  that  you  owe  for 
1914  only.  If  a  3  it  means  that  you  are  paid  ahead  and 
owe  nothing.  You  can  send  stamps  in  amounts  less 
than  one  dollar. 

It  would  afford  us  much  joy  to  inform  out  Board 
that  this  work  is  appreciated. 


Last  month  we  digressed  a  little  from  legitimate  ed- 
itorial matter,  but  it  just  seemed  that  it  was  in  the  air 
we  breathed  and  we  could  not  think  away  ^from  the 
world-wide  subject  at  that  time.  Thirty  days  later  the 
catastrophe  is  intensified  and  the  bloody  work  goes  on 
without  cessation,  but  we  have  gotten  used  to  it  and 
now  it  is  an  oft  told  story.  Human  life  and  sacrifice  is 
tolerated  and  accepted  as  a  natural  outcome,  and  we 
even  look  on  the  game  of  nine-pins  with  interest  apart 
from  horror.   As  the  mighty  ball  rolls  along  and  sweeps 
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aside  the  standing  obstruction  to  its  progress  we  may 
even  catch  our  breath  to  wonder  if  after  all  human  life 
is  much  to  worry  about  or  too  great  a  price  to  pay  for 
commercialism's  supremacy- 
There  are  those  who  predict  that  the  end  is  years 
away  and  that  our  Uncle  Samuel's  country  is  on  the  en- 
trance to  the  biggest  commercial  boom  it  has  ever  ex- 
perienced, and  we  are  inclined  to  believe  it—everything 
points  that  way.  It  is  well  for  us  to  study  the  signs  of 
the  times  and  be  ready  to  catch  on  at  its  flood  tide  and 
avail  ourselves  of  every  honorable  opportunity  to  rise 
with  if. 

Everything  the  farmer  has  to  sell  will  bring  top 
prices.  Money,  we  hope,  will  be  ample  to  meet  all  legit- 
imate demands.  Values  will  be  higher  in  all  lines,  but 
that  works  no  hardship  provided,  labor  is  fully  employed 
at  a  reasonable  recompense. 

Get  over  the  craze  so  many  have  of  selling  out,  trim 
up  your  store,  get  ready  for  good  business,  mark  up  your 
goods  from  ten  to  fifty  per  cent.  Stand  pat,  you  will 
get  your  price.  Sell  as  near  for  cash  as  possible  and  pay 
up  your  debts.  As  the  flood  rises  be  careful  to  ride  on 
the  crest,  light-headed  people  often  get  swamped,  take  a 
close  grip  on  the  tow  line  and  win  out.  Editor. 

Lest  you  forget  it,  send  your  freight  receipts  to  this 
office  to  be  audited.  We  give  the  matter  prompt  and 
care  attention  and  forward  returns  the  day  received. 
Send  by  prepaid  express. 
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SECRETS  OF  STORE  FINANCE 

How  the  Retailer  Holds  the  Bag 
By  Forrest  Crissey 

(Reprinted  from  the  Saturday  Evening  Post,  Phila- 
delphia. Copyright  1913,  by  the  Curtis  PubUshing  Co. 
This  article  will  be  continued-  from  month  to  month  un- 
til completed,  and  is  well  worth  reading.) 


(Continued  from  last  month) 
**Being  right  on  the  ground  it  is  entirely  clear  to  me 
that  if  it  had  not  been  for  the  ravages  of  the  catalogue 
house  this  would  have  remained  a  neat,  thriving  little 
town  and  Jimmy  would  probably  be  the  owner  of  a  pros- 
perous drug  store.  The  chances  are  that  if  he  had  not 
settled  in  the  city  and  kept  feeding  his  younger  brothers 
with  tales  of  the  allurements  of  city  life  they  would  have 
stuck  by  their  mother  and  worked  the  farm  themselves.. 
They  are  good  husky  boys  and  could  easily  have  made 
the  farm  pay  much  more  than  it  now  pays  the  lonely 
little  widow. 

^'Occasionally  I  get  grim  amusement  in  figuring  out 
what  Ourtown  has  lost  to  the  catalogue  houses  through 
the  trade  that  Mrs.  Bright  and  her  followers  took  away 
from  us.  In  a  period  of  ten  years  it  amounts  to  many 
thousands  of  dollars.  The  town  shows  it.  And  the  es- 
sence of  the  whole  thing  is  that,  in  the  long  run,  the 
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patrons  of  the  mail  order  houses  have  not  got  ahead  a 
dollar  by  the  transaction,  in  fact  they  have  lost.  I  do 
not  believe  they  have  made  any  direct  saving  or  any  re- 
duction in  the  cost  of  living,  but  eVen  if  they  had  they 
would  still  be  out  of  pocket.  They  have  sapped  the 
business  vitality  of  their  community  and  put  the  price  of 
our  property  on  the  down  grade.  They  have  depressed 
local  labor  and  wages.  Instead  of  growing  in  population 
and  strength  Ourtown  has  steadily  declined,  and  the 
pocket  of  every  man  and  woman  here  has  been  touched.'' 

Another  country  storekeeper  in  the  far  West,  who 
has  been  forced  into  becoming  a  shrewd  observer  of  hu- 
man  nature,  gives  this  experience: 

Just  outside  his  town  is  a  farmer  who  prides  him- 
self on  making  the  best  butter  in  the  community.  He  is 
proud  of  his  reputation  and  proposes  to  maintain  it 
Nothing  in  the  mail  order  catalogue  escapes  his  atten- 
tion. Whenever  a  new  churn  appears  he  reads  the  claims 
made  for  it  until  he  knows  them  by  heart.  Ultimately 
he  yields  to  the  allurement  of  the  catalogue  description 
and  sends  for  the  churn.  Today  he  has  ten  churns  that 
have  cost  him  a  snug  little  sum  of  money.  He  needs  but 
one^  and  the  first  one  he  bought  is  essentially  as  good 
as  the  last  one. 

''Overbuying,''  declares  this  storekeeper,  "is  a  vice 
that  invariably  goes  with  the  mail  order  Catalogue.  Go 
into  any  home  that  draws  its  supplies  from  this  source 
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and  you  will  find  goods  that  the  family  does  not  need 
and  never  would  have  bought  from  a  local  merchant.  In 
many  cases  these  unneeded  goods— these  freak  purchas- 
es  amount  to  a  surprising  percentage  of  the  total  fam- 
ily outlay.  If  the  mail  order  houses  were  suddenly  cut 
out  of  this  class  of  sales  their  dividends  would  suffer  a 
decided  shrinkage. 

'These  buyers  see  something  alluringly  described  in 
a  catalogue  and  become  fascinated  by  it.  The  'silent 
salesman  in  the  home*  keeps  on  teasing  them  with  it  un- 
til they  find  some  excuse  for  justifying  their  purchase  of 
the  coveted  article.  The  whim  sales,  utterly  unjustified 
by  anything  like  good  buying  judgment,  amount  to  mil- 
lions of  dollars  a  year. 

"With  some  women  freak  buying  becomes  a  passion. 
Why  will  a  customer  make  an  outright  foolish  purchase 
from  a  mail  order  house  thrt  she  would  not  think  of 
making  from  the  local  merchant?  Perhaps  because  the 
customer  feels  that  the  storekeeper  knows  her  needs  and 
circumstances  and  would  understand  that  the  purchase 
could  not  be  justified  by  good  common  sense. 

"Anyhow  this  matter  of  freak  buying,  of  overbuying 
is  a  fact  of  average  human  nature.  It  is  so  universal 
that  the  statement  may  be  safelv  made  that  not  one  cat- 
alogue buyer  in  a  thousand  is  wholly  exempt  from  it  or 
exercises  the  same  restraint  in  ordering  from  the  catalog 
that  she  does  in  buying  from  the  store.   Tne  mail  order 
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catalogue  appears  in  the  guise  of  an  apostle  of  prudence 
—it  is,  in  fact,  a  subtle  and  successful  agent  of  house- 
hold extravagance/' 

Practically  every  country  storekeeper  makes  the 
complaint  that  the  mail  order  customers  of  his  commun- 
ity are  not  blind  to  his  utility  as  a  convenient  crutch  to 
lean  upon  when  cash  with  which  to  buy  post  office  or- 
ders in  favor  of  the  mail  order  houses  becomes  short. 

(To  be  continued  in  our  next  issue.) 


Husband"  Here's  a  strange  verse  in  Isaiah:  ''Cease 
ye  from  man,  whose  breath  is  in  his  nostrils/'  I  won- 
der what  it  means. 

Wife — I  should  call  it  a  command  for  wives  to  leave 
husbands  who  snore. 


There  was,  once  upon  a  time,  a  hardware  merchant 
who  was  too  busy  to  read,  too  busy  to  stop,  too  busy  to 
listen,  too  busy  to  look,  too  busy  to  learn,  too  (just 
then  the  sheriff  walked  in  at  the  door.) 


Omar  would  have  made  a  good  business  man.  Re- 
member his  words,  **Ah,  take  the  Cash  and  let  the  Credi 
It  go/'  J 


Help  us  to  make  Volume  3  better  than  Volume 
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A  Few  Letters  and  My  Replies  to  Them 

 Nebr,  Aug.  20. 

Dear  Sir  and  Friend: 

I  am  up  for  a  ten  minute  talk  on  the  subject,  ''Is 
Christianity  practical  in  business?''  I  know  of  no  one 
more  equal  to  all  occasions  than  you,  and  I  am  writing 
to  see  if  you  wouW  be  willing  to  give  me  a  thought  along 
this  line.  I  know  this  is  asking  a  great  deal  but  if  you 
have  a  thought  at  the  moment  without  going  to  any 
trouble,  I  assure  you  I  will  appreciate  it. 


Reply  to  Above 

Dear  Mr. 

Answering  yours  of  Aug.  20,  it  affords  me  pleasure 
and  profit  if  I  can  in  any  way  assist  you.  I  am  afraid, 
however,  you  have  overshot  the  mark  in  your  estimate 
of  my  ability,  as  you  express  it.  Upon  a  review  of  the 
subject  suggested,  my  views  may  be  along  a  different 
trend  and  not  in  accord  with  yours,  and  still  be  helpful. 
Christianity,  in  its  generally  accepted  term  by  the  mass- 
es, or  as  we  apply  it  when  we  say  ''America  is  a  Christ- 
ian nation,''  from  my  viewpoint  is  not  practical  in  busi- 
ness for  the  reason  that  it  is  largely  man's  interpretation 
and  conceived  and  enacted  from  the  application  selfish 
man  may  place  upon  it.  The  term,  as  generally  under- 
stood, is  a  misnomer.  The  Jew  is  a  Christian. .  All  the 
creeds,  cults  and  sects  are  under  the  Christian  banner 
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and  citizens  of  Christian  America.  Alas,  too  many  of 
them  use  the  cloak  of  their  profession,  their  church  mem 
bership,  and  their  so-called  Christianity  to  bolster  up 
and  cover  over  their  questionable  tactics  to  furlher  their 
selfish  ends.  Paul  sums  it  up  where  he  speaks  of  some 
men  being  saved  while  their  works  are  burned  up.  These 
burned  up  works  are  the  blunders  men  make  when  they 
do  wrong  under  belief  that  they  are  doing  right.  Suc- 
cess cannot  be  measured  by  time  or  occasion.  A  man 
may  be  successful  in  accumulating  wealth,  but  be  a  fail" 
ure  erstwhile.  If  thrs  is  the  kind  and  plane  of  Christian- 
ity you  would  base  your  deductions  upon,  I  am  forced  to 
the  conclusion  that  it  is  impractical,  unreliable  and  mis- 
leading, and  never  brings  credit  to  the  man  nor  honor  to 
his  profession.  But  I  think  I  understand  what  you  mean 
and  believe  that  your  question  embraces  a  deeper,  broad 
er  and  grander  view  of  the  subject.  Your  research  for 
truth,  if  happily  it  may  be  found  among  the  debris  of  so- 
called  Christianity,  will  uncover  the  Golden  Rule:  ''Do 
unto  others  as  you  would  that  others  should  do  unto 
you/^  You  mean  to  say,  *'Can  man  be  honest,  trustwor^ 
thy,  true  to  his  fellow  man  and  to  his  God,  can  he  be  re- 
fined gold  of  humanity,  and  with  and  retaining  these 
qualities,  be  successful  in  business?''  You  would  ask 
pointedly.  ''Is  the  Bible  standard  for  men  practical  in 
business?''  Without  reserve  I  positively  assert  that  it  is 
entirely  practical  and  carries  with  it  the  only  true  sue- 
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cess.  Business  carried  along  ethical  lines,  honorable 
dealing,  honest  intention  and  purpose,  by  the  plumbline 
of  rectitude,  is  today  demanded  by  the  world,  and  they 
are  willing  to  pay  for  it  at  par.  Success  means  giving 
honest  returns  in  thought,  word  and  deed,  for  value  re- 
ceived Failure  means  the  reverse  order,  dishonesty  in 
thought,  word  and  deed,  for  less  than  value  received. 
Upon  this  analysis  of  the  question  put  in  this  way  the 
world  today  is  demanding  that  their  hopes  and  desires 
for  better  things  be  realized.  Our  law  makers,  state  and 
national  are  continuously  erecting  barriers  to  protect  us 
from  the  plundering  of  the  so-called  Christian  manipula- 
tors. The  tables  of  the  money  changers  and  the  sellers 
of  merchandise  are  being  scattered  broadcast  from  with- 
in the  temple.  If  wrongdoing  must  be  carried  on  it  can 
no  longer  succeed  under  the  cloak  of  the  church  and  so- 
Cilled  Christianity.  Secretary. 

Letter  No.  2 
 Nebr.,  Aug.  27. 

Friend  Roberts: 

What  will  you  charge  us  for  one  of  those  price  rec- 
ords and  you  fill  it  out  with  prices  we  ought  to  buy  at  in 
this  territory?   

Reply  to  Above 

Dear  Sirs: 

Answering  yours  of  Aug.  27,  I  respect  your  breadth 
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of  inquiry,  and  if  at  all  practical  would  try  and  favor  you. 
However,  when  you  consider  the  endless  lines  embraced 
and  of  how  little  use  it  would  be  in  a  country  stock,  it 
would  simply  be  head  knowledge  and  no  special  need  to 
put  it  to  in  your  daily  routine.  Let  me  suggest  a  prac- 
tical profit  making  use  of  the  card  index:  First,  order  a 
set  costing  you  $1.50  f.  o.  b.  your  town.  Get  it  either 
through  me  or  direct  from  the  national  office.  When 
you  get  it  determine  to  utiUze  and  keep  it  up  to  date, 
although  I  must  say  right  here  you  will  find,  owing  to 
the  unsettled  condition  of  the  market,  strenuous  work 
to  keep  track  of  prices  for  a  time.  Nevertheless,  advanc- 
ing markets  should  be  followed,  and  as  fast  as  inquiry 
developes  a  new  price  upwards,  your  goods  on  hand 
should  be  advanced  at  retail  in  the  column  on  the  card 
for  that  purpose.  The  cards,  if  kept  up,  will  give  you  a 
complete  cost  and  selling  price  and  source  of  supply  at 
the  best  prices.  I  have  a  great  many  inquiries  from 
members  for  special  prices  on  numerous  lines  that  are 
at  times  irregular.  Let  me  illustrate  that  by  a  case-  in 
point.  See  pages  7  and  8  August  Ironmonger.  I  had  a 
case  a  few  days  ago  where  a  member  stated  the  best 
price  he  could  get  on  14  Stillson  wrenches  from  the  job- 
bers was  from  73c  to  86c,  against  M.  W.  &  Co.  price  of 
70c.  I  put  him  in  touch  with  a  price  of  59c.  Drum  traps 
1.13  against  M.  W.  &  Co.  85c.  I  got  him  a  source  of 
•  supply  at  76c.   And  so  it  goes.    These  and  many  other 
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things  are  Droper  matter  for  record  in  the  card  index, 
and  you  will  soon  become  m.aster  of  the  situation  and 
vour  business  becomes  a  pleasure  and  a  profit.  The  great 
trouble  is  our  bovs  hate  to  tackle  that  part  of  their  busi- 
ness that  makes  it  a  pleasure,  they  simpiv  drift,  drift, 
drift,  nowhere.  You  will  find  as  you  develop  this  it  will 
become  extremely  fascinating.  I  would  suggest  that  von 
keep  a  memo  book  in  vour  pocket  for  the  purpose  of  jot- 
ting down  things  as  thev  occur  to  vour  mind  from  time 
to  time.  (T  can  send  you  one  of  the  N.  R.  H.  A.  at  no 
charge.)  Then  as  you  ge^  a  chance  obtain  price  and  the 
source  of  supplv,  and  the  first  thing  you  know  vou  will 
have  a  knowledc^e  and  power  that  is  priceless.  Of  what 
value  would  a  doctor  be  to  us  that  does  not  keep  un 
with  the  advanced  thoughts  and  utilities  of  the  times? 
So  it  is  with  the  hardware  business,  and  when  I  say 
hardware  I  don't  mean  junk  shop.  You  are  more  than 
welcome  to  use  me  at  any  time.  That  is  what  I  draw 
my  salary  for,  and  am  anxious  to  earn  it.  Secretary. 
Letter  No.  3 
—   Nebr.,  Aug.  29. 

Dear  Sir: 

A  couple  of  days  ago  a  man  was  here  repres^inting 
the  Merchants  Syndicate  of  Chicago,  who  wanted  to  sell 
a  share  a^  $125.  Says  it  is  cooperative,  and  seemed  to 
be  along  the  right  line.  1  did  not  invest.  Any  informa- 
tion that  you  can  furnish  me  along  this  line  will  be  glad"^ 
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ly  received,  as  I  feel  that  you  know.   

My  Reply  to  Above 

Dear  Mr.  - 

Answering  your  favor  of  the  29th,  I  can  only  answer 
your  question  from  a  personal  viewpoint.  I  do  not  think 
that  the  Merchants  Syndicate  Co/s  scheme  fo^  enlarging 
and  making  permanently  profitable  the  business  of  a 
progressive  merchant  is  what  they  claim  for  it.  I  haye 
made  inquiry  nearly  all  over  the  state  and  the  exception 
is  the  rule  where  a  merchant  has  even  gotten  back  the 
the  first  cost  of  the  outfit.  I  consider  it  simply  as  a 
crutch  to  be  used  by  the  merchant  who  has  no  initiative. 
From  the  study  you  have  given  it,  you  have  no  doubt  ar- 
rived at  the  conclusion  that  it  is  a  90%  following  of  the 
mail  order  system,  which^simply  operates  to  further  ed- 
ucate your  customers  to  the  utilities  and  infallibilities  of 
mail  o;der  business,  and  places  you  as  a  merchant  in  the 
nonentity  class.  If  a  merchant  wants  to  do  a  mail  order 
or  catalogue  business  with  his  customers  and  place  in 
the  background  his  stock  of  goods,  and  his  efforts  to  fur- 
nish the  trade  what  they  need,  then  I  would  recommend 
this  Syndicate  scheme.  But,  on  the  other  hand,  if  a 
merchant  desires  to  build  up  a  substantial  well  directed 
line  of  busines,  then  all  he  Synd'ca  e  catalogue  is  gocd 
for  is  to  pick  up  orders  on  the  regular  lines  that  he  does 
not  carry  in  stock.  The  question  arises  whether  you  can 
afford  to  expend  $125  for  that  purpose.     National  Sec- 
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retary  Corey  does  not  endorse  it.  You  wi^l  have  to  be 
largely  guided  by  your  own  judgment  in  the  matter,  as 
these  are  simply  my  viewpoints.  Secretary. 

Letter  No.  4 

— Aug.  17. 

My  Dear  Mr.  Roberts: 

I  have  received  the  Nebraska  Ironmonger  for  Aug. 
and  have  read  your  editorial  covering  the  war  outlook. 
I  am  going  to  meet  your  estimate  of  my  general  charac- 
ter and  kick.  The  first  thing  that  1  am  going  to  kick 
about  is  that  on  the  first  page  you  say  that  thethermom 
eter  is  90  degrees  in  your  office,  and  your  last  behest  in 
winding  up  your  editorial  is  "Keep  Cool."  Now  I  would 
like  to  know  how  I  am  to  keep  C3ol  in  the  face  of  war 
and  the  thermometer  being  90  degrees  in  your  office.  It 
Can't  be  done,  and  yet  you  call  me  a  kicker.  The  second 
kick  refers  to  the  way  you  spell  ''hell."  My  experience 
is  that  this  word  is  always  entitled  to  the  dignity  of  a 
capital  H.  When  you  have  experienced  as  much  of  it  as 
I  have  you  will  not  be  so  disrespectful  as  to  spell  it  with 
a  little  h.  Apart  from  these  two  criticisms  your  com* 
ment  on  the  European  situation  is  first  class.  You  have 
my  best  regards. 

My  Reply  to  Above. 
Dear  Mr.  -     -  — 

Yo'ir  esteemed  criticism  of  Aug.  16  is  accepted  by 
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yours  truly  in  a  spirit  of  urbanitv,  and  will  endeavor  to 
answer  yo!',  al  er-idem.  To  your  fir^t  kick  I 
answer  nil-desperandum— mind  is  superior  to  matter. 
Keep  cool.  To  your  second— hell  is  a  creation,  accord- 
ing to  our  viewpoint,  and  is  dignified  by  a  capital  H  from 
our  own  initiative.  In  Nebraska  there  are  many  at- 
tempts at  man-made  hells,  but  they  nearlv  all  die  a  born- 
ing.  Therefore,  being  neither  person,  place  nor  thing, 
we  refuse  to  capitalize  a  theory  or  state  of  existence. 
Thus  summarily  disposing  of  your  urbane  criticism,  I 
have  but  to  thank  you  for  the  compliment  paid  me,  and 
pleasurably  subscribe  myself,  Obiter-Dictum. 


Range  Peddlers 
So  far  this  year  we  have  heard  nothing  from  the 
members  regarding  these  pirates.  How  about  it,  have 
you  driven  them  from  the  field,  or  are  they  still  at  it? 
Remember  we  are  prepared  for  them  and  only  await  the 
word  from  the  firing  line  to  drop  in  their  path  cold  steel 
facts  that  will  put  them  to  rout  every  time.  Don't  wait 
until  they  are  with  you.  Keep  your  ear  to  the  ground 
and  listen  for  the  least  sign  or  sound  and  write  me  at 
once. 


The  man  who  is  not  smart  enough  to  make  enem- 
ies is  not  smart  enough  to  make  money. 
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We  are  just  in  receipt  of  the  Successful  Merchant, 
for  August,  and  note  the  apparently  new  aggressive  spir- 
it it  has  assumed.  Also  observe  that  our  National  Bul- 
letin, September  number,  is  again  using  the  pink  insert 
sheets  under  the  wing  of  the  Price  and  Service  Bureau, 
announced  as  continued.  Notice  also  on  page  S32  of  the 
Successful  Merchant  the  unqualified  endorsement  of  Ex- 
President  L.  C.  Abbott  and  2^  Vice  Pres.  C.  T.  Wood- 
ward. All  this  would  tend  to  show  that  the  breaches 
have  been  repaired,  all  things  are  lovely  and  the  goose 
hangeth  high.  We  have  always  conceded  that  the  Suc- 
cessful Merchant  was  a  great  help  to  the  retailer  and 
have  urged  upon  our  members  subscribing  for  this  mag- 
azine and  therby  availing  themselves  of  Factory  to  Re- 
tailers, where  their  jobbers  could  not  or  would  not  meet 
competitive  prices.  In  other  words,  we  have  always  ad- 
vocated jobber  first,  but  not  at  a  premium.  Now  that 
the  Price  and  Service  Bureau,  the  Trade  Relations  Com- 
mittee and  Friend  Bowes  are  pulling  on  the  one  towline 
it  stands  our  members  in  hand  to  see  to  it  that  the  job* 
ber  meets  the  quotations  of  the  Successful  Merchant  or 
stand  aside  in  their  attempts  to  block  the  channels  of 
distribution,  at  prices  that  enable  us  to  meet  competi- 
tion. Look  into  this  for  yourself.  It  is  an  important 
and  vital  issue. 


Don't  let  your  competitor  walk  over  you  until  yoo 
<ire  six  feet  under  the  ground. 
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We  have  an  interesting  letter  from  M.  J.  Wicker- 
sham,  of  Weeping  Water,  who  has  just  returned  from  a 
few  weeks  trip  to  St.  Petersburg,  Fla.  He  describes  the 
effect  of  his  outing  on  his  general  health  and  renewed 
efficiency  as  being  born  again.  He  recommends  to  the 
hardware  man  who  has  that  tired  feeling,  a  trip  to  the 
Southland.  He  says  it  has  all  a  man  needs  to  make  him 
over  new,  a  beautiful  country,  full  of  flowers,  fruit,  mel- 
ons, pretty  women,  and  fine  ozone  to  help  enjoy  them. 
In  an  explosive  mood  he  exclaims,  *'0h,  it  is  great,  and 
the  first  time  I  got  the  worth  of  my  money.''  It  wouid 
mean  a  longer  life  to  many  of  us  to  get  away  from  the 
steady  grind  for  awhile,  and  be  better  men  and  mer- 
chants for  the  change. 


Do  you  read  trade  papers?  If  you  are  a  subscriber 
to  Iron  Age-Hardware,  read  on  pages  50  and  51  ''Gilt 
Edge  Security."  Su:h  experience  may  be  applied  by 
you.  This  may  or  may  not  be  a  clever  production  of  the 
editorial  staff,  but  it  is  truth  just  the  same. 


Visitors  the  past  month  were,  J.  R  Trexler,  Bennet, 
D.  H.  Thomas  and  wife,  Hubbell,  Dan  Kavanaugh,  Fair- 
bury,  Geo.  Talbot,  Verona,  and  W.  H.  Town,  Lincoln. 


Square  dealing  is  the  business  man's  sun  of  success. 
By  walking  directly  toward  it  all  shadows  are  behind. 
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Our  Monogram 
We  are  in  receipt  of  letters  and  stationery  from  our 
members  in  all  parts  of  the  state  with  the  new  coat-of- 
arms-  Nobility,  Rightdoing,  Honesty,  Activity.  Say, 
they  look  good  to  me.  I  am  more  proud  of  that  than  of 
my  wife's  new  bonnet.  Can't  we  have  our  padlock  mon- 
ogram on  the  stationery  of  all  our  members?  It  looks 
fine  and  stands  for  all  it  indicates.  Postpaid  only  35c  a 
pair.   Send  stamps. 


We  believe  in  a  head  to  work,  a  brain  to  think,  and 
a  heart  to  love. 


FRANK  LAHR,  Lincoln 


— Wholesale  Distributing  Agent— 

American,  Ellwood,  Royal  and  Union  Lock 
Wire  Fence  and  Gates 

We  carry  a  wholesale  stock  in  Lincoln.  Orders 
filled  day  received.  Agents,  send  me  your  orders 
and  get  prompt  action. 
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A  Few  Don'ts 
Don't  give  away  your  goods,  you  can't  replace  them. 
Don't  sell  out  your  business,  there  never  was  a  bet- 
ter time  to  keep  it. 

Don't  put  off  buying  your  needs,  you  won't  buy  them 
cheaper  for  some  time  to  come. 

Don't  go  to  sleep  at  the  switch,  others  will  make 
money,  why  not  you? 

Don't  fail  to  see  your  opportunity,  make  profit  to- 
day. 


Business  Epigrams 
A  little  flattery  now  and  then  makes  customers  of 
many  men. 

Conduct  your  business  as  though  you  were  living  in 
a  glass  house. 

The  man  who  fails  in  business  gets  a  lot  of  sympa- 
thy, but  not  a  bit  of  praise. 

If  things  don't  come  your  way,  get  some  other  way. 

Common  sense  should  tell  you  when  to  start  any- 
thing, but  it  takes  good  judgment  to  know  when  to  stop. 

The  woman  who  doubts  an  honest  bargain  adver- 
tisement will  believe  every  word  a  ten-cent  fortune  teller 
tells  her. 
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Insurance  Report  for  August 
Insuv-ance  in  force         -         •  $2,024,600.00 
Cash  balance         -         -         -  23,597.40 
Dividends  to  m?mbers         -         -  534.74 
Losses  paid         -         -         -  2,030.96 
A  word  in  season  to  the  duty  we  owe  to  practically 
the  only  Nebraska  mercantile  insurance  company  in  ex- 
istence: 

Less  than  eight  years  ago  there  were  twelve  stock 
and  mutual  companies  located  and  doing  business  in 
Nebraska.  What  has  become  of  them?  Why  are  they 
not  doing  business  in  competition  with  eastern  stock 
companies  today?  Why  could  they  not  withstand  the 
pressure?  The  history  of  each  individual  company  can 
answer  you.  The  N.  H.  M.  LC.  slanr's  alone  for  justice 
as  against  wrongful  unjust  discrimination.  The  writer 
is  in  a  position  to  know  to  what  extent  the  eastern  com- 
panies carry  on  this  nefarious  business  of  robbing  Peter 
to  pay  Paul  policy  the  state  over.  We  assert  that  it  is 
the  prerogative  of  lavv^  to  step  in  and  say  that  you  must 
make  an  equal  rate  on  equal  hazard  to  all  alike,  irre- 
spective of  person,  place  or  conditions,  and  not  until  it 
does  shall  we  have  justice  and  equity  in  the  insurance 
game*  Insurance  protection  is  largely  a  tax  and  is  pa'd 
by  the  assured  on  the  basis  of  a  rate  fixed  on  the  hazard 
to  protect  him  against  loss.  Each  risk  has  a  physical 
hazard  upon  which  is  based  the  levy  or  tax  sufficient  to 
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carry  a  fund,  sufificient  to  pay  these  losses  as  they  may 
occur.  In  other  words,  you  place  in  our  hands  such 
funds,  and  as  it  is  needed  we  re-distribute  for  the  bene- 
fit of  the  assured.  Should  you  pay  less  than  your  just 
proportion  according  to  your  hazard  you  are  a  gainer  to 
that  amount  and  the  funds  in  the  hands  of  your  com- 
pany are  diminished  to  that  extent,  and  the  larger  and 
more  extensive  the  discrimination  the  more  dangerous 
the  policy  for  the  standing  of  your  company  and  its  abil- 
ity to  re-Jistiibute.  Perhaps  this  explains  why  so 
many  have  found  it  unprofitable  to  do  business  in  this 
state.  This  company  composed  entirely  of  hardware 
merchants  is  unique  in  its  make-up,  its  policy  and  its 
way  of  doing  business.  Its  plan  of  returning  profits  to 
its  corporate  members,  however,  contains  an  element  of 
weakness  that,  unless  guarded  against,  might  destroy  its 
usefulness.  The  eastern  stock  companies  recognized 
this  weak  spot  some  years  ago  and  have  strenuously  as- 
sailed it  ever  since.  Ihey  discovered  that  in  cutting 
rates  much  below  legitimate  cost  it  would  further  injure 
us  25%  to  33K%  beyond  their  cut,  if  we  met  them  and 
continued  to  return  profits  to  our  members.  Until  Jan- 
uary 1914  we  were  willing  victims  for  eight  years,  and  it 
is  a  wonder  we  exist.  As  an  illustration  we  will  say 
that  a  tariff  rate  is  $2,  they  would  write  it  at  $1  net,  and 
compel  us  to  write  at  from  66%c  to  75c.  If  there  were 
no  funds  needed  to  pay  losses,  etc.,  this  would  work  no 
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particular  injury  to  us,  but  as  they  do  occur,  and  in  re^ 
cent  years  increasingly  heavier,  even  to  the  extent  that 
in  1913  the  eastern  stock  companies  paid  out  more  mon- 
ey in  losses  and  expenses  than  they  received  in  ^'ebras^ 
ka,  and  we  paid  out  nearly  as  much  as  we  received,  you 
can  readily  see  how  it  operated.  Your  hoard  of  directors 
in  their  wise  counsel  perceived  the  danger  signal  ^nd 
said,  *'If  we  are  a  mutual  company  writing  our  own  pro- 
tection and  receiving  back  any  profils  .hat  accrue  there- 
from, it  is  just  that  each  pay  a  tax  on  a  basis  that  will 
not  disbriminate  against  any  other  member  of  this  com- 
pany in  any  part  of  the  state/'  Their  counsel  was  wise 
and  opportune  and  the  results  of  the  campaign  along 
this  line  since  last  January  have  proven  the  wisdom  of 
their  forethought,  as  our'losses  are  heavier  this  year 
to  date  than  they  have  been  since  1911,  and  still  our  net 
surplus  balance  is  as  large  as  January  1,  1914.  We  are 
working  along  lines  that  are  safe,  sound  and  sure,  but 
we  must  have  more  hearty,  unselfish  cooperation  from 
our  members.  Don't  expect  someihing  for  nothing  not 
even  insurance  -e>pecially  when  getting  it  at  the  cost  of 
justice  and  fairness  to  others.  VV^e  are  all  one  corporate 
body— let's  work  for  the  best  interests  of  all  alike. 


'  If  you  have  a  good  cash  register  that  you  want  to 
sell,  send  full  particulars  and  price  to  Box  125.  Burwell, 
Nebraska. 
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A  Word  in  Season 
The  state  is  covered  with  smooth,  high  priced  spec- 
ialty salesmen-  men  who  are  adapted  to  their  profession 
by  training  and  experience,  with  manners  suave,  shrewd 
and  magnetic.  Be  careful  how  you  fall  to  their  allure- 
ments or  you  may  regret  it  later.  If  your  intuitive  judg- 
ment says  ''No''  to  their  tempting  arguments  sMck  by 
that  silent  monitor  and  let  nothing  they  can  say  or  do 
change  you,  and  you  will  appreciate  my  advice.  We  all 
have  our  weak  moments-  lef  s  be  guarded. 


For  Sale,  at  cost  and  carriage,  one  of  the  best  estab 
lished  and  finest  equipped  hardware  stores  in  Nebraska, 
situated  in  large  city  in  eastern  part  of  the  state.  Will 
invoice  about  $20,000  and  can  be  reduced  at  option,  sales 
in  1913  about  $50,000,  and  capable  of  expansion,  rent  is 
reasonable.  Owners  outside  interests  demand  his  per- 
sonal attention.   Address  this  office  for  particulars. 


Wanted— A  good  hardware  man.  Prefer  one  who 
has  had  some  furniture  experience  and  who  would  be 
willing  to  assume  some  of  the  responsibilities  of  the 
store.   Address  P.  P.,  care  this  office,  giving  particulars. 


Unsuccessful  business  men  burden  themselves  withi 
tomorrow's  troubles  instead  of  today's  duties. 
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OFFICERS 


H.  J.  Hall,  Lincoln 
F.  W.  Ebinger,  Plainview 
Nathan  Roberts,  Lincoln 
Ernst  Hoppe,  Lincoln 

DIRECTORS 


Thomas  Nelson 

Springfield 

M.  D.  Hussie 

Omaha 

J.  F.  Goehner 

Seward 

Ernst  Hoppe 

Lincoln 

L.  F.  HoUoway 

Fremont 

Nathan  Roberts 

Lincoln 

S.  C.  Oaks 

Seward 

Dan  Kavanaugh 

-  Fairbury 

C.  K.  Lawson 

Hastings 

file  Besty  Safest  and  Gheapett  Insurance  Going 


President 
Vice  President 
Secretary 
Treasurer 


National  Game  Laws 

Effective  Oct.  1, 1913 


Take  notice,  this  may  affect  you  in  your  ex- 
pected sale  of  shells  and  ammunition  for  this  and 
following  years. 

Note  that  Nebraska  is  in  Zone  One.  That  a 
daily  closed  season  on  all  migratory  birds  shall  ex- 
tend trom  sunset  to  sunrise.  . 

A  closed  season  shall  continue  between  January 
1st  and  October  3lst,  both  inclusive,  of  each  year, 
on  all  migratory  birds  passing  over  or  at  rest  on 
the  Missouri  river  between  its  mouth  and  Bismarck 
North  Dakota. 

The  closed  season  on  water  fowl  shall  be  be- 
tween December  16th  and  September  1st,  next  fol- 
lowing. 
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President 
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To  the  Price  Cutter 


Tell  me  not  in  smiling  numbers 
Selling  costs  are  what  they  seem, 
And  the  man  who  cuts  for  orders 
Gets  the  lion's  share  of  cream. 

If  you  strive  to  build  a  business 
Do  not  be  a  human  sieve- 
Letting  leak  your  needed  profit, 
Trusting  luck  will  let  you  live. 

Lives  of  dead  ones  all  remind  us 
What  it  means  to  sell  on  guess— 
Their  departure  makes  us  keener 
To  sell  right,  and  not  sell  less. 

For  no  trade  can  long  be  loyal 
To  a  man  who's  all  regrets— 
Can't  deliver— who's  just  living 
On  the  interest  of  his  debts. 

Live  and  laugh  and  work  and  prosper, 
Know  your  costs  ^md  sell  at  GAIN, 
And  continue  doing  business 
When  Price  Pikers  Cut  in  Vain. 
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Don't  Give  In 


If  of  life  you've  made  a  failure- 
Do  not  whimper 
Or  give  in. 

Be  a  good  game  sport, 

Remember,  worry  only 
Makes  you  thin. 

On  life's  ladder  to  success 
Folks  are  laughing 
All  the  while. 

Your,  sour  face  is  out  of  place, 
Try  and  swap  it 


For  a  smile. 


A.G 
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Exists  for  Betterment  of  Men  and  Merchants 


The  Ten  Commandments 


(Upon  which  hang  the  law  and  the  profits  of  the  business  world) 

1  Thou  shalt  not  wait  for  something  to  turn  up,  but  thou 
shalt  pull  off  thy  coat  and  go  to  work  that  thou  mayest  prosper 
in  thy  affairs  and  make  the  word  ^'failure"  spell  "success/' 

2  Thou  shalt  not  be  content  to  go  about  thy  business  look- 
ing like  a  loafer,  for  thou  shouldst  know  that  thy  personal  ap- 
pearance is  better  than  a  letter  of  recommendation. 

3  Thou  shalt  not  try  to  make  excuses  for  thy  failure  nor 
shalt  thou  say  to  those  who  chide  thee  for  lack  of  judgment,  "I 
don't  think." 

4  Thou  shalt  not  wait  to  be  told  what  thou  shalt  do,  nor 
in  what  manner  thou  shalt  do  it,  for  thus  may  thy  days  b2  long 
in  the  job  which  fortune  has  given  thee. 

5  Thou  shalt  not  fail  to  maintain  thine  own  integrity,  nor 
shalt  thou  be  guilty  of  anything  that  will  lessen  the  good  respect 
of  others  for  thyself. 

6  Thou  shalt  not  covet  the  other  fellow's  job,  nor  his  sal- 
ary, nor  the  position  he  hath  gained  by  strict  attention  to  duty 
and  his  own  hard  labor. 

7  Thou  shalt  not  fail  to  live  within,  thy  income,  nor  shalt 
thou  contract  any  debts  when  thou  canst  not  see  thy  way  clear 
to  pay  them. 

8  Thou  shalt  not  be  afraid  to  acknowledge  the  Lord  thy 
God,  for  it  is  He  that  giveth  thee  the  power  by  which  thou  art 
able  to  labor  and  get  wealth. 

9  Thou  shalt  not  hesitate  to  say  '*No"  when  thou  meanest 
*'No,"  nor  shalt  thou  fail  to  remember  there  are  times  when  it  is 
unsafe  to  bind  thyself  by  a  hasty  judgment. 

10  Thou  shalt  give  every  man  a  square  deal,  This  is  the 
last  and  great  commandment,  and  there  is  no  other  like  unto  it. 
Upon  this  commandment  hang  all  the  law  and  the  profits  of  the 


business  world. 


FRED  W.  PARK. 
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Help  Wanted 

''I  need  a  man,"  said  the  Merchant  Prince,  "to  work  in  my 
stately  store;  I'll  pay  him  well  when  he  starts  to  work,  and  soon 
I  will  pay  him  more.  I  want  a  man  with  a  spirit  clean  and  an 
honest  hopeful  face,  I  want  a  man  with  an  earnest  wish  to  climb 
to  the  highest  place.  I  have  sought  him  high  and  I  have  sought 
him  low,  and  Fm  almost  in  despair;  I've  hunted  all  through  the 
billiard  halls,  and  didn't  find  him  there.  I  want  a  man  with  a 
purpose  high  that  always  he  keeps  in  view;  I  want  a  man  with  a 
soul  attuned  to  the  things  that  are  good  and  true;  a  youth  who 
knows  that  the  rich  rewards  are  not  for  the  idle  shirk;  a  youth 
who  comes  from  a  pleasant  home,  and  comes  with  a  zest  for 
work;  I  have  sought  this  youth  till  my  feet  are  tired,  and  my 
mind  is  filled  with  care,  I  looked  for  him  in  the  grog  bazaars, 
and  I  didn't  find  him  there.  I  want  a  youth  with  a  healthy 
mind,  who  sees  that  the  world  is  good,  who  knows  that  the  men 
who  win  belong  to  industry's  brotherhood;  I  want  a  youth  who 
would  rather  own  a  dime  that  is  fairly  earned  than  rolls  of  gold 
that  were  won  at  night  in  a  room  where  the  cards  are  turned; 
alas!  alas!  such  a  golden  youth  in  this  weary  old  world  is  rare! 
I've  looked  and  looked  where  the  loafers  rest,  and  I  didn't  find 
him  there."  WALT  MASON. 
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The  Cave  of  Gloom 


By  Walt  Mason 


James  Bonehead  runs  the  ginseng  store.  His 
brow  with  gloom  is  clouded  o'er.  He  used  to  have 
a  decent  trade,  but  now  it's  fallen  and  decayed.  He 
blames  his  troubles  on  his  clerks.  *They  are  a  set 
of  idle  shirks/'  he  often  says,  "and  that's  no  dream, 
not  one  of  them  has  any  steam.  When  I  go  into 
other  stores  and  see  the  clerks  skip  round  the  floors 
with  vim  in  every  move  they  make,  I  feel  as  though 
my  heart  would  break.  Why  am  I  doomed  to  have 
employed  cheap  skates  whose  heads  are  but  a  void? 
If  I  had  bright  and  active  clerks  you'd  see  my 
blamed  old  ginseng  works  get  back  the  trade  that 
once  it  had,  and  take  in  buck  and  bone  and  scad." 
James  Bonehead  soon  might  cease  to  fret  if  he 
would  an  example  set,  if  he  would  hump  around 
his  shack,  and  smile  clear  round  his  face  and  back, 
and  look  and  act  as  though  he  thought  the  world  a 
pretty  decent  spot,  he'd  find  his  clerks  would  do 
the  same,  they'll  always  play  the  boss's  game.  No 
man  with  wormwood  in  his  chest  can  from  his 
hirelings  get  their  best. 
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The  Things  that  Count 


Not  what  we  have,  but  what  we  use: 
Not  what  we  see,  but  what  we  choose 

These  are  the  things  that  mar  or  bless 
The  sum  of  human  happiness. 

The  things  near  by,  not  things  afar: 
Not  what  we  seem,  but  what  we  aie— 

These  are  the  things  that  make  or  break, 
That  gives  the  heart  its  joy  or  ache. 

Not  what  seems  fair,  but  what  is  true: 
Not  what  we  dream,  but  what  we  do - 

These  are  the  things  that  shine  like  gems, 
Like  stars  in  Fortune's  diadems. 

Not  as  we  take,  but  as  we  give: 
Not  as  we  pray,  but  as  we  live— 

These  are  the  things  that  make  for  peace, 
Both  now  and  after  time  shall  cease. 


Phoebe  Carey.  1824-1871. 
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Advertising 


Old  Grocer  Griggs  sold  me  some  figs  and  called  them  fresh 
and  sweet;  but  they  were  old  and  full  of  mold,  they  were  not  fit 
to  eat  I  gave  the  pigs  those  measley  figs  and  e'en  the  porkers 
balked,  each  smelled  the  fruit  with  wrinkled  snoot  and  acted 
badly  shocked.  Then  I  told  Jones  in  caustic  tones  about  those 
figlets  stale,  and  he  told  Brown  who  went  through  town  distrib- 
uting the  tale.  Oh,  Brpwn  told  Smith,  and  he,  forthwith,  told 
Black  and  White  and  Green,  and  they  told  Jinks,  and  he,  me- 
thinks,  told  ten  or  seventeen.  And  so  those  figs  I  bought  from 
Griggs  kicked  up  a  famous  fuss,  and  people  cried,  "That  blamed 
old  snide  will  get  no  coin  from  us!"  Now,  here  my  rede!  Each 
crooked  deed  gets  just  that  kind  of  fame,  each  little  fraud  is 
spread  abroad  till  people  hoot  your  name.  You  cannot  beat  a 
man  or  cheat,  but  that  you  suffer  worst,  and  every  time  you 
sneak  a  dime  your  fame's  set  back  a  verst.  Thus  Grocer  Griggs, 
by  selling  figs  unseemly  and  unfit,  made  seven  cents,  but  many 
gents  who  dealt  with  him  have  quit. 


WALT  MASON, 


irhe  -  Nebraska  -  Retail  -  Hardware 
Association 

OFFICERS 

F.  W.  Arndt,  Blair       -       ■       -  President 


DIRECTORS 

J.  J.  Jennings  -  Gothenberg 
H.  L.  Scofield  -  -  Lincoln 
Wm.  Kinzel  -  ■  Wisner 
F.  D.  Burnett  ■  Omaha 
Fred  Pelz  -  Blue  Hill 
J.  W.  Armstrong     -  Auburn 


Chas.  Ammon,  David  City  - 
Nathan'  Roberts,  Lincoln 
W.  C.  Klein,  Milford 


Vice  President 
Secretary 
Treasurer 


Exists  for  Betterment  of  Hen  and  Merchants 


A  Red  Hot  One 


The  following  hot  one,  right  off  the  bat,  was 
handed  out  recently  to  the  credit  department  of  a 
furnace  concern: 

dear  Sirs  I  got  your  letter  askin  for  a  Lis  of 
Assets  and  Liabilittes  now  I  tole  you  wen  i  sent 
in  that  order  that  I  was  keeping  a  Genrul  Store 
and  i  don't  keep  sich  things  as  Assets  and  Liabit- 
ies  on  hand  and  besides  if  i  did  it  aint  none  of  your 
darn  bizness  how  manie  i  got  no  how.  they  was  a 
feller  nosin  around  here  yesterday  wot  said  as  how 
his  name  was  R  g  dunn  &  Company  and  he  asted 
me  how  much  money  did  i  have  and  i  kicked  him 
clear  inter  the  middle  of  next  Sunday.  I  tell  you 
i  wont  have  no  meddlin  in  my  bizness  i  am  as  good 
as  any  man  and  a  darnsite  bettern  some  if  you 
don't  want  to  sel  me  them  goods  why  say  so  and 
pleas  anser  by  next  male.    Your  fren^ 
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The  R  R.  H.  A.  is  a  pool- 
ing proposition.  Put  in  all  you 
know,  take  out  all  you  can  car- 
ry away,  and  what  you  take  a- 
way  is  in  reality  what  you  put 
in.  We  keep  things  by  giving 
them  away. 
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We  have  just  returned  from  attending  our  national 
Secretaries  Conference  held  in  Chicago,  Oct.  13-15,  and 
I  am  glad  to  report  that  28  states  were  represented,  and 
everyone  on  the  job  every  moment  of  two  sessions  per 
day,  from  9  to  12  and  2  to  5,  during  the  three  days.  No 
set  speeches  or  hot  air,  our  hearts  and  heads  at  work 
continuously  for  the  betterment  of  the  craft.  The  effort 
and  work  going  out  from  this  the  very  heart  beat  of  our 
hardware  associations  should  and  will  make  for  uplift 
and  better  things,  and  its  influence  will  be  felt  within 
the  confines  of  our  nation.  If  the  rank  and  file  would 
only  cooperate  with  our  efforts  for  better  and  more  prof- 
itable business,  the  harvest  would  be  golden  grain  in- 
stead of  chaff.  The  only  tangible  weakness  in  our  work 
is  the  absolute  lack  of  initiative  and  cooperation  and  ef- 
fort on  the  part  of  those  whom  we  are  trying  to  help. 
If  the  writer  should  today  proclaim  to  the  members  a 
way  to  overcome  all  differentials  between  the  price  you 
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pay  and  the  price  you  should  pay,  it  would  be  of  little 
interest  to  the  large  majority.  The  few  who  are  alive  to 
the  issues  are  making  profits  as  they  never  did  before, 
and  the  m.  o.  competition  has  no  terrors  for  them.  Our 
national  officers  have  in  past  and  are  daily  issuing  infor- 
mation to  the  anxious  inquirer  that  puts  him  right.  If 
you  are  hungry  and  don't  say  so,  how  are  we  to  know 
it?  If  you  need  help  why  not  express  it?  Do  you  think 
information  will  be  wafted  on  the  morning  breeze  by 
wireless?  No  such  thing.  There  are  those  worthy  and 
those  unworthy,  and  the  back  number  who  is  only  will- 
ing to  gain  at  others  cost  is  not  entitled  to  it  nor  cannot 
get  it.  There  is  not,  I  dare  say,  a  single  price  question 
that  worries  you  and  retards  your  work,  that  cannot  find 
an  affirmative  response  to  your  relief,  but  you  must  put 
forth  the  effort  for  your  own  good  or  there  is  nothing 
doing.  Information  is  only  free  to  those  who  know  its 
value.  The  state  of  Nebraska,  as  are  other  states,  is 
overcrowded  with  wouldbe  hardware  men  that  know 
nothing  of  the  game  and  were  better  back  on  the  farm, 
but  even  to  such  we  are  willing  to  extend  the  helping 
hand  if  they  will  wake  up  to  their  own  interests  and  not 
lay  back  and  retard  the  progress  of  those  who  do  know 
the  way  and  means  to  success.  To  such  we  would  ser- 
iously say,  be  guided  by  the  experience  of  those  who  do 
know  how,  and  whom,  if  you  in  your  non-experience 
could  see  and  admit  it,  would  to  you  be  an  asset  instead 
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of  a  liability.  Did  you  ever  think  of  it-  the  moment  you 
cut  a  price  below  a  competitor  who  knows  what  goods 
should  be  sold  at,  that  moment  you  cease  to  work  for 
yourself  and  your  family  and  your  whole  aim  is  to  de- 
stroy the  other  fellow,  and  oftener  than  otherwise  you 
accomplish  your  own  undoing.  Let's  use  common  sense 
in  our  business,  and  if  you  can't  and  have  to  meet  shady 
competition  from  abroad,  that  your  jobber  wont  help  you 
out  on,  give  us  a  chance  at  it  and  we  will  help  you  get 
it.  Big  things  are  brewing,  so  says  our  national  secre- 
tary, some  of  these  fine  days  the  pickings  will  be  slim 
for  the  m.  o.'s.   But  you've  got  to  help. 

Editor. 


Wanted:-^ Position,  by  good  practical  hardware  man 
and  tinner,  married,  no  family,  age  36.  Address,  J.  F. 
Davis,  Wilber,  Nebr. 


Wanted:-  Position  in  country  store,  by  an  Al  hard- 
ware man.  Best  of  reference.  Address,  Theo.  Yelkin, 
Firth,  Nebr. 


Men  are  not  creatures  of  circumstances—circum- 
stances are  creatures  of  men. 


The  chains  of  habit  are  generally  too  strong  to  be 
felt  until  they  are  too  strong  to  be  broken. 
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Conditions  as  they  Appear 
The  war  cloud  that  broke  upon  the  European  hori- 
zon three  months  ago  created  in  our  country  more  super 
fused  excitement  and  fancied  disaster  in  the  minds  of 
our  people  than  the  facts  warranted.  A  check  had  to  be 
called  by  the  administration  on  attempts  made  by  those 
who  thought  to  gain  in  price  and  profit  by  the  misfortune 
of  others. 

Prices  that  were  boosted  on  unstable  goods  are  back 
to  normal,  and  wild  speculation  has  had  the  pins  knock- 
ed from  under  it.  The  reaction  has  hurt  some,  but  we 
are  quickly  regaining  the  even  tenor  of  things.  From 
this  on  we  look  for  steady  and  firm  improved  conditions. 
The  recovery  from  depression  will  speedily  and  perman- 
ently come.  Business  large  and  small  in  every  section 
and  locality  will  feel  the  improvement  and  impetus.  We 
believe  we  are  entering  an  epoch  of  big  business  to  all, 
small  and  great,  along  lines  that  will  be  stable,  and, that 
1915  will  be  the  banner  year  of  our  existence  as  a  nation 
financially. 


It  may  have  taken  a  million  years  to  make  a  man 
out  of  a  monkey,  but  it  doesn't  take  a  million  drinks  to 
make  a  monkey  out  of  a  man.—  Ex. 


It  is  not  helps  but  obstacles,  not  facilities  but  diffi- 
culties that  make  men.-  W.  Mathews. 
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We  Are  Criticised 
I  received  a  criticism  in  a  friendly  spirit  from  one  in 
the  upper  ranks  of  Journalism,  to  which  the  following 
is  my  answer.   His  criticism  applied  to  page  17,  Sep- 
tember Ironmonger. 

Sept.,  28,  1914. 

I  thank  you  and  do  appreciate,  coming  from  such  as 
you,  the  compliment  paid  to  my  humble  efforts  and  the 
proof  in  coin  that  you  mean  it. 

Referring  to  criticism  (I  hasten  to  assure  you  is  taken 
in  the  same  spirit  in  which  you  give  it.)  I  assume  you 
refer  to  page  17,  September  number.  Did  you  note  my 
attitude  to  the  jobber  in  the  same  article,  I  mean  every 
word  of  it.  The  jobber  is  the  logical  channel  of  distri- 
bution, but  to  fill  his  destiny  he  must  buy  his  goods  so 
that  his  clients  are  protected  in  the  division  of  the  same. 
If  it  takes  a  Bowes  or  any  other  medium  to  blaze  the 
way,  it  is  up  to  us  to  use  the  tools  we  have  to  compel 
the  jobbers  money  to  at  least  go  as  far  as  that  of  any 
other  concern. 

The  farmer  will  buy  at  home,  all  things  being  equal, 
but  they  are  not  equal  and  never  can  be  until  the  jobber 
cuts  his  selling  expense  and  buys  his  goods  right. 

I  will  go  a  step  further,  if  the  retailer  is  the  only  chan- 
nel of  distribution  that  makes  possible  the  existence  of 
the  jobber,  why  is  the  jobber  so  direlect  in  the  sustain- 
ing and  building  up  of  that  channel?   The  jobber  has  no 
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better  friend  than  I,  but  my  interest  is  with  the  retailer 
and  if  to  fight  his  battles  it  becomes  necessary  to  take 
issue  with  the  17th  century  methods  to  meet  20th  cen- 
tury conditions  I  feel  it  my  duty  and  privilege  to  do  so. 

Some  things  are  very  plain,  either  the  retailer  or  the 
jobber  is  apparently  superfluous  in  the  economy  of 
things  under  the  present  conditions,  and  if  there  is  not 
an  awakening  one  or  the  other,  or  perhaps  both  will  be 
relegated  to  the  dump. 

Both  are  essentials  to  the  welfare,  stability  and  growth 
of  communities,  whether  it  be  city  or  hamlet,  but  where 
the  octopus  of  the  east  steps  in  and  destroys  the  bond 
that  should  bind  together  the  two  interests  that  boldly 
proclaims  by  tne  aid  of  the  government,  *'We  will  do 
the  business  for  both,''  where  are  you  at?  Whose  duty 
is  it  to  mend  the  breaches  and  establish  concord  for  the 
greatest  good  to  the  greatest  number. 

If  the  jobbing  interests  will  not  recognize  their  abso- 
lute duty  in  the  emergency,  would  you  blame  the  retail- 
er for  an  endeavor  to  save  himself  and  the  community 
he  lives  in?  They  are  up  against  a  battle  royal  to  main- 
tain their  position  as  against  the  government  on  one 
hand  and  the  non  tax  paying  on  the  other. 

It  is  high  day  they  were  looking  to  their  laurels  in 
their  own  way,  apparently  the  jobber  cares  not  which 
way  the  cat  jumps. 

Secretary 
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Hand  Shaking. 
It  is  a  well  known  fact  that  the  rarest  gem  may  ap- 
pear dull  and  cheap  when  exposed  to  the  effects  of  the 
air  for  a  time.  But  take  these  same  priceless  gems  in 
your  closed  hand  for  a  little  while  and  they  will  regain 
their  sparkling,  glistening  glory  and  show  at  a  glance 
their  priceless  worth.  What  does  it  and  why  the  change? 
The  warmth  of  the  human  hand.  That  is  what  is  needed, 
the  warmth  of  the  human  hand,  how  many  hearts  which 
are  dull  to  our  sight  and  how  many  lives  that  dissapoint 
us,  need  nothing  more  than  this.  How  many  men  and 
women  who  seem  cold  and  distant  and  appear  to  take 
no  interest  in  the  life  that  goes  on  all  around  them  are 
chilled  into  this  attitude  by  the  absence  of  just  this  one 
warmth.  The  warmth  so  cheaply  and  easily  given,  and 
so  thoughtlessly  withheld.  How  many  human  opals 
there  are,  children  and  grown  folk,  who  need  only  a  kind- 
ly word,  a  look  of  approval  or  a  note  of  encouragement 
to  be  made  glowing  with  an  intense  eagerness  to  do  and 
to  be  the  best  there  is '  in  them.  This  takes  nothing 
from  the  giver  yet  they  carry  more  than  words  can  tell 
to  the  recipient.  So  give  them  freely  and  frequently, 
never  let  an  opportunity  pass. 


Buy  a  Bale  of  Cotton  Plan. 
We  had  a  letter  from  one  of  our  members,  recently 
suggesting  the  plausbility  of  our  Association  through  its 
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members,  assisting  the  hardware  men  in  the  south  land 
in  their  dire  extremity. 

The  European  war  has  brought  about  conditions  in 
the  land  of  cotton  that  are  hard  on  merchants  who  carry 
these  people  from  one  crop  to  another.  The  big  hearted 
North  can  relieve  the  pressure  without  any  loss  to  them- 
selves. 

The  hardware  jobbers  of  St.  Louis  propose  to  buy 
and  store  for  anyone,  a  bale  of  cotton  at  10c  per  pound, 
weighing  500  pounds.  There  is  a  little  danger  of  loss 
and  some  chances  of  gain  and  a  short  way  out  to  relieve 
the  situation.  There  is  one  feature  of  the  plan  however 
that  is  not  commendable,  we  understand  that  specula- 
tors in  the  south  are  buying  up  all  they  can  from  6  to  8c 
per  pound  and  selling  on  this  plan  at  10c.  We  are  not 
in  the  cotton  business  except  as  it  might  work  out  a  pro- 
vidential remedy  for  existing  evils.  It  certainly  goes 
against  the  grain  to  pay  speculators  a  profit  to  bring 
about  the  result.  We  think  a  better  plan  would  be  along 
the  idea  put  forth  by  Mrs,  Pennybecker,  let  every  hard- 
ware man's  wife,  sister,  daughter  and  sweetheart  buy  as 
much  cotton  goods  as  she  can.  If  all  women  of  the 
north,  and  there  are  millions  of  them,  do  this,  it  will  not 
alone  relieve  the  conjestion  but  will  start  every  spinning 
wheel  in  the  land. 


Is  your  subscription  to  the  Ironmonger  paid? 
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Price  and  Service  Bureau 

I  received  a  letter  a  short  time  ago  from  Herbert  P. 
Sheets,  who  has  charge  of  this  work  at  the  National  of- 
fice at  Argos,  Jnd.  The  main  text  related  to  the  lack 
of  interest  that  the  members  are  takng  in  this  splendid 
adjunct  to  a  successful  business.  In  my  answer  to  him, 
among  other  things  I  said  that  I  believed  that  the  dis- 
tructive  power  of  inertia  and  lack  of  initative  was  our 
main  drawback  however  in  thinking  it  over  I  believe  I 
was  wrong.  I  believe  the  trouble  is  that  we  all  get  into 
the  habit  of  working  along  the  line  of  least  resistance, 
and  fail  to  utilize  our  thinking  powers,  what  we  don't 
readily  comprehend  we  condemn,  which  naturally  leads 
to  indifference.  The  Price  and  Service  bureau  estab- 
lished by  our  national  office,  I  believe  to  be  one  of,  if  not 
the  best,  aid  to  success  ever  brought  forward.  Promin- 
ent in  other  features  is  the  card  index  proposition  which 
by  its  use  places  a  merchant  in  complete  control  of  his 
business,  and  master  of  the  situation.  If  anyone  using 
it  for  one  year  will  figure  up  his  earnings,  he  will  be  sur- 
prised and  gratified  at  its  results. 

I  have  a  letter  from  one  of  our  members  (a  live  wire) 
in  which  he  states  that  in  the  short  time  he  has  utilized 
its  information,  it  has  made  him  a  good  many  dollars. 
This  party  uses  it  ingenuously,  as  he  gets  time  he  jots 
down  items  in  this  line  that  are  quoted  by  M.  O.  Houses, 
in  the  column  for  the  purpose  and  never  buys  that  item 
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from  his  jobber  unless  it  shows  some  profit.  He  also 
has  written  for  prices  on  certain  items  from  the  jobbers 
and  he  states  it  is  surprising  to  find  the  existing  differ- 
ence between  them  on  a  given  article.  All  of  this  is 
good  matter  for  record. 

In  a  recent  trip  in  the  northeast  part  of  the  state  I 
called  on  a  member  and  found  him  busy  buying  goods 
from  a  representative  of  a  prominent  house.  I  waited 
around,  and  of  course  eyes  and  ears  were  open  for  know 
lege,  during  the  thirty  minutes  he  was  so  engaged  I 
maintain  truthfully  that  he  did  not  ask  for  one  single 
price.  No  doubt  his  confidence  in  the  young  man  was 
unbounded,  and  it  is  well  it  should  be,  oi  else  he  did  not 
know  the  prices  and  it  would  be  a  waste  of  time  and  en- 
ergy asking.  Be  either  as  it  may,  I  will  warrant  the  as- 
sertion that  the  Price  and  Service  card  index  would  have 
paid  him  big  returns  for  his  thirty  minutes  time.  It  is 
splendid  to  have  confidence  in  the  boys,  but  we  should 
not  forget  from  whence  they  draw  their  salary  and  com- 
missions. 

I  wish  you  would  write  to  Herbert  P.  Sheets,  Argos 
Indiana,  and  tell  him  to  give  you  all  the  particulars,  if 
you  do  not  possess  them.  If  you  are  already  in  touch, 
send  him  $1.50  and  he  will  start  you  out  to  make  money 
from  a  source  you  have  not  yet  tried  to  utilize.  When 
you  write  tell  him  you  are  a  member  of  the  N.  R.  H,  A, 
No  others  are  eligible. 
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Associations  Without  Fees 

An  article  appears  on  page  8  of  the  Omaha  Trade 
Exhibit,  issue  of  October  3,  entitled  ^'Associations  With- 
out Fees."    Read  it. 

The  writer  goes  to  great  length  diagnosing  a  malady 
but  offering  no  remedy.  Perhaps  he  is  in  touch  with 
the  m.  o.  houses  looking  toward  raising  a  fund  sufficient 
to  defray  all  expenses. 

Perhaps  he  contemplates  the  confiscating  of  all  mu- 
nitions of  defense,  thereby  cutting  out  any  cost.  Per- 
haps he  thinks  those  who  take  the  initiative  and  fight 
the  battles  for  others  will  be  increased  in  numbers  on  a 
charity  basis.  Perhaps  he  thinks  the  something  for  no- 
thing propaganda  among  MEN  is  the  only  sure  way  to 
success  or  victory.  Perhaps  he  knows  nothing  about 
the  subject  and  is  simply  an  instrument  of  hot  air  pro- 
pounded by  an  element  diametrically  opposed  to  organi- 
zation of  any  kind,  and  whose  corns  are  tender,  and 
whose  graft  is  circumscribed.  Perhaps  the  gentleman 
will  tell  us  in  his  next  issue  the  day  and  date  when  the 
millenium  will  arrive  and  what  railroad  will  bring  it. 
Perhaps  after  all  he  was  short  of  matter  and  told  his 
devil  to  set  so  many  ems  on  a  nonsensical  and  visionary 
subject. 


Failure  is  more  often  due  to  lack  of  ideas  than  lack 
of  capital. 
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News  from  the  Front 
E.  B.  Moon  our  paid  representative  in  charge  of  leg- 
islative  matters  at  Washington  informs  us  that  he  is  as- 
sured of  a  majority  vote  in  the  house  on  the  Himbaugh 
bill,  taxing  mail  order  shipments  into  other  states,  which 
bill  provides  a  tax,  the  proceeds  of  which  the  govern- 
ment returns  to  the  state  and  community  for  municipal 
^  improvements. 


9^  ii  ti  u  c^en,  18.  Oftober  1914. 

9?nd)  iQitgeiii  'JT^orteii  ^uben  40  9{iiieufn!ier  i^re  3UIIete  ouf 
ben  17.  October  iiber  3{otterbain  (^eficljert  unb  fonnen  bi^  1.  9?o*' 
Deniber  511  ^aiife  jein. 

greunblic^e  ©riiB?  on  Vllle. 

greb  SB.  (Sbtnger 


M.  D.  Jimerson,  of  Liberty,  reports  that  his  new  brick 
building  will  be  ready  for  occupancy  before  long,  and 
that  he  will  be  better  equipped  to  do  a  clean  business  on 
up  to  date  methods,  and  hopes  it  is  the  last  fire  he  will 
ever  have. 


Keep  your  store  well  lighted,  inside  as  well  as  out. 
A  well  lighted  store  is  always  attractive  to  people  pass- 
ing. When  customers  come  into  your  store  they  appreci- 
ate you  showing  your  goods  to  advantage„ 
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National  Rating  League 
We  are  in  receipt  of  reports  regularly  of  collections 
from  bad  debts  made  by  them.  In  figuring  results  to 
date,  we  find  that  they  have  collected  so  far  this  year 
from  Nebraska  and  Kansas  the  snug  sum  of  $13,843.10, 
the  larger  part  being  from  Nebraska,  and  many  of  our 
members  names  appear,  having  been  placed  from  this 
office.  You  better  look  into  this,  dead  boarders,  out- 
lawed and  bad  debts  are  poor  assets  and  won't  buy  bread 
for  the  babies  or  a  dress  for  the  wife. 


Your  Attention 

Those  who  know  themselves  to  be  in  arrears  for 
1914,  N.  R.  H.  A  dues,  should  without  any  further  delay 
send  check  for  amount.  This  is  due  you  for  three  rea- 
sons. 1st,  to  be  in  good  standing  on  the  books  of  the  as- 
sociation. 2nd,  we  are  now  making  up  our  1915  direc- 
tory and  it  it  is  all  important  to.you  that  your  name  ap- 
pear on  the  roll  of  the  best  Hardware  men  of  the  state. 
3rd,  you  should  in  equity  be  prompt  in  contributing  your 
share  that  the  work  be  not  retarded.  We  hope  you  will 
give  this  the  attention  due  from  good  business  methods. 
Send  check  today. 

Secretary 


Remember  that  people  get  impressions  from  little 
things. 
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Clayton  Bill 

The  Clayton  bill  has  been  passed  by  the  Senate  by 
a  vote  of  46  to  16.  Language  was  reinserted  in  section 
18  which  will  prevent  the  Federal  Courts  from  issuing 
injunctions  against  picketing,  with  the  result  that  the 
protection  of  the  section  be  extended  only  to  pickets  who 
are  at  places  where  they  may  lawfully  be. 

Another  section  regarding  exemption  of  labor  an- 
nounces that  from  the  operation  or  the  trust  laws,  a  sen- 
tence was  placed  to  the  effect  that  labor  is  not  a  com- 
modity or  article  of  commerce.  A  new  section  was 
added  declaring  that  it  is  unlawful,  for  a  corporation  en- 
gaged in  commerce  which  Congress  has  the  power  to 
regulate  to  do  any  business  in  a  State  contrary  to  the 
laws  of  the  State  or  of  the  laws  of  the  State  in  which 
the  corporation  is  organized.  The  Clayton  bill  has  been 
of  great  interest  to  the  members  of  the  National  Retail 
Hardware  Association.  They  have  watched  with  inter- 
est its  progress  through  the  house  and  Senate. 


Ever  try  a  door  mat  inside  the  front  store  door  in 
muddy  weater?  Somebody  would  stumble  over  it?  Per- 
haps they  would.  Some  people  buy  mats,  some  have 
mats  thrown  at  them,  and  others  just  stumble  over  them 
—and  then  buy  them.  Others  have  sold  them  this  way 
perhaps  you  can. 
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.While  we  talk  about  the  necessity  of  our  customers 
painting  up  -  explaining  to  them  how  it  would  improve 
appearances  don't  you  think  it  would  add  to  the  looks 
and  brightness  and  cleanliness  of  our  own  stores  if  we 
should  take  some  of  our  own  medicine.  While  we  edu- 
cate the  people  to  brighten  up,  to  paint  up,  to  clean  up, 
to  fence  ud,  etc.,  let's  try  some  of  it  in  our  own  places. 
It  will  not  only  make  the  store  look  much  better,  but  we 
can  point  with  pride  to  the  paint  we  advertise  and  show- 
its  good  wearing  qualities. 


'The  study  of  a  trade  paper  should  not  be  confined 
to  the  proprietor  of  a  store.  His  clerks  should  be  en- 
couraged to  read  it.  The  careful  perusal  of  the  trade 
paper  by  the  store  attendants  cannot  fail  to  benefit  them, 
and,  by  so  doing,  will  help  the  business  in  proportion. 

If  a  proprietor  notices  that  his  clerk  never  consults 
a  trade  journal,  he  may  be  sure  that  the  clerk  takes  no 
interest  in  his  business."   American  Stationer. 


"Thank  God  every  morning  when  you  get  up  that 
you  have  something  to  do  which  must  be  done  whether 
you  like  it  or  not.  Being  forced  to  work,  and  forced  to 
do  your  best,  will  breed  in  you  temperance,  self-control, 
I  diligence,  strength  of  will,  content,  and  a  hundred  vir- 
tues whi<:h  the  idle  will  never  know."~-Kingsley. 
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The  finest  thing  in  the  world  is  to  be  sure  of  self. 


Holding  trade  depends  upon  your  method  of  doing 
business. 


Everything  you  say  or  do  advertises  you  favorably 
or  unfavorably. 


Good  goods  attracts  attention,  good  service  holds 
trade. 


The  interest  other  people  take  in  your  business  de- 
pends upon  the  interest  you  and  your  employees  take  in 
them. 


I  count  it  reasonably  certain  that  we  get  what  we 
give.  Not  always  in  like  measure  or  even  the  same 
measure,  but  sometimes  in  greater  and  better  measure. 


To  be  sure  of  your  own  right  purpose,  of  your  own 
honesty,  of  your  own  desire  to  do  good.   These  are 
great  considerations   greater  far  than  any  of  the  out-  ; 
ward  things,  of  which  we  might  like  to  be  sure. 


On  account  of  lack  of  space  we  omit  the  "Secrets  of 
Store  Finance''  till  a  later  issue. 
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Insurance  Report  for  Septembef 
Insurance  in  force       ^       ^  $2,027,100.00 
Cash  balance         -         ^         ^  24,988.13 
Dividends  to  members         -        *  461.52 
Losses  paid        -        -        -        -  12L18 
Along  the  line  of  fire  prevention,  would  it  not  con- 
serve  the  interests  of  all  our  members  should  each  one 
take  a  special  interest  in  his  own  risk,  and  by  prompt 
and  personal  inspection  see  to  it  that  your  heating  plant 
is  in  perfect  order,  pipes  cleaned  and  joints  cemented 
both  in  heater  and  pipes.    Proper  protection  from  over* 
heating  to  woodwork  adjacent.  Stoveboard  or  other  safe 
guard  under  your  stove,  pipes  all  properly  fitted  and 
wired  up.    Electric  wiring  overhauled.    Gasoline  light- 
ing looked  over,  brick  chimneys  seen  to  that  they  are 
not  resting  on  the  roof  leaving  a  firetrap  below,  trash 
and  rubbish  cleaned  up  around  your  building  both  inside 
and  out.    Look  carefully  to  carelessness  in  leaving  oil- 
saturated  sawdust,  shavings  or  rags  around  your  oil  bar* 
rels.    Keep  your  matches  in  tin  receptacles.    At  this 
time  of  the  year  field  mice  and  rats  hunt  warm  places 
and  are  dangerous  visitors.  Help  us  along  all  these  lines 
to  keep  down  fire  losses.    It  is  money  in  your  pocket  in 
larger  dividends. 


He  only  is  exempt  from  failure  who  makes  no  ef^ 
fort.-  Ex. 
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A  Trip  for  Business  and  Pleasure 

We  were  up  to  Hartington,  in  Cedar  county,  settling 
a  fire  loss  for  Members  Lubely  and  Hegart,  the  latter 
part  of  September  and  loafed  on  the  way  back,  visiting 
the  boys  at  different  points,  and  found  trade  good  and^ 
collections  coming  in  satisfactorily.  ; 

At  Wakefield  we  found  Members  Sar  &  Echeroth, " 
the  leading  hardware  men  of  the  town,  store  and  stockj 
neat,  clean  and  up  to  date,  and  enjoying  the  confidence  \ 
of  the  community. 

At  Hartington,  Lubely  and  Hegart  and  Louis  Goetz  \ 
are  the  only  hardware  men,  and  both  are  doing  well. 
Price  cutting  is  a  thing  of  the  past.  Louis  Goetz  carries 
a  stock  in  hardware  and  kindred  lines  that  meets  all  the 
demands  of  his  territory.  His  system  and  manner  of  do- 
ing business  commends  itself  to  the  most  critical.  He^ 
merits  his  reward  in  the  large  trade  he  enjoys. 

Wayne  enjoys  the  metiopolitan  feature  of  early  clos 
ing  their  day's  work  is  done  at  6:30.  They  find  the 
pleasure  and  rest  with  their  families  more  profitable 
than  slaving  without  recompense.  Mr.  Hiscox  has  been 
laid  up  for  repairs  some  time  but  is  now  improving  rap-: 
idly  and  will  soon  be  as  good  as  new.  I  had  the  pleas- 
ure of  meeting  the  Carhart  boys  and  they  are  both  prin- 
ces of  good  fellows.  Mr.  C.  A.  Carhart  explained  to  me 
his  systerri  of  finance  and  it  is  certainly  the  acme  of  per- 
fection and  simplicity.   He  has  promised  to  give  us  a' 
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talk  at  our  convention  and  put  us  next  to  a  simple  ani 
effective  way  to  keep  track  of  our  business.  At  the  clos- 
ing hour  of  each  day,  they  know  how  much  stock  they 
have  on  hand  and  how  much  profit  they  have  made  that 
day,  and  how  much  they  Dwe  and  how  much  is  owing 
them.  This  alone  will  be  worth  all  it  costs  to  attend  the 
convention. 

Scribner  is  also  a  sensible  people  who  do  not  be- 
lieve in  burning  the  candle  at  both  ends,  by  working  15 
and  16  hours  a  day.  Kanslem  has  a  beautiful  new  store 
fitted  up  with  the  latest  modern  appliances,  even  to  a 
neat  comfortable  rest  room,  and  he  claims  it  is  one  of 
the  best  attractions  to  his  store  and  is  a  money  maker. 

A  visit  to  Ranslem's  store  will  pay  anyone  who  has 
aspirations  for  better  things.  I  had  a  very  pleasant  and 
profitable  visit  with  Herman  Rexin,  he  is  one  of  those 
men  who  helps  one  to  a  better  and  loftier  opinion  of 
humanity.  (Figurative.)  He  opens  his  arms  and  takes 
you  into  his  confidence.  He  seems  to  be  able  to  draw 
pleasure  out  of  his  business  and  all  his  surroundings. 
To  such  men  life  has  a  meaning. 

I  visited  my  old  friend  Fried  at  Beemer,  he  and  I 
hustled  and  fought  for  trade  in  Omaha  for  many  years. 
It  did  me  good  to  hug  him.  One  of  these  days  Fried 
will  be  a  top  notcher  and  second  to  none  in  retailing 
hardware  and  if  I  don't  miss  my  guess  he  will  have  a 
store  and  stock  to  be  proud  of,  but  the  funniest  thing  is, 
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how  a  Metropolitan  hardware  boy  could  so  quickly  fit 
perfectly  in  a  place  so  diametrically  opposite  to  what  he 
was  brought  up  to. 

At  Norfolk  we  met  our  jovial  friend  Albert  Degner, 
complaining  a  little  about  trade  conditions  but  happy 
and  contented  just  the  same.  We  also  met  John  Friday 
and  Mr.  McGinnis.  Both  have  up  to  date  stores.  Mc- 
Ginnis  is  not  yet  a  member  but  has  promised  to  ride  the 
goat  at  once.  Norfolk  is  a  fine  inland  town  but  may  be 
overstocked. 

Fremont,  our  last  stop,  found  us  shaking  hands  with 
Mr.  Holloway.  I  put  a  certain  question  to  him  and  he 
answered  '^maybe.'' 

It  does  one  good  to  get  in  touch.  I  wish  time  would 
permit  more  of  it. 


We  have  enjoyed  an  interesting  visit  this  month 
from  C.  F.  Husbands,  Gresham,  Mr.  Swanson,  Ceresco, 
M.  D.  Jimerson,  Liberty,  F.  J.  Abbott,  Sargent,  Mr. 
Thomas,  Hubbell. 


John  Marsh  of  Guide  Rock,  and  Thomas  Brothers, 
Hubbell,  who  were  burnt  out  recently  will  soon  be  ready 
for  business  in  their  new  buildings,  when  an  invitation 
will  be  out  to  visit  them. 
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A  Few  Letters  from  oar  Friends 

Grand  Forks,  N.  D,  Oct.  8. 

Dear  Mn  Roberts: 

In  all  likelyhood  before  this  letter  reaches  you,  you 
will  have  received  one  from  Mr.  Main  with  proof  of  loss 
covering  our  recent  fire.  I  wish  to  say  io  you  that  we 
found  Mr.  Main  an  exceedingly  fine  gentlnman  to  do 
business  with,  and  if  I  have  any  criticism  whatever  to 
offer  it  would  be  that  he  seemed  to  want  to  do  more 
than  the  right  thing  in  every  way.  If  all  hardware  mer- 
chants  who  suffer  a  fire  loss  could  only  have  the  pleas- 
ant  experience  that  we  did  in  adjusting  it,  I  am  sure 
they  would  not  have  the  horror  of  an  insurance  adjuster 
that  many  of  them  have.  I  regret  very  m^uch  that  our 
firm  was  the  cause  of  the  Mutual  being  compelled  to 
pay  a  loss,  but  I  cannot  help  but  feel  that  we  should  all 
congratulate  ourselvess  that  it  was  not  more  serious. 

C.  W.  Barnes. 

Proof  of  loss  for  above  received  Oct.  9. 

Check  mailed  Oct.  9. 


If  we  had  a  surplus  of  brains  the  following  might 
give  us  the  big-head. 

New  York,  September  30. 

Dear  Friend  Roberts: 

Have  been  thinking  for  some  time  past  that  I  ought 
to  write  you  to  let  you  know  how  much  I  enjoy  the 
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Ironmonger.  It  sparkles  with  news  of  hardware  people 
in  your  state  and  is  one  of  the  best  edited  little  organs 
I  have  ever  seen  in  the  hardware  field.  I  note  in  your 
editorial  this  week  that  you  are  going  to  put  a  zero  on 
the  front  of  every  book  where  the  subscription  has  not 
been  paid.  Now  you  have  neglected  to  put  a  big  zero 
on  the  front  of  mine,  and  I  refuse  to  be  a  charity  patient 
any  longer  of  a  magazine  I  enjoy  as  much  as  I  do  yours. 
I  am,  therefore,  enclosing  my  check  to  cover  four  years 
subscription  in  advance.  The  amount  looks  almighty 
small  when  I  consider  what  you  give  for  it.^ 

Ray  F.  Soule,  Editor  Hardware  Age. 


October  8. 

Dear  Sir: 

Yoor  letter  with  voucher  No.  2116  for  $40.93  to  cov- 
er loss  of  your  company  on  tinshop  by  fire  Sept.  19,  re- 
ceived, and  I  will  record  right  here  that  from  the  com- 
panies I  had  my  building  insurances  with,  the  St.  Paul 
and  the  Nebr.  Hdw.  Mutual  are  the  first  to  pay  their 
share  of  the  loss,  the  other  two,  old  lines,  have  not  yet 
come  across.  So  I  say  let  us  all  work  for  the  good  of 
the  N.  H.  M.  L  C.  Aug.  Lubely. 


Sept.  26,  1914. 

Dear  Sir: 

We  just  received  the  September  issue  of  the  Iron- 
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monger  and  note  your  answer  to  the  inquiry  made  by 
one  of  our  members  regarding  the  Merchants  Syndicate 
Catalog  Co.,  for  an  investment  of  a  share  of  stock  at 
$125.  You  do  not  exactly  seem  to  understand  what  this 
$125  is  for.  You  seem  to  have  the  impression  that  it  is 
just  a  contract  to  circulate  some  retail  catalogs,  but  this 
is  not  what  this  share  of  stock  is  for.  It  is  an  invest- 
ment in  the  company,  being  preferred  stock  bearing  6% 
interest.  And  the  company  has  just  completed  a  per- 
manent seven  story  exposition  building  where  the  diff- 
erent  factories  are  displaying  their  samples,  and  they  are 
marked  in  plain  figures  8%  plus  the  factory  cost,  and  a 
merchant  that  is  a  stockholder  gets  a  discount  of  5%  off 
these  figures  and  the  company  receives  3%  for  their  ser- 
vices. The  writer  attended  the  opening  convention  at 
Chicago  last  week  for  my  own  satisfaction,  and  am  well 
pleased  with  the  progress  made  for  the  short  time  this 
enterprise  is  in  existence.  With  further  reference  to  cir- 
culating retail  catalogs,  all  stockholders  can  do  so  but  no 
one  is  in  any  way  compelled  to  do  so.  We  note  you  en- 
dorse other  enterprises,  or  schemes  as  you  call  them,  of 
this  order  and  we  believe  if  you  will  look  up  this  firm 
more  carefully  and  get  familiar  with  their  plan  of  doing 
business  you  will  agree  it  is  one  of  the  most  successful 
merchants  cooperative  institutions  in  the  U.  S.  today. 
Hoping  you  will  give  this  matter  due  consideration,  and 
if  there's  anything  further  we  can  advise  you  will  be  glad 
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to  do  SO  at  any  time,  we  remain,  yours  truly, 


Commenting  on  the  above,  we  are  first,  last  and  all 
the  time  for  that  which  gives  our  members  the  most  for 
their  money,  irrespective  of  person,  place  or  plan.  If  it 
becomes  necessary  to  fight  the  Devil  with  his  own  weap 
ons  let's  do  so  boldly,  being  cartful  in  the  meantime  to 
keep  our  hands  well  gloved  to  protect  us  from  the 
smudge.  While  attending  the  Secretaries  Conference 
in  Chicago  recently  I  embraced  the  opportunity  to  visit 
the  above  company,  my  object  being  to  obtain  all  the  in- 
formation possible,  solely  for  the  benefit  of  our  members. 
What  I  have  to  say  will  be  disinterested  facts,  and  in  no 
way  to  be  taken  as  opinions  from  my  viewpoint.  This 
company  operates  a  buying  syndicate  upon  orders  of 
their  members.  They  carry  in  their  new  full  sev^n  story 
concrete  building  a  line  of  samples  covering  furniture, 
implements,  hardware,  and  many  lines  found  in  general 
merchandise  stocks.  They  claim  to  sell  to  members 
their  needs  at  manufacturers  cost  plus  3%.  To  become 
a  member  you  are  required  to  buy  at  least  one  share  of 
stock  at  $125,  upon  which  the  company  guarantees  6% 
interest.  The  stock,  we  are  informed,  is  listed  at  par 
$100,  and  it  is  intimated  that  it  can  be  bought  at  figures 
varying  between  100  and  125  direct  from  the  company, 
but  when  sold  by  solicitors  they  get  the  $25  premium  for 
their  services.  Any  information  desired  by  our  members 
who  anticipate  the  purchase  of  stock  will  be  given  by 
this  office  to  anyone  whom  we  are  assured  is  entitled  to 
the  same.  We  will  try  to  answer  any  question  within 
our  knowledge. 


The  Nebraska  Ironmonger 
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Change  on  the  ring  and  catch  the  tone.  It  is  no 
longer  the  phrase.  We  need  you  and  you  need  us,  but, 
rather,  we  need  you. 

Because,  you  need  the  association  movement.  It 
does  not  sound  quite  as  orthodox,  but  shades  of  belief 
change,  to  fit  into  advanced  axioms. 

Because,  is  the  pivotal  point  around  which  your 
name  upon  the  membership  is  essential  to  you. 

Because  is  the  only  reason  why  we  want  1000  names 
on  the  rolls  at  the  close  of  the  coming  convention. 

Because,  does  not  mean  less  work  and  more  pay,but 
does  mean  greater  efficiency,  more  and  better  progress. 
It  means  bringing  our  craft  to  a  higher  standard  of  useful 
ness  and  better  profits. 

Because,  means  borrowed  thoughts,  ideas  and  mu- 
tual helpfulness. 

The  commercial  world  is  made  up  largely  of  three 
parts   confidence,  example,  initiative,    and  the  man  (we 
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will  not  say  merchant)  who  says  he  has  no  use  for  either 
in  his  business,  is  to  good  for  a  mixer  and  should  move 
his  camp  on  higher  and  more  etherial  grounds,where  his 
influence  will  center  on  himself.  No  one  can  live  unto 
himself  alone,  if  one  attempts  it  as  a  permanent  invest- 
ment he  will  die  of  dryrot  before  he  reaches  the  walking 
stage.  • 

Because,  has  a  Methodist  ring  to  it,  bear  one 
anothers  burdens  and  so  fulfil  the  one  and  only  sound 
law. 

Because,  also  may  mean  to  you  that  you  must  bear 
your  own  burdens  where  such  are  self  inflicted  by  sins 
of  omission  and  commission  eating  into  the  vitals  of 
your  business  life  daily,  by  insidious  acts  of  carelessness 
indifference,  dishonesty  to  yourself,  and  lack  of  giving 
the  best  you  are  capable  of  to  others,  against  such  all 
law  rebels,  and  to  such  the  burdens  indeed  are  heavy 
and  crushing. 

For  such  we  have  but  one  word.  Consider  our  be- 
cause and  let  us  help  you  bear  your  burdens  and  so  ful- 
fil the  law. 

Someone  has  said  that  ''the  greatest  satisfaction  in 
living  is  in  doing  something  that  cannot  be  done/' 
That's  the  keynote  to  our  because. 

You  owe  so  much  to  yourself  thit  you  can't  afford 
to  owe  any  one  else. 

Cooperation  is  nine  parts  energy  and  one  part  pur- 


THE  NEBRASKA  IRONMONGER 


5 


pose.  Purpose  is  the  stitck  that  stirs  the  mush,  to 
keep  it  from  burning.  , 

Life  is  what  you  make  it,  why  should  not  business 
be  what  you  make  it? 

Does  a  fellow  enjoy  the  best  to  be  had  in  life,  if  he 
does  not  help  the  other  fellow? 

Consider  our  because. 

Cooperation  to  relieve  burdens.  Our  members  and 
non  members  are  groaning  under  heavy  drafts  on  their 
finances  and  business  efficiency  by  the  accumulation  of 
dead  boarders  in  the  shape  of  bad  and  past  due  accounts. 
We  propose  to  help  you  if  we  can.  We  have  organized 
the  Merchants's  Credit  Bureau  in  connection  with  our 
association  work  and  purpose  with  your  cooperation  to 
do  our  darndest  to  ease  that  burden. 

Our  members  will  or  have  already  received  full 
prospectus  of  this  plan  in  special  correspondence.  Have 
you  thrown  it  aside  for  a  more  convenient  time?  We 
hope  not  but  rather  that  you  have  acted  promptly  and 
efficiently,  we  will  try  and  do  the  rest. 

'  Cooperation  in  personal  effort  We  have  engaged 
the  services  of  R.  C.  Phillips,  who  by  the  way  is  a  prince 
of  good  fellows,  a  practical  hardware  man  and  a  prac- 
tical tinner.  A  systematic,  up-to-date,  logical  fellow,  a 
man  who  can  help  you  if  you  are  not  too  proud  and  self 
centered  to  let  him.  His  is  to  do  field  work  among  the 
boys  helping  where  he  can  and  hurting  nowhere.  This 
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is  an  experiment  until  our  February  meeting,  at  which 
time  we  hope  for  a  permanent  engagement.  Get  that 
grouch  out  of  your  system,  give  him  the  glad  hand.  Ask 
him  as  many  questions  as  you  please  he  can  answer 
them  all. 

If  you  are  a  non-member  use  him  just  the  same,  but 
close  by  joining  the  ranks.  Cooperation  to  controll  cre- 
dits and  get  into  touchedness,  that  is  a  new  word  as 
as  far  as  we  know,  but  it  means  much  and  it  is  necess- 
ary to  read  between  the  lines  to  find  out  what  it  does 
mean. 

As  soon  as  Phillips  gets  his  bearings,  we  will  try 
out  a  plan  of  club  circles.  The  idea  is  to  form  small 
clubs  around  a  given  center  of  contigious  territory  where 
all  hardware  men  will  gather  together  on  given  dates 
of  an  evening.  Compare  notes,  adjust  misunderstandings 
and  oil  the  wheels  of  progress.  Don't  misunderstand 
me,  these  will  not  be  price  fixing  gatherings,  that  fea 
ture  is  in  the  past.  Let  the  dead  past  bury  it.  It 
has  been  a  turbulant  breeder  of  discord  and  mischief, 
when  men  will  become  merchants  and  not  shop  keepers 
this  evil  will  remedy  itself. 

A  feature  of  this  work  will  be,  obtaining  through 
this  office  the  names  of  all  those  who  owe  you  in  a  giv- 
en territory  under  strictly  confidential  operations,  the 
object  being  to  protect  each  of  you  from  legalized  brig- 
andage. 
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In  passing  this  information  from  each  to  each  this 
office  will  alone  know  names  of  the  creditor,  but  each 
shall  know  the  name  of  debtor  and  amounts  due  to  the 
several  creditors.  We  believe  this  will  carry  at  least 
some  small  burdens 

We  intend  to  offer  a  plan  to  our  insurance  board  in 
December,  which,  if  they  consider  favorably,  will  be  pre- 
sented to  our  annual  meeting  of  policy  holders  in  Febru- 
ary. Think  it  over.  This  is  it:  That  we  loan  a  part  of 
our  surplus,  under  proper  conditions  and  safeguards,  to 
our  members  for  the  purpose  of  helping  them  to  better 
their  business  plans  or  improved  facilities  to  do  business, 
under  the  building  and  loan  system,  returnable  in  month 
ly  installments.    We  think  it  worthy  our  consideration. 

Our  annual  convention  which  meets  in  Omaha  on 
February  9,  10,  11  and  12,  1915,  is  having  our  earnest 
consideration,  and  plans  are  being  formulated  for  the 
most  successful  occasion.  If  coming  events  cast  their 
shadows  before  we  may  expect  hearty  cooperation  from 
the  members.  We  are  already  offered  from  them  sub- 
stantial assistance  in  the  way  of  practical  experiences  in 
up-to-date  methods  of  merchandising.  We  have  a  right 
to  expect  from  you  something  of  your  own  experience, 
that  you  can  either  give  or  wish  light  upon.  Don't  think 
it  too  early  to  send  in  such  questions  as  you  wish  brought 
out.  Do  it  now,  and  do  it  often  in  the  next  two  months. 
It's  up  to  you  personally  to  see  that  this  feature  is  to 
your  liking,  so  don't  put  it  off.    The  exhibition  feature 
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is  cut  out  for  this  convention.  We  will  have  something 
to  say  about  this  in  our  annual  report,  for  your  ears  only. 

A  word  to  those  who  have  not  so  far  considered  it 
a  duty  to  remit  their  dues  for  this  year  there  are  about 
100  of  them.  We  are  all  aware  that  this  year  it  is  ap- 
parent that  money  does  not  grow  on  bushes  in  Nebraska 
but  this  is  an  obligation  that  should  take  precedence  of 
all  others.  It  is  returned  to  you  compounded  many 
times,  and  our  work  cannot  go  on  unless  you  do  your 
share.  Editor. 


A  Move  in  the  Right  Direction 

For  over  a  year  we  have  been  urging  saner  methods 
in  extending  credits,  and  we  are  grateful  to  see  good  le- 
sults  all  along  the  line.  We  had  occasion  to  call  on  one 
of  our  live  wire  members  a  short  time  ago.  Upon  enter 
ing  the  door  we  noticed  for  we  could  not  help  it  a 
arge  sign  confronting  us  which  read  as  follows: . 

N  O  T  J  C  E 

All  Repairs  and  Seed  must  be  Cash  on  Delivery 
A  L  L   S  A  L  E  S 
Amounting  to  $10  or  over  must  be  settled  for 
when^Goods  go  out,  either  by 
C  /I  S  H    OR  NOTE 
/  JNTEREST 
jal  Rate  will  be  charged  on  all  Book 
^  -  Accounts  after  Sixty  Days 
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On  meeting  the  owner  we  asked  if  this  was  not  a 
suicidal  policy,  and  if  it  did  not  tend  to  cut  down 
his  trade.  He  promptly  replied,  "No  sir,  my  trade  was 
never  better,  while  others  are  complaining  I  have  all  I 
can  do.  My  customers  are  pleased  with  my  plans^  and 
both  are  satisfied  with  results."  Observe  the  large  let- 
ters in4he  sign  which  are  printed  in  red  NOTICE, 
ALL  SALES,  CASH  OR  NOTE,  INTEREST  the  vital 
points  in  the  credit  system  being  prominent  features. 

Should  anyone  desire  further  information  along  this 
line  we  will  gladly  give  you  the  name  and  town  where 
such  stands  can  be  taken  successfully. 


Retailers    Welcomed  at  Joint  Meeting  of  Jobbers  and 
Manufacturers  at  A  tlantic  City 

A  year  ago  we  reported  that  our  Trade  Relations 
Committee  were  refuse:!  a  hearing  by  the  job- 
bers and  barred  from  any  part  in  their  proceedings.  A 
year  has  brought  about  a  mighty  change.  Trade  jour- 
nals report  apparent  harmony  between  the  three  vital 
factors  in  hardware  distribution. 

President  Mitchell  of  the  N.  R.  H.  A.  said  in  part 
as  follows:  ''Recently  we  sent  to  twenty  five  different 
states  in  the  South,  and  middle  west,  a  list  of  twenty 
five  staple  articles  which  we  requested  them  to  buy  from 
their  usual  source.  Seventeen  of  the  retailers  with  aver- 
se ratings  have  reported,  sending  in  copies  of  their  in- 
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voices.  The  smallest  difference  between  the  highest 
and  lowest  price  on  the  same  article  was  25%.  The 
greatest  difference  between  the  prices  of  a  given  article 
article  was  250%.  I  am  merely  telling  you  this  to  show 
that  you  have  not  yet  solved  the  question  of  economical 
distribution. 

W.  H.  Taylor,  president  of  the  National  Hardware 
Jobbers  Association,  'said  to  the  manufacturers,  your 
sales  to  mail  order  houses  are  not  more  than  from  two 
to  five  per  cent  of  your  total,  why  put  into  hands  of  mail 
order  houses  a  club  to  break  down  our  very  best  friends, 
the  retailers  who  are  distributing  from  95  to  98%  of-your 
products?  Wonderful  come  down,  and  we  are  glad  to 
know  that  the  jobbers  have  finallly  arrived  at  the  con- 
clusion that  the  retailer  is  a  friend  and  among  the  best. 

We  wonder  that  now  the  relationship  is  established 
if  they  will  try  to  serve  as  becometh  the  tie. 


Sports  Versus  Slow  Pay 

We  are  often  called  upon  to  condemn  that  which  we 
feel  inclined  to  admire,  and  that  we  may  not  be  accused 
of  sour  grapes,  for  the  lack  of  a  better  application,  we 
will  call  the  following  subject  *The  Irony  of  Fate.'' 

It  is  universally,  said  and  we  think  rightly  so,  that 
the  present  conditions  of  collections  are  95%  attributed 
to  living  beyond  our  income,  and  beyond  our  natural 
standing  in  the  society  in  which  we  move. 
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When  we  speak  of  high  Hving,  it  does  not  follow 
that  we  mean  our  tables,  our  backs  or  our  friends.  The 
element  which  has  entered  into  our  high  cost  of  living 
is  an  insiduous  one  as  it  not  alone  adds  immeasurably 
to  our  outlay  but  also  decreases  our  efficiency,  de- 
tracts from  our  thrift,  industry  and  zeal  and  simply 
adds  to  what  we  may  term  excess  of  pleasure. 

It  makes  for  us  perhaps  so  called  friends  who  pray 
upon  our  hospitality  and  like  leaches  draw  on  us  for 
that  which  they  toil  not  neither  do  they  spin.  What 
am  I  driving  at?  The  automobile  which  like  the  will 
of  the  wisp  is  leading  many  if  not  most  of  us  to  finan- 
cial disaster  and  not  alone  ourselves  but  the  thousands 
who  are  depending  on  us  to  pay  what  we  owe.  This  is 
becoming  a  serious  proposition  in  our  farming  commun- 
ities. 

The  merchant  whose  capital  is  largely  tied  up  in  ac- 
counts and  credits  is  hampered  in  his  business  while 
most  of  his  customers  are  riding  around  in  their  automo- 
biles, the  purchase  and  maintainance  of  which  eats  up 
their  surplus. 

While  he  and  the  boys  are  enjoying  their  expensive 
toy  the  farm  is  neglected  and  the  produce  is  not  finding 
an  exchange  in  his  market  town,  nor  is  their  effort  made 
to  pay  his  legitimate  debts. 

Note  the  following  data  taken  from  actual  facts  in 
one  of  our  best  Nebraska  towns.   A  responsible  mem- 
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ber  of  our  association  shows  it  up  thusly:  His  usual 
trade  for  the  past  three  years,  with  the  exception  of  1914, 
has  averaged  about  the  same.  The  first  day  of  August 
1911  he  had  to  his  credit  a  drawing  balance  at  his  bank 
of  $4,112.19.  In  August  1912  it  was  $1000.00  less,  in  Aug- 
ust 1913  his  balance  was  $1251.98  and  in  August  1914  he 
had  a  balance  of  $425.06.  Note  that  his  business  has 
become  largely  a  number  of  accounts  to  collect.  On  the 
day  we  were  in  his  town  we  counted  on  the  public 
square  83  automobiles,  perhaps  representing  a  cost  of 
over  $50,000.  In  addition  I  think  we  are  .^^afe  to  say 
there  vyere  as  many  more  on  the  farm  or  on  the  road 
$100,000  invested  by  the  farmer  tributary  only  to  this 
town,  in  wasted  effort  which  shows  no  growth  nor  profit 
and  which  day  by  day  loses  its  value,  money  which 
should  be  invested  in  catile,  hogs,  chickens,  horses,  new 
fences  and  improvements  and  the  paying  of  debts,  all 
money  makers,  against  money  wasters.  Do  you  wonder 
that  collections  are  hard  to  make? 

This  state  of  affairs  can'  be  duplicated  in  almost 
every  county  in  the  state.  Hard  times  and  high  cost  of 
living,  no,  it  is  simply  commercial  waste  and  there  is  a 
day  of  reckoning.  Whom  the  gods  would  destroy  they 
first  make  mad. 

The  man  who  apparently  owns  a  automobile  will 
stand  regulating  as  to  credits. 
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SECRETS  OF  STORE  FINANCE 

How  the  Retailer  Holds  the  Bag 
By  Forrest  Crissey 

(Reprinted  from  the  Saturday  Evening  Post  Phila- 
delphia. Copyright  1913,  by  the  Curtis  Publishing  Co. 
This  article  will  be  continued  from  month  to  month  un- 
til completed,  and  is  well  worth  reading.) 


(Continued  from  last  month) 
'Tarmer  Brown,''  declares  a  small  country  store- 
keeper in  the  Southwest,  "has  been  trading  with  me  off 
and  on  for  about  six  years.''  His  trade  has  been  mosfly 
'off;'  for  whenever  he  has  money  enough  to  buy  from 
the  mail-order  house  he  does  not  appear  at  my  store. 
Two  years  ago  he  had  a  crop  failure.  I  knew  then  that 
I  should  get  his  trade;  and  I  did  get  it.  He  was  out  of 
money  and  he  had  to  have  some  one  to  carry  him 
through  the  year. 

'*He  figured  that  if  he  went  to  the  bank  and  bor- 
rowed the  money  he  would  have  to  pay  a  good  smart 
rate  of  interest.  And  perhaps  the  banker  would  not 
care  to  lend  him  money  in  view  of  the  fact  that  every 
year  he  was  sending  several  hundred  dollars  out  of  the 
community.  Before  he  began  trading  with  the  catalogue 
houses  he  had  traded  with  me;  I  had  bought  his  butter 
and  eggS;  and  had  sometimes  lost  money  on  them;  I  had 
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always  treated  him  fairly  and  given  him  honest  goods 
at  reasonable  prices,  prompt  service  and  liberal  credit. 

"Then  the  literature  of  the  catalogue  houses  came 
along  and  converted  him  to  the  doctrine  of  the  elimina- 
tion of  the  middleman  and  the  reductions  of  the  high 
cost  of  living.  That  literature  was  cunningly  written 
and  left  on  his  mind  the  impression  that  the  middle- 
man is  not  the  produce  commission  man,  who  does  not 
hesitate  to  dump  big  receipts  of  produce  from  growers  in 
to  the  most  convenient  river  or  harbor  in  order  to  stif- 
fen the  price  of  the  market,  thus  wantonly  destroying 
much  food  needed  by  the  consumers,  but  that  he  is  the 
local  merchant  in  the  country  town. 

''Farmer  Brown  believed  this  dope;  he  was  con- 
vinced that  I  was  an  economic  mistake,  and  he  had 
something  more  than  a  suspicion  that  for  years  I  had 
been  taking  extortionate,  profits  from  him.  There- 
fore he  went  over  to  the  mail-order  house  until  a  crop 
failure  put  a  crimp  in  his  pocketbook.  Then  he  came 
back  to  my  store.  I  carried  his  account  for  a  year— un- 
til he  harvested  his  next  crop;  but  in  order  to  do  this  I 
had  to  go  to  the  bank  and  borrow  money. 

*'Where  do  we  stand  to-day?  Farmer  Brown  has 
had  two  big  crops  and  has  gone  back  to  the  catalogue 
house.  He  drives  a  big  touring  car  and  is  on  the  top 
wave  of  prosperity.  He  is  a  man  of  influence  here  in 
his  community  and  his  example  counts  for  a  whole  lot 
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with  his  farmer  neighbors.  Because  he  has  plenty  of 
money  he  must  be  a  shrewd  man,  and  as  he  buys  his 
suppHes  from  the  mail-order  house  that  must  be  the  far- 
sighted  thing  to  do!   Therefore  they  follow  his  lead. 

'1  think  I  am  a  fairly  good  merchant;  I  keep  a  clean 
store,  buy  carefully,  look  after  my  credits  closely,  work 
early  and  late,  and  meet  my  customers  with  a  smile  in- 
stead of  a  grouch.  But  I  cannot  own  an  automobile;  in 
fact  I  cannot  afford  even  a  family  driving  horse.  If  I 
take  the  folks  out  for  a  little  pleasure  ride  occasionly,  I 
have  to  go  to  the  livery  stable  and  hire  a  team. 

''On  the  other  hand  I  not  only  pay  taxes  for  the  sup- 
port of  the  local  government,  for  the  schools  and  for 
every  community  interest  covered  bv  taxation,  but  I  am 
called  upon  to  contribute  to  every  other  cause  in  the 
community  for  which  popular  support  is  sought  the 
churches,  the  Fourth  of  July  and  other  town  celebrations, 
the  village  band,  the  high  school  baseball  and  football 
teams,  and  those  few  cases  of  charity  that  occasionally 
have  to  be  cared  for  even  in  an  agricultural  community. 
And  I  do  contribute  to  these  causes,  not  only  because  it 
is  expected  of  me  as  a  merchant  but  also  because  I  like 
to  do  so. 

''How  about  the  merchant  to  whom  Farmer  Brown 
and  his  followers  give  their  trade  thousands  of  dollars 
of  trade?  Do  these  distant  mail-order  merchants  help 
to  support  the  county  and  town  governments?   Do  they 
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contribute  to  the  churches,  the  band,  the  baseball  team, 
or  to  any  other  interest  of  our  little  community?  Not 
one  cent! 

'*Do  they  buy  the  produce  of  the  local  farmers,  pat- 
ronize the  local  blacksmith,  give  a  widow's  boy  a  chance 
to  work  his  way  through  high  school  by  driving  a  del- 
ivery wagon  or  clerking  in  the  store  evenings  and  Satur- 
days? Never! 

"All  the  mail-order  merchant  does  is  to  take  the 
money  out  of  our  community,  sap  its  vitality  and  break 
its  town  spirit.  That's  all!  Do  you  wonder  we  hate 
and  fear  a  mail-order  house?  Is  it  strange  that  this 
thing  is  eating  us  so  hard  that  we  holler?'' 

As  to  the  possibility  of  meeting  catalogue-  house 
competition,  the  average  country  storekeeper  insists  that 
it  cannot  be  done  and  that  the  mail-order  house  has  the 
whiphand  when  it  comes  to  making  prices.  Of  course 
he  does  not  say  this  to  his  customers,  but  he  does  to  his 
jobber  and  his  competitor.  There  are  some  very  keen 
and  progressive  storekeepers,  however,  that  do  not 
share  this  opinion;  but  the  average  country  retailer,  who 
has  seen  his  trade  cut  into  by  catalogue  houses, 
carries  the  fear  of  its  price  making  power  in  his  heart. 
When  one  small  storekeeper  in  the  Middle  West  was 
asked  this  he  replied: 

''Of  course  we  are  afraid  of  the  prices  made  by  the 
mail-order  house.   Whether  or  not  they  are  in  the  last 
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analysis,  actually  cheaper  than  the  prices  we  can  make 
to  the  consumer,  they  always  appear  cheaper.  In  a  few 
cases  I  am  able  to  see  the  hole  in  the  doughnut  and 
make  it  clear  to  my  customers,  but  I  must  admit  that  in 
a  power  of  other  instances  I  am  not  smart  enough  to 
figure  out  for  my  self  that  the  consumer  is  not  actually 
getting  the  goods  everything  counted  in,  for  less  money 
than  1  could  sell  those  same  goods  without  making  an 
outright  loss/' 

*7ust  the  other  day  Tom  Smith,  a  clerk  in  our  little 
local  bank,  decided  to  paint  his  cottage.  Though  he  is 
a  catalogue  house  shark  he  generally  tries  to  quiet  his 
conscience  by  figuring  with  one  of  his  home  storekeep- 
ers before  he  makes  a  purchase  of  any  consequence;  so 
he  came  in  to  get  my  prices. 

"I  sell  good  paints  and  so  does  my  competitor,  Mr. 
Johnson;  in  fact  we  both  handle  about  the  same  brands 
and  quality.  When  I  made  young  Smith  a  price  of  a  dol- 
lar and  ninety  cents  a  gallon  he  went  right  up  in  the  air 
and  intimated  that  he  did  not  mind  being  gouged  a  little 
once  in  a  while,  but  that  when  it  came  to  being  robbed 
outright  he  would  not  stand  for  it.  Then  he  showed  me 
that  the  mail-order  house  made  a  price  of  dollar  and 
sixty  cents  a  gallon  on  paint  that  purported  to  be  of 
the  same  quality  as  that  I  sold,  and  apparently  was 
backed  by  the  guaranty  of  the  catalogue  house. 

"Now  I  paid  my  jobber  $1.60  a  gallon  for  my  paint, 
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the  exact  price  the  mail  order  house  proposed  to  charge 
Smith  for  its  paint.  Any  merchant  knows  that  a  mar- 
gin of  thirty  cents  to  cover  freight,  hauling,  overhead  and 
every  other  kind  of  expense,  is  none  too  large  a  spread 
on  a  gallon  of  paint,  if  the  merchant  expects  to  make 
any  profit  at  all.  I  did  the  thing  that  about  ninety-nine 
storekeepers  out  of  every  hundred  are  doing  today  under 
the  same  circumstances-  I  weakened  and  let  Smith  have 
the  paint  at  $1.75. 

did  not  want  Smith  to  tell  all  his  neighbors  that 
his  house  was  dressed  up  with  mail  order  paint.  Right 
there  was  where  I  fell  into  the  trap.  Neighbor  Smith 
went  down  to  the  bank  and  for  several  days  put  in  his 
spare  time  bragging  on  how  much  he  had  been  able  to 
save  by  holding  the  mail  order  club  over  my  head.  And 
he  generally  threw  out  the  intimation  that  I  would  bear 
watching  and  that  the  concession  I  had  made  to  him 
indicated  the  extent  to  which  I  was  holding  up  my  cus- 
tomers who  were  not  quite  so  shrewd  as  himself. 

''This  is  the  kind  of  thing  that  is  happening  in  every 
community  where  the  catalogue  house  has  secured  a 
hold.  And  that,  mind  you,  means  about  every  country 
community  in  the  United  States. 

(To  be  continued  in  our  next  issue.) 


Is  your  dwelling  and  household  furniture  insured  in 
the  N.  H.  M.  I.  C? 
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Duties  of  Clerk  to  Proprietor 
We  are  indebted  to  the  Hardware  World  for  a  thous- 
and copies  free,  being  a  reprint  of  a  speech  by  Hamp 
Williams  of  Hot  Springs,  Ark.,  entitled  ''Duties  of  Clerks 
to  FVoprietors."  Mr.  Williams  is  a  successful  hardware 
man  who  has  risen  from  the  bottom  rung. 

He  knows  of  what  he  speaks,  his  words  should 
prove  an  inspiration  to  any  one  who  is  yet  above  the 
ground.  You  should  place  a  copy  in  each  of  your  clerks 
hands. 

If  you  will  drop  me  a  pos.al  card  I  will  mail  you 
free  as  many  as  you  can  use  profitably.  Do  it  now. 
The  Hardware  World,  published  in  St  Louis,  deserves 
great  credit  for  the  cooperative  spirit  in  which  they  are 
working  for  the  craft.  They  publish  an  interesting 
paper  monthly,  at  the  small  cost  of  50c  a  year.  Every 
hardware  man  who  reads  should  have  it. 


A  few  Apt  Words  from  oui  President 
On  board  the  flyer  from  Blair  to  Lincoln,  Nov.  4, 1914. 
I  can't  sell  hardware,  collect  accounts  and  smooth 
over  troubles  on  board  a  Northwestern  train,  behind  a 
good  locomotive,  but  I  can  jot  down  my  heart  throbs  to 
:  the  members  of  our  N.  R.  H.  A.  and  how  better  can  I 
conserve  the  time. 

I  was  just  reading  the  last  issue  of  the  Ironmonger, 
(it  is  handy  to  carry  in  the  pocket  for  spare  moments) 
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and  as  I  was  cogitating  on  the  bright  newsy  medium 
our  Secretary  edits  for  our  benefit  (just  the  thing  for  the 
busy  hardware  man)  and  by  the  way  its  value  and  worth 
is  recognized  and  favorably  commented  upon  by  top- 
notchers  in  the  ranks  of  Journalism.  I  was  wondering 
if  the  report  given  in  the  September  number  measured 
our  appreciation,  cost  of  publication  $300.00  per  annum, 
subscriptions  $60.00  per  annum,  but  it  don't,  does  it? 
The  amount  is  so  small,  we  simply  put  it  off  until  a  con- 
venient opportunity  presents  itself  and  when  it  does  we 
forget  it.  Uncle  Sam's  currency  is  very  convenient  for 
small  remittances,  25  regulation  stamps  will  pay  two 
years  subscription. 

I  am  terribly  in  earnest  on  our  community  of  interest 
work.  You  know  I  have  the  honor  of  not  alone  being 
president  of  the  N.  R.  H.  A.  (and  that  is  enough  honor 
for  one  man)  but  I  am  also  president  of  our  Commercial 
Club  and  this  phase  of  work  has  crept  closer  to  my  heart 
than  ever  before.  I  believe  if  the  smaller  towns  of  our 
state  who  have  Commercial  Clubs  and  those  who  have 
not,  would  give  only  a  small  part  of  their  time  to  the 
particular  feature  of  interesting  the  farmer  in  the  club 
work,  and  work  loyally  together  we  would  in  a  short 
time  revolutionize  the  present  prevailing  system  that 
tends  to  building  up  large  congested  centers  at  the  ex- 
pense and  waste  of  our  smaller  towns.  You  should 
broaden  out,  take  in  the  farmer  members,  put  them  to 
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work  and  work  with  them  as  one  community.  We 
made  this  change  in  our  club  a  year  ago  and  find  that 
our  country  members  are  our  most  loyal  adherents,  we 
work  together  town  and  country  and  thereby  have  de- 
veloped a  spirit  of  uplift  and  congenialty  that  is  work- 
ing out  splendidly.  I  find  that  the  country  members  are 
better  workers  and  more  dependable  than  our  town  folks. 

As  president,  I  am  careful  to  put  the  farmer  mem- 
bers on  important  committe3S.  We  jjst  palled  off  our 
third  annual  horse  show^  It  would  do  your  soul  good 
to  see  the  interest  shown.  Big  crowds,  everybody  en- 
joying it.  The.  main  part  was  that  the  expense  was 
nonimal,  we  had  a  parade  of  wo^-k  horses,  mules,  colts 
and  ponies  ridden  by  men,  boys  and  girls  and  extending 
over  four  blocks,  everybody  and  his  or  her  mount  decor- 
ated with  ribbons  and  furbelows,  and  plenty  of  enthus- 
iasm. 

Our  club  handles  everything  pertaining  to  a  Civic 
nature  in  public  amusements,  from  July  4th  to  Christmas, 
and  from  Christmas  to  July  4th. 

We  also  push  civic  improvements  from  the  farm  to 
the  town  and  we  propose  to  make  Blair  the  prettiest 
town  in  the  state,.we  prop:>se  that  the  town  of  Blair 
and  the  country  tributary  to  it  shall  work  for  uplift  as  a 
unit. 

I  am  sure  you  can  do  the  same  if  you  will  only*  try. 
If  you  need  help  or  suggestion  to  get  started  along  any 
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of  these  lines  we  have  a  member  who  is  a  dandy,  and  I 
am  sure  he  would  cheerfully  go  out  and  help  you  to 
start  along  successful  lines. 

Our  Annual  Convention  is  on  my  mind  continually 
and  while  we  will  do  all  in  our  power  to  make  it  a  suc- 
cess and  inspiration,  after  all  if  you  withhold  your  help, 
our  best  efforts  will  prove  a  failure.  It  is  absolutely 
true  that  unless  every  one  has  a  personal  interest  in  its 
success  it  will  fail  of  its  completed  mission.  Begin  now, 
today,  jot  down  every  item  that  comes  to  your  mind  of 
a  nature  to  help  you  or  others,  send  them  to  our  secre- 
tary for  tabulation  and  bring  them  with  you  for  evidence 
of  your  work.  If  you  take  a  part  there,  you  will  get  a 
part  to  carry  away. 

From  your  president, 

F.  W.  Arndt. 


The  pages  of  this  publicarion  are  open  free  to  those 
having  stocks  to  sell,  or  desire  stocks  to  buy  or  help 
needed  or  positions  wanted. 


Don't  overlook  our  proposition  to  assist  you  in  coll- 
ecting past  due  accounts  and  stirring  up  your  dead 
boarders  into  live  assets. 


•  Now  is  a  good  time  to  ask  your  non-member  com- 
petitor to  join  the  Association. 
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Some  Interesting  Letters 

Weeping  Water,  Nov.  5. 

Dear  Sir  and  Friend: 

This  is  to  inform  you  that  D.  M.  Johnson,  of  this 
city,  has  sold  his  hardware  store  to  Chas.  Gibson,  who 
will  move  to  town  and  join  the  fraternity  of  hardware 
dealers.  Mr.  Johnson  will  keep  the  business  until  the 
first  of  the  year,  Your  last  Ironmonger  is  just  full  of 
good  things.  On  page  5  I  wish  to  say  ''Amen''  t©  every- 
thing you  say.  The  hardware  business  is  pretty  good 
down  here  and  with  a  little  cold  weather  it  will  be  on 
the  boom.  M.  J.  Wickersham. 


Hastings,  Oct.  26. 

Dear  Roberts: 

Enclosed  find  check  for  $2  to  apply  on  subscription 
to  Ironmonger.  Don't  know  where  I  stand.  Send  one 
subscription  to  F.  J.  Lawson,  Rockland,  Idaho.  Lot  of 
good  things  in  every  number.  Everything  lovely  and 
business  good.  C.  K.  Lawson. 


A  Warning 

Dear  Sir: 

On  July  28th  of  this  year  one  J.  J.  Randall  came  into 
my  store  with  an  attractive  proposition  on  a  plating  fluid 
and  an  advertising  proposition  whereby  he  was  to  fur- 
nish so  many  heavy  sacks  with  my  imprint  on  them.  He 
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bad  the  fluid  with  him,  leaving  the  amount  I  purchased. 
He  took  a  sample  of  my  letter  head  and  got  the  S'ze  of 
the  sacks  wanted  and  filled  out  a  contract  in  duplicate 
writing,  giving  me  a  copy.  After  he  was  gone  I  looked 
for  my  copv,  but  have  been  unable  to  find  it  and  have 
not  heard  from  him  since,  nor  of  the  sacks,  Have  you 
heard  anything  of  him,  and  have  any  of  the  other  mem- 
bers been  suckers  like  me?  Hoping  to  hear  from  you,  I 
remain,         Yours  truly. 


A  member  writes  me  that  he  has  been  solicited  and 
importuned  in  the  interest  of  a  concern  claiming  to  do 
business  along  the  same  lines  as  the  National  Rating 
League,  of  Chicago.  Upon  investigation  we  find  there 
are  two  companies  trying  to  do  business  on  the  reputa- 
tion, prestige  and  plans  of  the  National  Rating  League, 
both  of  them  imitators,  and  both  owned  and  operated  by 
the  same  man.  The  companies  are  known  as  the  Mu- 
tual Rating  Assn.,  and  the  National  Claim  Co.,  and  are 
operated  by  Walter  L.  Cropper,  who  had  been  employed 
for  some  time  by  the  National  Rating  League.  W.  M. 
Davis  of  the  National  Rating  League  brought  suit  in  the 
federal  court  enjoining  Cropper  from  continuing  the  bus- 
iness. The  federal  court  has  granted  the  injunction  un- 
der the  plea  set  forth. 


The  Ironmonger,  twenty -five  cents  per  year. 
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Insurance  Report  for  October 
Insurance  in  force      -      -      -  $2,017,300.00 
Cash  balance      ...      -  25,240.13 
Dividend  to  members      -      -      -  644.26 

Loses  paid  ^  116.23 

''Who  pays  the  fire  waste  bill?''  is  answered  in  a 
bulletin  issued  from  the  office  of  Walter  H.  Bennett,  Ill- 
inois state  fire  marshal.  The  answer  is,  the  public  pays, 
not  the  insurance  companies,  according  to  the  bulletin. 

'Tire  insurance  does  not  replace  lost  property,"  says 
the  bulletin.  'Tood,  clothing  and  shelter,  are  produced 
Only  by  human  effort,  hence  labor  expended  in  replacing 
waste  is  withdrawn  from  legitimate  production  for  the 
satisfaction  of  human  needs.  The  fire  waste  is  not 
really  paid  for  by  the  insurance  companies. 

"Fire  insurance  is  added  by  manufacturers  and  mer- 
chants to  the  cost  of  the  goods,  and  whoever  buys  a 
loaf  of  bread,  a  hat,  a  coat  or  shoes  pays  it.  The  cost 
of  the  fire  tax  is  concealed  in  the  price  of  the  goods. 
Every  fire  is  paid  for  by  all  the  people.  Insurance  is  col- 
lected from  all  and  paid  to  him  who  has  a  fire,  hence 
the  man  who  has  the  fire  intentionally  or  unintention- 
ally takes  money  from  the  pockets  of  his  neighbors. 
Fire  insurance  is  an  assessment  upon  all  to  pay  to  one; 
hence  every  fire  makes  every  man's  struggle  for  a  living 
harder  by  compelling  him  to  spend  for  his  neighbor's 
waste  what  he  might  otherwise  spend  for  his  own  com- 
fort" 
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Statement  of  Ownership^  Management,  Circulation,  etc. 

Of  the  Nebraska  Ironmonger,  published  monthly  at 
Lincoln,  Nebraska,  required  by  the  Act  of  August  24th, 
1912. 

Editor      -      Nathan  Roberts,  Lincoln,  Nebr. 

Managing  Ed. 

Bus.  Manager 

Publisher 

Owner 

Known  bondholders,  mortgages  and  other  se- 
curity holders,  holding  1  per  cent  or  more  of  to- 
tal amount  of  bonds,  mortgages  or  other  secur- 
ities  None 

Nathan  Roberts. 
Sworn  to  and  subscribed  before  me  this  31st  day  of 
March,  1914.  John  G.  Burket,  Notary  Public. 

My  commission  expired  February  1,  1918. 


How  about  the  N.  R.  H.  A.  padlock  monogram  on 
your  stationery?  We  have  a  few  left.  We  will  mail 
you  two  of  them  for  35c.  You  ought  to  have  them,  they 
will  give  tone  to  your  business  and  prestige  to  your  stand- 
ing at  practically  no  cost.   Order  today. 

Position  Wanted  By  capable  man,  14  years  exper- 
ience in  a  hardware  store  in  this  state.  If  you  need 
such  you  better  investigate.  Address  808  West  Nebr. 
St.,  Blair,  Nebr, 


The  Nebraska  Ironmonger 


VOL.  3.  Lincoln,  Nebraska,  December  1914  NO.  3 


Entered  as  Second  Class  Matter  at  the  Post  Office  at  Lincoln,  Nebraska,  under 
Act  of  Congress  of  March  3,  1879. 


NATHAN  ROBERTS,  Editor  and  Publisher 
Subscription  Price  25  Cents  Per  Year.  Payable  in  Advance 


This  is  our  last  issue  before  Christmas,  and  while  a 
little  early  it  is  none  the  less  appropriate  to  express  to 
each  one  of  you  who  have  it  in  your  hearts  to  help  others 
by  work  and  act  and  help  the  Christmas  inspiration. 

The  Christmas  season  has  no  meaning  for  us  unless 
it  opens  our  hearts  to  impart  joy  to  others  and  thereby 
enrich  our  own  store  house.  Twice  blessed  is  the  giver 
to  those  who  are  needy. 

We  would  heartily  wish  you  all  a  merry  and  joyous 
Christmas  and  a  plentious  supply  of  such  that  makes 
life  worth  the  living. 

May  the  closing  year  bury  for  you  the  troubles  and 
vexious  problems  it  brought  with  it  and  may  the  new 
year  open  up  propitiously  and  may  all  promises  be  veri- 
fied in  each  of  our  experiences. 

We  have  said  it  before  and  now  repeat  it  with  em- 
phasis that  all  signs  point  for  a  prosperous  year  for  1915. 
Money  will  be  plenty,  cheap  and  easily  procurred. 
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Building  and  improvements  will  take  on  new  impe- 
tus, money  will  find  its  way  into  channels  of  trade  and 
all  from  the  least  to  the  greatest  will  have  an  opportun- 
ity in  accordance  with  the  energy  and  efficiency  he  dis- 
plays to  earn  it.  Call  forth  the  best  that  is  in  you  and 
prepare  to  get  your  share.  Pessimism  never  gets  any- 
where, Optimism  will  lead  you  to  conquests.  Lets 
roll  up  our  sleeves  and  go  in  to  win  in  1915  what  we 
lost  in  the  last  two  years. 

The  assistance  we  offered  in  November  number 
along  the  line  of  slow  collections  has  been  in  a  large 
measure  misunderstood  or  misinterpreted.  Our  primal 
object  was  if  possible  to  relieve  the  pressure  on  our  mem- 
bers from  unpaid  accounts.  We  took  the  position  that 
we  could  assist  and  collect  for  you  where  you  were  un- 
successful, aud  still  avoid  any  friction  or  loss  of  your 
customers.  We  believe  that  a  rightly  worded  appeal  com- 
ing from  your  own  Association  secretary,  to  those  who 
owe  you  a  past  due  account  has  an  effect  that  an  appeal 
from  you  has  not.  We  have  not  established  a  collection 
agency  to  comb  the  country  with  a  find  tooth  comb  in  an 
endeavor  to  collect  accounts  that  you  have  exhausted 
every  effort  possible  to  get.  We  have  not  the  time  nor 
the  money  to  spend  along  that  line,  nor  are  we  built 
right  to  make  a  successful  effort.  We  have  received  a 
great  many  collections  of  this  nature,  a  large  number 
outlawed,  many  have  left  your  territory  for  parts  un- 
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known,  some  have  died  and  have  not  left  there  forward- 
ing address.  This  class  means  to  us  waste  of  time  and 
money  and  is  worth  more  than  the  nominal  charge  made 
merely  to  cover  actual  expense,  when  a  collection  agency 
charges  you  50%  on  such  if  they  were  confined  entirely 
to  that  class,  they  would  starve  at  it.  We  are  willing  to 
try  our  hand  on  even  such,  but  the  object  of  our  office  is 
misunderstood  when  only  such  are  sent  us,  for  two  rea- 
sons,first  it  does  not  relieve  the  situation  for  you  as  in- 
tended, in  the  second  place  it  costs  us  too  much  to  follow 
it  up  for  all  it  returns,  however  should  you  mix  the 
classes  you  would  get  returns  to  use  in  your  business 
and  we  would  cover  the  cost 

Think  this  over  carefully,  would  it  not  pay  you  to 
get  your  money  without  losing  your  customer  on  all 
past  due  accounts.  Dead  beat  accounts  are  a  slow  and 
expensive  proposition  and  worth  all  you  get  to  collect 
them.  We  have  prepared  a  set  of  three  letteis  properly 
worded  to  be  used  by  you  direct  and  still  connected  with 
our  collection  department,  which  we  believe  would  be  ef- 
fective on  the  class  who  are  perhaps  slow,  but  good.  We 
will  mail  vou  three  sets  of  twenty  each  of  these  three 
letters  for  $1.00.  We  think  it  would 4)ay  you  to  use 
them  before  you  send  to  us  for  collection. 

There  are  over  10%  of  our  members  who  have  not 
yet  paid  their  dues  for  1914.  We  have  been  less  urgent 
on  this  than  in  former  years,  knowing  the  prevailing  fin- 


4 


THE  NEBRASKA  IRONMONGER 


ancial  conditions,  but  is  it  not  a  fact  that  members  who 
are  not  prompt  in  this  matter  do  not  consider  the  impor- 
tance attached  to  it.  If  they  are  interested  in  the  Assoc- 
iation work  and  all  it  means  to  them,  they  should  con- 
sider that  its  affairs  can't  be  run  on  air. 

The  dues  are  only  ly^c  per  day  and  it  does  seem  to 
us  it  is  worth  more  than  that  to  any  member.  There- 
fore they  should  be  prompt  that  our  work  be  not  retard- 
ed. If  this  applies  to  you  who  reads  it,  take  care  of  it 
without  further  delay. 

The  dues  for  1915  are  payable  January  1st,  so  you 
are  a  year  behind. 

Editor. 


A  Daily  Reminder. 
In  a  few  days  we  will  mail  to  members,  only  and  to 
others  upon  request,  a  neat,  nifty  desk  calendar  covering 
the  year  1915  to  be  used  by  you  as  a  tickler  for  futures. 
In  the  use  of  it  you  will  systemize  your  business  engage- 
ments, obligations  and  important  things  to  remember 
and  will  prove  if  used,  a  valuable  adjunct  to  a  faulty 
memory.  When  you  get  this,  the  very  first  thing  to  do 
is  to  jot  down  .under  February  8th,  1915,  Fourteenth  An- 
nual N.  R.  H.  A.  Convention  in  Omaha  February  9  to  12, 
myself  and  lady.  This  will  prove  a  proper  start  for  1915 
business.  Arrange  to  make  holiday  of  it,  arrive  in 
Omaha  a.  m.  the  9th,  and  stay  until  p.  m.  the  12th.  It 
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is  a  good  investment  and  will  pay  big  returns  in  1915. 

That  the  meeting  may  return  your  individuality  the 
most  good,  you  must  get  light  on  your  own  troubles  and 
vexious  problems,  it  don't  make  any  difterence  what  the 
nature  of  it  is.  There  will  be  400  to  500  men  who  will 
be  only  too  glad  to  express  their  opinions  pro  and  con, 
and  out  of  it  you  will  draw  inspiration  that  will  help  you 
solve  yours.  Send  your  questions  and  problems  in  now 
that  we  may  have  time  to  ar^-ange  them.  You  can  write 
the  hotel  and  make  your  reservations  in  accordance  with 
your  wishes,  see  elsewhere  for  list  of  prices. 

This  is  your  convention,  it  needs  your  personal  in- 
terest to  make  it  a  success  to  you.  If  every  member 
looks  at  it  from  a  personal  interest  view  point  it  cannot 
fail  to  bring  inspiration  to  everyone  who  attends. 

Draw  your  bow  and  shoot  to  score  at  your  14th  an- 
nual in  Omaha. 


List  of  New  Members  to  Date  Since  Last  Convention 

Mashek  Brothers   Abie 

Winter  &  Putney  Adams 

J.  H.  Downer  I  Axtel 

C.  C.  Johnson    Benson 

James  Cabela  Brainard 

Anderson  &  Otteson  Cadams 


J.  D.  Martin  . 
G.  F.  Blakholt 


 Cedar  Bluffs 

Calome,  So.  Dak. 
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Kaufman  Hdwe.  Company  Columbus 

J.  G.  Albers  Cook 

Jacob  Oik    Cornlea 

G.  B.  Scott  Cortland 

Otoupalik  Brothers   David  City 

F.  C.  Horak  Dodge 

Melick  &  Trowbridge  Elgin 

Waidley  &  Beethe  Elk  Creek 

Mills  &  Venrick  Johnson 

T.  A.  Young  Lincoln 

Noyes  &  Merriam  Louisville 

H.  &  M.  Hardware  Co  Madison 

Ferine  &  Gordon  Merna 

M.  B.  Quivey  Mitchell 

Wm.  Sigea  &  Son  Monroe 

Wullbrandt  &  Ware  McCool  Junct. 

L.  A.  Dose  -  Niobrara 

J.  B.  Bailey   Naper 

Chris  Winters      Norman 

McGinnis  &  Co  _  Norfolk 

Jordan  &  Warner  O'Neil 

H.J.  Billerbeck  Osmond 

Glazier  &  Zander  Plainview 

Thos.  Winterbottom  Rulo 

Thomas  Hanson  .  Rosalie 

Aspegran  Strand  Lumber  Co.__:  Saronville 

C.  M.  McCurdy_  Steinauer 

Frank  Koranda  Table  Rock 
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W.  D.  Cannell 
C  H.  Gibson  _ 
W.  B.  Sharton 


Newton  Hardware  Company 


 Waterloo 

Weeping  Water 

 Wisner 

 Orchard 


1915  Convention 


There  is  but  one  more  issue  before  our  convention 
which  is  held  in  Omaha,  February  9-10-11-12.  Our  head- 
quarters will  be  at  the  popular  Hotel  Rome.  In  as 
much  as  we  have  no  exhibition  to  divert  our  attention 
this  year,  we  are  planning  and  looking  for  the  best,  most 
instructive,  most  interesting  meeting  we  have  ever  held. 
We  will  have  but  few  speakers,  but  they  will  be  the  best 
we  can  procure. 

The  question  box  will  be  a  strong  feature  every  ses- 
sion. We  are  introducing  a  new  feature  this  year, 
namely  Recognition  Day,  when  we  hope  to  set  aside  a 
part  of  a  session  to  the  recognition  of  new  members. 
We  expect  to  have  a  declaration  of  our  obligations  as 
members  of  the  N.  R.  H.  A.  which  all  will  subscribe  to 
on  this  occasion.  See  elsewhere  for  list  of  new  members 
to  date. 

The  entertainment  committee  are  preparing  a  pro- 
gram which  promises  a  few  light  joys,  arrange  to  bring 
your  ladies,  they  are  always  the  brightest  feature  of  our 
gatherings  and  we  doii'i  want  to  miss  one  of  them. 
This  is  our  outing  time,  and  we  want  to  make  the  most 


of  it. 
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That  you  may  get  it  off  your  mind,  out  of  your  sys- 
tem and  credited  on  our  books,  send  in  your  1915  dues 
at  any  time  now.  It  will  facilitate  our  work,  put  some 
money  in  the  treasury  which  is  much  needed,  and  put 
you  in  the  honor  ranks  of  the  N.  R.  H.  A.  Craftsman. 

Optimism  is  the  keystone  of  the  hour.  Prosperity 
is  just  ahead.  The  long  wait  is  over  and  the  strong,  up- 
ward swing  is  at  hand.  Amer'ca/s  decks  are  cleared  for 
economic  conquest.  If  it  is  true  that  Europe  has  never 
been  as  well  prepared  for  war,  it  is  no  less  true  that 
America  has  never  been  so  well  prepared  for  peace. 


Mercantile  conditions,  upon  analysis,  reveal  funda- 
mental conditions  more  sound  than  they  have  been  for 
five  years.  Warehouses  are  empty  and  retail  stocks  are 
depleted.  Both  must  be  brought  up  to  the  normal, 
which  means  stimulated  trade.  The  ultimate  consumer, 
after  years  of  retrenchments,  finds  his  reserve  of  cloth- 
ing, fuel,  food  and  equipment  used  up.  He  must  buy 
not  only  current  needs  but  to  replenish  his  domestic  re- 
serves. Buying  is  already  in  the  upward  track  and  it 
seems  inevitable  that  a  period  of  unappreciative  activity 
will  be  experienced. 

Food  for  the  World.  We  have  record  crops.  Al- 
ready on  the  way  to  the  market  are  930,000,000  bushels 
of  wheat,  which  exceeds  the  record  crop  of  1913  by  197, 
000,000  bushels.    Moreover,  it  is  estimated  that  the  1914 
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crop  will  sell  for  about  $300,0000.00  more  than  was  paid- 
for  the  crop  of  1913.  If  so,  the  pulse  of  trade  will  beat 
faster  with  the  injection  of  $1,000,000,000  new  wealth  in- 
to circulation.  Other  crops  show  substantial  improve- 
ments over  normal  and  it  is  assured  that  our  total  agri- 
cultural products  this  year  will  shatter  all  records. 


Irresistible  Influence 

,  We   our  actions,  our  thoughts,  our  characters,  our 
way  of  doing  business,  our  surroundings,  are  all  influen- 
ced by  the  age  in  which  we  live. 
Why  try  to  stem  the  tide? 

Will  not  our  success  be  easier  attained,  if  we  submit 
to  the  influences  and  progressive  ideas  that  are  abroad? 

The  commercial  world  today  says  ''get  together.'' 

It  says  in  concerted  actions  there  is  success. 

Niagara  would  not  be  Niagara  a  few  trickling 
streams  of  water  going  over  the  precipieces.  So  why 
the  grandeur,  the  power,  the  immensity  of  the  thing. 
Guess  why. 

The  analogy  is  simple.    Grand,  powerful  immense, 
are  not  exaggerated  terms  when  our  get  together  propa- 
ganda is  working  on  the  job  constantly.    It  is  the  lack 
of  it  that  prevents  success  and  achievements  along  lines 
.  of  progress.    Will  it  always  be  so? 
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Adverse  Legislation  on  Fire  Arms 

Doubtless  there  will  be  an  effort  made  this  winter 
to  enact  legislation  against  selling  fire  arms. 

It  is  up  to  the  retail  hardware  merchants  of  the 
state  to  watch  this  closely  and  be  alert  and  ready  to 
take  the  question  up  with  your  representative  adverse 
to  such  enactment. 

Siich  bills  have  no  merit  and  simply  divert  that 
much  legitimate  trade  from  the  proper  source  to  supply 
it.  Doubtless  legislators  honestly  believe  that  they  are 
striking  at  the  criminal  class  whereas  in  reality  they  are 
striking  at  the  class  of  law  abiding  citizens  without  af- 
fecting the  criminal  who  is  bound  to  own  and  carry  fire- 
arms despite  the  law. 

The  effect  therefore  is  to  rob  the  local  dealer  of  a 
thoroughly  legitimate  business  and  direct  that  trade  to 
the  mail  order  houses  outside  of  the  state. 

The  good  citizen  buys  firearms  for  self  protection 
against  the  criminal  and  in  attempting  to  deprive  him  of 
his  rights,  we  do  injustice  without  remedying  the  evil. 

There  is  no  state  law  that  can  prevent  any  one  from 
purchasing  such  outside  of  the  state.  Then  why  take  it 
out  of  our  dealer's  control  and  pass  it  over  to  those  who 
can  and  will  sell  such  to  any  one  who  has  the  money 
to  buy.  It  is  to  your  interest  to  watch  this  and  promptly 
block  it.   We  will  watch  it  at  this  end. 
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Desirable  customers  always  are  keen  observers  of 
how  you  keep  your  store.  Dirt,  untidy ness,  poorly  ar- 
ranged stock  and  general  shiftlessness  do  not  appeal  to 
them. 


He  who  alwuss  duz  unto  others  az  he  wud  have  them 
do  unto  him,  is  the  only  really  honest  man  we  hav;  and 
how  menny,  my  friend,  do  you  suppose  thare  iz  ov  this 
kind?  -  Josh  Billings. 

Answering  Josh. 

There  are  50%  of  the  people  of  this  world,  whose 
intentions  and  aims  are  along  this  line,  if  given  half  a 
a  show  in  reciprocity  by  the  other  half.  Confidence  once 
betrayed  is  a  wary  creature. 

SECRETS  OF  STORE  FINANCE 
How  the  Retailer  Holds  the  Bag 
By  Forrest  Crissey 

(Reprinted  from  the  Saturday  Evening  Post,  Phila- 
delphia. Copyright  1913,  by  the  Curtis  Publishing  Co. 
This  article  will  be  continued  from  month  to  month  un- 
til completed,  and  is  well  worth  reading.) 


(Continued  from  last  month) 
Now  the  jobbers  all  charge  practically  the  same 
price  for  this  paint.    I  cannot  buy  it  for  less  than  a  dol- 
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lar  and  sixty  cents  a  gallon,  and  neither  can  Mr.  John- 
son, my  competitor.  How  the  jobbers  arrived  at  this 
unanimity  of  price  I  do  not  know;  but,  anyhow,  they 
hold  it  right  there.  Naturally  it  would  occur  to  any 
man  that  the  reasonable  thing  for  me  to  do  is  to  talk 
the  situation  over  with  my  competitor  and  come  to  an 
understanding  that  we  should  stand  pat  against  mail- 
order competition,  and  get  about  the  same  percentrge  of 
profit  on  whatever  we  sell.  But  if  we  did  that  and  got 
away  with  it  we  should  be  breaking  the  Federal  law 
known  as  the  Sherman  Act,  or  our  state  law  patterned 
after  that  act,  and  if  we  did  not  get  away  with  it  the  dis- 
trict or  prosecuting  attorney  would  get  away  with  us. 

"Personally  I  do  not  care  to  be  a  lawbreaker  and 
neither  does  the  average  country  merchant.  In  other 
words  the  Sherman  Act,  the  backbone  of  anti-trust  law 
in  the  United  States,  is  altogether  the  slickest  thing  for 
the  great  mail-order  house  that  it  could  wish  for,  because 
nearly  every  state  has  enacted  drastic  'restraint  of  trade' 
legislation  that  practically  conforms  to  the  famous  anti- 
trust statute. 

''With  the  establishment  of  the  parcel  post  and  the 
recent  extension  of  its  weight  limit,  the  big  mail-order 
concern  is  beautifully  intrenched.  The  country  store- 
keepers are  not  only  afraid  to  get  together  in  anything 
resembling  a  price  agreement  but  they  are  also  cautious 
about  making  any  united  stand  against  the  mail-order 
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house  that  might  be  made  to  appear  in  court  to  have 
the  earmarks  of  a  price  understanding.  The  country 
storekeeper  is  in  no  position  to  hire  expensive  legal 
talent  to  tell  him  how  close  he  can  steer  to  the  line  and 
not  get  caught/' 

There  is  a  little  country  town  in  a  Western  state 
where  the  storekeepers  once  believed  that  the  great 
mail-order  house  was  the  predestined  and  foreordained 
agency  for  their  extermination.  They  saw  the  incoming 
flood  of  catalogues  and  the  outgoing  flood  of  post-ofifice 
orders;  they  saw  their  town  dwindling  in  population  and 
degenerating  in  appearance;  they  saw  the  young  men  of 
the  village  leaving  it  for  the  larger  cities,  or  striking  out 
for  a  location  that  ''looked  like  a  live  one;"  tbey  knew 
the  spirit  of  local  pride  was  broken  and  that  the  breath 
of  the  local  enterprise  had  departed;  and  they  no  longer 
believed  in  the  existance  of  such  a  sentiment  as  home 
loyalty. 

It  was  not  until  the  business  men  of  that  little  town 
realized  that  they  were  fighting  in  the  last  ditch  that  an 
inspiration  came  to  one  of  their  number  who  still  re- 
tained a  spark  of  hope  in  his  heart. 

This  man  organized  all  the  business  men  of  his  com- 
munity into  a  home-town  club.  Its  purpose  was  to  fan 
the  dying  embers  of  home  feeling  into  a  living  flame. 
It  was  out  for  everything  that  promised  to  help  the 
home  town.    But  the  man  who  had  brought  the  organ- 
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ization  together  could  think  of  nothing  that  would  help 
the  old  town  quite  so  much  as  to  get  back  some  of  the 
trade  it  had  lost  to  the  mail-order  houses. 

He  did  not  believe  the  fight  was  hopeless  and  he  re- 
fused to  admit,  even  to  himself,  that,  as  a  matter  of  dol- 
lars and  cents,  the  mail-order  house  'could  supply  that 
community  with  the  necessaries  and  its  luxuries  more 
cheaply,  in  the  long  run,  than  could  its  local  merchants. 
Consequently  he  looked  round  for  a  man  who  had  a 
natural  gift  for  figures;  who  could  take  a  price  apart  and 
show  what  made  it  go;  who  could  meet  farmers  on  their 
ownground  and  talk  to  them  straight  from  the  shoulder 
withoutgiving  offense. 

This  man  was  sent  out  as  a  home  missionary  to  the 
holders  of  mail-order  catalogues.  Though  he  was  strong 
for  home  sentiment,  he  always  went  straight  to  the  far- 
mer's pocketbook  and  stood  ready  to  show  the  customer 
of  the  mail-order  house  that,  month  in  and  month  out, 
he  was  actually  losing  money  by  not  trading  with  the 
home  merchants. 

(To  be  continued  in  our  next  issue.) 


They  must  hunger  in  frost  who  will  not  work  in 
heat. 

He  who  serves  w^ell  need  not  be  afraid  to  ask  his 
wage,  for  his  own  merit  gives  him  boldness. 


THE  NEBRASKA  IRONMONGER 


15 


Hardware  Proverbs 
A  penny  spared  is  twice  got. 
Trade  is  the  mother  of  money. 
A  tradesman  who  gains  not,  loseth. 
He  who  gets  out  of  debt  grows  rich. 
If  a  good  man  thrive,  all  thrive  with  him. 
A  good  name  keeps  its  lustre  in  the  dark. 
Things  hardly  attained  are  long  retained. 
He  who  has  lost  his  credit  is  lost  to  the  world. 
He  who  looks  not  before,  finds  himself  behind. 
Would  you  know  what  money  is   go  borrow  some. 
It  is  better  to  go  to  bed  supperless  than  rise  in  debt. 
One  eye  of  the  boss  sees  more  than  ten  of  the  clerk's 
Industry  is  fortune's  right  hand  and  frugality  her 

left. 

Better  spare  to  have  of  thine  own  than  to  ask  other 
men. 

The  skillfuUest  man  is  second  if  he  is  destitute  of 
money. 

He  who  hath  but  one  hog  makes  him  fat,  and  he 
who  hath  but  one  son  makes  him  a  fool. 

He,  who  is  not  handsome  at  twenty,  nor  strong  at 
thirty,  nor  rich  at  forty,  nor  wise  at  fifty,  .  will  never  be 
handsome,  strong,  rich  nor  wise. 
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Our  Mr.  Phillips  returning  Dec.  14th  from  a  trip  in 
the  Middle  West,  reports  a  decidedly  healthier  tone,  and 
and  better  business  among  the  Hardware  Craft. 

He  brought  in  a  number  of  new  applications  for 
membership  and  applications  for  new  and  additional 
insurance. 

The  hardware  men  are  a  unit  in  their  praise  and  ap- 
preciation of  this  new^  phase  of  the  work. 

We  desire  to  express  to  members  and  non-mem- 
bers upon  whom  he  has  called  our  hearty  appreciation 
of  the  courtesy  extended  him  and  we  hope  his  visits 
have  been  of  some  benefit  to  you. 


We  are  in  receipt  of  Volume  I.  No.  1.  of  the  Dealer's 
Digest,  published  in  Dallas,  Texas,  and  edited  by  Henry 
Marty,  Secretary  of  the  Texas  Hardware  and  Imple- 
ment Association.  It  is  a  live  kid  alright,  and  promises 
full  growth.  This  is  the  third  venture  along  this  line, 
The  Nebraska  Ironmonger  being  the  first. 

We  believe  it  is  a  work  that  carries  with  it  some 
good  to  those  who  read. 


Retailers  who  are  inclined  to  find  fault  with  the 
work  of  their  association  in  most  instances  are  at  fault 
themselves,  because  they  fail  to  give  anything  to  the  as- 
sociation, except  possibly  the  few  dollars,  which  the 
membership  regulations  call  for. 
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Convention  Headquartets,  February  9  to  12  Hotel  Rome 

We  have  arranged  with  Mr.  Rome  Miller  to  take 
the  best  care  of  our  people.  The  rates  will  be  as  follows: 
room  and  bath  $3.00  per  day,  room  without  bath  $2.00 
per  day.  Two  may  occupy  the  same  room  without  any 
additional  charges.  This  makes  an  individual  cost  of 
$1.00  or  $1.50  per  day.  Table  service  will  be  arranged  as 
low  as  any  first  class  restaurant. 

Mr.  Miller  has  recently  expended  over  $8000  on  im- 
provements in  the  place  so  that  it  now  stands  second  to 
none  in  the  west. 

You  can  arrange  for  your  reservations  now  at  any 
time,  either  direct  or  through  your  secretary. 

We  earnestly  request  that  we  centeralize  our  stay 
while  attending  the  convention.  Mr.  Miller  will  make 
every  effort  to  help  us  enjoy  the  hospitality  of  his  house. 

The  secret  of  a  successful  meeting  is  the  get  in 
touch  which  can  best  be  accomplished  under  one  roof. 

Secretary 


Freight  Audits,  Take  Notice 
We  have  reasonable  assurance  that  there  has  been 
overcharges  on  all  freight  shipments  into  the  state,  be- 
tween dates  of  June  1st,  and  September  6th  this  year. 
Look  these  up  and  send  to  this  office  at  once.  You 
might  as  well  save  to  you  what  there  is  in  it. 

Secretary. 
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Christmas  Advertising 
We  are  in  receipt  of  a  splendid  advertising  feature 
put  out  by  the  Mechani  Hardware  Company  of  Dorches- 
ter. It  is  a  one  sheet  folder  neat  and  attractive,  and 
headed,  ''We  wish  you  a  Merry  Christmas  and  a  happy 
New  Year/'  Following  is  a  long  list  of  illustrations  of 
articles  found  in  any  hardware  store,  described  and 
priced  right.  It  can't  fail  to  bring  profitable  results. 
How  many  are  making  such  efforts? 


Lawrence,  Nebr.  Nov.  16,  1914. 

Dear  Sir: 

Enclosed  find  check  for  $1.00  subscription  to  that 
small  but  mighty  magazine,  the  Ironmonger. 

Yours  truly. 

Matt  Friend. 


Chappell,  Nebr.,  Dec.  8,  1914. 

Dear  Sir: 

Enclosed  please  ^  find  check  for  one  dollar,  to 
apply  on  the  subscription  to  the  Ironmonger,  I  think  it 
is  a  splendid  little  paper,  and  like  to  see  you  continue 
publishing  it. 

I  am  also  sending  a  few  past  due  accounts. 

Yours  truly, 
Chappell  Lbr.  and  Hdw^e.  Co 
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Price  and  Service  Card  Index 
Will  each  of  our  members  who  have  bought  the  sys- 
tem and  tried  it  out  write  us  a  short  letter  what  they  think 
of  it,  and  how  it  works  for  them.  We  will  publish  your 
letter  either  over  your  name  or  otherwise  for  the  benefit 
of  those  who  are  considering  it.   Tell  me  about  it. 


Our  1915  Directory 
We  are  now  working  on  the  publication  of  our  1915 
directory  and  expect  to  deliver  it  to  you  at  the  conven- 
tion personally.  We  are  giving  this  work  a  great  deal 
of  care  with  the  object  in  view  that  it  may  prove  to  you 
a  help.  It  will  be  a  compendium  of  nearly,  if  not  all 
the  lines  you  handle.  Every  article  will  be  alphabetic- 
ally arranged  under  its  own  heading  and  referring  to  the 
maker  or  seller.  There  will  also  be  a  great  many  items 
you  don't  stock  but  for  which  you  have  a  frequent  call. 
From  this  book  you  can  readily  locate  where  you  can 
buy  or  get  information.  Our  aim  and  we  hope  that 
yours  will  be  that  this  book  will  be  a  ready  refer- 
ence. Punch  a  hole  in  the  top  corner  near  the  bind- 
ing, fasten  a  strong  string  or  short  chain  in  the  hole  and 
hang  near  your  desk  and  thus  be  able  to  locate  it  quickly 
when  needed.  We  would  also  urge  that  you  patronize 
the  business  men  who  make  it  possible  for  us  to  get  out 
this  book.  Every  dollar  we  receive  beyond  the  cost  of 
publication  will  go  back  into  the  field  for  expert  work 
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among  the  craft. 

Upon  the  returns  we  are  depending  to  a  large  ex- 
tent lor  funds  to  enable  us  to  keep  Mr.  Phillips  out 
among  you  all  next  year.  Many  of  you  have  already 
met  him,  formed  an  opinion  of  his  fitness  for  the  work, 
and  in  hope  you  will  be  lined  up  to  express  yourself 
on  the  merits  of  this  feature. 

At  our  last  convention  the  plan  was  discussed  but 
for  lack  of  funds  were  unable  to  promote  it. 

As  Mr.  Phillips  and  you  get  acquainted  and  see 
things  from  a  common  view  point,  we  look  for  more  ef- 
fective results. 

Theie  are  those  who  think  they  know  it  all,  and 
are  averse  to  taking  advice  or  pointers  from  anyone. 
As  an  infalible  rule  they  are  of  those  who  know  the 
least. 

A  progressive  merchant  is  constantly  excercised  to 
learn,  more  and  do  things  better,  and  it  is  with  those 
only  we  are  constantly  working  for  betterment. 

Many  a  good  farmer  makes  a  mighty  poor  merchant, 
and  ninety  per  cent  don'f  know  it  and  won't  be  helped 
or  advised. 


Customers  are  not  likely  to  be  interested  in  you  or 
in  your  goods  if  you  neglect  them  and  show  no  interest 
in  waiting  on  them  and  seeing  that  their  needs  are  sup- 
plied. 
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The  Proper  Use  of  our  Faculties 
Appreciation  is  one  among  the  many  human  feeHngs, 
and  how  seldom  we  exercise  our  prerogative  so  that  the 
other  fellow  can  feel  it.  When  we  do,  and  then  back  it 
up  in  a  practical  and  tangable  manner,  it  becomes  to  us 
a  proof  that  humanity  after  all  is  not  unappreciative  but 
simply  lacks  the  virtue  of  expressing  it  to  others. 

The  day  before  Thanksgiving,  we  were  presented 
with  a  fine,  fat  young  turkey  hen  for  our  Thanksgiving 
dinner,  why?  not  that  we  deserved  it,  but  as  a  tangable 
gift  of  appreciation,  and  after  all,  boys  that  is  what 
counts. 

April  last  we  were  called  to  Clatonia  to  adjust  a  fire 
loss,  we  settled  it  in  our  usual  fair,  square,  equitable 
manner,  as  we  do  with  all  the  loss  adjustments  of  the 
Nebraska  Hardware  Mutual.  Our  good  member  A.  O. 
Kinschi  of  Clatonia  in  whose  name  the  policy  was,  felt 
appreciative  of  our  just  and  prompt  returns  and  the 
proof  was  delivered  me  as  the  secretary  representing 
our  company,  and  in  whose  name  we  thank  Mr.  Kinschi 
and  his  good  father  and  mother,  and  none  the  less  do  I 
personally  appreciate  and  thank  them  for  their  kindness. 

Craftsmen,  let  us  take  to  heart  the  lesson  that  kind 
words  bless  both  the  donor  and  the  recipient,  and  adds 
to  our  joy  fund. 


Better  thrive  late  than  never. 


THE  NEBRASKA  IRONMONGER 


The  following  have  paid  our  office  a  pleasing  visit 
since  our  last  issue:  Mr.  Beatty  of  Ulysses,  C.  E.  Sot- 
ham,  Halem;  S.  C.  Oaks,  Seward;  E.  K.  Lawson,  Hast- 
ings; Mr.  Spaulding  of  Gothenburg;  Peter  Olson,  Ben- 
nett; Aug.  Kinschi,  Clatonia;  J.  F.  Goehner,  Seward  and 
last  but  not  least  Miss  HoUoway  of  Fremont,  Poet  Lau- 
reate Ironmonger. 


Insurance  Report  for  November 
Insurance  in  force      -      -      -  $2,010,300.00 
Cash  balance      ....  25,271.17 
Dividends  to  members      -      -  402-39 
Losses  none. 

We  were  compelled  this  month  to  cancel  out  for 
non  payment  of  premiums  over  $20,000  and  the  worst 
feature  about  this  is  that  these  parties  were  carried  so 
as  to  help  them  over  financial  strengency  as  we  sup- 
posed. In  almost  every  instance  they  have  ignored  our 
correspondence  and  entirely  non  committal  as  to  our 
efforts  to  assist  them  to  any  obligation  on  their  part.  It 
is  unfortunate  that  any  member  of  the  N.  R.  H.  A. 
should  so  conduct  their  business  as  to  be  open  to  crit- 
icism along  this  line. 

A  big  fire  loss  like  that  at  Baltimore,  Boston  or  Sa- 
lem, Mass.  would  probably  wipe  out  the  American  re- 
serve of  Foreign  companies,  and  with  the  present  trou- 
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ble  they  could  not  get  funds  from  their  home  office. 

The  Nebr£s\a  Hardware  Mutual  Ins.  Co.  is  well 
known  to  every  hardware  merchant  in  Nebraska.  For 
more  than  eight  years  they  have  been  insuring  homes, 
buildings  and  stocks  of  hardware  men  in  the  state,  and 
they  are  in  no  way  effected  with  the  troubles  of  foreign 
countries. 


You  have  no  business  unless  you  know  it  and  your- 
self better  than  your  competitor.  You  are  simply  hold- 
ing down  a  job,  not  working  at  it.  Your  real  work  con- 
sists of  keeping  them  from  getting  what  you  are  sup- 
posed to  do.  You  have  seen  chickens  given  food  that 
they  could  not  swallow  whole.  One  will  pick  up  a  chunk 
and  run,  others  take  after  him.  If  he  can  run  faster,  he 
will  gain  time  enough  to  stop  and  eat  some  before  they 
catch  up.  He  has  to  learn  how  to  run  faster  so  he  can 
stop  for  his  meals.  If  you  think  good  ideas  faster  than 
your  competitors,  you  will  have  time  to  stop  and  do 
your  work  in  peace,  where  the  money  is.  If  they  keep 
you  thinking  or  running  all  the  time  it  will  soon  turn  in- 
to worry,  when  you  have  no  time  to  act  out  what  you 
have  thought  out.  Worry  is  being  out  of  wind  mentally. 
To  kill  worry  use  skill  in  your  work.  You  can't  gain 
I  time  and  wind  with  mistakes. 

I        Harness  your  energy  that  falls  over  the  Niagara  of 
dissipation.   Study  the  invincible  law  and  your  troubles 
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will  find  you  invincible.  Circumstances  do  not  give  man 
a  chance  to  make  himself  money  at  the  same  time,  for 
good  times  is  a  money-making  process  and  hard  times 
is  a  man  making.  Difificulties  sometimes  locate  a  man 
who  is  weak  in  the  head  and  can't  see  through  a  bluff. 
Anyway:  this  is  a  bum  world  for  bum  people.  Men  who 
hurry  and  worry  are  standing  still  like  the  traction  en- 
gine stuck  in  the  mud,  the  faster  the  drivers  turn  the 
deeper  it  sinks. 

For  God's  sake  don't  do  anything  that's  crooked  for 
people  will  say  enough  crooked  things  about  you  anyway, 
but  they  don't  count  until  you  make  them  real. 


Monetary  conditions  present  an  inpregnable  front. 
We  have  more  than  a  billion  and  a  half  of  gold  in  our 
vaults  and  more  than  that  when  Europe  is  forced  to  pur- 
chase food.  Our  stock  of  gold  is  about  equal  to  that  of 
England  France  and  Germany  combined. 


An  abundance  of  currency  has  been  provided  to 
move  the  crops.  The  amount  of  money  per  capita,  in 
circulation  ($35.80)  exceeds  the  high  point  of  1908,  which 
marked  the  beginning  of  the  long  upward  swing  follow- 
ing the  panic  of  1907.  For  the  first  time  in  her  history, 
financially,  America  is  within  striking  distance  of  be- 
coming Banker  for  the  World. 
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Here  is  wishing  ''A  gude  New  Year  to  ane  and 
awe  and  mony  may  you  see/' 

At  the  threshold  of  1915  may  we  not  with  profit  be 
permitted  to  indulge  in  a  few  serious  thoughts  on  Being 
and  Doing. 

In  the  words  of  Stopford  Brooke  '*We  turn  and  look 
upon  the  valley  of  the  past  year/'  There  below  are  the 
spots  stained  by  our  evil  and  our  fear.  But  as  we  look  a 
glow  of  sunlight  breaks  upon  the  past,  and  in  the  sun- 
shine is  a  soft  rain  falling  from  Heaven.  It  washes 
away  the  stain  and  from  the  purity  of  the  upper  sky  a 
voice  seems  to  descend  and  enter  our  sobered  hearts 
saying,  "Go  forward  abiding  in  faith,  hope,  and  love,  for 
lo,  I  am  with  you  always.'' 

"Nay  falter  not  'tis  an  assured  good  to  seek  the 
noblest-  'tis  your  only  good  now  you  have  seen  it;  for 
that  higher  vision  poisons  all  meaner  choice  for  ever- 
more."- E/Z/o/ 
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Man  Cannot  Choose  His  Duties 
Instead  of  saying  that  man  is  the  creature  of  cir- 
cumstances, it  would  be  nearer  the  mark  to  say  that  man 
is  the  architect  of  circumstances.  "It  is  character  which 
builds  an  existence  out  of  circumstances.  From  the 
same  material  one  man  builds  palaces,  another  hovels, 
one  warehouses,  another  villas.  Bricks  and  mortar  and 
mortar  and  bricks  until  the  architect  can  make  them 
something  else.'' 

Happiness  the  Results  of  Duty 
'^Prosperity,  enjoyment,  happiness,  comfort,  peace, 
whatever  be  the  name  by  which  we  designate  that  state 
in  which  life  is  to  our  ownselves  pleasant  and  delightful, 
as  long  as  they  are  sought  or  prized  as  things  essential, 
so  far  thev  have  a  tendeney  to  disenoble  our  nature,  and 
are  a  sign  that  we  are  still  in  servitude  to  selffishness. 
Only  when  they  lie  outside  us,  as  ornaments  merely  to 
be  worn  or  laid  aside  as  God  pleases  only  then  may 
such  things  be  passed  with  impunity.'' 

The  Duty  that  Lies  Nearest 
It  is  a  fine  notion  of  life  to  liken  it  to  a  loom.  God 
puts  on  the  warp  in  those  circumstances  in  which  we 
find  ourselves,  and  which  we  cannot  change.  The  weft 
is  wrought  by  the  shuttle  of  everyday  life.  It  is  made 
of  homely  threads  sometimes,  common  duties,  unprom- 
ising and  unwelcome  tasks.  But  whoever  tries  to  do 
each  days  work  in  the  spirit  of  patient  loyalty  to  God, 
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is  weaving  the  texture  whose  otherside  is  fairer  than  the 
one  he  sees.  ''He  who  is  false  to  present  duty  breaks  a 
thread  in  the  loom,  and  will  find  the  flaw  when  he  may 
have  forgotton  its  cause/' 

'*Rightness  expresses  of  actions  what  straightness 
does  of  Hnes,  and  there  can  no  more  be  two  kinds  of 
right  actions  than  of  straight  lines.''  Spencer 

''Nobleness  of  character  is  nothing  but  steady  love 
of  good,  and  scorn  of  evil/' 

"The  foundation  of  every  noble  character  is  absolute 
sincerity/' 

"That  which  we  are,  we  shall  teach,  not  voluntarily 
but  involuntarily/' 
George  Eliot  says- 

"Keep  tri  e,  never  be  ashamed  of  doing  right:  decide 
out  what  you  think  is  right,  and  stick  \o  it" 

"True  glory  lies  in  the  silent  conquest  of  ourselves/' 

"We  have  not  our  choice  to  be  rich  or  poor,  to  be  in 
health  or  sickness,  but  we  have  our  choice  to  be  worthy 
or  worthless/' 

In  stepping  forth  unto  a  new  year,  let  us  forget 
those  thirigs  which  are  behind  and  reach  forth  unto 
those  things  which  are  before,  resolving  never  to  lose 
one  moment  of  time,  but  to  improve  it  in  the  most  pro- 
fitable way  we  can.  Let  us  resolve  to  live  with  all  our 
might  while  we  do  live,  and  live  rightly  so  shall  we  ac- 
quire unknown  capacities  of  joy.-  Editor 
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Don't  think  you  know  it  all  because  vou  know  how 
foolish  somebody  else  is.  You  have  been  wasting  time 
studying  the  wrong  guy.  It's  knowledge  of  your  own 
foolishness  that  puts  you  above  the  push  and  turn  the 
foolishness  you  have  been  laughing  at  in  the  other  fel- 
low, into  profit.  Any  man  who  can  get  a  woman 
to  reason  with  him  after  marriage,  can  do  anything 
else.  To  succeed  is  like  climbing  a  greased  pole.  You 
have  to  climb  and  slide  down  it  enough  to  wear  it 
dry.  All  you  need  to  do,  is  5omething  that  looks  im 
possible  and  others  will  furnish  the  power  in  the  form 
of  resistence.  Just  keep  on  fighting  and  you  will  win, 
there  never  was  a  quitter  in  the  swim.  If  you  don't 
waylay  little  troubles  one  at  a  time  you'll  soon  find  they 
have  formed  a  combination  and  organized  a  trust  that 
will  have  a  monopoly  on  your  future  happiness,  with  no 
anti-trust  law  at  your  command. 

Official  Buttons  and  Bulletin 
After  the  coming  convention  active  members  only 
shall  be  privileged  to  wear  the  padlock  emblem.  Assoc- 
iate members  and  traveling  salesmen  who  are  associated 
with  us  shall  be  given  a  gold  key  emblem  to  wear. 
Other  than  regular  members  shall  and  are  hereby  re- 
quested to  give  up  the  padlock  in  exchange  for  the  key 
as  soon  as  convenient.  Associate  members  may  subS 
scribe  through  this  association  for  the  National  Buletin 
at  $1.00  per  annum  in  addition  to  the  regular  annual 
dues  of  $1.00. 
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Freight  Receipts 
In  the  December  Ironmonger  we  advised  sending  us 
at  once  all  freight  bills  you  have  paid  from  Jure  to 
September.  We  now  change  that  and  state  to  send  us 
all  bills  from  June  to  January.  We  believe  there  is  a  re- 
turn coming  to  you.  Don't  you  pick  up  money  when 
you  see  it  lying  at  your  feet?  We  wonder  that  so  many 
are  blind  and  thoughtless  or  both.  If  s  nothing  to  us 
but  all  to  you.    Then  why? 


Pure  Seed  Law 
The  stuff  is  off.  Judge  Cornish  of  the  distrxt  court 
in  the  case  of  the  state  vs.  the  Griswold  Seed  Company 
rules:  The  pure  stock  food  and  agricultural  seed  act 
passed  by  the  legislature  of  1911  is  unconstitutional  and 
void,  because  of  the  fact  that  it  covers  more  than  one 
subject. 

Comment.  It  is  well  so  disposed  rf.  It  was  a 
farmer's  law  made  pure  and  simple  for  his  benefit  only 
and  unjust  unfair  in  its  measure. 


Wanted  Position  by  man  experienced  in  hardware, 
implements  and  plumbing.  Good  references,  ten  years 
experience,  age  45,  married,  sober  and  industrious.  Ad- 
dress F.  E.  Tackley,  University  Place,  Nebr.,  or  this  of- 
fice. 
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We  had  the  pleasure  of  extending  the  glad  hand  to 
the  following,  who  called  on  us  the  past  month:  P. 
Delebar,  Firth;  W.  C.  Klein,  Milford;  D.  F.  Dolan,  Wes- 
tern; Geo.  Goodbrod,  Cordova;  M.  J.  Wickersham,  Weep- 
ing Water;  J.  H.  Krabill,  Milford;  Jas.  T.  Houzvicka,  Ex- 
eter; J.  C.  Goodbrod,  Utica;  C.  W.Trumbull,  Hazard;  C, 
A,  Newberry,  Alliance;  and  Mr.  Hall  Jr.,  of  Fairmont. 


Endorsement  of  Speakers  at  our  Conve  ntion 
and  What  We  may  Expect  of  Them 

Ex-Lieutenant  Governor  S.  R.  McKelvie  is  well 
known  to  most  of  us,  and  needs  no  plaudits  from  us. 
Around  his  subject  will  be  grouped  the  most  essential 
feature  of  our  work  for  better  conditions,  namely,  ''How 
to  get  the  farmer  working  with  us  instead  of  against  us.'' 

C.  M.  Johnson,  of  Rush  City,  Minn.,  is  a  practical 
and  successful  hardware  man.  He  is  absolutely  original 
in  his  talk,  uses  apt  and  forcible  illustrations  to  drive 
home  his  subject  to  the  eye  and  the  heart,  by  chalk  and 
talk.  His  subject,  ''Where  have  my  profits  gone''  will 
reveal  to  you  a  status  of  business  you  never  dreamed  of. 
In  the  past  few  years  he  has  spoken  to  several  of  our 
largest  convention  gatherings  in  the  east  and  always 
with  the  greatest  success  and  enthusiasm.  You'll  miss 
the  treat  of  your  life  if  you  fail  to  hear  him. 

Mr.  C.  E.  Carhart,  of  Wayne,  will  diagnose  for  us 
"The  Mysteries  of  Finance''  in  such  a  manner  that  its 
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very  simplicity  will  appeal  to  us  forcibly.  Mr.  Carhart 
is  a  practical,  successful  hardware  merchant  who  has  so 
mastered  every  detail  in  his  business  that  loss  and  care- 
lessness are  eliminated  without  any  supreme  effort,  and 
profits  assured.    Don't  miss  this--we  need  it. 

J.  G.  Goodbrod,  of  Utica,  a  young  man  of  sterling 
ability  and  marked  success  in  his  business,  will  tell  us 
how  we  may  achieve  success  through  the  use  of  mind 
and  matter  in  ''Country  Advertising,''  We  will  guaran- 
tee that  he  will  tell  you  some  things  you  never  heard  of 
before,  nor  never  dreamed  could  be  accomplished. 

Our  good  old  dad,  Mike  Hargelroad,  has  always 
something  good  to  tell  us,  and  we  will  not  miss  fire  this 
time.    Subject,  -''Progress  of  our  Association." 

You  all  remember  our  staunch  bulwark,  S.  C.  Oaks, 
of  Seward.  His  forcible  manner  always  drives  home  the 
truth  and  leaves  nothing  to  guess  at  his  meaning.  He 
will  talk  to  us  on  "System  in  our  Business  Towline." 

Then  last,  but  not  least,  our  genial  national  presi- 
dent, E.  E.  Mitchell,  will  warm  the  cockles  of  our  hearts 
with  a  live  message  from  the  people  at  the  helm  of  the 
best  national  body  that  wields  power. 

The  Question  Box  will  be  a  live  issue.  Just  drop 
things  for  a  few  days— the  rest,  recreation  and  instruc- 
tion will  be  cheap  at  the  price. 


New  Members 
We  hope  all  our  new  members  this  year  will  be  on 
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hand  for  Recognition  Day.    See  program  for  Thursday. 

We  propose  to  have  a  declaration  of  our  principles, 
to  which  all  will  be  expected  to  subscribe  by  voice  and 
heart.  Have  it  on  your  mind  to  get  acquainted  this  year 
with  every  memper  you  don't  already  know.  Bring  your 
competitor  with  you,  even  if  you  have  to  use  Brother 
Oakes'  tow-line  in  the  effort.  A  little  money  is  nothing. 
You  will  have  to  make  a  longer  journey  than  this  some 
day  and  won't  have  a  penny  to  pay  the  ferryman  to  lake 
you  across  the  Styx. 


President  Arndt's  Appointments  of  Committees 
Resolutions  -D.  F.  Dolan,  Western,  Wm.  Ashby,  Fair- 
field, C.  A.  Jack,  Tekamah,  G.  W.  Druliner,  Benkle- 
man,  Mr.  Pfeifer,  Gordon,  C.  L.  Kelby,  North  Bend. 
Alternates  F.  E.  Lahr,  Lincoln,  C.  J.  Olson,  Palmy- 
ra, H.  F.  Meyer,  Nebraska  City. 
Suggestion  -  C.  A.  Newberry,  Alliance,  R.  W.  Weaver- 
ling,  Beatrice,  W.  W.  Reed,  Rosalie,  Walter  Gabler, 
Winside,  Max  Uhlig,  Holdrege,  Carl  Courtright, 
Fremont.  Alternates  - N.  T.  Thone,  Blair,  John 
Friday,  Norfolk,  Thos.  Nelson,  Springfield. 
Nomination  H.  M.  Wineland,  Uni.  Place,  J.  B.  Gordon, 
Craig,  Chas.  Shahan,  Kearney,  Mr.  Mills,  McCook, 
H.  M.  Husbands,  Gresham,  W.  L.  Spear,  Geneva. 
Alternates  Mr.  Stratton,  Wahoo,  J.  J.  Cloos,  Have- 
lock,  Fred  Pelz,  Blue  Hill. 
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Place  of  Meeting  Wm.  Kinzel,  Wisner,  F.  W.  Ranslem, 
Scribner,  Neil  Brennen,  O'Neill,  S.  T.  Battles  Jr., 
Genoa,  Mr.  Heine,  Jr.,  Hooper,  M.  D.  Hussie,  Omaha. 

Press—Chas.  A.  Ammon,  David  City,  Dan  Kavanaugh, 
Fairbury,  H.  J.  Hall,  Lincoln. 

Reception  and  What  Cheer  R.  N.  McAlltster,  Grand 
Island,  F.  W.  Ebinger,  Plainview,  J.  C.  Michelson, 
So.  Omaha,  J.  J.  Jennings,  Gothenburg,  F.  D.  Bur- 
nett, Omaha,  S.  A.  Sanderson,  Lincoln,  H.  D.  Sco- 
field,  Lincoln,  L.  F.  Holloway,  Fremont,  Mr.  Spring, 
Benson,  Mrs.  C.  D.  Essig,  Sidney,  J.  B.  Thomas,  Ly- 
ons, J.  H.  White,  Chadron,  E.  W.  Shafer,  Tekamah, 
C.  B.  Diehl,  Stratton,  M.  J.  Shafer,  Aurora,  J.  H. 
Price,  Florence,  H.  M.  Rogers,  Omaha,  J.  H.  Krabill, 
Milford,  A.  F.  Meyer,  Hastings. 


Three  Cheers  lor  Corey 
M.  L.  Corey  our  worthy  secretary  writes  in  answer 
to  our  letter,  nforming  us  that  we  are  to  have  with  us 
at  our  convention,  the  distinguished  present  president 
of  our  National  Association,  E.  E.  Mitchell,  Morrilton, 
Arkansas.  We  are  indeed  appreciative  of  this  honor 
and  heartily  extend  to  Mr.Corey  our  thanks  for  his  good 
offices. 

This  is  the  first  time  in  our  history  that  we  have 
been  so  honored  and  there  are  not  many  conventions 
(especially  in  the  west)  who  can  say  as  much.   We  dis- 
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play  some  egotism  when  we  say  that'  we  feel  that  Sec- 
retary Corey  and  Mr.  Mitchell  felt  that  our  state's  pro- 
gress deserved  some  special  recognition.  We  hope  our 
members  will  feel  about  it  as  we  do  and  fail  not  to  lend 
their  personal  presence  on  this  occasion.  Knowing  Mr. 
Mitchell  as  we  do,  we  vouch  for  the  assertion  that 
personal  touch  and  a  hearty  handshake  from  him  will 
carry  to  you  a  new  vitality  and  strength  that  will  go 
with  you  in  the  days  that  follow. 


News  and  Inquiry  from  England 
It  is  gratifying  and  affords  pleasure  to  receive  a  long 
letter  from  the  general  secretary  of  the  Ironmonger's 
Federated  Association,  of  Sheffield,  England,  telling  of 
their  work  along  organization  lines  and  making  inquiry 
in  detail  of  how  we  carry  on  the  work  on  this  side  of  the 
water.  Of  course  we  answered  in  the  very  best  strain 
we  were  capable  of,  and  we  hope  that  Nebraska  lost 
nothing  in  the  telling.  To  be  sure,  we  are  a  solid,  united 
bunch  for  betterment.  There  is  no  such  element  in  our 
state  as  those  who  can't  see  that  they  derive  any  benefit 
from  organization.  Did  we  fib  when  we  stated  that  all 
our  members  gave  out  to  others  all  they  knew  and  re- 
tained more  because  they  gave?  Did  we  err  in  saying 
that  we  were  a  unit  on  the  question  of  the  greatest  good 
to  all?  Did  we  put  it  across  in  reiterating  that  our  eter- 
nal aim  was  to  help  every  member  be  a  live  wire?  How 
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much  were  we  astray  when  we  said  that  our  loyal  boost- 
ers were  money  makers  and  money  savers?  We  told 
him  good  live  men  in  Nebraska  considered  it  a  privilege 
and  an  honor  to  be  accepted  as  members  of  our  N.  R. 
H.  A.  and  the  privilege  was  dirt  cheap  at  twice  the  price. 
We  don't  think  we  stretched  the  truth  such  a  great  deal 
Do  you? 


A  Short  Story  With  a  Sharp  Tack-  Business  End  Up 
She   As  I  dress,  I  think.    If  in  a  business  suit,  I 
think  business  entirely.    If  in  a  social  feature  dress,  I 
think  social  matters. 

He  My  dear,  when  taking  your  bath  your  mind 
must  be  a  blank. 

How  many  of  our  hardware  men  bathe  frequently? 
Come  to  the  convention  and  get  a  change  of  dress.  Big 
thinkers,  wise  thinkers  and  live  wires  may  lead  you  to 
conclude  that  you  are  glad  you  were  born,  and  that  you 
don't  propose  to  die  a  abornin',  and  that  you  will  help 
push  this  big  globe  of  ours  upward  and  onward. 


Have  you  written  Rome  Miller  for  your  reservations? 
Omaha  hospitality  will  be  taxed. 


Position  Wanted  by  an  experienced  competent 
hardware  man.  Best  of  references.  Address  Theo. 
Yelkin,  %  P.  Delebar,  Firth,  Nebr. 
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Upon  arrival  at  headquarters  be  sure,  the  first  thing 
you  do  is  to  pay  your  respects  to  the  good  looking  lady 
at  the  registering  desk.  She  wants  to  pin  a  badge  of 
honor  on  you,  she  wants  to  deliver  you  the  pass  and  the 
keys  of  the  city. 


'  We  desire  that  the  50  odd  new  members  this  year 
be  on  deck  promptly  and  show  up  for  Thursday  forenoon 
recognition  session. 


Knowledge  is  everything.  A  man  can't  go  very  far 
wrong  on  a  subject  he  knows  a  lot  about  and  he  can 
always  make  an  impression  when  he  talks  about  it. 


On  account  of  so  much  convention  news  we  are 
obliged  to  omit  our  monthly  installment  of  our  contin- 
ued story,  ''Secrets  of  Store  Finance.''  However,  when 
convention  matters  are  out  of  the  way  it  will  be  contin- 
ued and  completed. 


Ladies  Admitted 
The  wives,  sisters,  daughters  and  sweethearts  of 
our  members  who  are  associated  with  you  in  your 
store  and  business  will  be  admitted  to  all  our  executive 
sessions  this  year.  We  believe  they  can  keep  business 
secrets  equal  to  the  men. 
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Program  Outline  for  Fourteenth  Annual  Convention 
To  be  Held  in  Omaha,  February  9th  to  12th 
Rome  Hotel  Auditorium 

Tuesday,  February  9th 

Forenoon— Registration  and  reception. 
Afternoon-  Open  session.    Social  features.  President's 
address.    Appointment  of  committees. 

Wednesday,  February  10th 
Forenoon   A  ten  minute  tall^  on  "The  Progress  of  our 
Association/'  by  its  father,  M.  A.  Hargelroad. 

A  ten  minute  talk  on  ''System,"  by  S.  C.  Oaks,  of 
Seward. 

Secretary's  report.    Question  box. 
Afternoon   A  talk  on  ''Reaching  the  Farmer,"  by  Ex- 
Lleutenant  Governor  S.  R.  McKelvie. 

"Live  Wire  Advertising  in  a  Country  Town,"  by 
J.  C.  Goodbrod,  Utica.   Question  box. 

Thursday,  February  11th 
Forenoon    An  illustrated  chalk  talk,  "Where  have  my 
Profits  Gone,"  by  C.  M.  Johnson,  Rush  City,  Minn. 

"Methods  and  Systems  of  Finance,"  by  C.  E.  Car- 
hart,  of  Wayne. 

Recognition  and  reception  of  new  members  and 
declaration  of  our  principles.   Question  box. 
Afternoon    Message  from  our  national  president,  E.  E. 
Mitchell,  of  Morrilton,  Ark.    Question  box.  Reports 
of  committees.    Election  of  officers. 
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Friday,  February  12th 
Forenoon    Insurance  meeting.    President's  address,  H. 

J.  Hall.    Secretary's  report,  Nathan  Roberts.  Talk 

by  prominent  speaker.   Question  box. 
Af'ternoon  "Meeting  of  the  retiring  and  incoming  ofificers. 

Question  Box 

A  few  of  the  important  questions  that  will  be  taken 
up  among  our  convention  sessions.  Come  prepared  to 
speak  briefly  upon  any  question  that  interests  you. 

Can  we  cancell^an  order?  If  so,  under  what  con- 
ditions? 

Which  is j  of  ^rgi'^ater  benefit  to  the  welfare  of  our 
state-  a  community  of  interest  or  prices  to  enable  us  to 
meet  foreign  competition? 

What  are  the  benefits  derived  from  Price  and  Ser- 
vice Bureau? 

Is  the  big  retailer  interested  in  efforts  to  secure 
prices  for  the  little  retailers? 

Is  the  retailer  J  responsible  [for  the  presence  of  the 
mail  order  house  in  his  field? 

Which  is  the  best  form  of  competitors  service  or 
price? 

Are  exhibitors  a  necessary  adjunct  to  a  successful 
convention? 

How  best  can  we  bring  exhibitors  and  merchants  to- 
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gether  with  the  greatest  good  to  both? 

Would  it  be  wise  to  consider  collection  buying  as  a 
big  business? 

Are  the  validity  of  contracts  affected  in  their  entire- 
ity  by  common  usage,  or  verbal  agreement  adverse  to 
the  text  of  a  contract? 


Homer  McKee's  Prayer 

From  an  exchange  we  clip  what  expresses  the  heart 
desire  of  every  red  blooded  member  of  the  N.  R.  H.  A. 
It  strikes  a  chord  in  our  editorial  wishbone,  so  we  pass 
it  along  as  a  New  Year  sentiment: 

*Teach  me  that  sixty  minutes  make  one  hour,  six 
teen  ounces  one  pound,  and  one  hundred  cents  one  dol- 
lar. Help  me  to  live  so  that  I  can  lie  down  at  night 
with  a  clear  conscience,  without  a  gun  under  my  pillow, 
and  unhaunted  by  those  faces  to  whom  I  have  brought 
pain.  Grant  I  beseech  Thee,  that  I  may  earn  my  meal 
ticket  on  the  square,  and  in  doing  thereof  that  I  may  not 
stick  the  gaff  where  it  does  not  belong.  Deafen  me  to 
the  jingle  of  tainted  money  and  the  rustle  of  unholy 
skirts.  Blind  me  to  the  faults  of  the  other  fellow,  but 
reveal  to  me  mine  own.  Guide  me  so  that  each  night 
when  I  look  across  the  dinner  table  at  my  wife  who  has 
been  a  blessing  to  me,  I  will  have  nothing  to  conceal. 
Keep  me  young  enough  to  laugh  with  my  children  and 
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to  lose  myself  in  their  play.  And  then  when  comes  the 
smell  of  flowers,  and  the  tread  of  soft  steps,  and  the 
crushing  of  the  hearse's  wheels  in  the  gravel  out  in  front 
of  my  place,  make  the  ceremony  short  and  the  epitaph 
simple:  ^^HERE  LIES  A  MAN" 


Entertainment 

While  our  program  on  the  side  joys  at  our  convention 
is  not  yet  in  definite  form  for  publication,  our  entertain- 
ment committee  in  conjunction  with  the  Commercial 
club  of  Omaha  and  our  good  Omaha  friends,  promise  us 
a  continual  pleasure,  unconfined  and  unalloyed  by  any 
motives  other  than  pure  hospitality.  Sister  Omaha  has 
as  her  viewpoint  last  year  at  Lincoln.  They  tell  us  that 
while  they  do  not  expect  to  outshine  their  sister  city 
they  will  take  no  back  seat.  Therefore,  as  it  now  seems, 
our  time  and  vacation  will  not  be  entirely  taken  up  in 
the  business  grind.  From  past  experience  it  goes  with- 
out saying  that  the  presence  of  our  ladies  always  adds  a 
hundred  percent  to  the  pleasures  of  our  outing.  Hire  a 
trained  nurse  to  look  after  the  babies  while  they  are 
away.  Upon  their  return  both  babies  and  mama  will  be 
sweeter  for  the  short  separation.  Mother's  rest,  recrea- 
tion and  broadened  outlook  will  do  her  good. 


Don't  forget  to  bring  your  competitor  with  you. 

i 


THE  NEBRASKA  IRONMONGER 


17 


A  few  Letters  from  the  Boys 
I  enclose  herewith  our  draft  for  75  cents,  for  sub- 
scription to  the  Ironmonger.  I  do  not  remember  just 
how  we  stand  now,  but  I  think  I  am  back  for  a  ways, 
and  you  can  apply  this  on  subscription  as  far  as  it  will 
go.  I  am  always  pleased  to  receive  the  Ironmonger,  as 
there  is  always  some  thing  new  and  interesting  to  it. 

G.  E.  Lundgren,  Wausa. 

Inclosed  find  check  for  $5.50,  $5.00  for  dues,  50c  for 
Ironmonger.  I  did  not  receive  my  Ironmonger  for 
December  and  am  at  a  loss  without  it  as  I  hate  to  miss 
a  number,  so  if  you  have  an  old  one  around  the  office 
please  send  me  one. 

August  Heye,  Grenville. 

Enclosed  find  our  check  for  $6  00,  dues  for  1915  and 
subscription  for  that  mighty  paper,  the  Ironmonger. 
Could  not  be  without  it. 

W.  B.  James  &  Son,  Stuart. 


Optimism  vs.  Pessimism 

We  have  contended  in  season  and  out  of  season 
that  despite  the  fact  that  dark  clouds  hang  heavily  over 
us  and  there  were  those  who  predicted  dire  results,  we 
could  see  the  silver  lining  and  now  it  is  sure  growing 
brighter  and  brighter  every  day. 

President  Wilson  predicts  that  after  the  passage  of 
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pending  bills  by  congress  ''there  will  be  boom  of  bus- 
iness in  this  country  such  as  we  have  never  witnessed/' 
In  this  he  is  supported  by  John  V.  Farwell,  one  of  the 
great  merchants  of  Chicago  who  frequently  differs  from 
the  president.  Mr.  Farwell  recently  declared,  'The 
country  cannot  dodge  prosperity  if  it  trys.''  Both  these 
opinions  are  confirmed  by  leaders  of  business  from 
Maine  to  California. 


Read  This—It  is  Apropos 

January  1st  we  sent  out  annual  statements  for  N.  R. 
W,  A.  dues.  To  date  the  returns  are  indeed  gratifying, 
and  we  feel  it  is  a  pleasure  to  do  business  with  live  men, 
men  who  appreciate  what  it  means  to  carry  on  this  work 
successfully,  men  who  do  not  look  at  our  association  as 
a  means  to  collect  membership  dues  only,  men  who  con- 
sider it  a  privilege  and  honor  to  belong  and  contribute, 
(not  a  tax  but  a  share)  towards  its  uplift  movement,  the 
men  when  called  upon,  before  the  ink  dries  upon  the 
paper,  have  their  part  in  our  hands.  Men  who  thus  pay 
needs  least  the  association  help.  Who  dares  say  that 
we  are  not  speedily  reaching  a  higher  plane,  and  are 
willing  to  spend  and  be  spent  for  our  brother's  welfare. 

All  hail  to  the  man  and  merchant  whose  hands  are 
outstretched  to  the  one  less  fortunate  and  less  helpful. 
Brother  mine,  get  out  of  that  shell  that  so  tightly  binds 
you  in  your  circumscribed  sphere   this  is  a  grand  world 
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grand  men  and  women   vast  opportunities  for  you 
you  are  your  own  architect.    Come,  we  will  help  you 
draw  the  plans  if  you  will  furnish  the  material. 


New  Year's  Greeting 
We  send  you  our  New  Year's  greeting 

May  life  be  true  and  gay 
As  time  e'er  onward  fleeting 

Moves  swiftly  through  each  day. 
May  friends  be  true  and  loyal 

With  firm  regard  and  strong, 
And  love,  deep-seated, 

Be  with  you  all  along. 
That  all  the  year  with  blessing 

Abundantly  be  crowned; 
Rich  joy  your  life  possessing, 

Your  troubles  may  be  drowned. 
Tis  this  that  we  would  wish  you 

'Tis  this  our  message  brings 
That  Heaven  above  may  bless  you 

As  glad  the  year's  bell  rings. 

From  our  poet  laurate,  Miss  Holloway,  of  Fremont, 
God  bless  her. 


Now  is  a  good  time  to  look  over  your  insurance  pol- 
icies and  send  us  your  renewals. 
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For  Sale  A  stock  of  hardware.  A  rare  opportunity. 
A  good  clean  stock  of  about  $5,500  in  a  good  farming 
district.  Annual  sales  from  $17,000  to  $20,000.  Brick 
building,  rent  $25  a  month.  Owner  does  not  need  to 
sell  but  has  offer  of  bigger  business  in  the  east.  Ad- 
dress I.  M.  H.  and  we  will  put  you  next. 


National  Rating  League 
We  are  officially  informed  that  Judge  Page  Morris 
under  date  of  Jan.  2,  1915  issued  a  perpetual  injunction 
against  Walter  L.  Cropper  and  the  Mutual  Rating  & 
Adjusting  Association,  Incorporated,  and  Bessie  M. 
Cropper  as  part  owner  with  the  defendant  Walter  L. 
Cropper  enjoining  and  restraining  from  in  any  wise 
making  use  in  their  business  of  the  term  collecting  by 
rating.  This  leaves  the  National  Rating  League  with 
undisputed  rights  to  their  plans  and  mode  of  collecting 
accounts  in  the  future.   Govern  yourself  accordingly. 


The  new  court  house  for  Box  Butte  county  was  ap- 
propriately dedicated  the  last  of  the  year.  There  was  a 
very  large  attendance  present.  The  new  court  house  is 
one  of  the  most  attractive  and  substantial  county  build 
ings  in  the  state  and  is  a  great  credit  to  one  of  the  pro- 
gressive counties  in  the  northwest  section, 


The  convention  needs  you — you  need  it. 
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Insurance  Report  for  December 
Insurance  in  force      ■      -  $2,009,750.00 
Cash  balance      -      -      -      -  25,499.89 
Dividends  paid  to  members      -  564.92 
Losses  paid      .      .      .      .  179.41 
It  is  surprising,  under  conditions,  that  we  hold  our 
own.    During  the  past  year  we  were  compelled  to  cancel 
out  for  nonpayment  of  premiums  over  $50,000.00,  cancel- 
lations of  those  who  refuse  to  pay  a  rate  equal  to  old  line 
cut  rates  $53,000.00,  reductions  by  us  of  policies  outside 
of  the  state,  from  $,3000  to  $2,000  each  policy,  $52,000.00 
a  grand  total  of  $155,000.00.    Still  our  volume  is  about 
as  large  as  a  year  ago,  and  we  look  for  a  safe  substan- 
tial growth  in  1915,  as  we  have  cleaned  up  the  unhealthy, 
weak  features  of  our  growth.    Are  you  helping  build 
it  up?     Do  you  handle  dynamite  in  your  store  or  about 
your  premises?    Do  you  know  you  make  your  policy  null 
and  void  in  so  doing?    Do  you  also  know  that  you  are 
liable  for  all  damages  to  your  neighbors  should  the  stuff 
explode?   You  had  better  look  up  your  policies  and  see 
where  you  are  at.    Any  information  coming  to  us  that 
you  are  so  careless  and  criminally  negligent  will  be  to  us 
just  cause  for  cancelling  your  policy.    Take  due  notice 
and  govern  yourself  accordingly. 


"House  insured?" 
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''What  company/' 
"Don't  know.  Why?'' 
"Ever  travel?" 
"Yes." 

"Just  buy  a  railroad  ticket?" 
"Y-y-yes." 

"Just  a  ticket   not  a  ticket  to  any  particular  place?" 
Of  course  I  know  where  I  am  going!" 
"Do  you  know  where  you're  going  to  get  your 
money  if  your  house  burns  up?" 
"From  the  company." 

"And  you  don't  even  know  the  name  of  the  com- 
pany!" 

"Why  " 

"Why  not  deal  with  a  company  that  has  paid  its 
honest  obligations  cheerfully  and  promptly  for  years?" 
"What  company  is  that." 

"The  Nebraska  Hardware  Mutual  Insurance  Co.!" 
Thanks  for  the  tip.    I'll  look  up  the  Hardware  Sec- 
retary." 

The  Nebraska  Hardware  Mutual  Insurance  Co., 
H.  J.  Hall,  President,  Nathan  Roberts,  Secretary. 


Collections 

Owing  to  our  rush  in  closing  the  year's  work,  and 
in  preparation  of  our  convention  matters,  we  have  been 
unable  to  give  much  time  and  attention  to  this  branch 
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of  the  work.  However,  shortly  we  will  put  ginger 
where  it  belongs  and  push  things  to  an  issue.  Note  this 
list  of  unclaimed  letters  returned  to  us.  You  will  know 
at  a  glance  if  they  are  yours.  Hunt  up  for  us  better  ad- 
dresses if  posstble.  A  little  inquiry  among  their  neigh- 
bors  will  help  locate  them.  Do  it  now  and  send  them 
in.  We  have  no  time  to  write  each  one  of  you  specially 
at  present.    Don't  overlook  this. 

Chas.  Trumbull   .  Merna 

J.  E.  Marcott  Superior 

Geo.  Burnett  Little  Rock,  Ark. 

W.  H.  Marshall,   Superior 

J.  E.  Hammond   Bostwick 

J.  B.  Frost  Guide  Rock 

L.  R.  Austin    Superior 

Frank  Allum  Nelson 

Bill  Doughitt  Hastings 

J.  B.  Murphy    Mankato,  Kan. 

Fred  Schermeyer   _  _    Cadams 

Sid  William*:;     Superior 

S.  Clements      Ord 

Fred  Blair      _  Grand  Island 

Chas.  Hildreth   Sprague 

Jacob  Russell  Emerson 

Mrs.  Robt.  Arie   .   Bostwick 

Fred  Murphy  Riverton 

F.  E.  Dennison  Grand  Island 

Thos.  Waite  „  .     Creston,  Iowa 
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D.  Burnett  Sr. 

M.  Berge  

J.  Castile. __  __ 


  Nelson 

 Campbell 

Spring  Ranch 


Should  our  members  throughout  the  state  know 
any  of  these  parties  and  their  present  address,  it  will  be 
your  duty  to  notify  this  office  as  soon  as  possible. 


The  law  makers  of  our  state  are  at  work.  Many 
good  laws  will  be  passed,  and  some  will  make  attempts 
to  pass  pernicious  ones.  When  such  affect  the  welfare 
of  our  craft  and  the  progress  of  our  state  we  must  be  on 
our  guard  to  prevent  if  possible.  We  have  good  friends 
on  the  committees  but  we  must  do  our  part.  If  we 
write  or  wire  you  during  the  session  to  write  or  wire 
your  senator  or  representative  to  endorse  or  reject  any 
bill  we  name  be  prompt  in  complying.  You  may  rest 
assured  we  will  not  ask  you  to  endorse  or  approve  a 
measure  that  is  not  for  the  best  interests  of  our  business 
welfare.  Don't  fail  to  cooperate  when  the  time  or  oc- 
casion arises. 


Wanted-  Position  as  hardware  salesman  or  general 
man.  Is  now  on  the  road  and  wants  to  quit.  No  ex- 
perience in  hardware  but  a  live  wire  and  will  soon  learn. 
Age  24,  single.  Good  references.  Address  E.  H.  Mc- 
Anally,  1221,  G  Street,  Lincoln. 


Legislation 
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EDITORIAL 

When  one  has  an  interesting  theme  to  write  about,  and  is  en- 
thused with  his  subject,  it  is  easy  sailing. 

Our  fourteenth  annual  N.  R.  H.  A.  convention  has  passed  into 
history  glory  crowned. 

In  point  of  enthusiasm,  an  educational  and  progressive  pro- 
gram, an  interested  and  co-operative  attendance,  it  has  no  equal 
in  the  past.  A  marked  feature  was  the  spirit  of  get-together 
efforts,  a  know  your  brother  member  permeated  the  atmosphere. 
We  think  we  may  venture  the  assertion  that  there  was  not  one 
among  the  300  odd  who  were  on  the  job  who  went  home  unknown 
or  unknowable,  thus  the  thing  we  have  been  working  for  these 
fourteen  years  culminated  in  this  meeting. 

In  point  of  numbers,  our  attendance  were  not  as  large  as  last 
year,  but  in  all  the  component  parts  that  go  to  make  up  a  suc- 
cessful meeting  it  far  eceeded  it.  Those  among  the  best  of  our 
members  were  there. 

Sufficient  to  say  that  when  300  live  wires  get  in  touch,  the  elec- 
trical current  is  intensified,  and  something  happens. 

The  talks  were  all  of  the  best.  We  had  six  sessions  and  all 
were  full  of  strong  meat  and  all  that  registered  took  part. 

Our  strongest  numbers  were  Ex-Lieutenant  Governor  S.  R. 
McKelvie,  C.  M.  Johnson,  President  Mitchell  and  the  question 
box. 
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C.  ^t.  Johnson's  talk  alone  was  worth  all  and  more  than  the 
cost.  Our  entertainment  stunts  for  the  members  and  ladies  were 
topnotchers  and  fully  up  to  former  years.  Omaha  put  her  best 
foot  forward. 

We  have  but  one  regret  that  while  we  are  doing  our  best  to 
give  you  in  this  issue  as  full  a  report  as  possible,  it  falls  far  short 
of  its  mission  in  conveying  to  those  who  did  not  avail  themselves 
of  the  meeting,  the  spirit  of  the  hour,  and  the  good  and  uplift 
that  comes  to  you  from  actual  touch  and  inspiration. 

If  you  are  interested,  give  the  report  your  careful  study — 
perhaps  you  may  gather  to  yourself  some  gems  of  thought  that 
you  can  put  to  active  service  for  your  own  benefit. 

The  report  following  will  give  you  nearly  all  that  was  said 
and  done,  and  it  is  up  to  you  to  glean  the  golden  grain. 

Yours  truly, 

EDITOR. 


CONVENTION  NOTES 

PAST 

We  have  just  relieved  a  worthy  man, 
A  loyal  member  of  our  clan, 
No  better  ever  held  the  official  chair 
Than  Frederick  W.  Arndt  of  Blair. 

FUTURE 

His  successor,  another  loyal  chief 
Will  help  lift  our  burdens  to  bring  relief 
Let's  honor  and  support  his  leanings 
To  bring  success  this  year  to  Jennings. 


Our  sincere  thanks  and  hearty  appreciation  is  due  and  we 
hereby  extend  the  same  to  Mrs.  W.  B.  Mills  of  McCook,  and  Mis^ 
Dorrett  Arndt  of  Blair  for  the  willing  and  able  assistance  they 
rendered  in  the  musical  part  of  our  six  sessions.  The  N.  R.  H.  A. 
song,  composed  by  Miss  Pearl  Holloway  of  Fremont,  as  printed 
on  the  last  page  of  our  programme  proved  to  be  an  inspiration 
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to  all  of  us.  The  Arnda  quartet  and  the  two  ladies  put  the 
proper  ginger  in  it  that  enthused  everyone  to  do  his  best.  We 
believe  a  popular  song  at  the  opening  of  each  session  start  things 
right. 

Did  you  note  the  N.  R.  H.  A.  weather  during  our  Convention? 
The  weather  man's  leash  was  promptly  tied  to  it  February  7  and 
let  loose  February  13,  just  as  he  promised  us.  It's  great  to  be 
in  touch. 

We  believe  that  a  tie  of  co-operation  and  mutual  assistance 
has  been  formed  at  this  Convention  between  the  Omaha  jobbers 
and  our  members  that  time  and  a  better  understanding  of  our 
needs  will  strengthen. 

We  have  mailed  to  all  who  did  not  attend  this  meeting,  our 
1915  directory  with  the  hope  that  you  will  utilize  its  benefits  and 
help  us  by  your  co-operation  to  make  it  a  permanent  feature  of 
our  work  and  so  enable  us  to  carry  out  our  plans  in  your 
interest. 

You  will  note  in  this  issue  a  declaration  of  our  principals  that 
was  endorsed,  accepted  and  subscribed  to  by  every  member 
present  at  our  Thursday  morning  session.  If  you  were  not  one 
of  us  you  can  subscribe  to  it  as  well  as  though  you  were.  It  is 
the  declaration  of  the  N.  R.  H.  A.  basic  foundation,  upon  which 
\/e  can  erect  an  edifice  within  whose  walls  peace  and  plenty 
may  be  found  and  enjoyed  by  all.    Will  you? 


CORRECTIONS  IN  DIRECTORY 

Please  note  these  on  your  desk  copy: 

Ohio  Varnish  Company  should  read  Cleveland  instead  of 
Columbus. 

Brown  Hasp  Fastener  Co.,  should  include  in  their  lines  as 
featured  under  headings,  latches,  barn  door  locks,  hasps. 
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WANTET) — ^^A  National  cash  register.  Address  Johnson  Hard- 
ware Co.,  Burwell,  Nebr. 

WANTED — ^Hardware  stock  to  trade  for  good,  improved  farm. 
Address  Otoupalik  Bros.,  David  City,  Nebr. 

WANTED^ — ^To  trade,  a  brand  new  Peerless  hay  carrier,  for  a 
keg  of  nails.    Address  Shemonek  &  Son,  Wilber,  Nebr. 
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FOURTEENTH  ANNUAL  CONVENTION 
of  the 

NEBRASBA  RETAIL  HARDWARE  ASSOCIATION 

OMAHA,  NEBRASKA,  FEBRUARY  9-12,  1915 


TUESDAY  AFTERNOON  SESSION 
FEBRUARY  9,  1915 

The  fourteenth  annual  convention  of  the  Nebraska  Retail  Hard- 
ware Association  was  called  to  order  by  the  president,  F.  W. 
Arndt,  in  the  convention  hall  of  the  Hotel  Rome,  Omaha, 
Nebraska,  at  2:30  o'clock  p.  m. 

At  the  hour  stated  a  large  attendance  was  present  to  greet 
the  president  and  witness  the  opening  session,  and  in  order  to 
create  a  patriotic  feeling  before  taking  up  the  program,  "Amer- 
ica," was  sung,  led  by  Miss  Dorrett  Arndt  of  Blair,  accompanied 
by  Mrs.  W.  B.  Mills,  of  M'cCook,  in  which  the  audience  joined. 
This  was  followed  by  invocation  by  Rev.  J.  Frank  Young, 
pastor  of  the  Westminster  Presbyterian  Church,  Omaha. 

INVOCATION 

Prayer  at  the  Nebraska  Retail  Hardware  Association  meeting, 
February  9,  1915: 

Thou  Eternal  God,  the  One  in  Whom  we  live  and  move  and 
have  our  being,  we  would  not  attempt  anything  which  has  to  do 
in  a  special  way  with  the  affairs  and  needs  of  men  without  ask- 
ing for  thy  guidance  and  wisdom.  We  know  how  intensely  Thou 
art  interested  in  all  our  relationships.  The  Psalmist  has  told  us 
that  "Like  as  a  father  pitieth  his  children,  so  the  Lord  pitieth 
them  that  fear  Him,  He  knoweth  our  frame.  He  remembereth 
that  we  are  dust."    And  our  wisdom  and  ability  to  meet  the 
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extra  tasks  of  life  are-  such  that  we  covet  thy  pity  and  help  many 
a  time.  And  now  at  the  opening  of  the  sessions  of  this  associa- 
tion we  pray  that  thine  own  Fatherly  guidance  may  be  ours,  and 
may  be  continued  all  the  way  through  the  hours  of  this  day  and 
those  which  are  to  come.  We  pray  for  the  blessing  upon  these 
men  who  are  gathered  here  and  upon  all  those  who  shall  come 
here  for  this  meeting.  May  the  officers  do  their  work  cheerfully 
and  in  the  most  kindly  spirit,  dealing  honestly  and  righteously 
with  all  matters.  May  each  committee  be  able  to  make  a  good 
report,  and  each  man  attending  this  convention  gain  that  which 
will  help  him  in  the  managing  of  his  business,  so  that  it  will 
be  more  and  more  something  of  which  he  is  proud,  and  of  which 
we  shall  all  be  proud,  for  what  helps  one  member  of  a  great 
commonwealth  helps  all.  We  pray  that  if  any  differences  come 
up  during  the  sessions  of  this  convention,  and  it  would  hardly 
be  possible  that  there  should  not,  that  they  may  be  settled  satis- 
factorily, and  that  peace  and  earnestness  shall  mark  all  the 
proceedings.  Bless  this  great  new  state  in  which  we  are  all  so 
much  intersted.  M!ay  the  people  of  Nebraska  come  more  and 
more  to  know  thy  word  and  to  do  thy  will,  so  will  they  know 
Thee  better  and  so  shall  peace  and  prosperity  be  ours.  Bless  the 
land  which  we  call  ''Home."  Guide  those  who  rule  over  it.  Save 
us  from  sin  and  keep  us  from  war.  And  in  return  for  all  of 
this  may  we  as  a  people  do  more  for  our  fellow-men  and  for  the 
upbuilding  of  thy  Kingdom.  We  ask  it  in  the  name  of  our  Lord 
and  Master  Jesus  Christ.  Amen. 

The  President:  It  seems  that  every  time  we  are  invited  to 
Omaha,  such  a  hearty  welcome,  in  the  way  of  invitations  to 
various  places  of  attraction,  cordial  greetings  and  good  fellow- 
ship, is  extended  to  us,  that  we  cannot  help  but  feel  that  we  are 
always  welcome  and  at  home,  and  I  am  now  about  to  introduce 
to  you  a  gentleman  who  will  even  more  deeply  impress  upon  you 
this  welcome.  He  represents  the  citizens  as  well  as  the  com- 
mercial club  of  Omaha.  I  now  take  great  pleasure  in  presenting 
to  you  Mr.  Robert  H.  Manley,  the  commissioner  of  the  Omaha 
Commercial  Club.  (Applause.) 
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ADDRESS  OF  WELCOME 
By  Robert  H.  Manley,  Omaha 

Mr.  President,  Ladies  and  Gentlemen: 

We  are  apt  to  be  formal  with  mere  acquaintances,  but  informal 
with  friends.  For  this  reason  I  have  no  apologies  to  make  for 
the  informality  of  my  greetings.  You,  who  are  here  from  out  in 
the  state  are  friends  of  our  friends — the  retail  hardware  men  of 
Omaha,  and  the  wholesale  hardware  men  and  manufacturers  of 
this  city.  They  occupy  a  high  place  in  the  business  life  of  our 
community  and  in  our  esteem.  Their  friends  are  our  friends,  and 
we  in  Omaha  are  glad  to  greet  you  as  such.  You  are  our  kind 
of  people.  In  the  name  of  the  commercial  club  and  of  the  people 
of  Omaha  I  bid  you  welcome. 

1  cday  I  can  speak  of  the  year  to  come  with  optimism,  not  from 
tcrce  of  will,  but  from  source  of  knowledge.  The  same  indica- 
tions that  have  acceded  prosperity  in  the  past  declare  that  pros- 
perity are  at  our  elbow  now.  That  general  business  in  Nebraska 
will  this  year  be  big  and  bountiful  is  to  me  not  a  hope  but  a 
conviction.  The  business  situation  in  Omaha  not  only  affects 
the  whole  state,  but  serves  as  a  reliable  index  of  the  business  in 
the  state  at  large. 

In  1914,  in  the  face  of  depression  on  all  sides  of  the  Missouri 
valley  section  the  wholesale  business  in  Omaha  was  better  than 
normal.  The  retail  business,  which  caused  anxiety  late  in  Novem- 
ber, came  up  strongly  in  December  and  made  the  year  up  to 
pormal.  The  manufacturing  in  Om^aha  ran  well  ahead  of  the 
year  previous,  establishing  a  record  market  for  the  majority  of 
Omaaa  manufacturers.  Architects,  contractors  and  builders  de- 
clare vviih  feeling  of  genuine  elation  that  indications  are  for  the 
biggest  spring  building  in  many  years.  What  is  our  gain  is  yours 
The  splendid  outlook  in  Omaha  for  1915  is  merely  typical  of  the 
state.  We  are  all  to  enjoy  good  fortune  and  we  in  Omaha  are 
glad  to  have  you  with  us,  as  we  start  in  upon  a  year  destined  to 
be  successful  commercially.  We  hope  you  will  reap  much  benp- 
fit  from  the  proceedings  of  the  convention.    We  think  you  will 
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have  a  taste  of  real  Omaha  hospitality,  and  we  could  say  no 
more  than  to  express  the  hope  that  you  will  be  made  to  feel  as 
welcome  as  you  really  are.  I  hope  that  your  recollection  of  this 
visit  as  guests  will  be  as  pleasant  as  our  recollections  as  hosts. 
You  all  have  privilege  cards  to  the  commercial  club  and  every 
privilege  that  our  own  members  enjoy  are  yours.  We  hope  you 
will  feel  at  liberty  to  make  frequent  use  of  these  conveniences. 
The  club  is  yours — the  city  is  yours — and  our  best  wishes  are 
yours  for  a  successful  convention.  (Applause.) 

The  President:  As  a  rule  we  are  hardware  men,  not  speak- 
ers, but  we  have  in  our  membership  one  who  can  represent  us 
before  any  kind  of  an  audience,  and  I  take  delight  in  calling 
upon  our  friend  and  fellow  merchant,  Mr.  John  H.  Hussie  of  this 
city,  who  will  respond  to  this  address  of  welcome.  (Applause.) 

RESPONSE  ON  BEHALF  OF  THE  ASSOCIATION 

John  H.  Hussie,  Omaha 

Mr.  President,  Ladies  and  Gentlemen: 

I  want  to  apologize  for  the  condition  of  my  voice  which  was 
partially  put  out  of  commission  at  a  little  dinner  last  evening 
given  by  Messrs.  Lee-Coit-Andreesen  Hardware  Company,  and 
the  Wright  &  Wilhelmy  Company.  It  was  noised  around  before 
we  sat  down  that  Secretary  Roberts  and  President  Arndt  had 
insisted  on  singing  "Tiperary"  at  the  dinner,  and  whenever  we 
saw  either  one  open  his  mouth  we  were  to  talk,  and  talk  loudly. 
Well,  they  kept  me  talking  all  the  time,  hence  my  present  con- 
dition. 

I  was  considerably  surprised  at  being  asked  by  our  worthy 
secretary  to  respond  to  the  address  of  welcome  and  as  I  have 
never  made  it  a  practice  to  prepare  any  talk  I  may  make  in  ad- 
vance, I  will  ask  your  indulgence  for  a  few  moments  while  I 
make  a  feeble  attempt  to  respond  to  the  hearty  welcome  just 
extended  to  us.  Speaking  of  prepared  speeches  I  am  reminded 
of  the  man  who  said  that  he  had  prepared  a  speech  and  learned 
it  well,  and  when  he  appeared  before  his  audience  he  said: 
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Ladies  and  gentlemen,  when  I  came  into  this  roomi  only  two  peo- 
ple knew  what  I  was  going  to  say — ^the  Lord  and  myself;  but 
now  only  the  Lord  knows.  (Applause.) 

As  I  listened  to  Commissioner  Manley's  address  I  was  re- 
minded of  the  story  that  I  often  think  of  when  I  hear  addresses 
of  welcome  extending  to  the  guests  the  liberty  of  the  city,  the 
commercial  club,  and  everything  that  is  attractive  to  the  visitor. 
It  is  the  story  of  the  Sunday  school  teacher  who  was  trying  to 
impress  upon  her  class  of  boys  the  fundamental  principle  of  the 
declaration  of  independence;  and  said  now  boys,  I  am  going  to 
give  to  each  one  of  you  three  ordinary  words.  The  first  one  is, 
life;  the  second,  liberty,  and  the  third,  the  pursuit  of  happiness. 
I  want  you  to  take  these  words  to  your  home  and  tell  me  next 
Sunday  what  each  one  represents.  The  next  Sunday  she  called 
on  Tom  to  tell  her  what  they  represnted  and  Tom  came  forward 
and  said.  Teacher,  I  cannot  do  it;  here  is  life  and  here  is  liberty, 
but  mother  sewed  the  pursuit  of  happiness  on  my  trousers 
(Laughter.)  The  commissioner  has  granted  you  all  kinds  of 
liberty.  I  never  saw  an  ordinary  man  that  did  not  have  all  kinds 
of  life,  and  if  some  of  your  gentlemen  have  not  forgotten  to  bring 
with  you  an  eight  penny  nail  that  we  use  to  attach  our  trousers 
to  our  suspenders  with  in  the  hardware  business,  we  will  be  able 
to  pursue  happiness  to  the  end.  (Applause.) 

But  we  are  going  to  enjoy  ourselves  all  the  time  we  are  here. 
We  have  a  fine  program  arranged  for  you.  It  will  be  presented 
by  men  of  thoughtful  minds  and  great  experience  in  the  hardware 
business;  men  who  will  expatiate  on  various  features;  the  ad- 
vantages and  disadvantages  of  the  business  that  occur  to  all — 
(if  they  have  not  so  far,  they  will) — and  we  will  have  a  joyous 
as  well  as  profitable  time,  as  we  always  do  in  Omaha.  (Ap- 
plause.) Omaha  is  certainly  glad  to  welcome  us,  and  we  are 
glad  to  be  here.  There  is  not  a  man  here  but  what  believes  he 
lives  in  the  best  town  or  in  the  best  state  of  these  United  States, 
but  that  need  not  prevnt  any  one  of  us  from  wishing  to  Omaha, 
the  metropolis  of  the  best  state  in  the  Union  all  prosperity  and 
happiness. 

In  the  bright  lexicon  of  the  state  of  Nebraska  there  can  be  no 
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east  or  west,  no  country  or  no  city — simply  one  large  co-operative 
community  working  for  the  benefit  and  the  prosperity  of  all. 
And  we  are  proud  of  the  fact  that  in  these  United  States  each 
one  of  us  can  put  up  the  strongest  fight  for  our  own  city  and  our 
own  state,  and  then  take  off  our  hat  and  hurrah  for  the  other 
fellow.  We  in  the  west  may  vie  with  those  of  the  east,  but  we 
must  remember  that  we  are  all  dependent  one  upon  the  other,  and 
what  affects  one  community  will  in  like  manner  affect  another. 

You  often  hear  how  much  study  it  requires,  and  how  many 
years  of  toil  it  takes  to  become  a  doctor  or  a  lawyer,  but  I  say 
to  you  gentlemen  to  be  a  successful  hardware  merchant  requires 
as  much  solid  gray  matter  and  as  many  years  of  painstaking  in- 
dustry, research  and  toil,  as  that  of  any  of  the  learned  pro- 
fessions. I  have  known  a  few  hardware  men  who  have  made 
money.  I  read  a  story  a  week  ago  about  a  hardware  man  who 
engaged  in  that  business  less  than  five  years  ago  with  something 
less  than  a  thousand  dollars  of  capital  and  today  he  is  worth 
$25,000.  It  concluded  by  saying  that  his  uncle  who  was  a 
plumber  left  him  $24  9900.  But  that  does  not  detract  from  the 
value  of  the  story.  (Applause.) 

In  glancing  over  our  program  I  find  this  language:  ''The  suc- 
cess of  our  fourteenth  annual  convention  depends  entirely  upon 
the  individual  efforts  put  forth  by  each  member  in  attendance." 
I  am  very  glad  that  is  on  our  program,  for  it  is  the  one  subject 
that  I  have  seriously  considered  in  connection  with  our  associa- 
tion. It  does  not  matter  so  much  what  you  do  here,  it  is  what 
you  do  when  you  return  to  your  homes.  It  is  all  very  well  to 
met  here  and  pass  resolutions,  but  if  a  resolution  is  to  be  of  any 
value  whatsoever  it  must  have  the  undivided  attention  and  con- 
sideration of  the  individual  member;  and  our  Association  will 
never  reach  one  hundred  per  cent  eflficiency  until  each  member 
believes  that  he  is  the  most  important  member  in  the  entire 
Association,  and  on  his  shouldrs  rests  the  entire  success  or 
failure  of  the  Association.  (Applause.) 

It  is  also  my  belief  that  the  retail  merchants  do  not  take  active 
enough  interest  in  the  politics  of  our  country.  I  believe  he  is 
the  greatest  moral  coward  in  the  world.    When  I  went  into  the 
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hardware  business  I  was  instructed  by  my  parents  that  I  must 
never  say  anything  regarding  politics;  that  I  could  sneak  up 
to  the  polls  and  cast  my  vote,  but  not  enter  into  any  discussion 
ot  it  with  anyone.  I  wish  to  say  that  is  the  most  mistaken  belief 
and  idea  one  can  have.  How  can  we  expect  good  law  makers, 
and  how  can  we  expect  to  have  good  laws  if  we  do  not  take  an 
interest  in  politics.  We  should  have  the  moral  courage  to  sup- 
port men  of  integrity,  and  lend  our  influence  to  the  enactment 
of  beneficial  laws,  for  you  must  not  overlook  the  fact  that  in 
our  cities  the  merchants  pay  75  per  cent  of  the  taxes.  Do  you 
realize  that  over  15,000  laws  were  placed  on  our  statutes  in  the 
United  States  every  year  and  in  the  last  session  of  our  Nebraska 
legislature  two  years  ago  more  than  1,200  bills  were  introduced 
Vvhen  the  fact  is  that  the  legislators  could  not  inteligently  read 
them  all  during  the  limited  time  they  are  in  session,  let  alone 
intelligently  pass  any  of  them. 

I  want  to  say  to  you  gentlemen  that  when  we  invite  a  friend 
to  our  home  we  do  not  expect  him  to  be  effusive  in  his  thanks,  it 
would  m.ake  us  uncomfortable.  We  expect  him  to  make  the  best 
of  things  as  they  are  and  to  adapt  himself  to  circumstances, 
a:id  to  show  by  his  every  action  that  he  is  having  a  good  time. 
That  is  just  what  you  hardware  men  want  to  do  in  Omaha  this 
week.  Let  us  show  the  city  of  Omaha  and  the  commercial  club 
that  we  know  how  to  have  a  good  time. 

Another  suggestion  that  is  apropos  is  the  one  referred  to  by 
our  president,  which  is  that  when  you  meet  a  man,  if  you  do 
not  know  him  take  him  by  the  hand,  smile  at  him  and  tell  him 
v/ho  you  are.  There  is  nothing  more  conducive  to  good  fellow- 
ship than  to  always  smile  and  be  happy. 

I  am  the  farthest  from  a  poet  that  the  world  has  ever  brought 
lorth,  but  a  friend  of  mine,  living  in  Toledo  Ohio,  in  his  remarks 
a  short  time  ago  gave  this  little  poem  entitled  "Smile,"  which 
in  conclusion  I  will  repeat: 

"Smile  ycu  son-of-a-gun,  smile, 
Cheer  up  and  stop  secreting  bile. 
Don't  look  as  if  you're  on  your  last  mile. 
Turn  up  the  corners  of  your  mouth  a  while; 
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Forget  all  the  grouches  you've  placed  on  file. 

Don't  be  the  bluest  pill  all  the  time; 

Tickle  yourself  if  you  have  to,  but  smile. 

'It's  catching,  the  smile; 

And  it's  always  in  style; 

So  smile,  you  son-of-a-gun,  smile." 

(Applause.) 

As  President  Arndt  was  announcing  the  next  number,  the  N. 
R.  H.  A.  song,  he  was  interrupted  by  Vice-Pres.dent  Chas. 
Ammon,  who  spoke  as  follows: 

Mr.  President:  I  wish  to  interrupt  the  program  at  this  time. 
I  want  to  make  that  song  that  we  are  about  to  sing  a  solo.  T 
wanted  to  sing  it  last  night  but  Arndt  and  Roberts  seemed  so 
anxious  that  I  turned  it  over  to  them.  On  second  thought  per- 
haps I  had  better  not  attempt  to  sing,  or  Hussie  might  talk 
again,  so  I  will  talk  the  song.  I  have  a  habit;  no,  we  will  say  it 
is  a  custom  of  the  convention  at  this  time  to  tell  the  president 
of  our  regard  and  good  wishes  for  him. 

It  may  seem  the  room  is  cold,  but  we  should  all  have  that 
warmth  of  love  in  our  hearts  that  overcomes  all  cold.  This 
^varmth  is  the  power  which  thaws  all  chill  and  animosity  in  our 
association.  It  gives  us  the  life  so  necessary  to  our  existence. 
This  reminds  me  of  a  story.  There  was  a  negro  in  Galveston  who 
had  a  strong  desire  ot  work  in  the  north.  During  the  month  of 
January  he  was  offered  a  positon  in  Minneapolis,  and  desiring  to 
gratify  his  ambition  he  accepted  the  position  and  departed  from 
his  home  clad  in  his  regulation  southern  garments  and  arrived 
in  Minneapolis  in  a  terrible  blizzard,  such  as  we  have  had  in  the 
past  ten  days.  Geting  off  of  the  train  he  proceeded  to  his  desti- 
nation. He  went  but  two  blocks  and  froze  up  stiff  and  fell  over 
in  a  snow  bank.  He  was  later  found  and  hauled  to  the  morgue 
where  he  was  pronounced  dead.  The  ground  being  frozen  he 
was  sent  to  the  crematory.  Arriving  there,  the  attendant  opened 
the  door  of  the  fiery  furnace,  and  he  was  pushed  in  and>-  the  door 
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was  closed.  The  next  morning  another  corpse  was  about  to  be 
cremated,  and  in  like  manner  the  attendant  opened  the  door  to 
1  ush  it  in,  but  on  opening  the  door  he  heard  the  following  ex- 
clamation: "For  de  Lor's  sake  who  am  dat  opening  der  door 
and  leitin'  all  der  cold  air  in  here?"  Our  love  for  our  association 
should  be  just  as  warm  and  profound  and  life-renewing  as  this. 
(Applause.) 

Mr.  President,  I  am  much  pleased  to  be  able  to  present  to  you 
this  gavel,  and  with  it  the  love,  fealty  and  obedience  of  this 
association. 

(Mr.  Ammon  then  presented  the  president  a  black  walnut 
gavel  encircled  with  a  band  of  silver,  and  the  inscription: 
"President  F.  W.  Arndt,  1914.") 

President  Arndt  in  accepting  same  said: 

This  is  truly  one  of  the  times  in  one's  life  that  he  will  ever 
remember.  About  thirty-eight  years  ago  when  I  entered  as  an 
cipp  ent'ce  at  the  tinner's  bench,  one  of  the  tools  presented  to  me 
was  a  mallet  which  this  incident  calls  to  my  attention;  I  was 
instructed  with  reference  to  its  use  and  I  was  told  that  every 
stroke  should  be  made  with  precision,  and  that  it  should  be  per- 
fectly square  and  in  the  right  place.  Today  I  am  presented  w'th 
this  gavel  or  mallet,  but  it  is  to  be  used  for  a  far  more  noble 
cHud  glorious  purpose,  that  of  calling  together  the  bright  minds 
ol  this  hardware  men's  convention,  and  I  hope  that  I  may  be  able 
to  do  so  in  a  just  and  equitable  manner.  I  assure  you  gentlemen, 
that  I  appreciate  this  very  much,  not  for  its  intrinsic  worth  or 
\alue,  but  for  the  fond  remembrance  I  shall  ever  have  of  this  day. 
and  I  assure  you  that  it  will  have  a  prominent  place  in  my  home 
as  a  remembrance  of  this  occasion.  I  again  thank  you.  (Ap- 
plause.) 

Mr.  Hussie  reminded  us  of  one  thing  of  great  importance,  and 
that  is  that  we  should  all  become  better  acquainted  with  ea(^h 
other.  Now  let  us  all  get  together  and  act  as  one  family,  just  as 
we  would  when  sitting  around  in  a  group  in  our  store;  get  ac- 
quainted with  your  neighbor,  shake  him  by  the  hand  and  let's 
make  each  other  feel  welcome.  I  trust  you  will  all  follow  this 
suggestion  throughout  the  entire  convention. 
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The  song  "N.  R.  H.  A."  which  was  specially  prepared  for  this 
occasion  by  our  poet  laureate,  Miss  Pearl  Holloway  of  Fremor-t, 
was  then  sung  by  the  convention  as  follows: 

N.  R.  H.  A. 

(Tune — Marching  Through  Georgia.) 
Now  the  months  have  rolled  around,  convention  time  again, 
Time  w^hen  Hardware  Dealers  as  a  group  of  busy  men 
Meet  in  some  great  city  to  discuss  their  plans — and  then 
Watch  the  Nebraska  Hardware  Merchants. 

Chorus 

Hurrah!  Hurrah  !  for  our  N.  R.  H,  A. 

Hurrah  I  Hurrah  !  we  surely  know  the  way. 

To  run  the  hardware  business  and  to  make  it  yield  us  pay, 

Watch  the  Nebraska  Hardware  Merchants. 

We  proudly  hail  our  president,  P.  W.  Arndt,  of  Blair, 
C-has.  Amnion  is  Vice-president,  you'd  know  him  anywhere, 
N.  Roberts  is  our  Secretary,  always  on  the  square. 
Watch  the  Nebraska  Hardware  Merchants. 

'Tho  Klein,  our  w^orthy  Treasurer,  will  always  take  your  cash. 
In  business  he  is  always  wise  and  never,  never  rash, 
We're  very  much  in  earnest  with  of  fun  a  lib'ral  dash, 
Watch  the  Nebraska  Hardware  Merchants. 

Our  program  is  the  biggest,  yet  we  have  things  well  in  line 
Great  men  will  give  us  sound  advice  with  interest  benign 
Our  Nation'l  President  Mitchell  is  a  man  who's  simply  fine, 
Watch  the  Nebraska  Hardware  Merchants. 

If  you  are  not  a  member,  you  had  better  join  our  band 
And  wear  the  padlock  emblem,  tis  the  finest  in  the  land, 
We'll  extend  to  you  a  welcome  as  we  gladly  take  your  hand, 
Watch  the  Nebraska  Hardware  Merchants. 


THE  NEBRASKA  IRONMONGER 


15 


The  president  announced  committees  as  per  published  list. 

Owing  to  the  absence  of  Mr.  C.  A.  Newberry  who  was  named 
as  chairman  of  the  committee  on  suggestions,  on  motion  of  Sec- 
retary Roberts,  seconded,  the  name  of  Mr.  J.  J.  Johnson  was 
substituted. 

The  secretary  then  read  the  following  telegram  from  Max 
Iihlig  who  is  at  present  confined  in  a  Chicago  hospital  and  on 
motion  of  Mr.  Ebinger,  seconded,  the  secretary  was^  instructed  to 
send  Mr.  Uhlig  our  greetings,  and  the  deep  regret  of  the  associa- 
tion at  his  inability  to  participate  in  our  convention.  The  tele- 
gram from  Mr.  Uhlig,  is  as  follows. 

Feb.  S,  1915. 

Nathan  Roberts, 

Secretary  Retail  Hardware  Convention, 
Hotel  Rome,  Omaha,  Nebr. 
Being  still  confined  to  hospital  in  Chicago  and  unable  to  par- 
ticipate in  the  discussions  of  the  convention  I  w'sh  to  extend  my 
sincere  greetings  to  all  the  members  -n  the  hope  that  harmony 
and  peace  will  be  the' crowning  effort  of  your  deliberation. 

MAX  UHLIG. 

The  secretary  announced  that  our  sister  states,  ^lichigan  and 
Pennsylvania,  were  holding  the  hardware  men's  convention  this 
week,  and  on  motion  of  Mr.  Hargelroad,  seconded,  the  secretary 
was  requested  to  send  the  greetings  of  this  association  to  the 
Michigan  and  Pennsylvania  associations. 

Secretary  Roberts:  There  is  one  matter  I  wish  to  present  at 
this  time.  Yesterday  I  received  a  letter  from  our  loyal  mem- 
bers, Abbott  Brothers  at  Sargent,  stating  that  they  were  having 
much  illness  and  sorrow  in  their  families.  They  had  some  time 
ago  made  reservation  at  this  hotel,  but  since  that  time  the  son  of 
one  of  the  brothers,  a  boy  thirteen  years  of  age  died  of  pneu- 
monia, and  a  sister  of  the  same  boy  is  now  dangerously  ill  with 
the  same  disease,  aud  the  daughter  of  the  other  brother  is  also 
very  ill.  I  ask  if  this  association  shall  take  any  action  with 
reference  to  them  in  the  way  of  condolence. 

On  motion  of  Mr.  Oaks,  seconded  by  the  secretary,  was  in- 
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structed  to  write  them  an  appropriate  letter  of  condolence. 
At  this  time  President  Arndt  delivered  his  annual  address. 
ANNUAL  ADDRESS 
F.  W.  Arndt,  Blair 
Members  of  the  X.  R.  H.  A.,  Ladies  and  Friends: 

We  extend  to  you  a  hearty  welcome  to  our  fourteenth  annual 
convention.  This  city  bids  you  welcome,  and  we  bespeak  for 
you  an  enjoyable  outing. 

It  is  surely  of  all  occasions  the  most  pleasant  when  we  meet 
together  once  each  year,  touch  elbows,  swap  experiences  and 
learn  one  from  the  other  better  ways  to  do  things.  Thus  it  is  we 
climb  to  higher  positions  in  merchandising.  The  old  year  has 
passed  into  history  with  all  its  varied  experiences,  many  of 
which  shall  only  be  effaced  by  ttme  itself.  When  we  look  abroad 
and  view  with  sorrow  and  regret  the  terrible  devastation  of  war 
and  famine,  we  humbly  thank  God  that  we  live  in  a  land  of  peace 
and  plenty,  and  as  we  claim  this  grand  and  great  country  as  our 
heritage  we  proudly  proclaim  the  fact  that  none  other  can  vie 
with  us  in  nobleness  of  man  and  gentleness  of  woman.  Men  of 
foresight  and  wisdom,  in  whom  self  and  selfishness  does  not  pre- 
dominate to  the  undoing  of  the  other  fellow.  With  deep  regret 
we  look  upon  the  destruction  of  all  that  is  good  in  man  by  greed 
of  gain  and  power  in  our  mother  countries.  America  is  the 
]and  of  the  free  and  home  of  the  brave.  Free  to  earn  an  honest 
return  for  our  labors  that  our  home  folks  may  enjoy  the  blessings 
that  God  has  bestowed  upon  us.  The  past  year  as  a  whole  has 
been  a  prosperous  one,  and  we  all  have  received  a  greater  or 
less  share  as  circumstances  and  surroundings  has  doled  it  out  to 
us.  The  foundation  of  our  wealth  and  prosperity,  the  farm  and 
farmer  is  receiving  in  greatly  enhanced  values,  his  share  brought 
about  by  the  misfortunes  of  others.  However  without  any  plan- 
ning on  our  part  as  hardware  men,  we  will  reap  rich  and  profit- 
able harvests  in  the  general  expansion  of  money  from  the  better 
profits  of  the  farm.    The  outlook  at  this  time  was  never  better. 
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The  graneries  of  Europe  are  all  but  depleted,  our  1915  crop 
iiospects  are  top  notch.  The  silver  lining  of  the  clouds  are 
toward  us.  Our  opportunities  and  possibilities  as  a  nation  were 
never  excelled  in  the  history  of  this  generation.  We  are  be- 
coming the  workshop  of  the  world.  When  poor  old  Europe  will 
cease  her  mad  struggle,  the  exhaustion  and  depletion  will  take 
a  long  time  to  retrieve.  It  is  up  to  us  as  a  nation  to  see  to  it 
mat  the  three  hundred  million  crippled  people  of  that  country 
get  what  they  need  at  reasonable  prices. 

Gentlemen  permit  me  to  suggest  right  here  this  thought,  if  we 
can  make  two  blades  of  grass  grow  where  one  grew  before,  the 
pioblem  of  feeding  the  starving  will  be  made  50  per  cent  easier. 
I  refer  to  county  farm  superintendents,  generally  university 
graduates  whose  duties  will  be  in  an  advisory  capacity  to  show 
and  teach  the  farmer  how  to  scientifically  get  his  acres  to  yield 
better  and  bigger  crops.  One  bushel  more  of  wheat  raised  on 
each  acre  under  cultivation  in  our  Nebraska  w^ould  increase  the 
ictal  value  over  a  million  dollars.  Four  counties  now  have 
superintendents  through  the  assistance  of  the  government.  The 
matter  is  before  congress  and  we  hope  soon  for  more  extended 
work  along  this  line. 

The  expense  of  rural  free  delivery  last  year  was  $40,000,000  in 
excess  of  the  revenues  produced  by  the  service.  Sixty-seven  per 
cent  of  our  96,000,000  population  are  under  rural  service.  Are 
V,  e  .getting  (  ur  shaie  of  the  business  this  mode  of  carrying  may 
avail  us.  Are  we  reaching  out  by  letter  and  telephone  for  busi- 
ness from  this  source,  and  making  this  a  valuable  adjunct  to  our 
advertising. 

The  price  and  service  bureau  I  find  to  be  of  great  benefit  in 
locating  goods  wanted,  obtaining  special  low  quotations,  etc. 
Permit  me  to  state  from  my  own  experience,  that  I  find  it  a 
n^oney  maker  for  me.  Many  articles  I  don't  stock  have  given  me 
profitable  sales.  The  national  office  is  alert,  ready  and  willing 
to  aid  you  and  give  you  any  information  in  their  power  along 
price  and  service  lines. 

We  often  need  prices  to  meet  competition  from  Chicago.  The 
price  and  service  will  help  us  fight  our  battle.    If  we  will  only 
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take  them  up  in  our  own  defense. 

It  was  my  pleasant  duty  to  attend  the  national  convention  in 
Indianapolis  last  year.  It  proved  to  me  that  they  are  right  down 
earnest  in  their  work  of  buying  to  improve  conditions  of  their 
members  in  the  retailing  of  hardware,  taking  up  our  troubles  one 
by  one  and  showing  us  where  we  can  overcome  them. 

Some  facts  touching  the  inroads  of  the  mail  order  business  in 
North  Dakota  enlighten  us  to  their  possibilities.  One-third  of  the 
merchandise  used  in  that  state  comes  via  that  route.  The  asses- 
sible  value  of  this  merchandise  is  about  $8,000,000.  If  this  was 
taxed  on  the  same  basis  as  the  merchant  of  North  Dakota  it 
would  yield  $150,000  or  possibly  on  just  valuation,  twice  that 
amount. 

We  need  legislation  for  self-preservation  if  for  no  other  reason. 
We  sincerely  hope  the  Hinebaugh  bill  will  pass  and  become  a 
law.  It  is  to  be  noted  as  a  sign  for  betterment  that  the  farm 
papers  have  greatly  changed  their  position  on  this  subject  being 
more  favorable  to  home  merchants.  Perhaps  they  see  the  hand- 
wr'ting  on  the  wall,  "No  Town — No  Farm."  I  believe  that  if 
the  merchant  is  alive  to  his  own  interest,  buys  his  goods  right, 
discounts  his  bills,  keeps  a  well  assorted  stock  and  treats  his 
customers  right  they  would  prefer  trading  with  him,  where  they 
can  see  what  they  buy  rather  than  send  their  money  away  for 
w^hat  they  don't  see  nor  handle.  Buy  right,  sell  right,  do  right, 
are  the  best  weapons  to  meet  such  competition.  Our  jobbers 
are  our  friends,  if  they  are  given  half  a  chance.  Give  them  our 
confidence,  tell  them  what  we  need  and  must  have  in  the  game  of 
big  competition.  They  realize  our  position,  help  them  to  carry 
cut  the  program  of  eliminating  the  enormous  overhead  expenses. 
They  must  get  their  cost  of  doing  business  to  a  plane  of  least 
resistance  as  exemplified  by  the  big  mail  order  houses.  Concen- 
trating their  buying  and  selling.  They  must  get  their  goods  to 
us  by  easier  and  more  economical  channels,  in  short  there  must 
be  a  co-operation  of  effort  between  jobber  and  retailer,  directed 
together  to  nullify  the  inroads  of  the  big  mail  order  houses,  unless 
such  efforts  are  put  forth  and  that  right  speedily  jobber,  retailer 
and  country  towns  will  continue  to  go  backward  until  finally  they 
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i  each  tne  climax  of  disaster. 

ihe  retailer  is  trying  to  save  himself  and  for  years  has  been 
asking  and  begging  the  jobbers  to  help  him.  Oft  times  when 
specially  leciuested  to  do  so  they  have  furnished  me  prices,  to 
meet  competition,  but  I  regret  to  state  in  the  main  there  does  not 
seem  to  be  directed  efforts  along  that  line  as  much  as  I  believe 
there  should  be. 

rom  all  sides  we  hear  most  favorable  comments  on  our  newsy 
Iron  Monger  so  ably  edited  by  our  secretary.  It  fits  the  place 
exactly  for  the  busy  man,  and  gives  much  good  advice  straight 
from  the  shoulder.  Owing  to  the  fact  that  we  could  not  be  as- 
sured far  enough  ahead  to  have  the  use  of  the  auditorium  in 
tills  city  your  board  thought  best  to  disperse  with  the  hardware 
exhibition  for  this  year.  This  however,  gives  us  more  time  for 
the  important  matters  such  as  question  box  and  that  heretofore 
had  to  be  rushed  through.  This  exhibition  feature  I  believe  is 
an  interesting  part,  especially  with  the  newer  members,  and 
hope  we  may  have  all  the  better  one  next  year.  I  believe  the 
success  of  future  exhibits  would  be  practically  assured  if  we 
encouraged  the  exhibitors  more  by  placing  orders  for  goods  we 
need.  While  it  places  their  goods  before  many  dealers,  yet  an 
order  book  with  filled  pages  at  the  close  helps  the  expense  part, 
and  causes  him  to  feel  better  toward  us. 

Bid  you  take  notice  of  the  splendid  report  of  our  Nebraska 
Hardware  Mutual  Insurance  Co.,  for  the  month  of  December. 
After  weeding  out  $155,000  insurance  policies  over  $2,000,000  in- 
surance and  a  cash  balance  of  $25  500.  Read  the  experience  of 
Senator  Hamp  Williams  what  hardware  insurance  did  for  him. 
He  states  that  only  through  the  Hardware  Association  did  he 
receive  settlement  from  other  companies.  In  conclusion  allow 
me  to  thank  you  for  the  loyal  support  you  have  given  me  during 
my  term  of  office  of  president,  especially  to  our  able  secretary 
and  beard  of  directors.  I  am  indeed  proud  of  the  honor  and  only 
regret  that  I  have  not  accomplished  more. 

Again  I  thank  you. 

Secretary  Roberts  then  made  a  partial  report  of  his  doings, 
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and  stated  that  he  would  complete  same  at  the  morning  session. 
The  treasurer,  Mr.  W.  C.  Klein,  presents^the  following  report: 

All  moneys  received  during  the  year  ,  ,  $5,021.42 

Balance  on  hand  February  1st,  1914   781.45 


$5,802.87 

Money  paid  out  during  the  year   4,988.32 


Leaving  a  balance  of   $  814.55 

The  report  of  the  auditors  was  passed,  as  was  also  the  address 
by  Mr.  Hargelroad,  as  he  asked  for  more  time. 

The  president  then  called  upon  Mr.  S.  C.  Oaks  of  Seward,  who 
gave  the  following  instructive  talk  on  "System  in  Our  Business": 

SYSTEM  IN  OUR  BUSINESS 

S.  C.  Oaks,  Seward 

Mr.  President  and  Fellow  Members: 

Since  entering  this  room  I  discovered  a  notice  in  large  type 
back  of  the  president's  chair,  from  one  of  our  members,  and  the 
word  cash  in  large  letters  is  its  chief  attraction.  That  is  what 
we  are  all  interested  in.  I  am  tospeak  to  you  on  "System  in  Our 
Business."  Every  business  man  here  knows  that  system  is  the 
foundation  of  every  successful  business.   It  needs  no  argument. 

I  wish  to  call  your  attention  to  the  systematic  payment  of  your 
bills,  and  by  doing  that  for  a  year  or  more  your  jobber  and 
manufacturer  from  whom  you  buy  will  place  you  on  the  inner 
circle  of  his  preferred  customers,  thereby  enabling  you  to  get 
your  goods  from  five  to  ten  per  cent  less  than  the  man  who 
pays  his  bills  in  a  shiftless  manner — probable  some  never.  If  you 
do  not  buy  right  you  can  never  sell  right  to  make  a  profit. 

I  will  take  a  six  day  business  calendar  for  the  key  to  my  busi- 
ness. Every  hardware  merchant  of  Nebraska  has  the  same 
calendar  on  his  desk.  Every  bill  of  goods  that  I  received  is 
listed  on  it.    If  I  get  three  bills  today  they  may  come  due  at 
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different  times.  The  first  one  bears  a  good  discount  in  ten  days. 
This  being  the  9th,  I  turn  over  to  the  19th  and  list  that  bill  in 
led  ink  in  order  to  emphasize  it,  in  order  that  I  may  get  the 
cash  discount.  The  next  one  is  due  in  thirty  days,  and  I  list  that 
in  black  for  the  ninth  of  March.  The  next  one  is  due  in  sixty 
clays.  I  will  not  pay  it  till  due,  but  I  list  it  for  the  9th  of  April. 
Every  bill  I  have  is  systematically  listed  for  positive  payment 
on  the  day  it  is  due  upon  this  calendar.  By  following  this  method 
T  not  only  keep  track  of  the  parties  I  owe,  but  it  keeps  it  con- 
stantly before  me,  and  furthermore  it  enables  me  to  buy  my 
goods  as  cheap  as  anybody  possibly  can. 

There  is  not  a  m.erchant  in  this  house  but  what  if  a  cash 
customer  comes  to  his  store  and  buys  a  bill  of  $100  that  he  will 
make  him  a  liberal  discount  of  at  least  five  dollars.  The  jobber 
will  do  the  same  with  you.  There  is  always  a  kicker  in  the 
crowd  and  be  will  naturally  ask,  how  would  you  get  the  money 
10  meet  your  bills  promptly?  I  say  if  you  will  stick  to  your  six 
day  calendar  and  watch  it  you  will  be  prepared  in  advance  to 
meet  them,  as  it  will  make  a  good  collector  and  worker  out  of 
you.  It  will  make  you  go  out  and  hustle  for  the  money  out- 
standing on  your  books.  Furthermore,  if  you  pay>  your  bills  it 
makes  a  first  class  cash  salesman  out  of  you.  By  watching  these 
th.'ngs  ycu  will  be  able  to  meet  your  b'lls. 

I  will  enlarge  on  this  a  little  more.  On  Monday  morning  I  will 
tear  off  last  week's  sheet  as  a  thing  of  the  past.  Remember  this 
always  lays  before  you  on  your  desk.  This  week  you  will  have 
seven  or  eight  bills  to  meet.  Here  they  are  listed.  Some  you  dis- 
count, others  not,  but  you  must  pay  them  just  the  same.  To 
illustrate  suppose  they  aggregate  $800.  You  haven't  a  dollar  in 
the  bank.  A  live  business  man  will  pull  out  his  ledger  and  make 
up  a  list  of  past  due  bills,  call  his  collector  and  turn  over  to  him, 
say  $2,000  worth  of  these  bills.  You  must  have  the  money,  and 
you  tell  the  collector  to  go  out,  work  smoothly  and  with  good 
Judgment,  and  he  will  surely  bring  in  surprising  returns. 

And  while  he  is  out  collecting  the  bills  you  should  watch  your 
daily  customers,  many  of  whom  are  cash,  and  sell  all  the  goods 
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you  possibly  can  during  the  week.  When  a  man  enters  your 
store  you  know  whether  he  is  cash  or  not.  Here  comes  one  who 
pays  cash;  greet  him  nicely,  and  sell  him  all  he  wishes  to  buy, 
then  show  him  other  goods  and  sell  him  every  dollar's  worth  you 
can. 

When  Saturday  night  comes  you  look  over  cash  sales,  and  you 
will  be  surprised  at  the  end  of  the  week  to  find  how  much  your 
ciiSh  sales,  and  your  collections  from  past  due  accounts  will 
amount  to.  You  have  succeeded  in  collecting  enough  to  pay  off 
that  $800.  The  kicker  will  say,  that's  all  right,  but  the  next  week 
}Gu  have  another  batch  of  bills,  but  I  earnestly  suggest  that  yoa 
go  through  the  same  performance  the  next  week;  and  if,  per- 
chance on  Saturday  night  you  should  be  $100  short,  what  will 
you  do?  The  kicker  will  wonder  what  should  be  aone.  Yon 
go  right  over  to  your  bank  and  borrow  $100.  Of  course  you  are 
paying  interest,  but  at  the  same  time  you  are  paying  your  bills 
which  you  must  do  anyway.  It  is  true  that  every  dollar's  worth 
of  interest  you  pay  the  bank  comes  out  of  your  net  profits  at  the 
end  of  the  year,  therefore  you  will  not  borrow  of  the  bank  any 
more  than  you  absolutely  have  to  and  having  kept  your  standing 
and  credit  good  with  the  jobber  and  manufacturer  you  will  in 
turn  receive  discounts  and  favors  from  them  that  will  much  more 
than  offset  the  small  amount  of  interest  you  pay  the  bank. 

This  talk  is  based  on  the  six-day  calendar  and  the  system 
that  you  establish  by  adhering  to  it.  It  is  a  constant  reminder 
of  what  you  must  do.  It  makes  you  pay  your  bills  promptly.  It 
also  makes  you  go  out  and  collect  from  your  customers,  and  it 
also  makes  you  improve  your  salesmanship.  But  best  of  all  it 
makes  you  a  first  class  collector.  There  is  not  a  business  man 
in  this  house  who  is  not  short  in  collections.  Remember  the 
catalogue  house  is  always  collecting  its  money,  and  that  too  in 
advance;  so  I  suggest  to  you,  wake  up  and  collect  your  bills  and 
if  you  do  you  will  buy  for  less  money,  and  the  manufacturer  will 
be  glad  to  favor  you. 

I  have  been  in  business  thirty-three  years,  and  I  say  now  that 
practically  every  dollar  I  ever  lost  in  business  has  been  lost  in 
leniency  and  inattention  to  collecting.  (Applause.) 
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At  this  time  the  secretary  made  several  announcements  per- 
taining to  the  future  entertainment  of  the  ladies  and  the  mem- 
bers, after  which  on  motion  of  Mr.  Kavanaugh,  seconded,  an 
adjournm.ent  was  taken  to  9:30  Tuesday  morning. 


WEDNESDAY  MORNING  SESSION 
FEBRUARY  10,  1915 

The  convention  re-convened  at  10  o'clock  a.  m.,  President 
Aindt  in  the  chair.  The  proceedings  of  the  morning  were  opened 
by  the  popular  song  "X.  R.  H.  A." 

The  President:  We  are  in  executive  session  this  morning,  and 
matters  of  importance  will  be  discussed,  and  we  want  everyone 
to  participate.  There  was  left  over  from,  yesterday  one  number 
entitled,  "The  Progress  of  Our  Association,"  by  Mr.  M.  A.  Har- 
gelroad,  and  as  he  is  so  well  known  to  us  all  an  introduction  is 
hardly  necessary.  (Applause.) 

THE  PROGRESS  OF  OUR  ASSOCIATION 

M.  A-  Hargelroad,  Holstein 

IVlr.  President  and  Members: 

The  discussion  of  a  subject  of  this  nature  naturally  calls  for 
much  history,  and  many  early  accounts  of  our  Association,  and 
naturally 'is  a  more  comprehensive  one  than  I  at  first  realized, 
and  in  the  short  time  alloted  me  I  trust  I  may  tell  you  a  few 
things  that  may  be  of  interest,  at  least  to  the  new  members. 

If  I  were  in  the  midst  of  a  gathering  of  our  older  members  1 
believe  I  could  talk  with  great  freedom,  and  would  be  self-com- 
posed, but  when  I  get  to  this  rustling  city,  facing  so  many  nev/ 
members,  and  such  a  large  audience  I  find  that  many  of  my  best 
thoughts  are  beyond  my  grasp. 

I  observe  by  our  program  that  I  have  the  title  of  "Dad."  They 
used  to  call  me  "Father,"  but  I  presume  the  word  "Dad"  being 
cctmposed  of  but  three  letters  is  easier  to  pronounce,  and*  so 
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Secretary  Roberts  has  decided  to  call  me  Dad.  Anyhow  I  am 
proud  of  it,  and  furthermore  I  am  proud  of  this  Association. 

As  has  been  stated  we  now  have  a  great  many  new  members 
and  I  am  delighted  and  surprised  to  see  so  many  new  faces,  and 
I,  was  more  surprised  when  I  heard  the  report  of  the  secretary 
and  treasurer  and  to  note  the  progress  we  have  made.  I  have 
been  practically  asleep  the  past  two  years,  and  do  you  know 
why  I  have  been  asleep?  It  is  because  the  things  I  advocated 
sr>  many  years  ago  are  about  to,  and  are  materializing. 

At  our  first  meeting  in  Hastings  there  were  present  forty-five 
hardware  men.  It  would  have  been  impossible  to  make  them  sit 
down  and  be  still  like  you  are  doing  here  today.  I  was  greatly 
pleased  yesterday  with  the  order  and  decorum  among  our 
members.  In  that  first  meeting  it  was  practically  impossible  to 
accomplish  much  because  we  were  in  a  chaotic  state,  and  the 
gathering  was  divided  into  small  factions  and  groups,  but  we 
finally  passed  a  motion  to  make  the  membership  fee  $3.50.  I 
V/'anted  to  make  it  $25,  whereby  we  would  have  the  funds  to  en- 
able us  to  go  out  and  secure  say  700  members,  but  I  was  de- 
feated in  that.  However,  they  organized,  elected  a  president 
and  secretary  and  began  the  work  of  this  association. 

At  the  next  annual  meeting  held  in  Lincoln,  our  president  was 
a  very  small  man,  but  I  heard  it  remarked  since  I  came  here  to 
Omaha  that  when  he  called  the  meeting  to  order  he  did  not  know 
what  to  say  or  do.  But  at  that  meeting  we  accomplished  one 
thing.  I  introduced  a  resolution  redistricting  the  state,  whereby 
we  might  send  out  delegates  to  assist  in  completing  the  organi- 
zation. We  needed  a  strong  organization,  and  remember  that 
without  organization  you  can  do  nothing.  Then  we  had  150  mem- 
bers, but  that  resolution  w^ent  into  the  cellar  and  I  with  it.  I  was 
discouraged  as  I  was  deeply  interested  in  getting  organized. 
We  did  not  then  have  a  board  of  directors  as  we  have  today  to 
handle  the  affairs  and  manage  the  association.  We  then  had  an 
executive  board  whose  work  was  more  or  less  limited,  and  the 
process  of  securing  new  members  was  a  very  slow  one.  ^\ow 
our  board  of  directors  has  a  field  man  to  perform  this  work  and 
bring  them  into  the  fold. 
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Our  new  members  at  present  sometimes  seem  a  little  restless, 
hut  it  is  difRcult  for  a  body  of  this  size  to  transact  business,  and 
that  :s  why  we  have  delegated  that  power  to  the  directors.  You 
notice  how  difficult  it  is  for  us  to  agree  on  any  one  thing  hence 
the  great  wisdom  of  referring  matters  to  a  smaller  body  of  able 
Hiembers. 

All  we  can  do  in  our  conventions  today  is  to  express  our  views, 
and  I  want  to  invite  you.  especially  our  younger  members,  to 
the  fact  that  the  contention  now  before  us  is  mostly  the  price 
cuestion. 

From  the  report  of  our  officers  we  are  advanced  far  beyond 
anything  I  dreamed  of  in  the  past  and  I  now  ask  the  younger 
members  and  merchants  to  prepare  them_selves  for  future  condi- 
tions, and  to  watch  the  trend  of  the  times.  Everything  is  drifting 
to  concentration,  and  it  appears  to  us  that  we  will  have  to  con- 
centrate our  buying  problems.  Those  questions  will  be  discussed 
in  this  meeting.  If  we  can  concentrate  our  buying  and  eliminate 
+  he  trouble  we  are  having  we  will  have  accomplished  much-  but  I 
believe  it  will  have  to  be  done  through  the  board  of  directors. 
We  have  competent  men  on  that  board  who  can  solve  these 
problems,  and  if  the  members  of  this  Association  will  act  to- 
gether as  one  mind  and  in  unity  we  can  accomplish  marvelous 
things. 

Another  thing  I  wish  to  speak  of  is  our  little  paper  called 
the  Ironmonger.  Some  of  our  newer  members  do  not  seem 
to  understand  its  purpose  and  object.  It  has  been  adopted  and 
met  with  the  approval  of  the  directors,  and  I  encourage  it  myself. 
Secretary  Roberts  says  it  is  open  for  discussion  at  all  times, 
and  if  you  have  any  troubles  of  any  nature  they  can  be  aired 
through  that  medium  which  is  at  your  call  during  the  entire 
year,  whereas  this  convention  only  meets  once  a  year.  So 
please  avail  yourselves  of  its  privileges. 

Now  as  to  the  grievance  committee.  This  has  been  established 
for  your  convenience  and  I  also  ask  that  you  use  it  whenever  you 
have  occasion.  I  briefly  refer  to  what  that  committee  did  a 
few  years  ago  here  in  Omaha.  The  Omaha  retail  merchants  were 
complaining  because  the  jobbers  were  selling  at  wholesale  their 
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goods  not  only  to  their  own  employees  but  those  of  the  other 
wholesalers'  in  other  lines  thereby  cuting  out  the  retailer.  The 
retailers  were  practically  powerless  and  all  their  efforts  seemed 
useless,  but  when  they  heard  of  our  grievance  committee,  the 
matter  was  presented  to  it,  and  thus  through  our  Association 
that  pernicious  habit  was  very  quickly  stopped.  This  is  just  one 
instance  of  what  we  can  do  and  will  do. 

Another  thing.  If  we  bought  ninety-five  per  cent  of  the 
merchandise  in  our  line,  we  would  be  entitled  to  quantity  price 
instead  of  the  people  who  buy  the  five  per  cent.  With  the  in- 
fluence and  the  progress  of  this  Association  you  have  been  repre- 
sented among  the  factories  throughout  the  country.  Without  this 
organization  that  could  never  Lave  been  done.  When  your  com 
mittee  visited  the  manufacturers  of  Pennsylvania  the  question 
was  asked  them  who  is  introducing  your  goods,  and  who  caused 
the  demand  for  your  goods,  and  it  was  admitted  by  the  factories 
that  we  were  the  people  who  created  the  demand.  The  next 
question  asked  them  was,  why  do  you  sell  goods  cheaper  to  the 
catalogue  house  than  to  us,  and  what  was  the  answer?  They  buy 
in  large  quantities  and  for  cash.  How  long  will  it  be  until  you 
vs^ill  be  at  the  absolute  mercy  of  your  catalogue  house  distributor, 
because  your  old  friend  cannot  remain  in  business  with  such 
discrimination?  Is  it  not  true  that  the  factories  are  to  blame 
for  this  condition  we  are  up  against?  Do  you  believe  for  a 
minute  that  if  quantity  price  had  never  been  introduced  into  the 
trade — that  the  catalogue  house  would  exist  today?  Is  it  not 
strange  that  our  great  organization  has  never  expressed  itself 
against  quantity  price?  I  may  never  see  the  day  when  quantity 
price  will  be  eliminated  from  the  trade,  but  some  of  you  younger 
men  may.  Quantity  price  is  used  to  buy  trade,  and  if  you  have 
not  got  quantity  price  you  cannot  buy  trade  with  it.  Our 
association  should  declare  against  quantity  price.  I  am  opposed 
to  quantity  price,  but  I  have  always  conceived  this  idea  that  if 
you  are  in  Denmark  you  must  be  a  Dane,  and  we  are  in  Denmark. 
Will  we  be  Danes? 

I  think  I  have  said  all  I  care  to  at  this  time,  and  thank  you 
for  your  close  attention.  (Applause.) 
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The  President:  Our  program  calls  for  an  executive  addresb 
by  m}  self ,  i)ut  I  would  like  to  defer  this  until  a  later  time  until 
we  can  take  this  up  subject  by  subject,  and  called  for  discussion 
from  the  lioor,  and  with  your  consent  I  will  pass  that  for  the 
present  and  will  call  upon  the  secretary  to  complete  his  report. 

His  entire  report  is  as  follows: 

SECRETARY'S  REPORT,  N.  R.  H,  A,  FEBRUARY  5,  1915 

Gentlemen:  ' 

Progress  and  progressive  methods  are  in  the  air,  they  permeate 
the  first  breath  of  the  morning  and  leave  with  us  its  influence 
as  we  retire  at  night,  and  the  men  or  communities  who  are  out- 
side its  influence  are  back  numbers  and  are  not  filling  their 
places  in  the  economy  of  things,  or  the  trend  of  the  times.  It 
therefore  behooves  us  as  men  and  members  of  this  great  and 
influential  body,  which  is  but  an  integral  part  of  a  greater  cen- 
ter of  power,  to  carefully  weigh  our  words  and  guard  our  actions 
that  this  convention  may  make  a  record  that  shall  have  its  in- 
liuence  for  betterment  and  be  in  spirit  and  actions  the  vanguard 
of  the  army  of  twenty  thousand  hardware  men  of  our  country. 

Our  state  associations,  all  over  the  country,  centralized  in  one 
governing  body  in  our  national  association  representing  "  about 
1G,()00  members,  have  an  influence  for  power  for  good  that  is 
accredited  to  be  the  most  progressive  and  all  powerful  trade 
relation  body  in  existence.  Indeed  our  responsibilities  are  im- 
measurable and  potent,  and  we  hope  for  naught  else  but  good  to 
eminate  from  its  councils. 

In  presenting  to  you  this,  our  fourteenth  annual  report,  its 
tenor  indicates  real  progress  and  growth,  power  increased  and 
results  acquired. 

Nebraska  has  never  taken  a  backward  step,  nor  do  we  think 
she  ever  will. 

Last  year  was  a  hard  one  for  many  of  our  members,  following 
1913  crop  failures,  poor  business  slow  collections  and  untoward 
circumstances  has  left  many  nearly  stranded. 
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February,  1914,  we  reported  active  members  enrolled  62! 

We  have  added  new  blood  _   72 

696 

VJe  have  lost  as  follows: 

Sold  out  their  businesss  33 

Dropped  for  non-payment  dues   6 

Withdrawn  account  expense  16 

Burned  out  and  ceased  business  4 

Bankrupt    4  63 

633 

February  1,  1914,  associate  members  104 

February  1,  1915,  new  associate  members   11  115 

February  1,  1915,  honorary  members    150 

Total  enrolled    898 

Total  reported  last  year  _   736 

Total  gain    162 

February  1,  1915,  delinquent  for  1914  dues   40 

February  1,  1915,  unpaid  for  1915   345 

Financial  Report 

February  1,  1914,  balance  on  hand   $   853. OS 

February  1,  1915,  total  receipt^    4,983.79 


$5  836.87 

Total  disbursements   5,022.32 


Cash  on  hand  ......$  814.55 

Distributed  as  follows: 

February  1,  1914,  cash  on  hand   $  853.08 

February  1,  1915,  membership  dues,  active  and  Associ- 
ation   3,194.56 

February  1,  1915,  membership  honorary    55.00 

February  1,  1915,  collections  and  freight  audit   99.94 

February  1,  1915,  Ironmonger   69.11 
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February  1,  1915,  miscellaneous  sources    48.88 

February  1,  1915,  hardware  exhibits    1,516.30 


$5,836.87 

Disbursements 

February  1,  1915: 

Printing  and  stationery  $  89.85 

Rents    165.00 

Aiiscellaneous  items    220.43 

Hardware  exhibits  1914   1,078.65 

Convention  1914    596.62 

Convention  1915                                                   .   72  50 

Director  meetings   121.24 

Postage   116.86 

Ironmonger    360.25 

Freight  audit   67.07 

National  Buletin    517.50 

Clerks'  salaries    442.40 

Treasurer  salary   50.00 

Secretary  salary   1,000.00 

Collection  bureau   24.70 

1915  directory   *.*   99.25 


$5,022.32 

Cash  on  hand    814.55 


$5,836.87 

Collection  Bureau 

At  the  meeting  ot  the  advisory  board  in  November  the  secre- 
tary was  authorized  to  open  a  collection  bureau  under  the  title 
of  the  Merchants'  Credit  Bureau.  About  December  1st,  we  sent 
out  our  first  notice.  It  cost  to  date  for  printing,  stationery  post- 
age about  $30.00,  we  have  received  in  collections  from  members 
upwards  of  $2,500  out  of  which  we  have  returned  to  them  in  cash 
to  date  $159.88  and  upon  which  there  is  due  us  in  unpaid  com- 
missions $28.47. 

We  started  this  feature  at  a  time  when  the  press  of  office  work 
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was  the  greatest,  and  it  was  impossible  to  give  it  the  attention 
it  required,  we  believe  it  will  become  a  prominent  part  of  oui- 
Association  work.  The  object  in  view  was  to  help  those  who 
could  not  give  this  part  of  their  business  the  close  attention  and 
ability  required  to  curtail  their  credits,  and  keep  them  in  due 
bounds.  The  object  has  been  misinterpreted  in  part,  inasmuch 
as  the  bulk  of  the  collections  sent  in  are  grey-headed  with  age.  A 
large  part  have  moved  away  and  so  far  can't  be  located.  Some 
are  dead  and  omitted  to  leave  their  forwarding  address.  Of 
course  we  can  make  a  good  guess  on  these  if  they  are  in  the 
dead  beat  class.  Out  of  the  105  first  letters  sent  out,  40  have 
been  returned  unclaimed,  we  don't  mind  trying  out  an  old  claim, 
but  the  boys  should  send  us  a  fair  mixture  of  reasonable  ones, 
so  as  to  help  out  on  the  expense  side. 

I  intend  publishing  in  the  Ironmonger,  nam.es  of  lost  addresses 
from  time  to  time,  you  can  help  locate  some  of  them  as  well  as 
do  yourself  some  good  as  a  tip.  Will  you  follow  this  up  and  aid 
us  when  you  can.  It  is  our  purpose  to  handle  it  in  such  a 
spirit  as  will  retain  to  you  the  good  will  of  the  debtor. 

Freight  Audit 

In  this  feature  of  our  work  we  feel  that  the  members  are  not 
availing  themselves  as  they  might.  Out  of  our  entire  member 
ship  we  only  received  forty-five  claims  last  year.  We  collected 
$94.04,  one-third  of  this  forty-five  yet  to  be  heard  from.  Be  it 
little  or  be  it  great  you  might  just  as  well  have  what  is  coming 
to  you,  it  is  like  finding  it. 

Grievances 

We  have  handled  this  year  about  one  hundred  complaints  of 
various  types,  from  legal  advice  to  matrimony,  and  many  ques- 
tions of  a  social  nature. 

We  have  so  far  adjusted  every  complaint  with  the  exception  of 
three  now  pending,  one  of  these  is  of  a  serious  nature  that  will 
take  the  council  of  the  grievance  committee  to  settle,  otherwise 
I  believe  the  adjustments  were  satisfactory  to  both  sides,  and  all 
have  helped  to  place  the  N.  R.  H.  A.  on  a  higher  platform  of 
influence,  power  and  respect. 
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Field  Work 

You  will  remember  at  our  last  convention  that  your  suggestion 
committee  recommended  increasing  the  membership  dues  so  as 
to  further  the  interest  of  field  work  upon  motion  it  was  re- 
ferred to  your  board  of  directors  for  their  consideration.  Your 
board  did  not  deem  it  wise  to  follow  your  suggestion.  Lack  of 
funds  have  prevented  any  practical  attempts  along  this  line  for 
the  year.  October  last,  however,  we  engaged  the  services  of  R. 
C.  Phillips.  He  has  since  put  in  his  time  hurriedly  covering  a 
large  part  of  the  state,  and  doubtless  nearly  all  of  you  have  met 
him  and  can  judge  for  yourselves  his  calibre  and  fitness  for  such 
work.  Should  you  recommend  the  continuing  of  this  work  under 
Mr.  Phillips'  care,  the  Insurance  Company  may  pay  half  the 
expenses,  tl  will  cost  us  about  $2,000  for  the  year.  Of  course 
(he  Association  can't  expect  in  any  reason  to  get  back  in  dues 
$1,000  per  annum,  but  the  help  to  our  members  and  their  busi- 
ness will  far  exceed  any  money  consideration.  From  October 
1st  to  February  1st  Mr.  Phillips  brought  in  thirty-six  new  mem- 
bers. If  this  work  is  carried  on  we  purpose  that  plenty  of  time 
be  given  to  each  town  for  rejuvenating  work. 

N.  R.  H.  A.  Directory 

We  have  prepared  and  sent  out  to  manufacturers  and  jobbers 
our  edition  for  this  year,  this  has  been  a  mammoth  job  and  fully 
worthy  of  your  co-operation  (verbal  explanation  of  the  work. 
Perhaps  you  can  now  see  how  your  help  is  important  for  this 
and  following  years.  If  we  can  clean  up  the  sum  I  have  named, 
turn  it  to  field  work,  our  crying  need  will  be  assured  and  you  are 
out  nothing,  but  will  be  ahead  on  experience  and  knowledge. 
All  we  need  is  your  co-operation  and  the  trick  is  turned.  Punch 
a  hole  in  the  upper  corner  and  hang  by  your  desk  where  you  can 
always  find  it  for  reference. 

Declaration  of  Principles 

At  our  Thursday  morning  session,  we  will  have  roll  call  of 
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new  members  and  the  glad  hand  exercise  in  connection  with 
which  we  will  echo  our  declaration  of  principles.  I  believe  this 
will  start  us  on  a  new  era,  bring  us  closer  together  and  enable 
us  to  have  more  faith  in  ourselves  and  others.  The  stumbling 
block  and  rock  of  offense  in  our  work  has  largely  been  along 
the  line  of  lack  of  association  fealty.  -  What  has  been  our  busi- 
ness, has  been  made  everybody's  business.  Information  has  been 
peddled  that  should  not,  our  aims  and  purposes  have  been  frus- 
trated. Our  members  have  broken  faith  with  each  other  and 
with  those  in  the  same  line  who  are  not  members.  I  could  point 
you  to  a  number  of  cases  where  members  have  made  certain 
promises  and  failed  to  keep  them.  The  influence  upon  non-mem- 
bers coming  from  such  a  source  as  ours,  are  distructive  of  our 
best  efforts  and  should  not  exist.  I  believe  as  a  member  of  the 
N.  R.  H.  A.,  our  work  should  be  better  than  our  bond.  Another 
feature  is  that  some  members  are  using  the  influence  and  pro- 
tection of  the  N.  R.  H.  A.  to  further  their  own  selfish  and  un- 
worthy ends.  Again,  it  is  dangerous  and  disagreeable  to  talk 
out  in  executive  session.  It  is  easier  understood  to  call  a  spade 
by  its  name  than  to  try  to  describe  it  in  uncertain  terms..  We 
could  multiply  indefinitely,  but  sufficient  is  said.  Let  us  be  loyal 
to  our  principles.  I  have  several  copies  of  this  declaration  and 
would  be  glad  to  hand  you  to  examine  its  merits  before  the 
session  referred  to. 

Co-Operation  With  Jobbers 

I  would  suggest  that  if  advisable,  our  resolution  commfttee 
bring  in  a  strong  resolution  asking  jobbers  who  do  business  in 
Nebraska  to  co-operate  with  us  in  cutting  down  overhead  ex- 
penses and  regulating  other  channels  in  buying  and  selling, 
whereby  they  will  be  able  to  help  us  meet  eastern  competition. 
We  have  no  desire,  other  than  to  work  acceptably  with  the 
logical  channels  of  distribution,  but  self-preservation  is  the  first 
law  of  nature,  therefore  no  blame  can  be  attached  should  we 
attempt  such  preservation,  after  all  other  attempts  have  failed. 

There  is  no  known  or  unknown  reason  why  our  jobbers  can'c 
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buy  goods  and  sell  them  so  as  to  protect  us  from  any  competition 
;  ii  existance.  We  represent,  as  sellers,  ninety  to  ninety-five  per 
cent  of  all  the  hardware  used  in  the  country.  If  the  jobbers  *per- 
mit  the  five  per  cent  to  dominate  the  retail  market,  something 
s  cut  of  year  somewhere.  Syndicate  buying  may  or  may  not  be 
successful,  depending  entirely  on  the  co-operation  and  ability 
to  put  up  the  cash  in  advance,  attempts  along  this  line  have  had 
a  salient  effect.  The  circulars  you  received  lasi  spring  from 
certain  jobbers  is  ample  proof  of  my  statement.  However,  we 
dcn't  wish  to  resort  to  such  plans,  and  we  don't  believe  it  is 
necessary  if  the  jobbers  will  so  adjust  their  business  that  those 
v/ho  discount  their  bills  are  not  required  to  pay  enhanced  values 
because  of  those  who  don't.  I  will  advance  the  assertion,  should 
there  be  a  distributing  house  open  up  at  the  river  on  a  cash 
with  order  basis  and  no  ether,  and  have  the  confidence  of  the 
merchants,  and  sell  cn  a  net  profit  of  five  or  six  per  cent,  they 
wcu'd  succeed,  cur  troubles  would  cease,  and  such  a  house  would 
make  more  clear  money  than  any  jobbers  do  today. 

The  Ironmonger  still  lives,  thanks  to  the  few  who  help  pay  for 
it,  and  the  Association  funds.  We  hope  it  is  performing  the 
mission  upon  which  it  was  launched,  when  'it  ceases  to  do  so, 
we  can  easily  enough  drop  it. 

Price  and  Service  Bureau 

Is  doing  a  good  work  for  those  who  give  the  time  necessary  to 
utilize  its  benefits.  To  those  who  don't,  it  is  an  unknown 
uuantity,  and  as  they  don't  know  what  they  lose  it  does  not  hurt, 
for  where  ignorance  is  bliss  it  is  folly  to  be  wise. 

Curtailing  Credits 

This  feature  has  made  a  lively  stride  the  past  year.  Many  of 
our  members  have  entirely  divorced  their  interests  from  a  credit 
business,  and  many  have  curtailed  these  lines  to  a  limited  extent. 
We  have  on  the  wall  a  sign,  a  duplicate  of  one  hanging  inside  the 
store  of  one  of  our  members.    Perhaps  the  gentleman  is  with  us 
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and  will  tell  us  how  he  is  succeeding  along  this  line,  when  we 
come  to  the  question  box. 

Resolutions  on  national  questions  pertaining  to  our  welfare 
are  before  us  at  this  time  and  doubtless  our  resolution  committee 
will  do  their  full  duty.  The  most  important  of  these  are  the 
Stevens  bill,  the  Hinebaugh  bill  and  penny  postage. 

In  regard  to  our  state  body,  should  any  measures  detrimental 
to  our  interests  and  not  contrary  to  public  welfare,  come  up 
we  should  feel  it  to  be  our  bounden  duty  to  combat  such  legis- 
lation. 

Official  Buttons 

At  the  secretary's  €onvention  last  October,  it  was  decided 
that  hereafter  the  padlock  should  be  our  official  emblem,  to  be 
worn  by  active  members  only.  Our  associate  members  will  be 
given  a  beautiful  gold  plate  key  emblem,  supposed  to  be  a  key 
to  unlock  the  pad  lock.  Associate  members  are  requested  to 
give  up  their  paid  lock  and  get  a  key  in  exchange. 

Associated  members  may  subscribe  for  the  National  Buletin 
at  $1.00  per  annum,  the  regular  price  being  $2.00, 

Exposition  ' 

The  reasons  for  suspending  our  exhibits  this  year  are  manifold, 
among  which  was  prominent,  although  not  prohibitory,  the  fact 
that  while  we  could  contract  for  the  building  there  was  no  as- 
surance that  they  would  deliver  the  goods  at  the  dates  set.  This 
was  caused  by  the  unsettled  financial  condition  of  the  Auditorium 
Company,  another  reason  was  that  owing  to  the  unsettled  affairs 
of  business  the  country  over,  we  were  unable  at  that  time  to 
secure  over  twenty-five  per  cent  affirmative  replies  to  occupy 
booths.  The  initial  cost  of  the  hall  and  preparation  exceeds 
$1,500,  so  that  in  face  of  all  existing  discouragements,  your  ad- 
visory board  considered  it  wise  to  suspend  ix  this  year.  How- 
ever, there  is  another  important  feature  connected  with  success- 
ful exhibits  (explain  oral).  It  would  be  well  to  take  this  up 
either  on  the  floor  or  through  your  resolutions  committee. 


THE  NEBRASKA  IRONMONGER 


35 


Community  Interest 

This  is  one  feature  of  our  work  we  should  be  vitally  interested 
in.  I  believe  when  the  day  arrives  that  the  farmer  and  doctor, 
the  lawyer,  the  minister  and  all  the  classes  outside  of  business 
men,  who  find  a  living  in  your  towns  including  the  ladies  who 
get  a  living  made  for  them  out  of  the  town  resources,  awake  to 
the  fact  that  their  home  market  is  built  up  or  destroyed  by  their 
efforts,  and  that  progress  and  growth  can't  possibly  be  pro- 
moted unless  as  they  will  it.  We  will  have  solved  the  real  ques- 
tion of  whether  we  shall  live  or  die.  This  question  is  finding  its 
solution  from  all  branches  of  industry,  even  your  country  papers 
are  becoming  awake  to  the  necessity  of  providing  bread  for  the 
future.  Our  Association  was  among  the  first  to  push  this  issue 
and  I  hope  our  resolution  committee  will  do  its  duty  along  this 
line. 

Chautauqua  Scheme 

At  our  directors  meeting  July  last,  I  proposed  a  mid-summer 
meeting  of  hardware  men  and  in  the  July  issue  of  the  Iron- 
monger, urged  some  action.  A  few  days  ago  I  was  informed  that 
the  federated  retailers  were  urging  such  a  plan  and  not  wishing 
to  steal  any  of  their  timber,  I  have  invited  their  secretary,  J. 
Frank  Barr  to  give  us  a  ten  minute  talk  of  their  plans,  looking 
toward  a  gathering  of  all  the  retailers  of  the  state,  their  wives, 
and  children,  in  one  grand  encampment,  a  tented  city  if  you 
please,  with  all  the  trimmings  in  education  and  pleasure  that  go 
with  it.  One  other  feature  and  I  am  through  and  I  guess  you  are 
glad  of  it. 

Local  Clubs 

Would  you  endorse  the  plan  of  local  clubs,  conducted  in  certain 
circumscribed  districts,  where  the  hardware  men  would  get  to- 
gether around  an  evening  meal,  in  a  favorable  center  to  get 
acquainted,  swap  experiences  and  better  conditions.  I  believe  we 
can  work  this  if  we  decide  to  use  Mr.  Phillips  in  our  campaign 
work. 
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In  closing  I  will  state  that  on  this  occasion  we  have  put  our 
best  foot  forward  and  used  our  utmost  efforts  with  the  means  at 
hand  to  give  this  convention  a  feast  of  reason  and  flow  of  soul, 
and  we  hope  that  both  will  be  fully  and  freely  partaken  of.  Ap- 
preciating your  patience, 

NATHAN  ROBERTS,  Secretary. 


Mr.  Hargeiroad:  In  recognition  of  the  careful  study  and  con- 
sideration that  has  been  given  this  report  by  our  Secretary,  I 
move  that  we  accept  his  report  by  a  rising  vote. 

Motion  seconded  and  carried. 

The  question  box  was  taken  up,  Mr.  M.  D.  Hussie '  acting  as 
chairman,  by  the  introduction  of  the  following  questions:  (1) 
Are  exhibits  essential?  (2)  How  best  can  exhibitors  and  mer- 
chants be  brought  together?  (3)  Would  it  be  wise  to  consider 
collective  buying  as  a  big  business?  and  (4)  Shall  we  endorse 
field  work?  He  then  took  up  the  first  one  of  these,  which  was 
briefly  discussed  by  the  members,  as  follows: 

Mr.  H.  M.  Wineland:  In  connection  with  our  annual  meetings 
I  enjoy  visiting  the  various  exhibits.  The  traveling  man  comes 
along  with  a  catalogue  and  tells  you  all  aboTit  the  article,  but  ] 
like  to  see  the  actual  goods  rather  than  the  picture. 

Mr.  Fred  Pelz:  ,  I  feel  as  Mr.  Wineland  does.  They  may  not 
interest  Mr.  Hussie.  but  they  do  the  smaller  merchants. 

Mr.  Dan  Kavanaugh:  It  has  always  been  my  opinion  that  ex 
hibits  have  helped  us;  they  have  created  enthusiasm  and  are 
educational  to  the  merchant  v/ho  has  only  been  in  the  business 
a  short  time.  A  large  percentage  of  new  men  are  entering  our 
business.  Three  years  ago  I  asked  the  Secretary  how  many  old 
dealers  had  dropped  out  during  the  year,  and  he  said  17  per  cent, 
which  were  succeeded  by  new  ones.  There  are  quite  a  number 
of  exhibitors  scattered  throughout  the  hotels  of  this  city,  and  I 
hope  our  members  will  make  an  effort  to  call  on  all  of  them. 
We  are  unfortunate  this  year  in  being  unable  to  secure  the  Audi- 
torium. 
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Mr.  Fred  Ebinger:  This  subject  requires  much  consideration. 
There  are  many  things  we  all  would  like  if  we  only  could  afford 
them.  As  to  hardware  displays,  you  can  find  in  this  c'ty  many 
fine  displays.  It  has  cost  us  $1,500  here  in  Omaha  for  the  Audi- 
torium, and  preparation,  which  is  a  large  expenditure,  if  this 
can  be  done  at  a  nominal  price,  satisfactory  to  the  jobber,  manu- 
facturer and  ourselves,  well  and  good.  The  question  is,  can  we 
afford  it.  We  have  had  these  exhibits  year  after  year,  and 
many  of  us  older  members  gave  them  very  little  attention.  It 
has  been  truly  said  that  for  the  younger  members  they  are  very 
instructive  and  educational.  But  has  it  not  become  stale? 
Haven't  you  noticed  that  the  princ'pal  exhibits  during  the  last  five 
years  have  been  washing  machines,  furnaces  and  stoves,  but 
the  hardware  jobbers  are  not  displaying  the'r  tools  and  new 
things  at  all?  So  I  ask.  Is  it  worth  the  price?  I  would  rather 
come  to  this  convention  for  instruction  and  the  exchange  of  ideas 
than  to  go  over  to  the  auditorium  and  see  the  same  exhibits  year 
after  year,  and  be  asked  to  buy  something  I  would  rather  do 
during  my  sober  moments  at  home.  If  we  can  have  a  good 
exhibition  at  a  less  cost  with  sufficient  jobbers-  and  manufactur- 
ers to  participate  so  it  will  pay.  then  let  us  have  it;  but  if  the 
cost  is  great  I  am  in  favor  of  discontinuing  it. 

Mr.  Lewis  (Ogallala) :  We  naturally  like  to  see  the  things  we 
do  not  see  at  home.  A  fine  exhibit  of  tools  would  be  interesting 
to  the  new  members. 

C.  A.  Jack:  Is  it  not  a  fact  that  when  we  have  these  exhibits 
we  are  obliged  to  close  our  meeting  during  the  afternoon  for 
their  benefit,  which  time  should  be  utilized  in  the  discussion  of 
matters  of  vital  importance  to  every  member,  thereby  getting 
much  greater  benefit  than  by  running  around  to  see  exhibits? 

H.  J.  Hall:  Let  me  ask  what  other  states  are  doing.  At  the 
Indiana  state  convention  the  members  reaped  a  large  benefit 
from  the  exhibits  which  are  made  by  the  large  eastern  factories, 
and  they  also  secured  over  and  above  the  cost  of  same  several 
thousand  dollars.  At  one  of  our  early  meetings  at  the  Millard 
hotel  an  eastern  factory  sent  two  gross  of  screw  drivers.  I  was 
impressed  with  them  and  am  still  carrying  those  screwdrivers  in 
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our  store.  Several  years  ago  I  made  seme  purchases  at  the 
Des  Moines  show,  and  am  still  carrying  those  articles  in  stock.  If 
these  exhibits  can  be  put  on  in  the  proper  manner,  and  these 
larger  factories  understand  that  we  are  here  for  the  purpose  of 
examining  their  goods,  they  will  make  it  profitable  for  them- 
selves as  well  as  this  convention. 

Mr.  Hussie:  I  think  we  should  have  a  vote  on  this.  This 
matter  in  any  event  will  be  left  to  the  directors.  Are  exhibits  es- 
sential and  profitable  if  conducted  without  too  much  expense? 

Mr.  Hall:  I  would  like  to  inquire  how  much  money  we  made 
or  lost  in  the  past  on  exhibits. 

Mr.  Roberts:  Two  years  ago  we  made  $125  to  $150,  and  last 
year  we  made  about  $500  net. 

The  President:  We  have  never  gone  behind.  However,  it  has 
(  been  pretty  risky  business  at  times.  But  the  princ'pal  objection 
is  the  loss  of  time  in  our  convention  work,  and  much  of  our 
time  is  taken  up  with  exhibits  when  we  ought  to  be  over  here, 
while  on  the  other  hand  every  exhibit  is  closed  when  we  are 
holding  our  meetings. 

Mr.  Derryberry:  If  it  is  a  paying  proposition  I  do  not  think  it 
does  an3^body  any  harm.  If  we  could  meet  here  promptly  and 
dispatch  our  business  we  would  have  plenty  of  time  to  view 
exhibits, 

Mr.  M.  J.  Wickersham:  When  I  was  a  director  I  voted  to  dis- 
pense with  the  exhibits.  I  have  been  asked  by  several  why  we 
did  not  cut  them  out,  as  they  are  more  or  less  of  a  nuisance 
for,  as  has  been  said,  about  the  only  articles  displayed  are 
washing  machines,  stoves  and  furnaces. 

Mr.  Johnson  (Burwell) :  Washing  machines  and  stoves  are 
the  only  things  we  see  when  we  have  an  exhibit. 

Mr.  Hussie:  A  man  called  on  me  a  couple  of  days  ago  and 
said,  You  ought  to  have  an  exhibit.  He  said  the  men  in  the 
western  part  of  the  state  will  not  attend  the  convention  because 
we  have  no  exhibit.  I  then  told  him  the  very  people  whom  he 
represented  refused  to  exhibit  with  us. 

Mr.  Ammon:  How  does  this  affect  our  registration? 
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The  Secretary:  We  have  more  registered  than  tv^^o  years 
ago.    The  question  !s  whether  it  is  essential. 

Mr.  Eblnger:  The  further  question  is.  can  we  secure  first- 
class  jobbers  and  manufacturers  to  exhibit  with  us,  and  after 
the  Secretary  has  undertaken  this  and  found  it  impossible  to 
get  fhem  to  exhibit  with  us,  how  can  we  force  them  to  do  so 
upJess  we  reduce  the  rental  space? 

The  Secretary:  I  believe  this  year  we  could  have  secured  a 
fair  representat'on.  Are  we  going  to  co-operate  as  members  to 
help  the  exhibitor  sc  that  the  exhibitors  can  help  us? 

Mr.  Kavinaugh:  Would  it  not  be  a  good  idea  to  defer  this 
matter  until  Friday  morning? 

Mr.  Hall:  There  are  registered  this  morning  150.  and  at  this 
time  last  year  200  were  registered.  I  move  that  at  th's  conven- 
tion we  instruct  our  Secretary  to  get  a  list  of  the  exhibitors  in 
the  most  successful  state  conventions,  write  those  exhibitors 
asking  them,  if  they  could  exhibit  their  goods  at  our  convention, 
so  that  it  w^ould  be  profitable  to  them  as  well  as  us  in  order  to 
give  our  members  an  opportunity  of  seeing  their  new  goods,  and 
whatevp^  else  they  have  to  offer;  said  replies  to  be  referred  to 
the  directors,  v/ho  should  settle  this  matter  for  next  year. 

Motion  seconded. 

The  Secretary:  The  United  States  is  combed  from  Maine  to 
California  with  a  fine  comb,  so  you  do  not  have  to  write  special 
letters  to  anybody. 

Mr.  Shahan:  I  move  that  this  motion  be  tabled  until  Friday 
mr  rning.  when  same  should  be  taken  up  for  final  vote. 

Mr.  Dolan:  T  believe  we  are  as  well  qualified  to  vote  on  this 
proposition  now  as  at  any  other  time  during  this  meeting.  We 
should  take  the  consensus  of  this  meeting,  and  the  directors  will 
then  understand  what  we  think  about  it. 

Mr.  Diehl :  The  day  is  here  whether  there  will  be  retailers 
or  jobbers.  We  must  get  in  close  connection  with  the  jobbers 
and  manufacturers.  They  must  give  us  the  price  or  we  will  go 
out  of  business. 

Mr.  Liddeen,  Orleans:    Is  it  necessary  for  this  association  to 
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put  on  exhibits  at  all?    Why  not  let  the  exhibitors  arrange  that 
matter  themselves,  we  having  set  the  time  for  the  meeting,  and 
would  they  not  stand  their  own  expense? 
The  motion  to  table  was  put  and  carried. 

The  question  box  was  put  aside,  and  continuing  the  program 
the  President  called  upon  Mr.  J.  W.  Goodbrcd,  of  Utica,  who 
chose  for  his  suDject  "Live  Wire  Advertising  for  a  Country 
Town." 

LIVE  WIRE  ADVERTISING  FOR  A  COUNTRY  TOWN 
J.  C.  Goodbrod,  Utica 

We  realize  that  in  this  day  of  strong  competition  and  especial- 
ly mail  order  competition,  that  we  must  keep  the  people  inter- 
ested by  advertising.  Yes,  we  all  advertise  more  or  less,  but 
let  me  tell  you  about  the  most  live  wire  country  town  advertis- 
ing I  have  ever  tried,  and  which  brought  the  best  results. 

Last  August  we  were  talking  of  the  bumper  wheat  crop  that 
we  had  harvested,  and  a  good  corn  crop  in  sight,  and  of  course 
w^ere  planning  what  kind  of  advertising  to  put  out  to  get  our 
share  of  the  business.  While  we  were  discussing  the  subject  a 
gentleman  came  into  the  store,  introduced  himself  and  stated 
that  he  w^as  representing  the  Practical  Advertising  Company.  I 
told  him  that  was  just  what  we  were  talking  about  and  would 
be  glad  to  hear  his  proposition.  It  looked  good  to  us  and  we 
bought. 

On  September  first  the  Practical  Advertising  Company  sent 
out  two  men  to  organize  a  booster  club.  We  organized  a  club 
of  fifteen  boosters,  selecting  them  from  all  different  directions 
from  our  store,  some  outside  of  our  territory  and  some  who  we 
knew  were  strictly  mail  order  customers.  The  proposition  was 
explained  to  each  booster  thoroughly.  A  piano  was  to  be  the 
grand  prize  and  other  prizes  were  to  be  given  away  each  month. 
We  issued  coupons  for  all  cash  purchases,  settlements  and  cash 
trade  books  bought.  Our  store  is  called  the  booster  store  and 
each  booster  receives  a  booster  journal  every  month  telling  them 
what  other  boosters  were  doing  and  how  to  be  a  good  booster. 
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etc.  We  send  in  each  booster's  standing  every  week,  and  the 
company  sends  them  a  letter  accordingly.  Each  booster  organ- 
ized a  patron  club  of  ten  members,  and  these  patrons  come  to 
our  store  to  register  on  Wednesday  or  Saturday  of  each  week, 
making  cne  hundred  fifty  people  working  for  our  boosters  and 
cur  store.  On  the  first  Saturday  after  organizing  our  booster 
club  we  gav^e  a  gold  watch  to  the  person  finding  the  booster 
button.  The  button  was  given  to  a  man  of  our  town  and  to  win 
the  watch  ycu  had  to  find  the  man  who  had  the  booster  button 
and  say:  "Have  you  the  booster  club  button  that  I  can  trade 
for  the  booster  club  watch?"  There  were  men.  women  and  chil- 
dren asking  everyone  they  met  if  they  had  tjie  booster  club  but- 
ton that  they  could  trade  for  the  booster  club  watch.  That 
surely  was  a  good  opening,  as  everybody  wanted  to  know  about 
the  booster  club.  Prom  then  on  we  kept  things  lively  by  giving 
different  prizes,  such  as  a  forty-two  piece  dinner  set  to  the  per- 
son writing  Goodbrod  Hardware  Store  the  greatest  number  of 
t^'m.es  on  a  postal  card,  each  person  receiving  fifty  coupons  when 
They  handed  in  their  card,  and  if  making  a  purchase  of  $1.00  at 
the  time  was  given  one  thousand  booster  coupons  besides  the 
repu^a^  coupons  from  the  purchase.  That  was  where  we  came 
in.  There  were  about  seven  hundred  cards  handed  in  and  about 
four  hundred  made  the  $1.00  purchase.  The  dinner  set  was  won 
by  a  young  man  having  written  Goodbrod  Hardware  Store  twen 
ty-one  hundred  times  on  one  postal  card.  Another  prize  was  a 
gold  ring  given  to  the  baby* receiving  the  most  coupons  in  a  cer- 
tain month  and  to  the  mother  of  the  baby  a  forty-two  piece 
dinner  set  was  given.  Each  baby  had  to  be  accompanied  by  its 
mother  when  its  name  was  entered,  and  we  gave  them  one  thou- 
sand coupons  to  start  with.  We  had  forty-two  babies  registered 
and  with  the  fort3''-two  m.others  and  their  friends  working  for 
these  babies  you  can  plainly  see  how  it  would  increase  our  busi- 
ness. The  prize  was  won  by  a  baby  and  mother  in  a  neighbor- 
ing town,  and  they  brought  us  lots  of  new  business.  On  one  Sat- 
urday we  gave  away  fifty  booster  coupons  free  to  each  person 
over  six  years  old  who  came  to  our  store  and  registered.  There 
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were  seven  hundred  and  twelve  registered,  which  made  us  an  ex- 
cellent mailing  list,  and  our  sales  that  day  were  $349  25.  Every 
month  we  gave  a  gold  watch  to  the  booster  putting  in  the  most 
coupons  for  the  month.  The  boosters  would  line  up  all  their 
rriends  and  patrons  and  make  an  extra  effort  to  see  if  they  could 
win  the  watch,  in  this  way  selling  many  $5.00  trade  books.  We 
have  had  boosters  sell  as  high  as  sixty  $5.00  trade  books  in  one 
month.  At  another  time  a  forty-two  piece  dinner  set  was  given 
to  the  person  who  made  the  greatest  number  of  words  out  of  the 
letters  in  the  following  words:  "River  Side  Stoves."  The  rea- 
son we  used  the  words  River  Side  Stoves  was  to  get  the  people 
familiar  with  the  name,  as  that  is  the  line  of  stoves  we  sell. 
Each  person  receiving  fifty  coupons  when  handing  in  their  list, 
and  if  making  a  purchase  of  $1.00  was  given  one  thousand  cou- 
pons besides  the  regular  coupons  for  the  purchase.  That  was 
where  it  helped  us  again;  about  five  hundred  lists  were  handed 
in  and  about  three  hundred  made  the  $1.00  purchase  to  get  the 
extra  one  thousand  coupons.  On  every  Wednesday  we  have  bar- 
gain day  on  certain  articles,  giving  five  hundred  coupons  for 
every  25  cent  purchase  on  said  article.  To  show  you  how  well 
it  worked,  we  will  give  you  a  few  illustrations.  Our  first  bargain 
day  was  on  aluminum,  ware;  we  sold  $49.75  worth  of  aluminum 
ware.  The  next  bargain  day  was  on  pails;  we  sold  forty- two. 
One  Wednesday  it  was  on  wash  boilers,  wash  boards,  tubs  and 
wringers;  we  sold  seven  boilers,  fourteen  wash  boards,  ten  tubs 
and  six  wringers.  One  bargain  day  we  sold  paint,  selling  fifty- 
four  gallons,  and  on  different  Wednesdays  we  gave  the  five  hun- 
dred coupons  for  every  25  cent  purchase  of  anything  in  the  store, 
or  for  settlement  of  accounts,  and  on  these  days  sales  and  col- 
lections have  run  as  high  as  $525.00.  We  sold  seventeen  base 
burners,  eight  of  which  were  sold  to  people  out  of  our  territory 
through  the  help  of  our  boosters;  thirty-two  heating  stoves, 
Twelve  of  which  were  sold  out  of  our  territory.  We  have  sold 
and  got  cash  for  one  thousand  rods  of  woven  wire  fence  through 
the  help  of  our  boosters,  the  wire  to  be  delivered  in  the  spring. 
The  boosters  decorated  our  windows,  each  trying  to  see  who 
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could  sell  the  most  goods  from  their  own  windows.  It  has  been 
R  great  success.  On  Saturday  evenings  the  boosters  by  turns 
would  give  musical  programs  at  our  store,  which  w^as  packed 
wi'th  people  at  every  program.  Our  holiday  business  was  in- 
creased seventy-five  per  cent  through  the  efforts  of  cur  boost- 
ers. On  any  article  that  we  were  a  little  overstocked,  or  that 
'>vas  a  slow  seller,  we  would  put  a  few  extra  coupons  and  they 
never  failed  to  sell. 

This  advertising  campaign  has  proven  to  me  that  I  haven't 
'jeen  getting  all  the  business  that  I  should,  or  that  is  in  the  com- 
munity, and  that  it  takes  live  wire  advertising  to  keep  people 
interested  in  your  store  and  to  compete  with  mail  order  com- 
])etition.  We  have  enough  $5.00  trade  books  sold  to  some  of  the 
Tiail  order  customers  to  wean  them  away  from  the  mail  order 
habit,  or  at  least  T  have  their  business  for  some  time  to  come, 
and  now  it  is  up  to  me  to  keep  it.  Our  advertising  deal  closes 
March  sixth,  and  in  the  next  few  Weeks  I  expect  to  reap  greater 
results  than  at  any  former  time. 

Now,  gentlemen,  the  secret  of  the  success  of  a  booster  club 
campaign  lies  in  the  organization  of  the  club  and  in  the  personal 
attention  given  to  each  member  of  the  club  by  the  Practical  Ad- 
vertising Company.  Add  to  this  a  keen  interest  in  each  booster, 
do  all  that  you  can  to  stimulate  and  encourage  the  booster  spirit 
and  I  would  say  that  not  a  dealer  present  has  competition  to 
meet,  local  or  foreign,  but  what  he  can  meet  it  with  profit  by 
uj^ing  the  Practical  Advertising  Company  methods. 

Now  you  want  to  know  how  I  was  treated  by  the  Practical 
Advertising  Company;  you  want  to  know  if  they  are  willing  to 
help  you  after  they  sell  their  deal  to  you.  Well,  that  seems  to 
be  where  they  begin  to  take  an  interest  :'n  you  and  your  store, 
your  problems  and  your  club.  They  send  men  to  organize  your 
cUib  who  know  how  to  do  so.  They  write  each  booster  each 
week,  and  they  show  you  what  has  been  said  in  each  of  these 
letters.  They  work  by  program,  you  know  in  advance  just  what 
you  are  going  to  do,  so  do  they;  in  fact  you  work  together  and 
combine  the  two  greatest  merchandising  forces  ever  applied  to 
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retail  science,  ''Push  and  Pull."  Their  personal  serv-Ce  back  of 
each  booster  is  the  force  pushing  business  to  your  store.  The 
work  of  the  booster  club  and  their  patrons  is  the  Pull,  and  with 
these  forces  at  work  together  with  your  own  efforts  you  can 
make  a  booster  club  as  great  as  you  want  to.  The  limit  is  up  to 
you.   It  was  so  with  us.  (Applause.) 

Mr.  Goodbrod's  address  was  listened  to  with  much  interest, 
and  elicited  the  following  discussion: 

Mr.  Johnson,  Burwell:  Mr.  Goodbrod's  scheme  would  not  be 
practicable  in  a  town  containing  several  competitors,  for  if  one 
did  this  the  others  would  be  forced  to  meet  it,  and  it  would  cre- 
at  much  satisfaction. 

Mr.  Kinzel:  How  much  stock  do  you  carry? 

Mr.  Goodbrod:   About  $8,000,  all  hardware. 

Mr.  Weimer:  What  is  your  total  expense? 

Mr.  Goodbrod:  Up  to  the  first  of  February  it  cost  me  about 
seven  per  cent.  The  cost  of  the  advertising  proposition  is  5  per 
cent  of  the  increase  of  business.  The  largest  increase  in  busi- 
ness was  75  per  cent,  during  the  holidays.  In  January  I  had  an 
increase  of  42  per  cent  of  business. 

Mr.  M.  J.  Wickersham:  A  clothier  of  our  town  tried  this,  and 
while  he  made  money  out  of  it,  still  it  was  the  greatest  nuisance 
ever  brought  to  town.  It  is  an  imposition  on  everybody  in  the 
community  except  the  fellow  who  is  putting  on  the  stunt,  and 
the  people  who  are  looking  for  premiums.  It  is  not  a  fair  game 
among  business  men  for  one  business  man  to  pester  the  others 
to  help  him  get  rich. 

Mr.  Goodbrod:  The  catalogue  houses  are  doing  the  same 
thing. 

Mr.  Hargelroad:  I  venture  the  assertion  that  this  young  man 
is  a  pretty  well  advertised  man.  I  remember  some  years  age 
Sears-Roebuck  were  having  a  little  hard  time,  and  so  they  ad- 
vertised twenty-five  pounds  for  sugar  for  $1.00,  and  when  they 
placed  an  order  for  sugar  they  also  placed  an  order  for  other 
articles  on  which  there  was  a  nice  profit. 
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Mr.  Goodbrod:  When  you  are  increasing  your  business  75  per 
cent  you  are  certinly  doing  business. 

Mr.  Wickersliam:  Suppose  every  hardware  merchant,  every 
grocer,  every  cloth-ng  man  and  every  other  dealer  in  every  town 
in  Nebraska  did  this  at  the  same  time,  what  kind  of  a  time 
would  you  have?  (Applause.) 

Mr.  Hargelrcad:  We  would  entirely  eliminate  the  catalogue 
house.  (Applause.) 

Mr.  Wickersham:  We  would  entirely  eliminate  all  our  friends 
as  well.    We  would  all  be  fighting  each  other. 

Mr.  Dolan:  That  is  the  very  reason  our  state  passed  a  law 
against  this  practice. 

Mr.  McCartney,  Ashland:  Something  of  this  nature  was  on 
in  our  town,  and  it  drew  all  the  other  stores  to  that  one  store. 
I  do  net  think  it  is  a  fa^r  thing,  as  in  our  line  it  draws  from  the 
ether  hardware  man.  We  should  go  out  to  get  a  customer,  but 
in  so  doing  we  should  not  tear  down  the  other  merchant  in  the 
fame  or  adjoining  town.  Get  your  business  lawfully  and  legiti- 
mately. 

Mr.  Kavanaugh:  This  young  man  is  a  live  wire.  I  realize  that 
because  the  same  scheme  was  tried  in  our  town,  but  it  was  not 
a  success  because  the  party  was  not  as  active  as  this  young  man. 
He  did  not  get  behind  the  scheme.  He  sold  eighteen  base  burn- 
ers, and  when  a  young  man  can  do  that  in  a  town  of  his  size 
you  must  take  off  your  hat  to  him  for  being  a  pusher.  (Ap- 
i^lause.)  This  young  man  helped  the  other  dealers  of  his  town 
by  drawing  the  trade  to  his  town.  This  young  man  in  his  home 
town  stands  well.  True  he  did  not  get  that  much  business  with- 
out taking  It  from  someone  else,  but  business  is  business.  (Ap- 
])1ause.) 

Mr.  Dclan:  They  may  say  everything  is  fa'r  in  business,  but 
That  is  not  true.  I  am  interested  in  what  the  young  man  said, 
and  I  am  willing  to  pay  the  full  meed  of  respect  to  his  ability 
as  a  business  man,  but  everything  is  not  fair  in  business.  In  our 
town  one  of  our  department  stores  advertised  that  they  would 
g-ve  a  certain  amount  of  jewelry  for  certain  purchases.  The 
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wcmen  of  the  city  went  to  the  store  and  made  purchases  :'n 
order  to  get  the  jewelry.  We  had  a  jeweler  in  town,  who  was  a 
splendid  man.  He  found  his  business  was  running  down  by  this 
competition,  and  he  said  he  would  have  to  leave  town.  It  was 
necessary  to  have  a  jeweler  in  town  to  do  the  ordinary  repairing 
cf  jewelry  and  v/atches,  but  he  said  he  could  not  stand  such 
competition.  The  result  was  that  the  people  rose  up  in  arms 
against  this  practice,  and  forced  the  department  store  to  desist, 
and  they  discontinued  that  practice  in  order  that  the  legitimate 
jeweler  might  remain  in  business.  So  I  say,  there  are  certain 
practices  in  business  which  do  not  pay  in  the  end. 

Tjie  convention  then  listened  to  an  address  on  ''Methods  and 
Systems  of  Finance,"  which  was  presented  in  an  able  manner 
by  C.  E.  Carhart. 

On  motion  of  Mr.  Hussie,  seconded,  the  convention  adjourned 
to  i::30  o'clock  p.  m. 

CONVENTION  PROCEEDINGS 

of  the 

NINTH  ANNUAL  MEETING 
of  the 

NEBRASKA  HARDWARE  MUTUAL  INSURANCE 
COMPANY 

Held  at  Hotel  Rome,  Omaha,  Nebraska,  February  10,  1915 

The  meeting  was  called  to  order  by  President  H.  J.  Hall  at  the 
hour  of  2  o'clock  p.  m.,  who  announced  that  a  quorum  and  many 
niore  were  present  to  transact  such  business  as  might  come 
before  the  meeting. 

The  secretary  read  the  minutes  of  the  last  annual  meeting 
held  February  19th,  1914,  at  Lincoln;    the  directors'  meeting  of 
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May  7th,  1914;  the  joint  meeting  of  the  advisory  board  of  the 
N.  K.  H.  A.  and  the  Mutual  Hardware  Insurance  Company,  No- 
vember 9,  1914;  the  directors'  meeting  December  17,  1914,  and 
the  annual  meet'ng  at  Lincoln,  Nebraska,  February  2nd,  1915, 
iind  same  were  approved. 

President  Hall  delivered  his  annill.1  address. 

PRESIDENT'S  ADDRESS 

The  25th  day  of  this  month  marks  the  first  decade  in  the  life 
of  this  company;  our  organization  becoming  effective  February 
2o,  1905. 

Many  of  the  members  with  us  today  will  remember  the  launch- 
ing of  this  Fire  Insurance  Company  for  hardware  men — made 
possible  by  the  loyalty  of  Association  men.  who  had  the  con- 
fidence in  their  fellow  members  which  makes  success  possible, 
when  followed  by  substantial  support. 

When  100  men  from  the  Nebraska  Hardware  association 
pledged  to  stand  together,  as  they  were  at  the  starting  of  this 
company  success  in  any  enterpr'se  is  practically  assured. 

Each  year  has  brought  its  own  experience,  the  year  1914  hav- 
ing as  it  should,  the  culmination  of  all  the  previous  years 
bciled  down  and  add  to  all  of  the  total  for  the  past  nine  years. 

^'cur  attention  is  called  first  to  the  cancellation  of  $50,000  of 
insurance  for  non-payment  of  premiums.  This  represents  more 
clearly  the  condition  of  the  hardware  merchants  in  the  smaller 
c'"t-*es  of  this  state  than  anything  else  could  do.  Many  of  our 
f  Ider  members  wrote  frankly  of  the  conditions,  which  made  it 
impossible  for  them  to  make  remittance,  and- they  felt  keenly 
the  risk  they  were  taking  in  dropping  fire  protection.  It  means 
more  to  the  insured  than  to  the  company,  and  few  credit  men 
will  extend  credit  to  merchants  who  fail  to  carry  insurance  on 
their  stock  of  merchandise. 

It  took  some  nerve  on  the  part  of  your  officers  and  directors 
to  cancel  out  this  line  of  business,  but  our  strength  depends  on 
this  system  of  conducting  a  safe  company. 
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Another  important  measure  taken  by  your  board  was  the  cut- 
ting out  of  another  $50,000  of  insurance  risks,  by  reducing  all 
cut  of  the  state  business  from  $3,000  policies  to  $2,000. 

The  greatest  work,  however,  was  cancelling  $54,000  worth  of 
business  because  of  the  cut  rates,  which  some  of  our  policy- 
holders have  had  offered  hy^  local  agents  in  other  companies, 
and  which  as  a  safe,  sound  mutual  company,  we  could  not  ac- 
cept, and  be  fair  to  the  business  men,  \^ho  are  paying  an  ade- 
quate rate  to  their  own  organization,  if  the  dividend,  the  pro- 
tection, and  the  assurance  of  a  fair  adjustment  is  considered, 
there  is  no  company  equal  to  the  Nebraska  Hardware  Mutual 
for  hardware  men. 

Many  fire  insurance  policies  have  been  written  by  old  line 
companies  at  a  small  cost,  carried  for  years,  and  when  loss  oc- 
curred were  found  worthless.  It  is  a  question  of  getting  what 
one  pays  for  in  insurance  as  in  everything  else. 

Results. 

The  results  of  our  work  in  1914  are  summed  up  as  follows: 
Losses  $18,000,  as  compared  to  our  heaviest  annual  less  of 
$28,433  in  1911. 

Dividends  of  25%  for  1914  and  1915,  as  compared  to  none 
in  1912. 

The  cash  reserve  of  $25,000  now  on  hand  is  most  gratifying. 

This  company  has  a  larger  reserve  for  each  $1,000  of  insur- 
ance written  than  any  other  fire  insurance  company  doing  busi- 
ness in  Nebraska. 

With  all  of  our  cutting  out  of  over  $154,000  worth  of  busi- 
ness, the  new  business  written  has  kept  the  volume  close  to  the 
two  million  mark. 

Add  to  all  of  this  the  new  insurance  law  for  Nebraska,  which 
fixes  positively,  without  recourse,  the  liability  of  every  policy- 
holder in  this  company  to  the  premium  stated  in  his  policy,  and 
you  will  find  you  are  more  safe  with  a  policy  in  the  Nebraska 
Hardware  Mutual  than  with  money  in  the  bank.  The  law^  further 
requires  this  company  to  carry  a  reserve  of  40%  of  all  unearned 
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premiums.    In  addition  to  the  legal  reserve  of  40%,  your  com- 
]:any  has  a  surplus  of  $20,537. 

In  looking  over  the  books  of  the  company,  we  find  the  total 
footings  are  interesting: 

The  premiums  received  from  date  of  organization  to  Decem- 
ber 31,  1914,  total  $214,896. 

The  losses  paid  to  our  members  total  $114,385. 

The  dividends  from  this  mutual  organization  paid  to  those 
who  have  received  protection  amount  to  $37,672. 

For  1915  greater  work  is  planned.  We  hope  to  have  a  repre- 
sentative in  the  person  of  Mr.  Phillips,  a  hardware  man  born  | 
and  bred.  Give  him  ''right-of-way"  when  he  calls — it  is  for  your 
welfare.  Mr.  Phillips  will  inspect  your  business  and  risk,  just 
as  much  as  you  wish;  prepare  your  questions,  tell  him  your 
troubles — show  h'm  your  insurance  policies,  he  will  tell  you  if 
they  are  worth  face  value.  When  he  leaves  you  store,  write 
the  secretary's  office,  just  what  you  think.  Others  have  received 
Sood  assistance  in  various  ways;   we  want  results  for  all. 

If  you  will  tell  Phillips  of  work  that  he  can  do,  business  he 
can  get,  grievances  between  fellow  hardware  men.  it  will  be  up 
to  him  to  get  busy,  and  get  there  quick. 

Auditors. 

The  auditors  have  examined  the  office  records,  inspected  the 
invested  reserves,  passed  upon  and  approved  the  condition  of 
your  company. 

Needs. 

We  need  prompt  payment  of  premiums,  more  insurance,  par- 
ticularly residence  and  household,  both  from  members  and  their 
assistants  in  the  hardware  business,  and  above  all  adequate 
rates.  This  last  you  must  in  a  measure  leave  to  the  judgment  of 
your  advisory  board,  who  are  better  equipped  to  know  what  is 
right  than  your  local  agent. 

You,  the  members  of  this  company,  constitute  a  great  family, 
united  for  mutual  advantage  and  protection.    The  welfare  and 
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happiness  ot  each  member  is  a  matter  of  concern  to  your  officers 
and  directors,  and  with  the  increasing  efficiency  and  usefulness, 
this  company  should  have  the  deep  interest  of  each  member. 

With  congratulations  for  the  success  of  this  company  to  the 
officers,  directors  and  members,  and  my  sincere  thanks  for  the 
many  evidences  of  loyalty  and  support  from  all  of  you,  my 
prayer  is  for  the  continued  success  of  the  Nebraska  hardware 
merchants  and  their  splendid  organizations. 

I  thank  you  for  your  attention. 

This  was  followed  by  the  reports  of  Secretary  Roberts.  Treas- 
urer Ernest  Hoppe,  and  the  auditing  committee,  Jno.  Forrest 
and  H.  C.  Probasco,  which  reports  on  motion  of  Mr.  Kavanaugh, 
seconded  and  carried,  were  accepted  and  placed  on  file.  (See 
published  reports.) 

SECRETARY'S  REPORT 

Gentlemen : 

You  have  in  your  hands  the  annual  report  of  your  company  in 
facts  and  figures,  and  I  will  not  take  up  your  time  in  detail,  but 
will  simply  direct  your  attention  to  a  few  salient  points. 

You  will  note  that  the  insurance  in  force  and  the  premiums, 
compared  as  of  January^  1914  and  1915,  show  a  decrease  which 
is  clearly  accounted  for  in  the  three  last  lines  of  the  report, 
which  were  acts  largely  within  cur  own  control,  but  neverthe- 
less proper. 

Note  that  while  our  premiunis  for  that  reason  were  decreased, 
still  we  increased  our  cash  balance  substantially,  as  evinced 
under  income  and  disbursements.  Note  under  assets  and  liabili- 
ties that  our  cash  subject  to  check  is  over  $7,000,  and  that  our 
gross  assets  are  $30,745.85,  having  no  liabilities.  Note  that  our 
per  cent  loss,  expense  and  dividends  figure  up  91 V2  of  the  pre- 
miums, showing  that  our  rates  are  not  commensurate  with  the 
outlay  as  yet.  I  will  also  call  your  attention  to  the  fact  that  our 
heavy  losses  are  in  unprotected  towns. 

The  year  1914  closed  with  brighter  prospects  for  the  future 
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than  perhaps  all  the  years  of  our  previous  existence.  We  believe 
tr.e  results  of  the  past  years'  work  have  placed  us  on  a  more 
stable  basis  and  that  our  success  will  be  built  on  a  safer  foun- 
dation; like  the  surgeon's  knife,  it  hurts,  but  the  wounds  are 
rapidly  healing  in  evidence  of  a  stronger  and  healthier  growth. 

1914  was  a  hard  year  financially.  You  will  notice  by  the  an- 
nual report  in  your  hands  that  we  cancelled  for  non-payment 
of  premiums  $50  000  insurance,  and  $987.70  in  premiums.  Many 
cf  these  we  carried  for  a  year  or  until  the  expiration  of  the  poli- 
cies, an  unprecedented  thing  to  do,  but  our  hearts  were  inter- 
ested in  our  members'  financial  condition,  so  we  played  the  Good 
Samaratin.  I  indeed  regret  to  say  that  some  of  our  members  did 
net  appreciate  the  spirit  of  our  leniency. 

Note  in  our  report  also  that  we  reduced  our  foreign  policies 
fcr  good  insurance  reasons,  from  $3,000  to  $2,000  on  a  risk,  there- 
by  reducing  insurance  $51  000  and  premiums  $775.  This  your 
beard  ccnsidered  a  step  in  the  safe  direction. 

Note  that  we  lost  $54,000  insurance  and  $811.25  in  premiums 
from  cancelled  policies,  which  we  refused  to  write  on  a  less  than 
ccst  bas's. 

This  feature  is  far  reaching  in  its  effect  as  a  mutual  proposi- 
tion. For  example.  Mr.  Smith's  board  rate  is  $2  and  he  pays  $2. 
Mr.  Doe  also  has  a  rate  of  $2,  both  being  incidentally  the  same 
cond  ticns,  but  the  old  line  agent  has  cut  Mr.  Doe's  rate  to  $1. 
Previcus  to  last  year  we  would  have  written  Mr.  Doe's  risk  at 
J^l,  and  in  addition  pay  him  25%  dividend,  netting  him  75  cents. 
Quesrion,  who  furnishes  the  money  to  pay  the  net  difference  of 
75  cents  per  hundred  between  Mr.  Smith  and  Mr.  Doe's  risk, 
and  can  a  company  grow  and  prosper  under  such  condit'ons? 
Out  of  the  $54,000  we  have  cancelled  for  discrimination  we  be- 
lieve they  com.e  under  two  heads,  first,  those  who  finding  they 
can't  get  something  for  nothing,  won't  play  the  game  mutually; 
second,  those  who  would  rather  support  the  old  liners  on  an  even 
break  or  even  a  little  less  than  us.  However,  both  of  these 
classes  forget  that  while  they  are  opposed  to  monopoly  and  co- 
ercion as  a  principle,  they  are  willing  to  support  both  for  what 
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may  appear  to  be  trivial  gain,  but  it*  gain  at  all  it  is  only  transient 
and  visionary. 

We  believe  cur  mutual  company  is  a  balancing  wheel,  they  re- 
duced adbitrary  rates  to  a  just  basis,  and  now  it  is  up  to  us  to 
keep  the  rates  where  they  will  not  wreck  us,  and  by  so  doing 
return  again  to  arbitrary  rates. 

To  obtain  success  and  stability  and  the  full  confidence  of  our 
members,  we  must  all  be  profit  makers,  so  as  to  fill  the  full 
measure  of  profit  sharers. 

We  have  no  preferred  or  common  stock,  all  should  cc-operate 
for  the  greatest  good  to  all  alike,  and  not  to  d'm  our  vision  by 
the  small  coin  near  the  eye,  which  prevents  our  seeing  the 
larger  one. 

REPORT  OF  AUDITING  COMMITTEE 

We  the  undersigned  auditing  committee  do  hereby  certify 
that  we  have  examined  the  books  and  records  of  the  Nebraska 
Hardware  Mutual  Insurance  Company  and  find  them  to  be  neatly 
and  correctly  kept  and  that  the  balances  agree  with  the  amounts 
shown  on  the  tenth  annual  statement  for  Dec.  31,  1914. 

We  have  examined  the  investments,  certificates  and  bank  bal- 
ance and  find  them  to  be  as  stated.    We  think  the  business  is 
being  well  and  economically  done  by  the  secretary. 
RespectfuJly  submitted, 

JNO.  FORREST, 
H.  C.  PROBASCO, 

Committee. 

The  members  then  listened  to  a  very  interesting  and  instruc- 
tive address  by  the  state  insurance  deputy,  Mr.  L.  G.  Brian,  who 
favored  mutual  insurance  companies,  and  the  saving  to  the  policy 
holders,  and  the  safety  thereof,  through  this  method  of  secur- 
ing insurance  protection.  And  he  also  emphasized  the  fact  that 
it  was  keeping  cur  money  in  Nebraska,  instead  of  sending  it  to 
the  east,  as  all  of  the  stock  companies  which  existed  in  this 
state  for  many  years  have  been  driven  out  of  the  field  by  the 
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eastern  companies  through  their  discrimination,  as  they  cut 
lates  in  some  towns,  and  maintained  high  rates  in  others  where 
ccrapetit'on  was  not  so  strong.  It  seemed  to  be  his  thought 
that  in  the  strength  cf  the  mutual  companies  only  could  better 
insurance  and  lower  rates  be  maintained. 

The  next  order  of  business  was  the  election  of  officers. 

For  president,  Mr.  Hussie  placed  in  nomination  the  present 
incumbent.  Mr.  H.  J.  Hall,  which  was  seconded.  Mr.  Kavanaugh 
placed  in  nomination  Mr.  S.  C.  Oaks,  wh'ch  was  seconded.  On 
mcticn,  seconded  and  carried,  the  nominations  were  closed,  and 
the  president  appointed  Messrs.  Wickersham  and  Patterson  tell- 
ers. The  ballots  were  then  cast  and  counted,  resulting  in  Mr. 
Hall  receiving  45  and  Mr.  Oakes  43  votes,  whereupon  President 
Hall  said: 

In  accepting  this  position  at  your  hands,  I  appreciate  the  con- 
fidence shown  m  the  manner  in  which  the  office  of  this  company 
has  been  conducted,  and  assure  you  that  it  will  be  my  aim  to 
maintain  the  dignity  which  this,  the  highest  office  in  the  organ:- 
zat-on.  demands.  The  fact  that  this  Nebraska  insurance  com- 
pany has  never  made  an  assessment  on  its  members,  and  that 
there  has  been  no  friction  between  any  of  the  policy  holders 
and  the  ofiicers  is  positive  proof  that  the  affairs  of  the  associa- 
ticTi  have  been  conducted  in  a  manner  which  must  be  gratifying 
io  those  who  are  connected  with  the  company.  It  is  fortunate 
that  cur  members  realize  the  difference  between  the  hardware 
association  and  the  insurance  company,  as  in  the  first  instance 
we  have  an  organization  which  is  maintained  for  the  uplift  of 
the  hardv/are  merchants  in  their  business  methods,  and  is  also 
something  of  a  social  organization,  while  in  the  insurance  feature 
we  have  purely  a  business  organization,  v/hich  can  only  be 
maintained  by  the  loyalty  of  its  members  to  its  officers,  and 
while  we  have  only  eighty-eight  voting  at  this  annual  meeting, 
rut  of  a  membership  of  more  than  800,  the  expression  of  con- 
lidence  shown  is  particularly  gratifying.  T  assure  you  that  as 
long  as  my  connection  with  this  company  continues  it  will  have 
ihe  same  personal  attention  that  my  own  business  affairs  receive. 
1  again  thank  you.  (Applause.) 
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For  the  office  of  vice-president,  Mr.  F.  W.  Ebinger  was  placed 
in  nomination,  and  upon  motion,  carried,  the  secretary  cast  the 
unanimous  ballot  for  Mr.  Ebinger. 

Mr.  Nathan  Roberts  was  tiien  placed  in  nomination  for  secre- 
tary, and  on  motion,  carried,  the  president  cast  the  unanimous 
ballot  for  Mr.  Roberts  for  the  ensuing  year. 

Mr.  Ernest  Hoppe  was  placed  in  nomination  for  treasurer,  and 
on  motion,  carried:  the  secretary  cast  the  unanimous  ballot  for 
Mr.  Hoppe  for  treasurer  for  the  ensuing  year. 

The  secretary  announced  that  the  three  retiring  directors  were 
S.  C.  Oaks,  Dan  Kavanaugh  and  C.  K.  Lawson.  On  motion  of 
Mr.  Hussie.  seconded,  Messrs.  S.  C.  Oaks,  Dan  Kavanaugh,  C.  K. 
Lawson,  J.  J.  Jennings  and  D.  F.  Dolan  were  placed  in  nomina- 
tion. The  meeting  voted,  and  upon  counting  the  ballots  the 
tellers  announced  the  following  vote:  S.  C.  Oaks  72,  Dan  Kava- 
naugh 57,  C.  K.  Lawson  46,  D.  F.  Dolan  27,  and  J.  J.  Jennings  22. 
Messrs.  Oaks,  Kavanaugh  and  Lawson  receiving  the  highest 
number  of  votes  cast,  were  declared  elected  directors  for  the 
ensuing  year. 

On  motion  of  Mr.  Dolan.  carried,  the  election  of  Messrs,  Oaks, 
Kavanaugh  and  Lawson  was  made  unanimous. 

There  being  no  other  business  to  come  before  the  meeting  on 
motion  of  Mr.  Ebinger,  carried,  the  president  declared  the  meet- 
ing adjournd. 


WEDNESDAY  AFTERNOON  SESSION 
FEBRUARY  10,  1915 

President  Arndt  reconvened  the  meeting  at  4:30  p.  m.,  and  an- 
nounced that  Lieutenant  Governor  S.  R.  McKelvie  had  been  de- 
tained in  the  east  and  would  not  arrive  in  Omaha  before  to- 
morrow morning. 

Mr.  J.  Frank  Barr,  secretary  of  the  Federation  of  Nebraska 
Retailers,  formerly  secretary  of  this  Association,  was  introduced 
and  made  the  following  talk: 
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RETAIL  MERCHANTS'  CHAUTAUQUA 
J.  Frank  Barr,  Omaha. 

It  affords  me  great  pleasure  to  again  be  priv  leged  to  look  so 
many  of  my  old  friends  in  the  face,  having  known  many  of  you 
intimately  during  the  past  ten  or  more  years.  I  do  not  care  to 
take  up  much  of  your  time,  but  there  is  one  subject  I  wish  to 
present  and  that  is  the  idea  of  holding  a  Retail  Merchants'  Chau- 
tauqua during  the  summer  season.  This  was  forcibly  brought  to 
my  attention  recently  while  attending  the  Merchants'  Short 
Course  at  Sioux  City.  There  were  represented  in  that  gathering 
nine  or  ten  of  our  leading  lines  of  business,  among  them  the 
hardware  men,  general  merchandise  men,  druggists,  jewelers, 
etc.  There  were  nearly  nine  hundred  retailers  in  attendance,  and 
the  majority  of  them  remained  during  almost  the  entire  week 
and  greatly  enjoyed  the  lectures  and  demonstrations  in  the 
methods  and  principles  of  merchandising,  which  you  will  find  :s 
practically  the  same  in  ninety  per  cent  of  our  .operations.  Con- 
sequently, it  was  suggested  that  during  the  summer  we  hold 
what  is  called  a  Retail  Merchants'  Chautauqua  at  convenient  and 
accessable  places  throughout  the  state.  These  are  to  run  som.e 
seven  to  ten  days,  and  we  can  bring  our  families  and  enjoy  the 
joint  session  of  ail  the  retailers  in  that  section  of  the  country. 
During  the  morning  separate  meetings  could  be  held  by  each 
distinct  line  of  business,  and  in  the  afternoon  the  joint  meetings 
could  be  held,  where  problems  of  interest  to  all  the  merchants 
could  be  discussed. 

Your  secretary  understands  this  fully,  and  from  what  attention 
and  consideration  we  have  given  it  we  believe  it  will  be  a  great 
success.  Of  course,  this  is  something  new  and  you  have  not 
given  it  much  thought,  but  I  present  it  to  you  at  this  time  in  the 
hope  that  you  will  see  fit  to  take  some  action  at  this  meeting. 
The  Federation  of  Nebraska  Retailers  will  meet  in  Lincoln  Feb- 
ruary 23-26.  and  before  presenting  this  to  our  members  I  would 
very  much  like  to  have  an  expression  of  your  opinion  regarding  it. 

I  believe  that  is  all  I  have  to  say,  and  wish  to  thank  you  for 
your  attention.  (Applause.) 
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The  Secretaiy:  I  receive  a  couple  days  ago  a  letter  from  the 
Swanson  Hardware  Company  of  Magnet,  In  the  ncrtneas'iern 
pa:t  of  the  state,  ana  Mr.  Johnson,  in  speaking  of  the  Winter 
^h(irt  Ccurse  at  S  cux  City,  which  he  attended,  said  it  was  a 
n  est  successful  meeting,  and  spoke  highly  of  the  school  of  in- 
struction, and  further  said  there  were  no  salesmen  there  to 
bother  the  life  out  of  one.  He  said  they  were  going  to  repeat  it 
next  winter,  as  this  was  such  a  great  success. 

Mr.  A.  N.  Snyder,  of  Tilden,  said  he  was  fortunate  enough  to 
attend  tiie  Sioux  City  Winter  Short  Course,  and  said  it  was  a 
isiesLi  evcut  and  he  enjoyed  it  immensely. 

The  Secretary:   What  do  you  think  of  it? 

Mr.  Hargelroad:  I  think  we  should  join  the  procession. 

Mr.  Dolan:  Nearly  a  year  ago  our  secretary,  spoke  to  me  about 
this  very  thing,  and  if  we  Jiad  such  an  affair  as  that  at  which  all 
our  Lnes  of  business  would  be  represented  we  could  all  meet  and 
interchange  ideas  and  opinions,  and  I  believe  it  would  be  a  mag- 
n  ficent  thing,  and  I  move,  Mr.  President,  that  it  is  the  sense  of 
this  meeting  that  the  proposition  presented  by  Mr.  Barr  is  a  very 
practical  and  feasible  one  and  should  be  encouraged  and  carried 
cut,  and  submitted  to  the  Board  of  Directors. 

Motion  was  seconded  and  unanimously  carried. 

1  he  President:  The  Board  of  Directors  will  act  upon  this  sug- 
gestion and  motion. 

Mr.  H.  F.  Rohling,  of  Council  Bluffs,  in  most  forceful  and 
urgent  manner,  invited  the  members  of  this  convention  to  Coun- 
cil Bluffs  this  evening  to  attend  the  shows  and  initiation  of  the 
Knights  of  the  Full  Moon. 

The  Secretary  then  read  the  following  telegram: 

Lincoln,  Nebr.,  Feb.  9,  1915. 

Nebraska  Hardware  Dealers  Assn. 
Care  Nathan  F.  Roberts,  Secy., 
Rome  Hotel,  Ornaha,  Nebr. 
We  extend  greetings  and  best  wishes  for  tenth  annual  con- 
vention.   Your  members  are  invited  to  Lincoln  to  inspect  our 
unusual  facilities  for  manufacturing  Nebraska's  famous  light- 
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weight  Ciishman  engines.  The  trip  is  free,  including  lunch  at 
Lincoln  Commercial  Club,  expense  to  Lincoln  and  return  re- 
funded by  us.  Co-operat'on  between  dealer  and  manufacturer 
essential  for  mutual  success.  Our  most  modern  factory  and  equip- 
ment will  be  of  interest  and  value  to  every  dealer  there.  Send 
as  many  as  you  can.    This  refund  trip  good  for  balance  of  week. 

CUSHMAN  MOTOR  WORKS. 

The  President.  I  have  in  my  hand  a  letter  from  Mr.  H.  Tyree, 
president  of  the  American  Rural  Credit  Association,  Omaha, 
asking  when  it  would  be  convenient  for  their  secretary,  Mr. 
PYank  G.  Odell,  to  say  a  few  words  pertaining  to  their  association 
at  this  meeting,  whereupon  Mr.  S.  'C.  Oaks  moved  that  we  give 
him  not  exceeding  ten  minutes  tomorrow,  which  was  carried. 

QUESTION  BOX 

Mr.  M.  D.  Hussie  again  introduced  the  question  box,  and  the 
first  question,  "How  best  to  advertise  a  business  in  the  suburbs 
of  a  city,"  was  put  to  the  members. 

Mr.  Kavanaugh:  I  believe  the  reason  a  man  holds  his  trade 
in  the  suburbs  is  largely  because  of  his  personal  acquaintance, 
and  personal  solicitation,  giving  his  customers  at  all  times 
prompt  service,  and  delivering  small  articles  to  their  homes  on 
a  moment's  notice  which  many  people  like. 

Mr.  Weimer:  I  have  had  this  subject  on  my  mind  for  some 
time.  I  would  further  suggest  putting  up  signs  here  and  there 
thereby  getting  your  name  and  establishment  before  the  people 
in  that  community,  and  then  I  would  occasionally  circularize  the 
neighborhood.  You  must  constantly  keep  your  store  before  the 
people. 

"If  you  have  a  $10,000.00  stock  of  hardware,  how  much  fire 
insurance  should  you  carry?"    To  this  query  Mr.  Ebinger  said: 

That  depends  largely  on  conditions.  If  I  was  situated  in  a 
frame  building  with  hazardous  conditions  I  would  carry  as  much 
as  $8,000.  If  I  was  in  a  brick  building  that  seemed  a  safe  risk 
I  would  not  carry  les&  than  $6,000. 

Mr.  Diehl  said:     My  policy  is  to  carry  to  the  full  extent.  If 
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yuu  have  good  safe  risks  you  can  really  carry  more  insurance 
than  in  a  frame  building  because  the  cost  of  the  insurance  is 
much  less. 

"Neglecting  to  make  charge  tickets.  We  have  trouble  along 
this  line.  Do  you  have  a  'System?'"  This  subject  was  opened 
by  Mr.  Jennings: 

It  is  true  we  at  times  forget  to  charge  a  sale,  but  I  have  no 
system.  We  use  a  bock  and  we  try  to  be  careful.  I  remember 
one  time  a  customer  came  in  to  pay  for  a  washing  machine  pur- 
chased a  short  tim.e  before  which  we  had  never  charged,  and 
we  had  forgotten  all  about  it.  These  mistakes  will  happen  as 
we  are  all  hum.an. 

Mr.  Kinzel:  I  do  not  believe  this  can  be  entirely  eliminated, 
for  as  you  know  a  customer  will  make  several  purchases  from 
different  clerks,  and  sometimes  a  mistake  may  be  made,  but  my 
•system  is  to  follow  the  sale  right  through.  If  the  purchase  is 
paid  for  the  salesman  goes  to  the  cash  register  and  cancels  the 
charge  slip.  Sometimes  it  is  not  cancelled  but  the  duplicate 
is  always  cancelled,  and  if  the  customer  will  keep  the  duplicate 
he  has  something  to  show  for  his  payment. 

Mr.  Wickersham:  I  believe  we  lose  in  our  establishment  about 
$75  a  year.  I  imagine  in  our  store  we  lose  more  by  forgetting  to 
charge  than  in  any  other  way ;  however,  I  would  suggest  that  you 
make  every  clerk  carry  the  book  in  his  pocket  all  the  time,  and 
whenever  a  sale  is  made  to  note  it  at  once,  then  having  once 
been  made  a  record  of  it  will  be  turned  in. 

As  the  time  for  adjourning  had  arrived  this  closed  the  question 
box.  Mr.  Burnett  of  the  Burnett  Hardware  Company,  1612 
Harney  street,  Omaha  invited  all  the  mem.bers  to  his  store  at 
7  o'clock  p.  m.,  in  order  that  he  might  show  them  his  premium 
department,  and  explain  a  new  advertising  proposition  they  have 
in  use.  It  is  on  the  order  of  making  the  cash  register  receipts 
of  value  by  offering  the  customer  a  privilege  of  returning  the 
cash  register  receipt  and  taking  a  choice  of  sixty  or  seventy 
articles  at  half  cash  and  half  tickets,  thereby  making  the  tickets 
worth  their  face  value. 
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On  motion  second,  and  carried  the  convention  adjourned  to 
9:30  Thursday  morning. 


THURSDAY  MORNING  SESSION 
FEBRUARY  11,  1915 

The  convention  re-convened  at  10  o'clock  a.  m.  with  President 
Arndt  in  the  chair. 

The  proceeding  opened  by  song  particularly  the  convention 
song  with  the  ''Tipperary"  tune,  and  before  entering  upon  the 
program  the  president  deplored  the  fact  that  so  many  of  the 
members  were  derelict  in  not  being  prompt  in  attendance,  but 
urged  upon  all  the  members  hereafter  to  be  punctual. 

The  President.  It  was  my  pleasure  several  years  ago  to  partake 
of  southern  hospitality  at  which  time,  for  the  first  time,  did  I 
fully  realize  that  such  a  thing  really  eristed.  An  invitation  was 
extended  me  to  attend  the  Arkansas  Retail  Hardware  conven- 
tion, at  which  time  I  met  and  became  very  well  acquainted  witli 
our  old  friend  Mr.  Hamp  Williams  of  Hot  Springs,  Ark.  I  also 
had  the  pleasure  of  meeting  our  national  president,  Mr.  E.  E. 
Mitchell,  and  we  were  indeed  fortunate  in  being  able  to  secure 
our  national  president  for  this  convention,  who  is  on  our  pro- 
gram and  will  address  us  at  1:30  to  day;  however,  he  is  with  us 
at  this  time,  and  by  way  of  becoming  acquainted  with  him  dur- 
ing the  morning  I  wish  now  to  introduce  him  to  you  and  trust 
you  will  all  come  up  and  shake  him  by  the  hand,  as  he  is  a 
genial  man.  (Applause) 

National  President  Mfitchell  then  made  a  few  preliminary  re- 
marks, stating  he  was  delighted  to  be  present  at  this  convention 
of  live,  up-to-date  merchants,  and  hoped  to  secure  at  this  time 
much  valuable  information  and  many  valuable  pointers  for  his  use 
during  the  national  meeting  in  Minneapolis. 

The  President:  I  bespeak  for  you  all  today  a  most  excellent 
program,  as  every  speaker  is  a  man  of  prominence.  We  have 
not  only  our  national  president,  but  we  have  with  us  today  an- 
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ether  gentlemen  that  many  of  us  know;  he  is  a  Nebraska  pro- 
duct, one  whom  I  have  met  before,  and  having  heard  him  speak 
before  an  audience  I  can  fully  anticipate  the  rare  treat  about  to 
be  given  you.  And  now,  without  any  formality  or  further  waste 
of  time,  I  wish  to  introduce  to  you  ex-Lieutenant  Governor  S.  R. 
AicKelvie  of  Lincoln  (applause). 

REACHING  THE  FARMER 
S.  R.  McKelvie,  Lincoln 

Mr.  President  and  Members  of  the  Convention: 

I  need  hardly  say  to  you  that  I  am  pleased  to  be  here,  because 
tne  fact  is  1  grasped  at  the  cpportunity,  though  I  am  a  day  late 
and  must  admit  that  I  got  my  wires  crossed  when  I  was  down 
east,  I  just  came  from  New  York  City  and  when  I  looked  at  the 
date  line  on  the  daily  paper  yesterday  morning,  I  discovered 
That  I  had  lost  a  day  somewhere. 

I  think  your  organization  is  fortunate  in  having  officials  who 
are  giving  so  liberally  of  their  time  to  the  work.  I  have  known 
something  of  the  work  of  your  hardware  dealers'  association  of 
Nebraska;  in  fact,  I  have  a  crow  to  pick  with  you;  and  I  will 
get  right  down  to  the  ground  floor  and  visit  with  you  gentlemen 
this  morning  and  get  better  acquainted  with  you.  I  want  to 
know  you  better  and  I  want  you  to  know  better  the  man  with 
whom  I  deal  every  day — ^the  Nebraska  farmer.  So  I  have  ac- 
cepted a  topic  which  was  suggested  to  me  by  your  secretary,  Mr, 
Roberts — ''Reaching  the  Farmer";  and  that  is  one  of  the  great 
problems  which  confronts  you  today. 

When  you  started  in  business  out  in  your  town,  whether  it 
was  twenty,  or  thirty,  or  forty  years  ago,  you  did  not  find  it  so 
very  difficult  to  reach  the  farmer,  because  at  that  time  you  knew 
that  you  were  interdependent;  and  he  came  to  you  and  you 
went  to  him.  But. as  time  has  passed  and  conditions  have 
changed,  the  farmer  has  another  suitor,  one  who  is  wooing  his 
business,  and  one  who  seeks  to  get  his  business  from  you  as  re- 
tail hardware  merchants.  That  man  who  seeks  to  get  the  busi- 
ness which  is  rightfully  yours  may  live  a  thousand  or^two  thous- 
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and  miles  from  you,  or  he  may  live  thifty  miles  from  you,  or  he 
may  live  ten  miles  from  you;  but  he  is  after  the  business  in 
your  community  just  the  samew 

The  things  regarding  which  I  shall  talk  to  you  are  these:  First 
how  to  hold  the  business  that  you  already  have  in  your  com- 
munity; second,  how  to  increase  the  buying  needs  and  ca- 
pacity of  the  people  in  your  immediate  trade  territory;  and  third, 
bow  to  reach  beyond  the  territory  which  you  have  been  serving 
and  get  some  of  that  trade  which  is  out  there  just  on  the  di 
viding  line — trade  which  is  actually  within  your  reach. 

I  shall  not  draw  upon  theory,  but  will  tell  you  of  the  prac- 
tical experiences  of  some  retail  dealers,  because  I  was  born,  and 
lived  until  I  was  of  age,  near  a  town  of  about  twelve  or  fifteen 
hundred  people,  and  I  have  kept  in  constant  touch  since  then 
with  distribution  as  it  has  to  do  with  the  retail  dealer.  Todav 
the  biggest  problem  we  have  confronting  us  in  this  state,  and  in 
every  community,  is  the  efficient  and  economic  distribution  of  the 
products  of  the  factory  and  the  farm. 

The  manufacturer  has  solved  the  problems  of  efficiency  and 
the  farmer  has  solved  and  is  solving,  the  problems  of  efficiency 
on  his  farm.  We  have  been  accustomed  to  say,  the  business  man 
the  farmer.  My  friends,  we  have  been  wrong.  We  should  have 
said,  the  merchant  and  the  farmer,  because  any  man  who  can 
manage  160  acres  of  land  that  is  worth  $20,000,  and  make  that  a 
profitable  investment,  must  be  a  business  man.  And  I  venture 
the  statement  to  you  that  the  farmer  who  is  actually  making 
money  upon  his  high-priced  quarter  section  of  land  is  a  better 
business  man  than  the  average  merchant  in  Nebraska  today 
(applause).  So,  let  us  know  this  man  whose  trade  we  seek; 
this  man  who  is  today,  and  who  must  be  for  years  and  years  to 
come,  and  forever,  the  best  customer  that  you  shall  have. 

This  man  we  speak  of  as  the  farmer  is  not  vascillating;  he  is 
there,  and  he  is  ever  increasing  his  capacity  to  buy.  Hundreds 
upon  hundreds  of  manufacturers  in  the  eastern  territory,  and  in 
the  lager  cities,  have  cultivated  his  trade,  and  they  have  culti- 
vated it  by  methods  of  which  I  shall  speak  to  you  a  little  later. 
I  just  returned  from  a  two  week's  trip  in  the  East,  and  I  found 
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[hat  invariably  those  ma'nufacturers  are  saying,  "Our  best  field 
is  the  farming  field,  and  we  will  aid  the  dealers  to  cultivate  the 
farm  field." 

If  I  want  to  have  the  proper  kind  of  a  business  relationship 
with  you  I  must  know  you  first;  I  must  know  you  as  a  personal 
friend;  I~must  know  your  habits;  I  must  know  your  business. 
And  I  had  rather  sit  down  with  you  at  your  table  and  get  ac- 
r'uainted  with  you  uron  that  basis  than  in  any. other  way;  to 
know  you  as  a  sincere  friend,  one  in  whom  I  can  place  confi- 
dence, and  one  upon  whose  statements  I  can  depend.  Now  I 
wonder  if  you  have  been  doing  that  with  your  farmer  customers. 
I  wonder  just  how  far  you  have  gone  to  look  after  these  little 
details.  I  will  admit  that  you  have  done  a  great  deal  for  your 
community.  Merchants,  in  many  instances,  have  been  so  busy 
working  for  their  communities  that  they  have  not  made  money 
for  themselves,  and  you  have  worked  in  many  instances  single- 
handed.  It  is  your  own  fault  if  you  have  worked  single-handed, 
for  probably  you  have  not  invited  the  farmer  in  to  work  with 
you.  Not  only  have  you  not  invited  him  to  work  with  you,  but 
you  have  not  shown  him  the  responsibility,  the  obligation,  the 
debt  that  he  owes  to  his  community,  and  without  his  co-opera- 
tion the  community  must  suffer. 

In  this  connection  let  us  consider  the  farm  demonstrator. 
My  publication,  The  Nebraska  Farmer,  reaches  the  farmers  of 
Nebraska,  and  we  give  them  an  opportunl^  to  discuss,  in  its  col- 
umns, the  things  which  interest  them  most.  About  two  years  ago 
it  becam.e  quite  the  idea  that  farm  demonstrators  would  be  a 
good  thing  for  the  farmers  of  the  various  counties  in  Nebraska. 
And  I  think  today  that  those  farm  demonstrators  in  the  counties 
where  they  have  been  employed  have  done  a  splendid  amount 
of  good,  and  the  farmers  in  many  instances  have  finally  been 
won  over  to  the  idea.  But  in  the  outset  we  discovered,  from 
the  vast  number  of  letters  that  w^ere  coming  to  our  ofl^ce  pro- 
testing against  the  farm  demonstrator,  that  the  farmer  was  not 
in  sympathy  with  the  movement.  It  was  inaugurated  for  his 
benefit,  and  yet  he  was  not  in  sympathy  with  it.    Why?  Because 
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he  said  "It  has  been  foisted  upon  me  by  the  business  men  of 
this  community."  With  reference  to  the  county  demonstrator, 
if  I  were  5-ou,  I  would  tell  thei  farmer  that  he  should  have  one; 
attempt  to  show  him  by  argument,  and  by  comparisons,  that  he 
Fhculd  have  a  county  demonstrator,  and  let  him  be  the  man  to 
take  the  initiative  in  employing  him. 

Why,  just  think,  if  the  farmers  should  say  to  you,  "We  are 
dependent  upon  your  town  as  a  distributing  point,  and  we  have 
concluded  that  you  are  not  conducting  your  business  upon  a 
business-like  basis ;  therefore  we  have  decided  as  farmers  of 
this  community,  to  employ  for  you  a  business  manager  for  your 
town."  What  would  you  say?  It  is  exactly  the  same  proposi- 
tion as  you  business  men  employing  a  county  demonstrator  for 
the  farmers,  and  I  will  agree  with  any  farmer  that  says  it,  that 
there  is  a  mighty  good  place  for  a  business  manager  in  every 
town  in  Nebraska  (applause  . 

Throughout  the  state  of  Nebraska  we  have  a  great  many  com- 
mercial clubs.  How  many  of  you  men  in  the  inauguration  of 
your  commercial  club,  in  the  founding  of  it,  invited  the  farmers 
to  become  members  of  that  commercial  club?  How  many  of 
you  saw  your  commercial  club  die,  and  reorganized  it  by  invit- 
ing the  farmers  to  come  in  and  join  with  you,  and  saw  it  was 
prosperous  when  you  had  done  that  very  thing?  Is  not  that  ^rue. 
Mr.  Arndt?  (Mr.  Arndt:  Yes.)  There  is  no  reason  in  the  world 
v/hy  the  farmer  should  not  be  a  member  of  your  commercial 
club.  You  should  not  only  invite  him  to  become  a  member  of 
your  commercial  club  but  you  should  go  out  and  take  him  by 
the  hand,  and  say,  "Oome  in  here,  and  join  us  in  the  upbuilding 
of  our  community  through  our  commercial  club." 

Down  in  Trenton  Missouri— perhaps  you  gentlemen  have  read 
of  the  Trenton  plan — well,  down  there  they  had  a  sleepy  little 
old  town  of  perhaps  ten  thousand  people,  and  they  went  along 
from  day  to  day  and  did  not  progress  as  they  thought  they 
should.  Finally  they  said,  "We  will  organize  a  commercial 
club  and  get  the  farmers  in."  So  they  invited  a  man  there  to 
talk  to  them  who  had  considerable  experience  in  community 
building,  and  when  that  man  was  met  at  the  train  the  first  ques- 
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tion  he  put  to  them  was.  "How  large  is  Trenton?"  "Oh,  about 
&even  to  ten  thousand."  "No,"  he  said,  "how  large  is  Trenton?" 
"Well  "  some  fellow  said,  "it  is  about  two  miles  square."  "Oh," 
he  said,  "that  is  not  what  I  mean.  How  large  is  Trenton,  the 
tiade  territory  upon  which  you  are  dependent?  How  large  is 
your  town  not  the  town  w^hich  is  incorporated,  but  the  trade 
territory  which  surrounds  your  town?"  When  you  have  asked 
youiself  the  question,  "How  large  is  my  town?"  and  have  sought 
the  sources  from  which  you  receive  benefits  for  your  town,  then 
you  will  know  how  large  your  town  is;  and  though  it  may  be 
incorporated  with  but  1,500  people,  its  actual  supporting  popu- 
lation is  perhaps  4,500  or  5,0000  people.  That  is  how  large  your 
town  is,  and  when  ycu  know^  that  is  how  large  it  is  then 
you  must  know  that  you  need  the  assistance,  the  co-operation 
and  the  support  of  every  man  in  that  trade  territory  in  the  up- 
building of  your  town. 

I  will  tell  you  of  the  experience  of  a  merchant  over  in  Iowa; 
he  lives  and  does  business  in  a  town  -of  about  3,000  people — 
Chariton,  Iowa.  He  runs  a  retail  store  for  gent's  furnishing 
goods,  and  I  think  a  few  other  lines,  but  particularly  that.  You 
will  agree  with  me  that  he  has  been  fairly  successful  when  I 
tell  you  that  he  does  $50,000  worth  of  business  a  year  in  a  town 
of  3,000  people.  He  grew^  up  in  that  town,  went  into  business, 
was  an  inquiring  young  man  and  as  he  began  to  investigate 
conditions  he  found  that  over  there  about  eight  miles  from 
Chariton  was  some  trade  that  was  going  off  to  the  other  towns. 
The  roads  were  not  quite  as  good  out  there  and  the  merchants 
in  Chariton  had  made  no  particular  effort  to  get  that  trade.  So 
Mr.  Larimer  said:  "I  will  do  three  things;  I  will  hold  the  trade 
we  have,  I  will  increase  our  trade  in  this  immediate  trade  terri- 
otry,  and  I  will  go  over  there  and  reach  those  fellows  who  are 
just  on  the  bounds  of  our  regular  trade  territory,  and  I  will 
invite  them  in."  He  employed  in  his  business  a  good  many 
things  that  you  can  do  in  your  business.  Within  the  past  two 
weeks  I  visited  with  him  on  the  train  more  than  two  hours,  and 
heard  him  relate  his  experiences  in  business,  and  I  will  tell  you 
the  experience  of  any  retail  dealer  who  has  made  a  success, 
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who  has  solved  the  problems  that  confront  him  every  day  in 
meeting  his  people,  is  of  greatest  interest,  and  must  be  to  all 
of  us. 

He  advertised  to  those  farmers  out  there  that  they  could  buy, 
in  his  store,  the  same  goods  which  they  could  purchase  in  Des 
.VJoines,  and  they  could  buy  them  at  the  same  price,  or  lower, 
than  they  could  buy  them  in  Des  Moines.  So  he  selected  lines 
of  goods  that  were  well  known  to  those  farmers  and  invited 
them  to  come  to  his  store  and  purchase  them  from  him. 

There  are  many  methods  of  advertising.  I  do  not  attempt 
tor  a  moment  to  say  to  you  how  you  may  reach  your  trade  by 
advertising.  If  you  have  a  good  newspaper  in  your  town,  that 
is  good.  You  should  also  use  circular  letters.  You  should  also 
use  word-of-mouth  advertising.  Please  your  customer  and  let 
him  talk  to  the  other  fellow.  He  employed  all  these  methods,- 
but  at  the  foundation  of  it  was  the  fact  that  he  could  say  to 
them,  'Tf  you  come  into  my  store  to  buy,  I  have  the  sandardized 
brands  of  goods  that  are  offered  to  you  in  the  larger  centers,  in- 
cluding Chicago,  if  you  please."  He  established  there  a  basis  of 
confidence  in  his  goods. 

He  senjt  out  a  very  fine  piece  of  advertising  material,  with  a 
beautiful  engraving  upon  it,  and  finally  one  day  a  lady  came  into 
his  store.  She  had  done  considerable  buying  in  his  store,  and 
so  he  went  down  to  the  place  where  she  was  trading  and  visited 
with  her. and  became  acquainted  with  her;  and  she  said,  "Mr. 
Larimer,  I  came  into  your  store  because  of  the  very  fine  adver- 
tising that  you  sent  us.  I  appreciate  advertising  of  that  kind." 
After  visiting  with  her  a  little  he  said:  "Mrs.  Jones,  we  try 
to  keep  our  advertising  up  to  the  standard  of  the  homes  into 
which  it  goes  "  and  complimented  her  in  that  manner.  When 
she  had  gone  one  of  the  clerks  in  the  store  said.  "Mr.  Larimer, 
do  you  know  who  those  people  are?"  He  said  he  did  not. 
"Well,"  the  clerk  said,  "they  live  in  a  little  old  house  out  there 
on  the  side  of  the  hill,  and  the  husband  in  that  home  is  the 
worst  old  bear  in  this  community."  And  yet  that  fine  adver- 
tising appealed  to  that  woman,  and  it  brought  her  into  the  store 
to  trade. 
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He  also  told  me  of  a  Swede  farmer  who  did  much  buying  of 
him,  and  he  was  well  acquainted  with  him.  One  day  he  said  to 
I  his  old  fellow:  "^Nlr.  Olson,  I  want  you  to  know  that  I  appre- 
ciate your  trade.  You  have  been  trading  with  me  now  for  a 
number  of  years,  and  you  are  one  of  the  pillars  of  this  business. 
I  want  you  to  know  I  appreciate  it;  I  want  you  to  come  back 
here  and  visit  with  me  for  a  little  while."  The  fact  was,  that 
this  Swede  farmer  in  spite  of  the  fact  that  he  had  bought  every- 
thing in  m.en's  clothing  of  Mr.  Larimer,  and  paid  good  prices 
for  the  goods  he  purchased,  was  also  a  customer  of  Sears,  Roe- 
buck &  Company,  when  purchasing  dried  fruits  and  articles  of 
that  sort;  and  Mr.  Larimer  wanted  to  know  why  he  patronized 
one  house  at  home  and  another  abroad.  So  he  took  him  to  his 
ofRce  and  he  said:  "Mr.  Olson,  I  understand  that  you  buy  your 
dried  fruits  and  articles  of  that  sort,  and  groceries,  from  Sears, 
Roebuck  &  Company,  I  do  not  want  to  criticise  you  for  that 
in  the  least,  and  I  will  not  because  maybe  you  can  do  bette]- 
there,  but  please  tell  me  why  you  do  this?"  This  man  lived  dut 
in  the  country  eight  or  ten  miles,  and  he  answered  Mr.  Larimer 
in  just  this  manner:  "It  is  because  when  their  goods  come  to 
me  they  look  so  fresh  and  clean^  and  when  we  open  the  box  they 
look  nice  and  edible."  There  was  the  answer.  That  fellow  ap- 
rreciated  goods  of  that  kind.  He  was  no  second-class  buyer  of 
merchandise,  or  buyer  of  second-hand  merchandise.  He  bought 
good  stuff. 

Now,  he  went  on  further  to  tell  me  how  he  encouraged  the 
farmers  to  come  into  his  store  and  make  them  feel  at  home.  He 
has  a  well  organized  store,,  and  his  young  lady  secretary  is 
courteous,  and  he  makes  it  his  business  to  invite  the  farmers 
to  her  desk  occasionally  to  pay  their  bills.  He  says:  "Go  over 
and  settle  with  Miss — and  when  that  farmer  goes  to  settle 
his  bill  this  young  lady  takes  plenty  of  time;  and  finally  she 
gets  him  interested  in  the  adding  machine  and  asks  him  if  he 
ever  saw  one  work  and  the  first  thing  he  knows  he  is  intensely 
interested,  and  finally  she  says,  "Now,  Mr.  Smith,  we  are  pretty 
busy,  but  not  too  busy  to  take  care  of  you  as  one  of  our  cus- 
tomers, and  when  you  have  any  bills  you  wish  to  add  come  in 
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here  and  let  me  add  them  up  for  you."  And  he  says  those  far- 
mers come  in  there  with  their  lumber  bills,  and  other  bills,  to 
be  figured.  Even  though  they  have  confidence  in  the  other 
fellow,  they  want  to  verify  their  weights  and  measures  and  have 
them  figured  in  Mr.  Larimer's  office.  Incidentally  they  like  to 
see  the  adding  machine  work.  He  has  put  in  a  special  office. 
Vv'ith  writing  material  and  equipment,  to  make  the  farm  men  and 
women  comfortable.  There  are  little  things  that  any  merchant 
can  do. 

He  told  me  about  how  courtesy  works  in  the  handling  of  the 
trade.  An  old  colored  lady,  who  lived  in  the  lower  part  of  town, 
of  rather  unsavory  reputation,  made  it  a  practice  to  trade  in  his 
store,  buying  an  occasional  suit  of  clothes  for  gentlemen,  and 
one  day,  when  she  was  in  there,  he  happened  to  be  close  to  her 
and  she  said,  "Mr.  Larimer,  Mr.  Larimer,  I's  traded  at  your  store 
quite  a  while,  and  I  want  you  to  know  that  I  appreciates  the 
way  I's  treated."  "Well,"  he  said,  "that  is  the  way  we  treat 
all  of  our  trade;  we  make  it  our  business  to  be  courteous  to  our 
trade."  She  said,  "I  like's  to  be  treated  like  a  lady,  whether  I 
is  or  not"  (applause). 

These  are  the  simple  stories  of  what  that  man  has  done,  and 
any  time  you  go  into  his  store  you  will  find  system,  courtesy, 
good  goods,  and  service,  all  of  which  are  at  the  very  foundation 
of  success. 

I  attended  a  meeting  at  Hampton,  Iowa,  two  weeks  ago.  The 
merchants  were  represented  to  a  man  in  that  meeting,  and  they 
met  there  for  the  very  things  regarding  which  I  first  spoke  i.  e., 
to  hold  their  trade  and  increase  the  trade  in  their  immediate 
territory,  and  extend  the  trade  into  the  outlying  districts  in  their 
community.  There  were  125  of  them  arranged  around  tables,  to 
study  these  problems.  And  they  resolved  upon  this  thing:  that 
they  will  advertise  to  their  community  that  they  have,  in  their 
stores,  the  standardized  brands  of  goods,  as  good  as  can  be 
bought  anywhere,  because  their  largest  competitor  is  not  Chi- 
cago; their  largest  competitor  is  Mason  City,  located  about 
•thirty  miles  away,  where  the  farmers  go  in  their  automobiles, 
or  on  the  trains.    That  is  the  way  the  trade  is  slipping  away 
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from  you.  it  is  not  the  mail  order  house  any  more  than  it  is 
the  other  towns  near  you.  I  went  around  and  examined  their 
gocds  and  I  found  exactly  the  same  goods  I  would  find  in 
Omaha.  They  are  advertising,  to  the  people  of  that  community, 
through  the  newspapers  and  other  means,  the  brands  of  goods 
that  are  well  know^n  to  the  trade  in  that  community.  Thus  they 
hook  up  the  advertising  being  done  by  the  manufacturer  to  the 
consumer  with  their  store  through  this  advertising  and  through 
window  displays. 

Manufacturers  throughout  the  country  are  spending  millions 
of  dollars  to  popularize  their  goods.  They  are  doing  it  through 
different  sources — through  magazines,  daily  papers,  farm  papers, 
and  for  your  benefit,  because  you  must  get  your  profit  before 
they  can  possibly  hope  to  obtain  a  single  cent  of  profit;  the 
goods  must  be  sold  before  they  derive  their  profit  out  of  them. 

This  question  of  advertised  brands  of  goods  arises  immediately 
in  connection  with  this  proposition.  You  may  say  it  is  a  good 
thing  or  a  bad  thing;  you  may  discuss  it  pro  and  con;  but  the 
manufacturer  has  found,  through  years  of  experience,  that  he 
can  go  out  and  tell  his  story  to  thousands  upon  thousands  of 
I-eople  at  a  nominal  cost  through  advertising  thus  establishing 
his  business  upon  a  firm  foundation,  and  he  will  continue  to 
do  so. 

Mr.  Moon,  w^ho  is  a  retail  dealer  in  a  town  of  about  200  people. 
100  miles  from  Chicago,  in  Indiana,  recently  told  me  that  an  old 
friend  of  his  came  in  his  store,  a  man  that  he  had  known  for 
many  years,  and  wanted  a  shovel.  He  said:  "I  showed  him 
tvv^o  shovels;  one  at  a  certain  price,  and  another,  a  Keen  Kut- 
ter  which  sold  for  ten  cents  more."  "Well,"  he  said,  "Mr. 
Moon,  you  say  that  these  are  equally  good,  but  I  will  take  the 
Keen  Kutter,  because  I  had  a  Keen  Kutter  knife  and  it  was  a 
maghty  good  one."  That  sale  was  made  on  the  strength  of 
advertising.  Is  there  are  reason  why  you  should  go  out  and 
attempt  to  sell  the  articles  that  are  not  well  known  when  you 
can  sell  the  articles  that  are  well  known?  Mr.  Moon  said  an 
article  that  is  well  advertised  is  more  than  half  sold. 

The  man  who  comes  to  you  with  a  letter  of  introduction  is 
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received  more  favorably  than  the  man  who  comes  to  you  un 
known.  That  is  a  parallel  situation  with  advertised  and  unad- 
vertised  goods. 

'Now,  how  about  negative  advertising? 

I  have  no  quarrel  with  you,  but  I  want  to  explain  where  1 
think  your  organization  made  a  mistake.  At  the  instigation  of 
some  misguided  individual  a  year  ago  your  organization  passed 
a  resolution  severely  censuring  farm  papers.  I  was  not  there, 
and  I  would  not  have  been  there  if  I  had  known  that  resolution 
would  be  passed.  I  would  not  have  discussed  it  with  you  because 
that  was  your  meeting,  but  I  have  been  invited  here  to  talk  to 
you  about  reaching  the  farmer  trade,  and  I  will  tell  you  that 
that  resolution,  published  in  the  daily  papers  and  going  out  to 
the  farmers  throughout  Nebraska  did  you  more  injury  than  you 
will  ever  know.  It  is  not  for  us  to  complain  to  the  farmers  that 
you  passed  a  resolution  against  our  publications.  They  knew  it. 
The  farm  papers  stand  in  the  closest  relation  to  the  farmer  of 
any  publication  that  he  reads,  because  it  renders  him  a  service. 
It  is  of  value  to  him  in  his  business,  and  when  he  finds  that 
you,  as  the  hardware  dealer  of  his  community,  went  to  Lincoln 
and,  at  a  meeting  there,  resoluted  against  his  closest  personal 
friend,  he  will  take  care  of  your  case. 

Now,  I  am  sorry  that  that  thing  happened,  and  you  did  not  do 
it  maliciously.  You  did  it  because  you  thought  you  were  doing 
something  in  your  own  interest  but  when  you  did  that  you  did 
not  know  that  the  farm  paper  is  built  upon  the  basis  of  fairness 
and  service. 

Let  us  see.  I  have  here  a  resolution  that  was  passed  at  a 
meeting  of  the  Agricultural  Publishers'  Association,  and  when  I 
read  it  I  want  to  ask  you  if  any  class  of  publishers  has  ever 
published  or  passed  a  resolution  that  is  so  fair.    It  says: 

''Whereas,  The  important  work  of  this  Association,  as  set 
forth  in  its  constitution  and  by-laws,  is  to  conduct  the  work 
to  secure  fair  understanding  and  mutually  beneficial  co-opera- 
tion between  this  Association  and  advertisers,  advertising  agen- 
cies, publishers  in  other  fields  and  commercial  organizations  of 
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retailers,  wholesalers  and  manufacturers  in  various  lines;  there- 
tore  be  it 

■  Resolved,  That  it  is  the  sense  of  the  members  of  the  Agricul- 
tural Publishers'  Association  that  the  farm  papers  of  America 
do  exclude  from  their  columns  copy  attacking  retail  or  whole- 
sale dealers,  assailing  advertisers  selling  either  direct  or  through 
dealers  or  reflecting  in  any  unfair  manner  upon  a  competitor 
in  business." 

We  sent  back  a  full  page  advertisement,  that  cost  $239,  to 
The  Nebraska  Farmer,  because  they  made  an  attack  upon  retail 
dealers,  and  that  was  within  a  month — and  we  do  it  right  along 
( applause) . 

I  will  read  you  a  guaranty  which  is  published  in  practically 
all  of  the  farm  papers.  I  make  no  special  plea  for  my  paper; 
I  make  a  plea  for  all  good  farm  papers.  I  am  trying  to  show 
you  what  the  real  farm  paper  means  to  the  farmers.  Here  isi  a 
guaranty  which  you  will  find  in  no  other  class  of  publications: 

"Advertisements  in  The  Nebraska  Farmer  are  reliable.  We 
guarantee  every  subscriber  against  loss  through  dishonesty  or 
attempted  swindle  by  any  advertiser  in  this  publication;  we  do 
not  attempt,  however,  to  adjust  trifling  differences  between  sub- 
scribers and  honest,  responsible  advertisers,  nor  will  we  pay  the 
debts  of  honest  bankrupts.  Notice  of  complaint  must  be  sent  us 
within  thirty  days  from  the  date  of  the  transaction,  and  the 
subscriber  must  have  mentioned  The  Nebraska  Farmer  when 
writing  the  advertiser." 

Do  you  subscribe  to  any  publication  that  makes  you  that  kind 
oi  a  guaranty?  Now  you  can  understand  why  the  farm  papers 
stand  in  such  close  relationship  to  the  farmer.  It  is  because  they 
are  kept  so  clean.  There  is  not  accepted  in  the  columns  of  any 
first-class  farm  paper  any  patent  medicine  advertisements  of  any 
kind;  no  liquor  advertisements;  no  stock  selling  schemes;  no 
financial  advertising  of  any  kind  (applause).  There  is  thrown 
about  that  farmer  everything  that  tends  to  stimulate  his  confi- 
dence in  the  publisher.  He  believes  in  his  real  farm  paper  most 
emphatically. 
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Now  you  think  that  these  farm  papers  are  supported  by  mail 
order  advertisements.  Let  me  tell  you  that  seventy-five  per  cent 
of  the  advertising  we  carry  is  on  articles  that  are  sold  in  your 
store,  articles  that  are  sold  through  the  dealers;  articles  that 
are  being  popularized  to  your  trade  by  the  manufacturer.  When 
you  look  upon  the  mail  order  advertisement  as  a  real  competitor, 
and  resolute  against  farm  papers  as  a  means  of  reaching  the 
farmer,  you  resolute  against  your  own  business  (applause). 

I  want  to  say  to  you  gentlemen  that  I  have  said  all  of  these 
things  to  you  in  the  spirit  of  absolute  friendship.  I  want  ta  co- 
operate with  you  in  the  upbuilding  of  your  business,  because  I 
know  that  the  prosperity  of  the  communities  of  Nebraska  is  at 
the  foundation  of  my  success  as  a  publisher,  the  same  as  is  at 
the  foundation  or  the  success  of  these  jobbing  houses  and  manu- 
facturers, and  our  cities  of  Omaha  and  Lincoln  and  all  the  other 
large  centers.  Unless  our  rural  communities  prosper,  unless 
you  as  distributors,  filling  a  field  of  importance  and  activity 
which  cannot  be  ignored,  and  which  is  needed — unless  you  pros- 
per we  know  that  we  cannot  prosper  either;  so  we  are  glad  of 
the  opportunity  to  co-operate  with  you. 

I  tell  you  that  the  fellows  who  are  located  out  there  on  the 
farm,  and  the  fellows  who  are  located  in  the  small  towns,  and 
doing  business  with  the  farmer  and  the  people  of  their  com- 
munity, are  the  most  important  men  we  have  in  the  country 
today.  I  do  not  say  that  in  the  sense  of  flattery.  It  is  the  recog- 
nition  of  a  well  established  truth. 

A  dealer  who  had  been  successful  told  me  the  other  day  that 
he  had  been  offered  in  Chicago  a  position  which  would  pay  him 
twice  what  he  was  getting  out  of  his  business,  and  he  said.  "I 
told  them  I  would  not  trade  the  friendship  of  the  dog  which 
sleeps  upon  my  front  porch  every  night  for  the  paltry  dollars 
of  your  business  down  in  Chicago."  That  tells  the  story.  After 
all,  that  is  the  answer;  we  find  it  easier  to  be  successful  and 
happy  and  contented  out  in  the  small  communities  than  we  do  in 
the  larger  centers.    I  thank  you  (applause). 

The  President:    You  will  now  all  agree  with  me  that  this  was 
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a  most  instructive  talk  along  our  line.  His  words  of  encourage- 
ment and  his  suggestions  are  well  worth  taking  with  us  to  our 
homes.  He  confirms  some  of  the  statements  presented  in  my 
address,  and  I  think  it  is  well  to  remember  them  for  your  home 
associations  and  commercial  clubs,  and  thereby  bring  about 
greater  results. 

^Ir.  Ebinger:    It  is  too  bad  he  is  not  a  hardware  man. 

Mr.  Roberts:  I  move  that  we  give  ex-Lieutenant  Governor 
S.  R.  McKelvie  our  appreciative  rising  vote  of  thanks.  (Seconded 
and  joyfully  carried.) 

Mr.  McKelvie:  I  was  fully  repaid  by  your  splendid  attention 
during  my  talk. 

QUESTION  BOX 

Conducted  by  Mr.  IVI.  D.  Hussie 

"Which  is  of  greater  benefit  to  the  welfare  of  our  state,  a  com- 
munity of  interest,  or  prices  16  enable  us  to  meet  foreign  com- 
pecition?" 

Mr.  Ammon  was  asked  to  discuss  this,  but  as  Mr.  McKelvie 
was  still  here,  he  asked  him  to  discuss  it. 

Mr.  McKelvie:  I  have  always  tried  to  look  at  these  things 
from  the  standpoint  of  what  will  be  of  most  benefit  to  all  con- 
cerned, and  the  most  lasting,  and  I  would  say  that  the  com- 
munity of  interest  would  be  of  most  lasting  benefit.  It  has  been 
my  observation  that  the  matter  of  competing  upon  the  basis  of 
price  means  nothing  in  the  long  run.  Today  it  may  effect  a  sale, 
but  tomorrow  the  fellow  who  is  educated  to  buy  upon  the  basis 
of  a  dollar  of  value  for  a  dollar  paid  is  the  best  customer  ycu 
have.  If  you  educate  him  to  want  and  to  know  good  articles 
then  you  can  sell  him  those  articles  at  what  they  are  actually 
worth.  Why  people  go  from  ycu  to  the  larger  centers  is  because 
they  are  appealed  to  by  the  bargain  sales.  The  bargain  sale  in 
the  larger  centers  has  become  a  menace  to  business  success  in 
the  towns.  It  confronts  the  business  men  of  Omaha  today. 
They  are  at  their  wits  end  to  know  how  they  will  overcome  this 
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ecuoatiOii  fur  whicn  they  are  responsible,  having  educated  their 
people  Lo  want  something  at  a  lower  price,  if  1  offer  a  tellow 
a  cut  of  five  cents  on  an  article  today,  he  win  come  in  and 
want  a  five  cent  cut  tomorrow.  If  I  tell  h.m  it  is  worth  so  much 
and  I  expect  it,  if  he  dees  not  buy  from  me  today  he  will  tomor- 
row, because  my  basis  of  answering  him  is  correct.  Build  your 
business  upon  the  basis  of  service,  quality  of  the  article  and  per- 
sonal attention,  and  when  you  have  done  that  you  have  become 
a  part  of  your  community  which  cannot  be  relegated  to  the  rear. 
How  well  do  we  serve  the  people  of  our  commun-ty  as  distrib- 
utors? Are  we  serving  them  well,  or  are  we  leeches?  (Ap- 
plause.) 

Mr.  Ammon:  Our  association  has  taken  a  stand  for  price,  and 
that  is  w^hat  brings  trade.  Is  it  not  a  fact  that  Sears-Roebuck's 
business  is  growing  extremely  fast,  and  it  is  not  because  they 
are  able  to  make  the  price? 

Mr.  McKelvie:  The  illustration  I  used  regarding  Sears,  Roe- 
buck &  Company  has  to  do  with  quality. 

Mr.  Ammon:    Was  not  their  business  built  on  price? 

Mr.  McKelvie:  I  am  not  prepared  to  answer  that. 

Mr.  Ammon:  Of  course,  not  absolutely.  There  must  be  qual- 
ity in  any  business,  but  their  growth  has  been  mainly  on  price. 

Mr.  McKelvie:  I  presume  that  is  true.  The  question  answers 
itself.  With  reference  to  Sears,  Roebuck,  if  you  can  meet  their 
price,  and  have  not  been  doing  it,  then  you  have  been  getting 
something  you  are  net  entitled  to,  if  they  have  been  giving  a  full 
dollar's  w^orth. 

Mr.  Kinzei:  I  never  heard  any  criticism  against  the  service 
of  Sears,  Roebuck. 

Mr.  McKelvie:  Sears,  Roebuck  never  question  the  honesty  of 
the  fellow  with  whom  they  do  business;  if  he  returns  an  article 
they  accept  it  and  return  the  money.  Every  retailer,  because 
of  his  closeness  to  the  customer,  is  in  a  better  position  to  render 
service  than  the  man  who  is  sitauted  a  thousand  miles  or  more 
away.  He  is  on  the  ground  and  in  daily  touch  with  the  people, 
and  he  is  in  a  better  position  to  render  service  than  anybody  else. 
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The  man  who  is  In  business  today  and  dees  not  study  the  prob- 
lem cf  distribution  is  not  living  up  to  the  requirements  placed 
upon  h^m.  You  must  be  in  a  position  to  explain  to  the  farmer 
that  you  are  rendering  him  a  service  that  is  mutually  worth 
while,  and  unless  ycu  do  it  you  will  be  eliminated  as  retailers 
and  they  will  take  the  business  in  their  own  hands. 

Mr.  Wicker  sham:  Everybody  tells  the  hardware  man  hew  to 
lun  his  business  better  than  he  knows  how  himself.  They  tell 
h.m  ne  does  not  do  it  right.  Every  town  has  a  territory  that 
lawfully  belongs  to  it.  The  territory  adjacent  to  Weeping  Water 
dees  not  belong  to  Omaha  or  Chicago,  but  to  Weeping  Water. 
If  eur  local  papers  would  back  up  and  boost  for  their  heme 
towns  much  of  this  trouble  would  be  saved.  Loyalty  does  the 
business.  The  press  has  been  against  us.  I  get  the  Twentieth 
Century  Farmer,  and  if  there  are  any  bouquets  thrown  at  the 
feet  of  the  retailer  I  have  never  heard  .of  it.  Sears,  Roebuck  do 
not  bother  me  much,  but  I  have  been  cut  in  the  country  putting 
in  furnaces,  and  would  remain  at  the  home  of  the  farmer  a  few 
days;  and  upon  the  center  tables  of  those  homes  you  find  these 
catalogues,  and  they  are  read  and  studied  by  them  all  the  t'me, 
for  when  they  think  of  an  article  they  want  their  mind  naturally 
drifts  to  the  catalogue,  and  if  our  country  press  would  try  to 
educate  the  people  in  cur  favor  the  catalogues  would  be  short 
lived. 

Mr.  Shafer  of  Winner,  S.  D.:  I  am  a  believer  in  service  and  all 
these  things  mentioned,  which  are  necessary,  but  what  will  you 
do  when  a  customer  asks  the  price  of  six-inch  strap  hinges,  and 
you  tell  him  15  cents,  including  screws,  and  in  turn  he  says, 
that  is  too  much,  for  I  can  get  them  of  Sears,  Roebuck  for  8  cents. 
Service  is  all  right,  but  what  will  you  do  wtih  a  proposition  of 
that  kind? 

The  Secretary:   Tell  him  he  is  not  getting  the  Stanley  hinges. 

Mr.  Weimer:  We  simply  cannot  make  the  price  and  make  a 
living  profit.  A  customer  may  ask  us  to  deliver  a  keg  cf  nails 
in  Dundee  on  which  there  is  a  profit  of  ten  cents.  If  we  deliver 
the  goods,  we  are  giving  service,  but  no  thanks  for  it.    We  must 
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iiave  sufficient  profit  to  at  least  bear  the  expense  of  hauling  the 
ccmmodity. 

Mr.  C.  M.  Johnson  of  Rush  City,  Minn.,  favored  the  conven- 
tion with  an  illustrated  chalk  talk  entitled,  "Where  Have  My 
Picfits  Gone?"  His  talk  was  exceedingly  humorous,  neverthe- 
less it  contained  suggestions  and  adv'ce  so  well  illustrated  that 
the  impression  upon  the  members  was  permanent.  It  was,  in 
part,  as  follows: 

WHERE  HAVE  MY  PROFITS  GONE? 

Curtis  M.  Johnson,  Rush  City^  Minn. 

Mr.  President,  Ladies  and  Gentlemen: 

Some  day  there  will  be  just  as  many  women  at  conventions  as 
there  are  men.  Why  shouldn't  they  be  here'r  They  are  voting 
now  and  do  their  part  of  the  work  as  it  goes  along.  I  am  much 
interested.  I  am  in  favor  of  the  woman's  suffrage  movement. 
Men  say,  what  would  become  of  our  hemes  if  the  women  could 
vote,  and  while  it  is  agitated  I  notice  they  are  still  building 
school  houses.  I  know  what  it  means  to  me  to  know  that  my 
mother  and  my  wife  are  interested  in  my  business. 

I  think  the  greatest  success  we  can  make  out  of  this  convention 
is  to  just  put  one  word  in  our  thoughts,  and  that  is  "prosperity." 
Let  us  do  everything  we  can  to  make  1915  the  best  year  we 
ever  had.  I  am  just  enough  of  a  Christian  Scientist  to  think  if 
every  one  of  us  thought,  ''Here  is  going  to  be  the  best  year, 
1915  "  that  it  would  be.   Let  us  go  to  it. 

We  have  a  good  many  problems  to  solve  every  day.  Did  you 
ever  stop  to  think  how  often  we  leave  our  problems  to  be  solved 
the  easiest  way?  You  go  along  the  road  and  you  strike  a  rock 
in  the  road,  and  you  drive  over  it,  and  the  next  fellow  comes 
along  with  his  wagon  and  he  goes  over  it,  and  the  next  fellow 
comes  along  and  he  has  a  buggy  and  he  goes  over  it,  and  the 
next  fellow  with  his  automobile  goes  over  it,  leaving  the  rock 
right  there  until  they  have  solved  the  problem  of  crushing  that 
rock.   We  are  not  solving  the  problem  in  the  smoothest  way,  but 
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we  are  leaving  them  to  some  fellow  that  comes  behind  us.  One 
of  the  greatest  things  we  can  do  is  to  build  up  prosperity. 

I  am  reminded  that  when  we  talk  about  service  we  ought  to 
change  our  dollar.  We. have  the  eagle  on  the  dollar.  I  would  put 
the  stork  on  the  dollar.  While  the  eagle  does  not  do  anything 
but  scream,  the  stork  delivers  the  goods. 

I  am  afraid  that  as  we  go  along  every  day  in  our  retail  hard- 
ware and  implement  business  some  of  us  don't  know  the  differ- 
ence between  life  and  love.  Life  is  just  one  fool  thing  after  an- 
other. Love  is  two  fool  things  after  each  other,  and  if  you  are 
in  love  with  your  business  you  will  find  that  that  business  is  in 
love  with  ycu,  and  if  you  are  just  getting  life  out  of  your  busi- 
ness, if  you  are  not  careful  you  will  let  some  other  fellow  get  the 
life  and  the  love,  too.  Let  us  learn  to  tell  the  difference  between 
I'fe  and  love. 

Don't  Be  a  Frog 

Lots  of  the  dealers  haven't  come  to  the  realization  yet  that 
they  are  net  making  money.  They  are  like  the  frog  we  had  in 
our  experiment  in  physics.  We  took  a  frog  and  put  it  in  a  pan  of 
cold  water  and-then  in  warm  v/ater,  and  instantly  the  frog  would 
jump  out  of  the  warm  water.  But  if  you  put  it  in  the  pan  of 
cold  water  and  put  a  flame  under  it,  and  he  stays  there  in  that 
cold  water,  warm  water,  boiling  until  it  is  dead.  A  good  many 
dealers,  if  you  told  them  they  were  not  paying  in  their  place, 
would  be  shocked  at  the  proposition. 

If  I  had  the  eloquence  strong  enough  and  could  put  it  to  you 
heavy  enough  I  could  get  him  to  the  boiling  point  of  that  water 
before  you  could  help  him  out  of  his  condition  and  bring  him  to 
a  realization  that  he  isn't  making  money  on  the  goods  he  sells. 
After  you  have  paid  for  the  goods  you  have  a  certain  line  of  ex- 
pense. The  expense  bridge  has  got  to  be  crossed  before  you 
can  get  over  on  the  other  side  and  get  any  profit. 

Your  Investment 

The  first  item  of  expense  I  want  to  put  on  this  sheet  is  inter- 
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est  on  the  investment.  We  will  assume,  for  tne  sake  of  argu- 
ment, thai  a  farmer  (and  a  farmer  is  your  natural  competuor, 
because  there  isn't  anybody  that  knows  any  better  about  hard- 
vvare),  sells  his  farmx  and  deposits  his  money.  As  he  comes  out 
of  the  bank  he  meets  a  hardware  and  implement  man,  and  tne 
dealer  asks  h.m  for  a  ride  in  his  automobile.  So  he  gets  into  tne 
c^uccmobue  and  they  go  out  in  the  country. 

He  feels  that  ten  inches  of  upholstery  in  that  Ford  under  him 
and  it  makes  him  feel  that  he  ougnt  to  get  into  the  hardware  and 
implement  business.  That  place  he  has  rented  for  some  other 
business  he  is  going  into  himself.  So  he  starts  up,  and  his  first 
customer  comes  in.  He  is  a  farmer,  and  he  says,  '  John,  I  see 
you  have  started  into  the  hardware  and  implement  business." 
"What  do  you  want  this  morning?"  "I  think  I  would  buy  a 
wagon."  This  is  a  peach  of  a  proposition  to  start  in  on  the  im- 
plement business.  So  the  retired  farmer  says,  ''There  is  a 
wagon.  It  has  four  wheels  and  a  box  on  it."  The  farmer 
says,  "What  kind  of  wood  in  the  box?"  "It  is  boxwood."  "What 
do  you  ask  for  such  a  wagon?"  "About  $75."  He  made  a  mis- 
take right  there.  He  should  have  talked  on  that  wagon  and 
made  the  pr'ce  after  he  sold  the  wagon.  Anyhow,  he  said  $75. 
"I  can  go  across  the  street  and  get  a  wagon  just  like  that,  or  it 
locks  the  same,  for  $70."  "By  gob,  if  you  can  go  over  there  and 
buy  it  for  $70,  I  can  sell  it  to  you  for  $69,"  says  the  farmer,  and 
after  that  the  price  of  wagons  in  that  community  is  $69. 

This  farmer  with  about  $12,000  in  the  hardware  and  implement 
business  finds  that  he  didn't  get  any  interest  on  his  proposit'on. 
They  are  the  only  ones  that  know  what  it  is  to  collect  interest. 
They  will  put  their  money  in  the  bank  and  take  their  6  per  cent 
certificate.  The  first  thing  he  thinks  about  is  the  interest  he 
lost  on  ills  investment.  He  ought  to  get  6  per  cent,  and  that 
would  be  $720  a  year.  He  lost  it  because  he  didn't  get  any  cash, 
and  it  is  to  go  on  the  expense  sheet. 

The  next  item  we  will  put  down  is  rent.  We  will  assume  that 
this  farmer  charged  himself  rent  for  this  store  building.  That 
will  be  $60  a  month.    This  amount  we  will  use  for  the  sake  of 
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argument.  He  has  $10,000  invested  in  stock  and  $2,000  in  deliv- 
ery stable  and  tools.  That  $2,000  is  not  working  capital,  and  the 
n 0,000  is  stock,  which  he  turns  over  three  times  a  year.  For  the 
rent  of  a  building,  he  must  be  downtown  seme  place  and  have 
a  first-lass  building.  That  includes  the  stable  rent  and  all  the 
buildings  he  wants. 

His  own  salary.  T  admit  on  the  start  that  man  isn't  worth 
$100  a  month.  That  is  all  we  are  go'ng  to  pay  for  the  man  that 
runs  this  place.  I  am  not  going  to  ask,  either,  for  the  man  that 
takes  out  $100  a  month  in  cash,  but  you  ought  to  do  it  every 
month. 

The  next  item  is  the  first  clerk's  salary.  You  can't  pay  him 
over  $60  a  month,  because  if  you  pay  him  any  more  than  that  he 
will  save  up  on  you.  and  start  in  for  himself  and  take  your  good 
customers  away  from  you.  He  has  made  friends  with  the  good 
ones.  The  first  clerk  will  be  $60  a  month,  $720  a  year,  and  you^ 
must  make  him  think  that  you  are  going  to  take  him  into  part- 
nership v/ith  you  any  time. 

The  second  clerk.  Here  is  a  fellow  that  knows  more  about  the 
business  than  the  head  clerk  and  the  boss  put  together.  But  ycu 
can't  afford  to  pay  him  over  $40  a  month,  but  you  want  to  get 
this  fellow  to  think  that  he  will  soon  be  head  clerk. 

Rush  help.  There  are  lots  of  times  you  have  extra  help.  You 
can  get  a  man  twice  a  month,  $2  a  day,  and  he  knows  more  about 
how  to  put  up  machinery  th^n  the  man  who  built  it  at  the  fac- 
tory. And  so  you  pay  him  $48  a  year.  You  probably  need  him 
off  and  on. 

Now,  then,  there      depreciation  on  stock.    We  put  on  $60. 

The  next  item  is  depreciation  on  fixtures  and  tools.  You  fel- 
lows in  the  pump  business  know  that  machinery  will  rust.  Bank- 
ers always  charge  off  10  per  cent  on  their  fixtures.  Ten  per  cent 
would  be  $200. 

The  next  is  donations.  You  can't  get  away  from  it.  You  are 
the  **big  splash"  in  the  town.  Every  time  a  farmer  loses  a  cow 
in  the  country  they  will  come  to  you  for  a  donation.  Maybe  the 
fellow  that  lost  the  cow  is  worth  fifteen  or  twenty  thousand  dol- 
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lars,  but  you  are  the  big  man  of  the  town,  so  they  come  to  you 
to  head  the  list,  with  a  donation  of  $2.  Did  you  ever  stop  to 
th"nk  if  your  store  burned  down  some  night  and  somebody  should 
try  to  get  up  a  donation  for  you,  they  would  give  you  the  horse 
laugh?  Hero  is  another  donation  that  is  perfect^f  legit 'mate. 
The  ether  fellow's  church  bell  got  cracked,  and  so  you  ccntribute 
to  the  other  fellow's  church.  A  fellow's  personal  church  dona- 
tions would  not  be  counted  in  but  the  other  fellow's  church  bell 
-'s  somewhat  different.  About  $90  a  year  for  donations,  and  you 
are  ]ucky  if  you  hold  it  down  to  that. 

Insurance,  I  am  assuming  thai  you  are  taking  advantage  of  all 
the  hardware  and  implement  mutuals  you  can  get,  so  that  your 
insurance  will  be  cut  down  on  that  kind  of  a  risk  to  about  $130. 

The  next  item  is  light  and  heat.   We  will  put  that  down  as  $72. 

The  next  is  office  and  store  supplies.  $30.  We  will  assume  that 
ycu  are  not  keeping  your  accounts  on  the  wall  paper. 

The  next  item  is  delivery  wagon  and  stable  expense.  Some 
of  you  fellows  will  have  a  hard  time  getting  out  of  this  on  $10  a 
month.  $120  a  year.  If  you  find  that  you  can't  set  out  of  't  for 
that  start  a  flour  and  feed  department  and  then  it  won't  cost  you 
anything  for  feed. 

Some  of  you  don't  have  any  telegrams  or  telephone.  When 
tbe  farmers'  company  arranged  their  phones  I  think  it  was  with 
a  view  to  advertising.  You  ring  up  John  Jones,  who  is  at  the 
end  of  the  line  of  25  phones,  and  you  have  a  conversation  some- 
thing like  this.  First  you  hear  all  along  the  line,  "Hush,  keep 
back  I  can't  hear."  "You  know  that  buggy  I  had  on  the  floor 
that  I  showed  you  last  week?  I  can  sell  you  that  today  for  $75." 
While  you  are  talking  to  one  you  are  talking  to  them  all.  We 
ought  to  take  advantage  of  it.  Telegrams  and  telephones  $30  for 
the  year. 

The  greatest  thing  in  the  world  is  a'dvertising.  How  many  of 
you  fellows,  and  T  v/ant  your  hands  now.  how  many  of  you  fellows 
have  written  a  post  card  home  to  any  of  your  customers?  Two 
cut  of  500.  John  Jones  wanted  a  gasoline  engine.  Write  h'm, 
"I  am  in  Omaha  attending  the  convention  and  having  a  fine 
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time.  Don't  forget  to  come  in  next  week  and  get  that  engine." 
-  iiat  rehow  comes  back,  m  your  store  next  week  and  says,  "I 
inoughi  you  would  have  a  good  time  down  there.  I  am  glad  that 
you  remembered  me.  I  am  going  to  take  that  engme  home  witn 
liie.  ■  We  aie  going  to  put  Qown  $150  for  advert  smg — one  half  of 
cue  per  cent  of  our  sales. 

Ine  next  item  is  traveling  expenses,  $30.  That  doesn't  mean 
iOr  pleasure,  but  traveling  for  business,  going  to  the  market,  see- 
ing what  the  other  fellows  are  doing.  Get  $30  of  informations 
out  01  your  traveling  expenses. 

Gccds  stolen  and  not  charged.  Someone  comes  in  and  says. 
••;  want  to  pay  for  that  wash  boiler."  "What  kind  of  a  boiler 
Vw.s  t?"  Ycu  didn  t  pul  that  down.  You  charge  up  the  $3.75  and 
she  says,  "I  will  pay  it,"  and  you  make  a  record.    Then  there  is 

Ici  cf  mings  tnat  get  stclen — ^SO. 

Goods  returned.  There  is  the  man  who  buys  a  hay  loader  in 
the  spring  and  gives  you  a  note  for  it.  He  uses  it  ail  summer 
and  then  in  the  fall  he  comes  in.  "There  is  your  hay  loader  out 
ill  the  back.  Wnat  are  you  going  to  do  about  it?  You  can  sue 
me.  '  His  neighbor  saw  it  working  and  you  go  out  and  sell  it  to 
liim  for  $10  less  than  you  charged  for  it  in  the  first  place,  and 
mat  $10  has  got  to  go  on  the  list.   Estimate  it  at  $30. 

Bad  debts,  I  don't  believe  in  doing  a  strictly  cash  business. 
Bad  debts  for  the  year,  $150.  The  more  advertising  I  do  the 
more  bad  debts  I  will  have. 

Talking  about  bad  debts,  you  want  to  use  your  competitor  to 
find  out  who  is  not  able  to  pay.  A  fellow  comes  up  to  my  town 
from  Nebraska.  He  says,  "I  want  to  get  $150  worth  of  stuff  till 
fall.  The  banks  dow^n  in  Nebraska  they  all  know  me."  That  kind 
of  a  bluff  works  almost  always.  The  banks  knew  him  all  right, 
but  not  the  way  I  took  it.  At  the  end  of  the  fall  I  go  to  collect 
my  bill  and  he  won't  pay,  and  he  goes  up  to  my  competitor  and 
he  asks  for  another  $150.  I  ought  to  have  gone  up  and  told  my 
competitor. 

The  next  thing  is  collection  expenses.  It  would  be  a  good 
thing  to  have  a  bookkeeper.    Once  a  year  you  ought  to  send  out 
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statements,  at  least.    So  we  will  say  cciiect'on  expenses,  $60. 

The  next  item  is  taxes.  You  are  in  a  wet  town  and  tiiere  are 
15  or  20  saloons  and  you  don't  have  much  taxes  to  pay — $60. 
Tliat  is,- assuming  you  are  in  a  good  licensed  town,  where  ycur 
bad  debts  will  be  increasing.  There  ain't  any  better  town  than 
a  dry  cne  to  raise  boys  in. 

The  next  is  window  display.  We  are  going  to  work  up  the 
county  fa'r.  The  Fourth  of  July  and  the  fair  displays  ought  to 
work  up  to  about  $30  expense.  At  the  county  fair  w^e  ought  to 
display  a  gasoline  engine  and  on  the  Fourth  of  July  we  ought  to 
have  the  best  float  in  the  parade.  You  ought  to  have  the  best 
kind  of  a  float  in  every  Fourth  of  July  parade  so  that  when  you 
take  ycur  boys  down  to  the  corner  they  will  see  it  and  take  an 
interest  in  your  business  and  then  you  can  sit  in  the  back  part 
of  the  office  in  the  later  days  and  let  the  boys  run  the  business. 

The  next  item  is  dues  in  associations  and  trade  papers.  You 
can't  take  any  of  these  trade  papers,  even  the  poorest  one,  with- 
out you  can  get  a  dollar's  worth  of  ideas  cut  of  every  sheet.  And 
here  is  $30,  and  another  $30  for  miscellaneous. 

All  these  things  add  up  to  $5,200  on  $30,000  gross  annual  sales. 
Seventeen  per  cent  is  the  least  you  can  do  it  for.  I  want  to  tell 
you  another  thing,  if  you  are  doing  it  for  less  than  17  per  cent 
you  ought  to  keep  still  about  it  because  somebody  is  looking  for 
that  kind  of  an  opening. 

Some  of  you  say,  how  about  postage?  Some  dealers  don't  have 
any  postage  even  in  their  remittances.  They  wait  until  they  are 
drawn  on.    You  can  include  postage  wherever  you  please. 

Thus,  for  every  dolar's  worth  of  sales,  it  has  cost  us  17  -cents 
to  do  business;  in  other  words,  the  cost  of  doing  business  is  17 
per  cent.  Out  of  each  dollar  of  sales  you  have  83  cents  for  your 
profit  and  the  cost  of  goods.  In  other  words,  the  cost  of  the 
goods  delivered  in  your  store  is  83  per  cent  of  the  total  cost  to 
you,  including  the  expense  of  doing  business,  and  if  you  divide 
this  delivered  cost  by  83,  it  will  give  you  the  total  cost.  For  ex- 
ample, if  an  article  costs  you  $83,  delivered  in  your  store,  divide 
this  $83  by  .83,  and  it  v/ill  give  you  $100',  which  represents  the 
invoice  price  plus  the  cost  of  doing  business.    Thus,  an  article 
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vvhiCh  costs  yen  $S3,  delivered  m  your  store,  actually  costs  ycu 
vi^ju  Wiieu  you  ligure  tne  cost  of  aong  business.  Th.s  same  re- 
^lai  can  De  arrived  at  by  adding  21  per  cent  to  tlie  invoice  price, 
rc.  example,  if  we  add  21  per  cent  to  $83,  we  get  $100.43,  which 
is  practically  the  same  as  if  we  divided  the  $83  by  .83. 

Now,  V,  e  v/ill  take  a  range  wh.ch  costs  you  ^Al.Qo,  delivered, 
aiiQ  wnlcn  you  se:l  at  $62.50.  Take  from  $62.50  the  17  per  cent 
vviuc.i  represents  tne  cost  of  doing  business.  Seventeen  per  cent 
oi  o2.50  is  10.62.  Out  of  the  $62.50  you  have  received  for  the 
lange,  we  must  charge  $10.62  to  the  co^st  of  doing  business; 
:!.lu.^2  from.  $62.50  leaves  $51.88.  The  range  cost  you  $47.50.  and 
you  have  $51.88,  net  left  out  of  the  selling  price;  consequently 
you  nave  made  a  profit  on  this  range  of  $4.22. 

Wili  someone  in  the  audience  suggest  another  article?  (Deie- 
late  suggested  a  Winchester  carbine.)  '  Wnat  dees  it  cost  you?" 
Answer:  "$12.20."  "What  do  you  sell  it  for?  '  Answer:  "14.20."' 
Veiy  Vv'ell;  ycu  sell  it  fcr  $14  20;  deduct  17  per  cent  to  cover  cost 
of  dcing  business,  and  you  nave  left  $11.79  to  pay  for  the  carbine. 
It  costs  ycu  $12,20,  consequently  you  have  lest  41  cents  on  this 
articie. 

Take  a  16-inch  sulky  plow.  It  costs  you  $50.50,  delivered,  and 
you  sell  it  fcr  $57.50.  Taking  off  17  per  cent  to  cover  expense  of 
doing  business,  you  have  $47.73  left  to  pay  for  the  plow.  You 
i.ave  lost  $2.77  on  this  plow. 

(The  speaker  gave  a  number  of  further  illustrations  along 
til  s  line,  showing  that  in  many  cases  where  the  dealer  believed 
he  was  making  a  fair  profit,  he  was  in  reality  losing  on  the 
sale.) 

Now,  don't  be  afraid  to  ask  a  profit  from  the  farmer,  for  the 
farmer  is  getting  more  for  his  commodities  than  he  ever  did  be- 
fore, and  why  should  you  not  take  advantage  and  get  your  share? 
You  are  entitled  to  ic. 

So  I  lock  up  my  cfRce  and  as  I  turn  the  key  in  the  door,  I  leave 
everything  inside,  and  as  I  go  out  on  the  street  the  little  kids  run 
cut  to  meet  me.  If  you  have  any  choice  in  the  matter,  if  you 
are  an  implement  dealer,  get  boys.  I  go  down  on  all  fours  and 
play  with  them.  I  go  in  the  house  and  I  forget  all  about  my 
business.    I  have  a  better  heme.    Let  us  remember  that  these 
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boys  that  we  are  br  nging  up  in  the  business  have  got  to  make 
a  little  better  succeTS.    Let  us  try  and  lift  all  these  problems. 

*'To  feel  his  little  hand  in  mine,  so  clinging  and  so  warm; 
To  know  he  thinks  me  strong  enough  to  keep  him  safe  from 
harm: 

To  see  his  loving  faith  in  all  that  I  can  say  or  do; 

It  sort  of  shames  a  fellow,  but  it  makes  me  better,  too. 

For  I'm  trying  hard  to  be  the  man  he  fancies  me  to  be, 

Bscause  I  have  this  chap  at  home  that  thinks  the  world  of  me. 

I  would  not  disappoint  his  trust  for  anything  on  earth. 
Nor  Jet  him  know  how  little  I  just  naturally  am  worth. 
But  after  all,  it's  easier  the  higher  road  to  climb 
With  the  little  hand  beside  me  to  guide  me  all  the  time; 
And  I  reckon  I'm  a  stronger  man  than  what  I  used  to  be. 
Because  I  have  this  little  chap  at  home  that  th'nks  the  world 
of  me."  (Applause.) 

Summary  of  Figures  Mentioned  in  Address  Estimated  Expenses 


for  the  Year 


Interest  on  investment  at  6  per  cent  

Rent  of  store  at  $60  per  month  ,  

Salary  of  proprietor  at  $100  

First  clerk's  salary  at  $60  

Second  clerk's  salary  at  $40  '  

Extra  help  during  rush  season  

Depreciation  on  stock  

Depreciation  on  fixtures  

Donations  during  year  

Insurance   

Light  and  heat  

Ofhce  and  store  supplies  

Delivery  expense   

Telephones  and  telegrams  

Advertising  (one-half  of  1  per  cent  of  sales) 


$  720.00 
720.00 
1,200.00 


720,00 

480.00 
48.00 
60.00 
60.00 
90.00 

120.00 
72.00 
30.00 

120.00 
30.00 

150.00 
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Traveling  expense   

Goods  stolen  or  not  charged  

Derreciaticn  on  goods  returned  

Bad  debts  

Ccilection  expense   

Taxes  

Fair  or  celebration  displays  

Dues  in  associations  and  trade  papers 
Miscellaneous  


30.00 
60.00 
30.00 
150.00 
60.00 
60.00 
30.00 
30.00 
30.00 


Total 


$5, 


,200.00 


Many  merchants,  especially  in  the  west,  will  regard  Mr.  John- 
son's figures  as  too  low  on  many  items,  but  where  figures  are 
higher,  :t  increases  expense  of  doing  business  proportionately, 
and  due  allowance  should  be  m.ade. 

Estimating  the  annual  sales  at  $30,000  cn  the  above  basis  the 
ccst  of  doing  business  is  a  little  over  17  per  cent. 

The  secretary  called  the  roll  of  all  new  members  who  have 
come  into  the  association  during  the  past  year,  after  which  all 
the  members  arose  to  their  feet  and  remained  standing  while 
the  following  declaration  of  principles  was  unanimously  adopted 
by  the  entire  body: 


Realizing  that  the  best  interest  of  our  business,  the  mainte- 
nance of  our  homes,  the  growth  and  progress  of  our  towns  and 
the  stability  of  our  state,  can  best  be  conserved  in  unity  and 
purpose  by  organized  thought  effort  and  action. 

We,  individually  and  collectively,  do  hereby  purpose  and  de- 
clare, without  mental  reservation,  that  we  will  do  all  that  is 
v^ithin  our  power,  honestly  and  honorably,  to  further  such  ends, 
which  eventually  shall  result  in  the  greatest  good  to  all. 

We  further  purpose  and  declare  that  we  will  stand  too  and 
abide  by  the  rules,  regulations  and  by-laws  of  our  association  as 
a  guide  to  our  actions  and  conduct,  and  that  we  will  keep  in- 
violable any  information  conveyed  to  us  which  has  as  its  object 
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the  betterment  of  our  members,  when  such  information  is  given 
us  under  this  declaration,  and  whereby  the  divulging  of  such 
information  to  those  outside  of  our  organization  would  defeat 
ihe  end  desired. 

V\'e  further  purpose  and  declare  that  we  shall  be  true  and 
loyal  to  our  craft  and  its  purpose,  that  we  at  all  times  stand 
ready  and  willing  to  give  counsel,  aid  and  help  to  the  extent 
of  cur  ability  to  a  wortny  brother  member  of  this  association. 

We  further  promise  and  declare  that  the  interest,  work  and 
efforts  of  our  association  shall  receive  from  us  our  individual 
co-operation,  whenever  and  wherever  it  shall  promote  the  gen- 
eral good,  and  that  we  shall  at  all  times  uphold  a  high  moral 
standard  of  business  rectitude. 

To  all  of  which  we  pledge  our  sacred  honor. 

An  adjournment  was  then  taken  to  1:30  p.  m. 

THURSDAY  AFTERNOON  SESSION 
FEBRUARY  11,  1915 

The  convention  opened  with  the  song  "N.  R.  H.  A.,"  and 
President  Arndt  in  the  chair,  at  2  o'clock  p.  m. 

As  per  motion  heretofore  made,  the  president  introduced  Mr. 
Frank  G.  Odell,  secretary  of  the  American  Rural  Credit  Asso- 
ciation, Omaha,  who  made  the  following  talk: 
Mr.  President  and  Gentlemen  of  the  Convention: 

I  assure  you  that  I  appreciate  the  courtesy  of  this  invitation 
to  address  you  too  highly  to  trespass  on  the  time  oT  an  organi- 
zation of  business  men  with  anything  other  than  that  which 
intimately  affects  your  business  interest.  The  story  which  I 
have  to  tell  is  brief,  but  of  dramatic  human  interest.  It  involves 
the  history  of  the  evolution  of  a  great  nation  from  scattered 
principalities  into  a  mighty  power  which  today  holds  the  allied 
armies  of  Europe  at  bay  in  the  world's  greatest  conflict  of  arms. 
The  evolution  of  the  German  land  credit  system  lies  at  the 
foundation  of  German  imperial  powder,  and  her  commanding 
place  in  industry,  commerce  and  diplomacy.    I  shall  endeavor 
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to  condense  this  story  of  a  century  and  a  half  of  evolution  into 
ihe  space  of  ten  minutes,  and  to  trespass  longer  cn  your  cour- 
tesy. 

The  principle  of  co  operation  in  securing  loans  on  agricultural 
lands  on  low  interest  is  established  by  the  experience  of  nearly 
one  hundred  and  fifty  years.  Before  the  Revolutionary  war,  to 
secure  our  independence  from  England,  the  beginning  of  this 
system  was  established  in  Germany.  During  the  reign  of  Fred- 
erick the  Great  the  government  of  Prussia  and  the  German 
states  and  principalities  which  subsequently  formed  the  German 
empire  were  in  financial  distress.  Long  wars  had  exhausted 
their  resources.  Agriculture  had  fallen  into  decay,  due  to  the 
fact  that  the  peasantry  were  called  to  arms.  The  national  credit 
was  impaired  and  the  sole  resource  for  government  revenue  lay 
in  taxes  levied  on  the  barons  and  large  landholders. 

The  barons  were  impoverished  and  their  lands  mortgaged  at 
extortionate  interest.  To  increase  production  from  the  land  was 
the  only  means  of  supporting  the  people  and  their  government. 

In  17t)7  the  first  German  "Landschaft,"  or  association  for  secur- 
ing land  credit,  was  formed.  The  land  owners  who  formed  this 
association  mutually  pledged  their  lands  for  the  loans  which  were 
subsequently  made  to  the  meml)ers.  A  system  of  small  annual 
payments  was  devised  for  gradually  paying  off  the  mortgages 
and  interest.  Upon  this  security  money  was  secured  without 
material  difficulty  at  much  lower  rates  than  those  formerly  paid, 
as  the  security  for  the  loan  was  continually  increasing,  due  not 
only  to  the  gradual  and  certain  reduction  of  the  indebtedness, 
but  also  the  increased  production  from  the  land. 

Some  of  these  original  *'Landschaften"  are  still  in  existence 
after  nearly  a  century  and  a  half.  They  gradually  spread  all 
over  Germany  and  neighboring  countries. 

In  1867,  one  hundred  years  after  the  founding  of  the  ''Land- 
schaft  "  Frederick  William  Reiffeisen,  burgomaster  of  the  town 
of  Weyerbusch,  in  southeastern  Germany,  organized  the  first 
village  co-operative  bank  for  the  relief  of  the  small  land  holder 
and  tenant  farmer.    These  have  grown  until  there  are  over  16,- 
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000  of  them  in  Germany.  They  are  uniformly  prosperous  and 
furnish  abundance  of  money  to  farmers  at  an  average  interest 
rate  of  about  three  and  one  half  per  cent.  In  the  early  seventies 
a  similar  system  of  co-operative  societies  was  originated  in  the 
German  cities  for  working  men,  known  as  the  Schulz-Delitsch 
banks,  after  their  founder.  The  area  of  the  German  empire  is 
smaller  than  the  state  of  Texas,  but  these  co-operative  credit 
societies  do  a  yearly  business  of  over  four  billion  dollars,  or 
more  than  all  the  entire  farm  mortgage  debt  of  the  United 
States. 

The  original  "Landschaften"  and  ''Reiffeisen  Land  Banks" 
were  purely  co-operative;  i.  e.  each  member  assumed  unlim- 
ited liability  for  the  debts  owing  to  the  association  by  other 
members.  Later  on  the  "Share  Capital"  or  joint  stock  banks 
were  established  to  relieve  the  membership  from  this  objection- 
able feature  of  unlimited  liability.  These  "Share  Capital"  banks 
are  similar  to  the  common  form,  of  American  corporations  with 
which  everyone  is  familiar.  They  have  been  very  prosperous  in 
Germany,  their  annual  dividends  ranging  from  ^ight  to  fourteen 
per  cent  on  the  capital  stock  of  the  members. 

These  German  societies  operate  both  to  furnish  money  on  land 
mortgage  security  and  short-time  loans  on  personal  credit.  The 
essential  principles  are:  First,  loans  are  made  only  for  pro- 
ductive purposes,  such  as  partial  payment  for  land,  or  necessary 
improvements,  including  fertilizer,  live  stock,  farm  implements 
or  machinery,  etc.  The  borrower  is  required  to  state  the  pur- 
pose for  which  he  secures  the  money,  and  the  bank  sees  to  it 
that  he  uses  the  money  for  the  purposes  stated. 

The  German  land  societies,  or  "Raiffeisen  Banks,"  are  mostly 
small  neighborhood  organizations.  As  mortgages  are  placed 
these  are  sent  to  a  "Central  Bank"  or  clearing  house,  which 
furnishes  money  on  the  mortgage.  The  "Central  Bank"  issues 
bonds,  from  the  sale  of  which  the  money  loaned  on  mortgages 
]s  recovered,  to  be  loaned  again.  In  this  manner  a  circulating 
capital  is  assured.  The  average  interest  rate  charged  the  borrow 
ing  farmer  is  about  three  and  one-half  per  cent. 

The  American  Rural  Credit  Association  has  adapted  the  long- 
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tried  and  successful  features  of  the  German  Land  Bank  in  its 
rlan  of  operations.  This  association  is  co-operative  in  character. 
Loans  will  be  made  only  to  shareholders  who  are  members  of 
the  association  by  virtue  of  their  ownership  of  shares  of  the 
capital  stock  of  the  association.  There  is  but  one  kind  of  stock 
which  is  sold  to  all  members  at  the  same  price.  There  is  no 
"preferred"  or  "promotion  stock"  of  any  kind.  Every  share- 
holder participates  in  the  profits  of  the  association  on  the  same 
basis  as  every  other  shareholder — in  proportion  to  the  number 
of  his  shares. 

The  borrowing  member  is  required  to  own  a  minimum  number 
oi  shares,  proportioned  to  the  amount  of  his  loan.  This  stock 
is  his  personal  property;  it  is  non-assessable  and  he  is  not 
liable  for  any  of  the  obligations  of  the  association.  This  stock 
will  continue  to  be  a  profitable  investment  long  after  his  loan 
has  been  paid.  This  feature  of  non-liability  attaches  to  all  the 
capital  stock  of  the  association.  It  is  made  possible  by  the 
"Reserve"  or  "Guaranty  Fund"  established  by  the  articles  of 
incorporation  under  which  the  association  operates. 

This  "Reserve"  or  "Guaranty  Fund"  consists  of  the  full  par 
value  of  every  share  of  stock  sold,  or  $100  per  share.  This 
am.ount  is  held  intact  in  cash  or  approved  interest  bearing  secur- 
ities; it  is  held  by  a  trust  company  as  a  guaranty  payment  of 
principal  and  interest  on  land  mortgage  bonds  which  will  be 
issued  by  the  association. 

These  land  mortgage  bonds  are  sold  to  recover  capital  loaned 
on  first  mortgage  securities  on  improved  farms.  The  bonds  have 
under  them  the  security  of  the  mortgages  in  equal  amount  to 
the  bonds,  with  the  additional  security  of  this  "reserve."  This 
element  of  security  makes  the  bonds  readily  marketable  and 
ensures  ample  capital  to  expand  the  business. 

The  mortgages  placed  by  this  association  have  exceptional 
value  for  several  reasons:  First,  they  are  issued  on  the  long- 
tried  "Amortization"  plan,  under  which  the  borrower  pays  a 
fixed  portion  of  the  principal  sum  every  year;  this  gradually 
reduces  his  indebtedness  and  proportionately  increases  the  se- 
curity;   second,  loans  are  made  only  for  productive  purposes. 
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such  as  part  purchase  money  for  a  farm;  necessary  improve- 
m.ents  which  will  increase  the  productive  power  of  the  farm; 
silos,  dairy  cattle  or  other  purposes  which  will  add  to  the  work- 
ing capital  of  the  farm;  money  will  not  be  loaned  by  this  asso 
elation  for  speculative  purposes;  third,  the  mortgages  are  excep- 
tionally good  because  of  the  co-operative  character  of  the  associa- 
tion; the  borrower  has  a  personal  interest  in  making  the  asso- 
ciation successful,  as  he  shares  in  the  profits,  and  this  goes  to 
reduce  his  interest  rate. 

This,  in  briet  is  what  a  new  Nebraska  institution  is  endeavor- 
ing to  do  for  your  farmer  customers  and  for  you.  If  it  means 
anything  to  you  that  the  farmer  shall  have  better  opportunity 
to  increase  his  prosperity,  to  pay  his  bills  and  to  keep  the 
wheels  of  commerce  moving,  we  believe  that  this  enterprise  is 
worthy  of  your  co  operation  and  cordial  good  will.  I  thank  you 
most  sincerely  for  your  kind  attention  (applause (. 

At  this  time  the  president  gave  Mr.  E.  G.  Evans  of  the  Hinkel 
&  Joyce  Hardware  Company  the  floor,  who,  in  behalf  of  the 
wholesale  and  retail  hardware  merchants  of  Lincoln,  extended 
a  hearty  invitation  to  this  association  to  hold  its  next  annual 
meeting  in  the  city  of  Lincoln;  and  in  behalf  of  the  citizens  of 
Lincoln  he  extended  a  like  invitation. 

Mr.  H.  J.  Hall  of  Lincoln  also  read  an  invitation  from  the 
Commercial  Club  of  Lincoln  of  like  character. 

These  invitations  were  referred  to  the  Committee  on  Place  of 
Meeting. 

President  Mitchell  gave  an  illustrated  talk  from  charts  fur- 
nished by  the  Price  and  Service  Bureau  of  the  National  Retail 
Hardware  Association.  He  was  assisted  in  this  by  Mr.  M.  D. 
Hussie  of  Omaha,  and  between  them  they  called  attention  par- 
ticularly to  the  great  discrepancy  in  the  prices  of  goods  pur- 
chased from  various  jobbers.  The  charts  and  illustrations  were 
along  the  lines  published  in  the  January  issue  of  the  National 
Hardware  Bulletin. 

President  Mitchell  pointed  out  that  it  was  not  the  province  of 
the  National  Retail  Hardware  Association,  or  the  Price  and 
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Service  Bureau  to  fix  the  blame  for  this  discrepancy  in  price  as 
shown  by  these  various  charts.  He  apparently  desired  to  call 
the  attention  of  his  hearers  to  the  fact  that  this  discrepancy 
existed,  being  careful  to  point  out  to  them,  however,  that  the 
blame  for  such  could  not  in  reason  rest  solely  upon  the  jobbers, 
as  lack  of  knowledge  on  the  part  of  the  buyers  themselves  was 
often  responsible  for  a  fair  share  of  this  discrepancy. 

Chart  Number  1,  as  displayed  by  President  Mitchell,  contained 
some  very  interesting  comparisons  and  exhibits.  Chart  Number 
2  dealt  solely  with  the  service  furnished  by  the  Price  and 
Service  Bureau,  and  President  Mitchell  pointed  out  the  fact  that 
this  service  was  at  the  beck  and  call  of  every  member  who 
wishes  to  make  it  his  business  to  ask  for  it. 

He  called  attention  to  the  card  index  in  particular  which  is 
furnished  by  the  Argus  office,  and  which  is  one  of  the  most  com- 
pact and  well  arranged  schemes  for  handling  prices  and  costs 
that  has  ever  been  devised  and  the  attention  of  the  members 
was  especially  called  to  this,  and  stress  was  laid  on  the  im- 
portance of  using  it  every  day.  This  was  shown  could  be  fur- 
nished at  a  very  low  price  of  $1.50  delivered,  and  could  be  or- 
dered through  Secretary  Roberts  or  direct  from  the  Argus 
office.  That  the  charts  and  explanations  made  a  favorable  im- 
pression goes  without  saying,  as  the  interest  evinced  by  every 
member  present  was  intense,  and  the  questions  directed  at  Mr. 
Mitchell  and  Mr.  Hussie  kept  them  busy  answering. 

REPORT  OF  COMMITTEE  ON  RESOLUTIONS 
By  D.  F.  Dclan,  Chairman,  Western 

Your  Committee  on  Resolutions  presents  the  following  report: 

Whereas,  We,  the  members  of  the  Nebraska  Retail  Hardware 
Association  in  the  fourteenth  annual  convention  assembled,  look 
forward  with  hope  and  confidence  to  the  future  of  the  commer- 
cial and  industrial  welfare  of  our  country. 

The  business  conditions  throughout  the  worl'd  have  been 
seriously  interfered  with  by  the  European  war,  which  has  im- 
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posed  such  an  awful  burden  and  sacrifice  of  life  and  property 
upon  the  people  of  the  warring  nations. 

Fortunately  we  are  saved  from  participation  in  this  unfortun- 
ate conflict,  but  our  commercial  and  trade  interests  have  been 
injured  more  or  less.  The  influence  of  our  country  will  go  far 
toward  bringing  the  nations  now  at  war  to  favor  world-wide 
peace. 

The  matters  that  affect  our  commercial  and  trade  interests 
at  home  are  many  and  important. 

We  wish  to  call  special  attention  to  a  few  measures  now  pend- 
ing in  the  congress  ct  the  United  States,  viz.,  the  Himebaugh  biU 
the  Stevens  bill  and  the  penny  postage  bill. 

The  Himebaugh  bill  provides  as  follows  (H.  R.  5308): 

"That  all  persons,  firms,  or  corporations  in  the  United  States 
which  are  now  conducting,  or  which  may  hereafter  conduct  a 
mail  order  business,  interstate,  for  the  purpose  of  selling  goods, 
wares,  and  merchandise  direct  to  the  consumer,  shall  pay  a  tax 
of  one  per  centum  upon  the  total  cash  value  of  all  goods,  wares 
and  merchandise  sold  within  any  state." 

The  Stevens  bill  provides  substantially  (H.  R.  13305): 

A  feature  of  this  bill  that  is  of  special  interest  to  hundreds 
of  thousands  of  merchants  in  all  sections  of  the  country,  is  the 
requirement  that  manufacturers  taking  advantage  of  its  provi- 
sions shall  have  a  uniform  price  of  sale  to  all  wholesale  dealers 
and  a  uniform  price  of  sale  to  all  retail  dealers.  This  is  intended 
to  do  away  with  the  practice  of  price  discrimination  in  favor 
of  the  big  retail  dealers  in  the  large  cities,  which  enabes  them  to 
undersell  the  dealers  in  the  towns  and  small  cities. 

The  enactment  of  this  bill  will  be  the  first  and  most  important 
step  toward  abolishing  unfair  competition  in  the  sale  of  goods, 
and  establishing  conditions  under  which  the  small  dealer  will 
have  a  fair  chance  to  compete  with  his  big  rivals.  With  a  fair 
field,  and  no  special  advantages  for  the  great  mail  order  houses 
or  chain  store  systems,  the  independent  merchant  can  prove 
his  efficiency,  and  make  his  position  sure,  by  giving  his  custo- 
,  mers  good  service  and  equally  good  values.    Under  present  con- 
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ciil.ons  the  trace  lhat  should  go  to  dealers  in  our  villages,  towns 
and  small  cities  is  being  captured  by  the  great  trading  con- 
cerns, which  by  deceptive  cut  price  advertising,  secure  the 
patronage  of  unwary  consumers. 

The  penny  postage  bill  provides  that  the  postoffice  depart 
ment  be  required  to  establish  a  uniform  rate  of  one  cent  postage 
upon  all  first  class  matter. 

Resolved,  that  we  favor  the  enactment  of  these  bills  into  law^ 
as  being  calculated  to  promote  the  business  interests  of  the 
country. 

There  are  two  bills  pending  in  our  state  legislature  to  which 
we  wish  to  call  attention,  viz: 

Senate  File  Xo.  46  which  authorizes  the  state  insurance  com- 
missioner to  prevent  discrimination  in  insurance  rates  within 
the  state. 

Therefore,  be  it  resolved,  that  we  favor  the  passage  of  this 
propose(f  law. 

Hou£e  Roll  No.  72  provides  that  delinquent  debtors  shall  be 
exempted  from  forced  sale  on  execution  to  the  sum  of  $500  c 
their  debts 

Be  it  resolved,  that  we  oppose  the  passage  of  this  bill  amend- 
ing the  existing  law  which  exempts  houses  and  town  lots  and 
homesteads  to  the  sum  of  $500. 

Resolved,  that  we  recommend  to  the  favor  of  the  Convention 
a  business  men's  summer  chautauqua,  which  we  believe  would  be 
of  substantial  benefit  to  the  members  of  the  different  business 
men's  organizations  of  the  state. 

Resolved  that  we  ask  the  jobbers  who  do  business  in  Nel 
braska  to  coloperate  with  us  in  cutting  down  overhead  expenses 
and  regulating  other  channels  in  buying  and  selling,  whereby 
they  will  be  able  to  help  us  meet  eastern  competition. 

Resolved,  that  we  gratefully  appreciate  the  courtesies  and  kind- 
nesses accorded  us  by  the  city  of  Omaha,  the  Commercial  Club, 
the  jobbers  and  retail  m.erchants,  the  Burgess-Nash  Company, 
Thomas  Kilpatrick  &  Company,  Thompson  Belden  &  Company, 
Hayden  Brothers  and  the  Brandeis  Stores  and  also  the  ladies  of 
Omaha  who  assisted  in  entertaining  the  wives  of  the  visiting 
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members  of  the  Association,  and  also  the  daily  press  of  Omaha 
for  the  marked  recognition  they  have  given  us  and  we  wish  to 
thank  all  of  these  interests  who  have  contributed  so  much  to 
make  our  visit  here  so  pleasant  and  profitable  to  our  Association. 

Resolved,  that  we  further  extend  our  thanks  to  the  firms  of 
Faxton  &  Gallagher,  Lee-'Coit  Andreesen,  and  Wright  &  Wil- 
helmy  of  this  city,  for  their  marked  attention  to  our  wants,  and 
for  the  delightful  entertainment  they  have  furnished  us  during 
the  week. 

Respectfully  submitted  by  the  committee  on  resolutions. 

Mr.  Dolan:    I  move  the  adoption  of  these  resolutions. 

Motion  seconded  and  unanimously  adopted. 

Mr.  H.  J.  Hall:  I  wish  to  bring  your  attention  to  the  dispo- 
sition on  the  part  of  certain  manufacturers  appointing  a  selling 
agent  in  a  town,  making  a  contract  with  that  agent  for  the  sale 
of  their  goods  for  a  specified  t'me,  and  before  the  expiration  of 
the  contract  of  selling  to  another  dealer  in  the  same  town  and 
sometimes  to  a  man  not  in  the  hardware  business,  which  is  not 
only  demoralizing  to  the  business  of  that  man  in  the  small  town 
who  has  paid  for  these  goods  in  good  faith,  but  it  is  absolutely 
unfair,  and  it  should  be  taken  up  by  the  Grievance  Committee 
with  the  view  of  compelling  manufacturers  of  that  character 
to  make  full  restitution  by  taking  the  goods  from  the  retail 
dealer  at  the  retail  price  which  they  have  agreed  he  should  ask 
for  the  goods. 

Mr.  C.  D.  'Chapman  of  Giltner  also  spoke  on  the  same  subject, 
and  told  of  one  firm  that  had  sold  his  competitor  after  loading 
him  up  with  the  goods,  and  later  having  sold  individuals  direct 
from  the  factory  in  the  same  town. 

Mr.  J.  F.  Goehner  of  Seward  also  called  attention  to  the  same 
practice,  and  urged  that  our  members  place  those  matters  be- 
fore the  Grievance  Committee  for  action. 

Mr.  Wm.  Pettingill  of  the  Johnson  Hardware  Company  of 
Omaha  also  spoke  of  similar  instances. 

The  tim^e  having  arrived  for  the  election  of  officers,  Mr.  H. 
M.  Wineland,  chairman  of  the  Nominating  Committee  presented 
the  following  report. 
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For  President:  J.  J.  Jennings,  Gothenberg;  Charles  Amnion, 
David  City. 

For  Vice  President:  C.  B.  Diehl,  Stratton;  Wm.  Kinzel, 
Wisner. 

For  Directors:  Geo.  W.  Heine,  Hooper,  Neb.;  J.  B.  Thomas, 
Lyons;  L.  A.  Higgins  Harvard;  W.  B.  Mills,  McCook;  S.  R. 
Derryberry,  North  Platte;  N.  Edberg,  Ong;  F.  E.  Lahr,  Lincoln; 
E.  Bigler,  Beatrice. 

For  Delegates  to  National  Convention:  W.  L.  Spear,  Geneva; 
Wm.  Kinzel,  Wisner. 

For  Treasurer:     W.  C.  Klein,  Milford;    F.  E.  Lahr,  Lincoln. 

Mr.  Hargelrcad:  I  move  that  only  one  delegate  be  selected 
trom  the  floor  to  go  to  the  national  convention,  as  a  matter  of 
eccncmy,  said  delegate  to  be  elected  at  the  same  time  all  the 
Oil  cers  are  elected,  this  to  take  the  place  of  the  above  report. 

xMotion  seconded. 

Mr.  H.  J.  Hall:  I  move  to  amend  that  motion  by  adding  this, 
and  that  the  secretary  be  authorized  to  issue  credentials  to  any 
member  who  wishes  to  attend  at  their  own  expense. 

Mr.  Hargelroad:  With  the  consent  of  my  second  I  will  accept 
the  amendment. 

This  motion  was  discussed  by  the  members,  those  of  a  libera? 
trend  favoring  more  delegates  and  those  conservatively  inclined 
favoring  the  motion.  The  secretary  on  inquiry  stated  that  with 
all  the  field  work  and  other  things  contemplated  for  the  ensuing 
year  that  there  would  probably  be  a  deficit  at  the  end  of  the 
year. 

The  motion  as  amended  was  carried. 

The  ballots  were  then  distributed,  and  after  all  had  voted 
were  collected  and  canvassed,  whereupon  Mr.  Wineland  made 
the  following  report. 

For  President:  .T.  J.  Jennings,  Gothenberg,  52;  Charles  Am- 
mon,  David  City  36. 

For  Vice  President:  C.  B.  Diehl,  Stratton,  54;  Wm.  Kinzel, 
Wisner,  35. 

For  Directors:  Geo.  W.  Heine,  Hooper,  Neb.,  62;  J.  B. 
Thomas,  Lyons,  49;    L.  A.  Higgins,  Harvard,  56;    W.  B.  Mills, 
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McCook,  42;  S.  R.  Derryberry,  North  Platte,  46;  N.  Edberg, 
Ong,  9;   F.  E.  Lahr,  Lincoln,  58;   E.  Bigler,  Beatrice  28. 

For  Delegates  to  National  Convention:  W.  L.  Spear,  Geneva, 
34;   Wm.  Kinzel,  Wisner,  52. 

For  Treasurer:  W.  C.  Klein  M'ilford,  61;  F.  E.  Lahr,  Lin- 
coln, 28. 

The  president  declared  the  following  officers  elected  for  the 
ensuing  year: 

For  President:    J.  J.  Jennings,  Gothenburg. 
Vice-President:    C.  B.  Diehl,  Stratton. 

Directors:  Geo.  .W.  Heine,  Hooper;  J.  B.  Thomas,  Lyons;  L. 
A.  Higgins,  Harvard;    F.  Ei.  Lahr,  Lincoln. 

Delegate  to  National  Convention:    Wm.  Kinzel,  Wisner. 
Treasurer:    W.  C.  Klein  Milford. 

While  the  ballots  were  being  counted  Mr.  C.  M.  Johnson  of 
Rush  City,  Minn.,  was  called  for,  who  further  entertained  the 
convention  with  stories  full  of  wit  and  humor,  and  interspersed 
them  with  fatherly  advice  along  the  line  of  following  up 
prospects.  Upon  the  conclusion  of  his  remarks  he  was  vocif- 
erously applauded,  and  recalled  for  a  few  more  pleasant  smiles. 

During  the  same  waiting  moments  ^Ir.  William  Kinzel  of 
Wisner  asked  the  dealers  if  there  was  any  one  in  the  room 
who  had  a  system  whereby  he  checked  in  and  checked  out  any 
one  department  in  their  store;  for  example  brass  goods  in 
the  plumbing  department?  He  said  he  had  in  mind  a  plan  of 
checking  in  and  out  similar  to  the  wholesale  house  plan,  keep- 
ing the  stock  under  lock  and  key,  thereby  checking  the  shrink- 
age, and  he  asked  if  there  was  any  one  present  who  had  a 
similar  plan  in  use. 

Mr.  C.  K.  Lawson  of  Hastings  said  he  knew  of  a  plumber 
who  tried  to  carry  out  a  plan  of  that  kind,  but  devoted  so  much 
time  to  the  system  that  he  found  himself  out  of  business  in 
six  months.  Mr.  Dan  Kavanaugh  said  that  he  knew  of  a  tinner 
who  worked  for  his  competitor,  and  after  being  discharged  a 
week  or  so  came  to  Mr.  Kavanaugh  and  offered  to  sell  him  175 
pounds  of  solder,  consisting  of  12  or  15  brands.  He  said  there 
was  probably  one  of  the  leaks  Mr.  Kinzel  had  on  his  hands. 
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It  being  5:45  p.  m.,  on  motion  the  convention  adjourned  to 
10  o'clock  Friday  morning. 


FRIDAY  MORNING  SESSION 
FEBRUARY  12,  1915 

The  meeting  reconvened  at  10:30  a.  m.,  President  Arndt  in 
chair.  The  "Hardware  Tipperary"  and  "N.  R.  H.  A."  had  been 
rehearsed  so  often  during  the  week  that  they  were  for  the  last 
time  sung  with  much  vim  and  enthusiasm. 

Reports  of  committees  were  called  for,  and  the  secretary  read 
seriatim  the  five  suggestions  presented  by  the  Committee  on 
Suggestions. 

The  first,  pertaining  to  holding  exhibits  in  connection  with 
the  convention,  was  read,  and  Mr.  H.  J.  Hall  moved  that  the 
few  remaining  members  voice  their  opinion  as  to  the  wisdom 
of  holding  an  exhibit  at  Lincoln  next  year,  this  opinion  to  gov- 
ern in  a  measure  the  decision  of  the  directors;  the  aye  vote 
on  this  meaning  that  there  be  an  exhibit  as  above  provided. 
The  motion  was  seconded  and  carried. 

The  second  referred  to  field  work  being  productive  of  good 
results,  and  the  secretary  asked  if  it  was  a  proper  feature  of 
our  work.  Mr.  Hussie  said  his  experience  was  very  limited 
in  this,  and  believed  it  should  be  left  with  the  officers  who 
are  in  a  position  to  know.  Mr.  G.  E.  Lundgren  of  Wausa  moved 
that  this  suggestion  be  left  with  the  board  of  directors  for 
whatever  action  they  may  deem  advisable,  this,  however,  being 
an  expression  of  our  favorable  attitude  towards  the  work  pro- 
vided the  directors  see  fit  to  carry  it  on.  Seconded  and  car- 
ried. 

Suggestions  3  and  4  were  disposed  of  by  the  resolutions. 
No.  ,  as  to  fake  advertising,  while  not  directed  on,  w^as  dis- 
cussed favorably. 

Mr.  Dan  Kavanaugh:     I  move  that  the  report  of  the  Com- 
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mittee  on  Suggestions  be  received  and  placed  on  file  and  re- 
ferred to  the  board  of  directors  for  their  consideration  during 
the  year. 

Motion  seconded  and  carried. 

The  report  is  as  follows: 

We,  the  Committee  on  Suggestions,  after  a  careful  investi- 
gation, wish  to  submit  to  the  Resolution  Committee  for  their 
consideration  the  following: 

1.  Recommend  holding  of  exhibits  in  connection  with  con- 
vention if  self-supporting. 

2.  Field  work  is  productive  of  good  results. 

3.  Recommend  passage  of  Senate  File  No.  46  for  uniform 
insurance  rates. 

4.  Indorse  one  cent  letter  postage  bill. 

5.  Opposed  to  fake  advertising. 

Respectfully  submitted 

LLOYD   E.  JOHNSON. 
WALTER  GAEBLER. 
L.  F.  HOLLOWAY. 
P.  A.  KRAUSE. 


REPORT  OF  AUDITING  COMMITTEE 

Mr.  Fred  Ebinger  presented  the  following  report,  which,  on 
his  motion,  seconded,  was  carried. 
To  the  President  and  Members  of  the  N.  R.  H.  A.: 

Gentlemen: — We,  your  Auditing  Committee,  beg  leave  to  re- 
port that  they  have  examined  the  books  of  the  secretary  and 
treasurer,  and  find  them  correct,  to  the  best  of  our  knowledge 
and  belief.  FRED  W.  EBINGER.  . 

E.  T.  LICHACEK.  ' 


REPORT  OF  COMMITTEE  ON  EXHIBITS. 

The  following  report  was  made  by  Mr.  F.  D.  Burnett,  chair- 
man, and,  on  motion,  carried: 
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Your  committee  appointed  to  judge  window  displays  begs 
leave  to  report  that  the  Burnett  Hardware  Company  received 
first  prize  and  Milton  Rogers  &  Sons  Company  received  the 
second  prize,  and  your  committee  being  informed  that  Miss 
Georgia  McCleneghan  trimmed  the  window  of  the  Burnett 
Hardware  Company,  wishes  to  compliment  her  for  her  original- 
ity in  said  Avork.  Respectfully  submitted, 

F.  D.  BURNETT, 
H.    L:.  SCHOFIBLD, 
H.   HEHNKE  JR., 

Committee. 


REPORT  OF  COMMITTEE  ON   PLACE  OF  MEETING, 

Mr.  Wm.  Kinzel,  the  chairman,  stated  that  but  one  invitation 
had  been  received,  and  that  was  by  the  City  of  Lincoln,  its 
Commercial  Club  and  wholesale  and  retail  merchants,  and  hav- 
ing given  same  proper  consideration,  recommended  Lincoln. 
Wherefore,  on  his  motion  carried,  the  report  was  accepted  and 
the  president  announced  that  the  next  annual  meeting  would 
be  held  in  the  City  of  Lincoln. 

Mr.  J.  J.  Jennings  then  presented  his  report  as  delegate  to 
ihe  national  convention. 

REPORT  OF  J.  J.  JENNINGS,  DELEGATE  TO  NATIONAL 

CONVENTION  1914. 

Joined  at  Omaha,  Jtune  17,  Bros.  Arndt,  Roberts,  Kavanaugh 
and  Holloway,  and  with  them  went  to  Chicago  via  B.  &  M, 
railroad;  had  a  pleasant  trip;  arrived  at  Chicago  Monday 
morning  about  7:30;  after  breakfast  went  to  Chicago  Retail 
Hardware  Club  headquarters  where  we  were  entertained  and 
furnished  a  splendid  dinner,  after  which  we  were  given  an  auto 
ride  over  a  large  part  of  the  city.  About  5  p.  m.  we  left  for 
Indianapolis;  arrived  there  about  8  o'clock  and  went  to  Clay- 
pool  hotel,  where  we  stopped  while  in  the  city.    Tuesday  morn- 
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iiig  a  session  of  national  convention  was  held  in  Convention 
hall  at  Claypool  hotel.  Forty-two  states  were  represented. 
About  245  delegates  were  present,  and  a  fine  lot  of  men  they 
were,  mostly,  I  would  say,  from  45  to  60  years  of  age,  but  some 
few  young  men,  especially  some  southern  gentlemen  who  were 
present,  open  hearted  fellows,  and  in  very  interesting  to  talk 
to.  It  certainly  does  a  person  good  to  mingle  with  such  a  body 
01  men,  all  having  about  the  same  object  in  view,  buying  and 
selling  hardware.  Our  contingent  from  Nebraska  made  a  very 
creditable  showing.  Our  old  war  horse,  Dan  Kavanaugh,  being 
on  executive  board  (was  offered  the  vice-presidency  of  national 
convention  but  feeling  he  could  not  reasonably  take  it  would 
not  let  his  name  be  used,  whereupon  it  was  the  feeling  of  the 
whole  nominating  committee  to  retain  him  on  the  executive 
board)  was  re-elected,  and  Secretary  Roberts  was  in  evidence  a 
great  many  times.  No  brighter  man  was  on  the  floor  than  our 
M.  D.  Hussie.  President  Arndt,  L.  F.  Hcllaway  and  your  hum- 
ble servant,  of  the  Nebraska  crowd,  inspired  by  Mrs.  Roberts 
and  Miss  Dcrrett  Arndt,  our  lady  attendants,  tried  to  keep  up 
the  good  name  of  the  Nebaska  delegation.  As  to  the  business 
done  at  the  national  convention  all  of  you  read  the  account  in 
the  July  number  of  Hardware  Bulletin,  and  I  v/ill  not  attempt 
at  this  time  to  tell  you  what  was  done  further  than  the  na- 
tional convention  is  doing  all  in  its  power  to  help  the  retail 
dealer  in  his  fight  to  buy  goods  right  so  he  can  sell  against  the 
great  catalogue  houses  Also,  how  to  maintain  fair  prices,  not 
ccmbine  on  prices  Some  were  in  favor  of  collective  buying. 
The  price  and  service  bureau  is  being  worked  out  and  seems  to 
be  a  good  thing.  The  convention  went  on  record  as  against 
parcel  post  carrying  catalogues  at  present  rates.  The  conven- 
tion was  ably  presided  over  by  President  Ireland  of  Ionia,  Mich. 
E.  E.  Mitchell  of  Morrilton,  Ark.,  was  elected  president  for  en- 
suing year;  D.  F.  Barber  of  Boston,  vice-president,  and  of  course 
M.  L.  Corey  was  elected  secretary.  Place  of  meeting  for  the 
national  convention  in  1915  is  St.  Paul,  Minn. 

Members  began  to  leave  for  home  after  closing  session  Fri- 
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day  morning,  feeling  that  they  had  enjoyed  the  hospitality  of 
Indianapolis.  Personally  I  boosted  for  Nebraska  whenever  I 
had  a  chance  and  invited  the  delegates  to  come  and  see  one  of 
the  best  states  in  th^  west. 

Gentlemen,  I  thank  you  for  sending  me  as  a  delegate  and 
hove  I  merited  the  trust  imposed  in  me. 

President  Mitchell  remxained  over  in  Omaha  for  the  morning 
session,  and  his  presence  and  words  of  encouragement  again 
sT  urred  the  members  on  to  greater  accomplishments ,  during 
tlie  year.  He  again  spoke  in  highest  terms  of  the  hardware 
men  of  Nebraska  and  hoped  they  would  have  a  most  prosper- 
ous year,  and  extended  to  every  member  a  hearty  welcome  to 
attend  the  next  meeting  cf  the  National  Association. 

Th  newly  elected  officers  were  at  this  time,  installed,  and 
the  president  appointed  as  escorts  for  this  purpose  Messrs. 
Shahan  and  Fattison.  President-elect  Mr.  J.  J.  Jennings  was 
then  escorted  to  the  rostrum  and  addressed  by  President  Arndt 
as  follows: 

You  have  been  elected  to  the  office  of  president  of  this  As- 
sociation, and  1  know  from  past  experience  you  are  competent 
to  conduct  the  office.  We  all  have  the  fullest  confidence  in  you. 
knowing  your  sterling  qualities  by  personal  contact  with  you 
in  the  past.  Mr.  Jennings,  I  heartily  congratulate  you  and  to 
you  resign  the  chair,  and  having  accepted  the  office,  I  present 
you  with  the  gavel  (applause). 


President-Eilect  Jennings:  L  am  truly  grateful  to  you,  m^- 
co-workers  and  friends,  for  the  honor  which  you  have  thus 
shown  me.  I  shall  not  attempt,  however,  to  fathom  the  mystery 
as  to  just  why  you  have  selected  me  for  the  position,  and  here  I 
wish  to  make  an  acknowledgment,  that  whatever  I  may  be  in 
the  hardware  world,  and  whatever  success  I  may  have  at- 
tained is  due  largely  to  the  fact  that  I  have  been  affiliated 
with  this  Association.  While  you  have  placed  upon  me  a  great 
responsibility,  I  accept  the  same,  and  shall  endeavor  to  the  ut- 
most of  my  ability  to  discharge  every  duty  incident  to  the  of 
fice  in  furthering  our  work  and  advancing  our  mutual  inter- 
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ests  and  the  lines  of  action  laid  down  in  our  talks  here  and  our 
lepcrts,  and  to  ihat  end  I  also  ask  your  hearty  and  earnest  cc- 
operation.  I  also  hope  you  will  assist  your  officers  in  increasing 
our  membership,  thereby  extending  a  helping  hand  to  the  un- 
fortunate hardware  man  who  is  at  present  without  the  fold.  I 
again  thank  you  (applause). 

The  remaining  officers  above  mentioned  were  in  like  manner 
escorted  to  the  front,  and  when  asked  if  they  accepted  their  re- 
spective offices  during  the  ensuing  year,  responded  most  em- 
phatically in  the  affirmative,  and  re-announced  their  fealty  to 
the  Association. 

QUESTION  BOX 

Mr.  Hussie  being  absent,  Mr.  Fred  Ebinger  took  charge  ot 
the  question  box,  and  the  following  questions  were  disposed  of: 

"Do  any  of  you  pay  clerks  a  salary  and  percentage?  With 
what  success?    How  do  you  figure  it?" 

The  Secretary:  During  the  forty  years  of  my  business  experi- 
ence I  have  always  endeavored  to  create  a  mutual  interest  be- 
tween myself  and  help.  If  you  bring  them  close  to  you  there 
will  be  gained  a  mutual  confidence  which  is  decidedly  helpful  in 
a  successful  business. 

Mr.  Wm.  Kinzel.  I  always  give  my  help  a  yearly  vacation 
of  ten  days  with  pay. 

Mr.  H.  Peterson  Potter:  I  give  my  clerks  a  week  twice  a 
year. 

G.  E.  Lundgren,  Wausa:  I  encourage  my  help  to  attend  meet- 
ings and  fairs  in  other  cities  where  they  may  secure  valuable 
information  and  pointers.  By  doing  this  you  gain  their  con- 
fidence and  best  service.  Every  hardware  man  should  encourage 
this. 

Mr.  Heine,  Hooper:  Have  any  of  you  tried  the  profit-sharing 
idea  with  clerks? 

Mr.  Kinzel:  I  observe  this  by  increasing  their  wages.  I  had 
one  employee  twelve  years  and  another  four;  the  junior  em- 
ployee is  now  receiving  the  highest  wages  because  he  is  the 
better  salesman. 
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Mr.  F.  D.  Burnett,  Omaha:  I  have  investigated  the  P.  M. 
propositions  in  all  of  the  big  stores  and  have  not  found  them 
successful.  I  agree  with  the  method  of  Mr.  Kinzel.  By  recog- 
ognizing  merit  you  encourage  the  clerk  to  better  salesmanship 
I  also  encourage  the  clerks  to  tell  me  of  losing  sales.  I  also 
advocate  sending  the  clerks  to  other  cities  for  comparisons  and 
instruction.  When  my  tool  salesman  took  his  recent  vacation  of 
cne  week  I  continued  his  wages  and  gave  him  an  extra  $10  ex- 
pense money.  He  went  back  east  and  on  his  return  home  visited 
various  large  stores,  and  you  may  not  believe  me,  but  within 
one  week  after  his  return  he  saved  me  $50.  $50  invested  in 
this  way  on  your  clerks  will  bring  many  fold  returns. 

"In  regard  to  help  in  a  general  hardware  store  in  country 
towns." 

The  Secretary:  I  have  a  number  of  applications  of  young  men 
coming  to  the  ofRce,  and  I  wish  you  would  throw  some  light 
on  this. 

Mr.  Diehl:  I  would  recommend  that  the  secretary  be  careful 
about  sending  clerks  from  the  large  cities' to  the  country  mer 
chant.  An  excellent  clerk  in  the  city  would  be  a  very  poor  one 
in  the  country.  Mr.  Roberts  sent  me  a  nice  young  man.  The 
first  day  he  was  all  right;  the  second  day  he  became  homesick 
and  at  the  end  of  the  week  he  said  he  guessed  he  would  quit. 

President  Mitchell:  I  am  often  asked  that  question,  and  I  re- 
ply by  saying  "We  raise  them."  Our  best  men  are  those  who 
came  up  from  the  delivery  wagon.  The  best  man  in  my  store 
is  one  that  I  raised  in  the  store,  but  if  you  do  get  them  from 
the  outside,  if  possible  get  them  from  your  home  town  or 
community. 

"Why  should  not  the  present  legislature  be  asked  to  re- 
peal the  Nebraska  pure  seed  law  at  once  and  relieve  a  bad 
situation?"  ' 

Mr.  Roberts.  There  is  a  bill  now  in  the  house  covering  that 
matter.  Furthermore,  the  district  court  of  this  state  declared 
the  present  law  unconstitutional,  but  I  am  not  informed  as  to 
whether  an  appeal  has  been  taken. 
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''Do  the  merchants,  as  a  rule,  visit  displays  each  year?" 
That  has  been  disposed  of. 

"Must  we  not  encourage  the  organization  of  'local  clubs'  and 
should  the  state  Association  assist  in  the  development  of  these 
organizations?" 

Mr.  Roberts.  If  this  field  work  proposition  goes  through  that 
is  one  of  our  plans. 

''If  you  had  an  agreement  to  close  all  stores  at  a  certain  time, 
say  6:30.  and  one  dealer  was  always  keeping  cpen  from  ten  to 
thirty  minutes  later,  how  should  this  be  handled?" 

Mr.  Diehl:  We  had  an  instance  of  that  in  our  town.  After 
he  had  agreed  to  close  with  the  rest  of  us  he  kept  his  place 
open  for  a  little  while,  and  so  the  rest  of  us  merchants  imme- 
diately after  closing  our  doors  would  walk  by  his  place,  and  by 
our  presence  he  became  ashamed  of  his  conduct  and  he  fell  in 
line  with  the  rest  of  us. 

"In  how  many  localities  is  it  a  custom  for  dealers  to  deliver 
refrigerators,  set  up  ranges,  base  burners,  etc.,  free  of  charge  in 
the  country  five  to  fifteen  miles  from  town?  What  would  you 
suggest  as  a  remedy  to  this  condition,  when  one  dealer  makes 
this  an  inducement  to  sell  his  goods?" 

Mr.  Ammon:  We  go  out  as  far  as  we  can.  We  put  on  the 
delivery  wagon  and  give  all  the  service  we  can. 

Mr.  Ebinger:  I  did  that  once,  but  I  am  glad  it  has  been 
abolished  in  our  town. 

The  President:  We  do  not  encourage  it  the  time  spent  go- 
ing and  returning  long  distances  is  very  unprofitable. 

Mr  Wineland:  It  is  the  best  advertisemet  you  can  have.  A 
man  living  out  ten  miles  bought  a  range  and  I  asked  him  to  let 
me  set  it.  up  and  it  resulted  in  the  sale  of  many  ranges  in  that 
part  of  the  country. 

Mr.  Ammon:  I  may  have  left  the  impression  that  I  did  this 
for  nothing  that  is  not  so.  If  we  set  it  up  we  charge  for  all 
fittings  and  pipe,  and  mileage,  which  they  are  usually  glad  to 
pay.  In  that  way  we  give  service  and  gain  the  confidence  of 
the  customer;  and  when;  we  do  that  the  catalogue  house  is  lost 
sight  of. 


104 


THE  NEBRASKA  IRONMONGER 


"Wanted:  A  National  Cash  register,  cheap.  Johnson  Hardware 
Co.,  Burwell,  Nebr." 

Mr.  Roberts:  I  will  see  that  this  is  put  in  proper  place  in  the 
Ironmonger. 

"Would  you  recommend  harness  in  hardware  and  furniture 
store?" 

This  was  not  discussed. 

"Why  can  not  the  hardware  dealers  make  a  deal  with  some 
good  stove  manufacturer  to  make  our  stoves  for  us  and  save 
about  2  per  cent,  or  so?" 

Mr.  Hall:   That  is  a  difficult  problem  to  work  out. 

''Where  do  my  profits  go?  How  and  where  must  I  buy  to  buy 
the  best?" 

This  was  answered  by  Mr.  Johnson  yesterday. 

"Would  like  to  hear  the  advisability  of  buying  through  Mer- 
chants Syndicate  Co.  and  the  merchant's  problem  of  home 
advertising  to  bring  results." 

President  Mitchell:  That  is  a  broad  proposition.  Mr.  Flem- 
ing has  talked  along  that  line.  There  never  yet  has  been  a 
plan  submitted  to  us  but  what  it  has  been  punctured.  The 
question  of  freight  rates,  distances  and  various  problems  enter 
into  it.  Many  syndicate  concerns  have  started  in  Chicago,  but 
they  have  both  good  and  bad  features. 

"When  members  mail  orders  to  jobbers  for  goods,  why  do 
they  not  price  the  goods  at  the  price  they  expect  to  pay,  that 
is,  the  best  price  the  salesman  has  quoted,  and  remit  according- 
ly?" 

Mr.  Erbinger:  I  undertook  to  do  that  a  short  time  ago  and  I 
was  set  down  upon  good  and  hard.  He  said  we  do  not  allow 
anybody  to  make  prices  in  our  establishment. 

"Do  dealers,  as  a  rule,  pay  boxing  and  cartage  on  plumbers' 
supplies?" 

The  general  answer  to  this  was  "yes." 
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Do  the  dealers  get  satisfaction  from  handling  a  line  of  anti- 
rust  and  heavy  tin  ware  from  their  jobbers?" 

M^.  J.  G.  Albers,  Cook:  We  have  had  some  experience  with 
these  goods,  but  they  will  rust. 

*'H'ow  will  we  be  able  to  overcome  the  action  of  the  Farmers 
Co-operative  Association?  1st,  they  claim  that  the  traveling 
man  is  not  a  necessity,  but  an  expense  which  they  have  to  pay; 
2nd,  that  the  merchant  pays  too  much  for  his  goods." 

Mir.  Ebinger:  This  was  taken  care  of  in  the  resolutions 
adopted  here. 

Mr.  Kavanaugh:  If  I  was  in  the  business  of  organizing  co- 
operative stores  I  would  be  tickled  to  death  to  get  hold  of  the 
comparative  table  of  prices  given  here  yesterday.  I  also  won- 
der why  the  catalogue  houses  have  not  given  it  publicity,  and  if 
they  had  we  would  be  up  against  it. 

Mr.  Ebinger:  In  my  community  the  co-operative  stores  and 
organization  are  not  a  success.  They  are  the  greatest  educa- 
tors and  the  best  things  to  set  the  farmer  right  that  there  is. 
The  farmer  imagines  our  profits  are  enormous,  and  are  so 
easily  picked  up,  but  when  once  he  invests  his  own  money  in 
one  of  these  companies,  and  is  obliged  to  scheme  to  make  both 
ends  meet,  he  feels  more  kindly  toward  us.  One  of  them 
told  me  the  other  day  that  if  his  concern  did  not  do  better  than 
it  did  last  year  he  would  pull  out  of  it. 

''Why  has  Uncle  Same  never  investigated  the  stove  trust, 
and  would  it  not  be  a  good  move  for  this  convention  or  Asso- 
ciation to  do  so?" 

Mr.  Roberts.  The  plumbers  trust  has  been  sued  and  they 
are  now  in  the  balance. 

Mr.  H.  J.  Hall:  We  will  not  get  in  bad  if  we  as  an  associa- 
tion ask  the  federal  government  to  investigate  the  so-called 
stove  trust.  Wei  have  a  perfect  right  to  ask  the  government  to 
investigate  it. 

Mr.  Ebinger:  It  would  not  be  fair  to  apply  it  to  stoves  alone. 
I  do  not  see  where  the  trust  or  monopoly  proposition  comes  in. 
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Thomas  Nelson  Springfield:  I  hav^  discussed  this  with  the 
tiavelingmen,  and  have  tried  to  get  lower  prices,  but  their 
reply  would  invariably  be  that  the  committee  have  fixed  the 
price  from  which  they  could  not  deviate.  The  stove  trust 
ccmmittee  takes  the  w^eight,  quality,  and  kind  cf  iron  and  steel 
of  certain  makes  of  stoves  and  then  fix  the  price.  I  think  it 
is  time  we  are  getting  after  the  committee. 

C.  F.  Bodison:  Every  stove  salesman  will  tell  you  the  same 
thing.  Every  time  you  mention  price  they  will  say  they  cannot 
get  away  from  it.    The  stove  manufacturers  set  the  price. 

Mr.  Ebinger:  I  do  net  believe  we  can  take  any  steps  on  this 
matter. 

"How  shall  we  treat  customers  of  mail  order  houses?" 

The  President:  Give  them  the  best  possible  treatment  and 
win  them  over  to  your  store  and  to  your  side,  and  if  you  handle 
them  properly  J  am  sure  in  most  instances  you  will  win  them 
over. 

E.  T.  Tichacek,  Linwood:  Would  you  extend  them  as  much 
credit  as  other  customers?    (Several  answered  "no.") 

Mr.  H.  Peterson:  Would  it  not  be  a  good  idea  to  refuse  to 
extend  credit  to  the  man  who  patronizes  mail  order  houses  and 
should  we  make  them  -  pay  cash?  T  have  a  customer  that  T 
have  carried  for  several  months,  and  when  he  has  the  cash 
he  sends  away. 

Fred  Pelz,  Blue  Hill.  I  treat  them  as  courteously  as  possi- 
ble and  get  all  I  can  out  of  them.  If  you  have  given  them  the 
best  possible  treatment  and  then  they  send  away  you  have 
done  your  duty. 

"Can  our  jobbers  furnish  us  prices  on  Jennings  Bitts  and 
Steer's  Pattern  Expansive  bitts  so  as  to  make  it  possible  for 
us  dealers  to  compete  with  catalogue  houses?" 

The  general  answer  was  "yes." 

"How  are  retail  hardware  merchants  to  retain  their  position, 
if  not  allowed  the  same  advantages  as  mail  order  houses?  Is 
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the  time  not  becoming  ripe  for  a  general  cash  system  in  the 
retail  trade  to  save  the  merchants  from  failure?" 

Mr.  Ebinger:  It  would  have  to  localize  itself.  It  is  up  to  us 
to  try  it  out. 

"Catalogue  House  Proposition." 

That  has  been  threshed  out  and  further  discussion  would 
not  avail  much. 

Mr.  Roberts:  I  move  that  after  we  sing  our  parting  song 
and  salute  the  new  president  that  we  stand  adjourned  sine 
die. 

Motion  seconded  and  carried  by  the  members  rising  to  their 
feet  and  complying  therewith  after  which  President  Jennings 
declared  the  meeting  adjourned. 
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Insurance  Report  for  January 
Insurance  in  force       -         -  $2,031,050.00 
Cash  balance         -         -         -  26,363.56 
Ledger  assets         -         -         -  31,914.98 
Dividends  paid  to  members      -         -  561.69 


Losses  in  the  process  of  adjustment— A.  D.  Ben  way, 
$3,000,  McAllister  Bros.,  Cairo,  $4,000. 

Senate  File  46,  an  act  to  regulate  discrimination  in 
rates  in  this  state,  has  passed  the  Senate  and  is  now  in 
the  hands  of  the  House  insurance  committee.  We  have 
strong  assurance  that  it  will  become  law.  It  is  being 
fought  strenuously  by  the  large  stock  companies,  who 
want  a  free  hand. 
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This  number  following  our  annual  state  convention 
naturally  opens  up  many  live  questions  that  all  of  us  as 
individuals  should  Jtake  a  cooperative  interest  in  and 
help  to  work  out.  One  small  calibre  man  from  one  small 
office  can't  be  expected  to  do  as  effective  and  efficient 
work  as  a  large  body  of  intelligent  men  united  on  a  giv- 
en purpose.  The  threadbare  argument  that  the  lack  of 
cooperation  on  the  part  of  the  rank  and  file  is  one  stum- 
bling block  that  retards  speedy  success,  is  as  true  today 

i  as  ten  years  ago,  but  with  this  difference,  that  whereas 
ten  years  ago  only  a  very  few  were  alive  to  the  issues, 
today  there'are  hundreds  ready  and  willing  to  take  up 

I  arms  at  the  word  of  our  leaders  command.  (Perhaps  the 

I  word  "leader"  should  be  written  in'capitals,  ■  as  it  seems 

I  to  be  as  hard  to  lead  as  it  is  to  follow.) 

i  We  hope  and  bespeak  for  our  new  captain  such  a 
spirit  as  dominated  some  of  his  worthy  predecessors. 
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called  to  higher  usefulness  before  their  work  was  com- 
pleted. 

A  resolution  was  unanimously  adopted  at  our  con- 
vention touching  the  relations  existing  between  jobbers 
and  you.  National  President  Mitchell  made  clear  to  us 
the  non-efforts  made  by  jobbers  to  nullify  the  existing 
pressure  on  our  rights  as  local  distributors.  It  was  brot 
out  clearly  from  the  floor  that  members  efforts  have  no 
effect  whatever.  Our  river  jobbers  told  us  at  a  social 
function  that  they  were  ready  and  willing  to  meet  us  on 
neutral  grounds.  Elsewhere  we  publish  echoes  from 
firing  line  on  non-neutral  grounds  read  them.  We  have 
been  patted  on  the  back  pleasantly,  told  all  kinds  of  nice 
things,  (stories  excepted,)  and  in  fact  promised  the  earth 
fenced  in  for  us  if  we  will  only  bow  down  and  serve 
them.  All  this  is  indeed  a  soothing  sedative,  and  appar- 
ently all  that  is  needed  is  a  get-together  fraternity.  Ver- 
ily we  say  we  are  reaching  the  goal  of  our  ambitions. 
How  is  it,  small  dealers,  have  you  not  noticed  the  change 
in  temperature  in  the  last  thirty  days?  Well,  if  you  have 
not,  just  wait  a  little,  perhaps  you  will  see  it  later,  and 
perhaps  not,  but  we  hope  you  will.  We  are,  however, 
skeptical,  as  we  are  from  Missouri,  and  have  to  be  shown. 
The  jobbers  mean  right  but  as  they  have  no  commission 
except  the  retailer  to  regulate  them,  their  answer  as 
made  to  one  of  our  members,  when  he  attempted  and 
thought  he  was  entitled  to  at  least  as  good  a  price  on  a 
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mail  order  as  he  had  received  from  a  salesman  of  the 
house,  got  this  reply:  '*we  do  not  allow  anyone  to  make 
prices  in  our  establishment/'  Guess  that  jobber  was 
right,  and  so,  also,  was  the  complainant.  Had  we  not 
better  have  a  commission  to  regulate? 

Please  note  resolution  on  bills  of  vital  interest  to  us, 
pending  in  Washington,  namely:  H.  R.  5308,  known  as 
the  Himebaugh  bill,  H.  R.  13305,  Stevens  bill,  also  one 
cent  postage. 

Elsewhere  you  will  find  a  list  of  our  Nebraska  sena- 
tors and  congressmen.  Write  them  to  support  these 
measures  in  the  new  congress.  If  you  do  not  have  cop- 
ies send  to  your  representative  for  them  and  get  posted. 
On  page  91  of  our  February  number  you  will  find  brief 
outlines  of  the  bills. 

We  hope  this  will  be  the  best  cooperative  year  we 
have  ever  given  our  president  and  secretary. 

EDITOR. 


Insurance  Report  for  February 

Insurance  in  force           -  $2,027,400.00 

Cash  balance      -         -  -  27,024.52 

Ledger  assets         -         -  -  32,575.74 

Dividends  paid  members  -  590.72 

Losses  paid      -         -  -         -  1,735.73 

We  have  a  number  of  losses  reported  that  are  in 
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process  of  adiustment,  but  with  one  exception  are  of  a 
small  amount  and  will  not  materially  affect  our  surplus 
balance.    We  are  optimistic  on  1915  fire  losses  and  we 
sincerely  hope  that  our  members  will  do  all  they  cm  to 
carry  out  our  hopes.    It  is  largely  in  your  hands  to  do  so 
by  careful  observance  of  your  neighbors  premises  as  well 
as  your  own.    It  is  vour  duty  to  report  to  this  ofifice,  as 
many  have  done,  carelessness  of  any  nature,  as  well  as 
suspicious  circumstances  within  your  jurisdiction.  Your 
reports  will  be  considered  strictly  confidential  and  will  | 
be  given  prompt  attention  from  this  end.     It  is  strictly 
within  your  rights  and  but  justice  to  yourself  as  well  as  '] 
your  neighbor,  to  pass  nothing  of  a  doubtful  or  careless  ; 
nature  unconcerned. 

Every  fire  that  causes  you  a  loss  takes  good  money 
out  of  your  pocket.  You  may  say  or  figure  it  as  you 
please.  After  all  is  said  and  done,  it  is  pure  and  simple 
a  tax  and  that  tax  is  graduated  by  the  fire  losses  every 
year.  It  is  full  time  that  every  member  of  our  Company 
should  in  a  truly  co-operative  spirit  work  individually  for 
a  less  fire  waste  in  our  state,  and  if  every  one  will  do  his 
duty  the  result  will  be  apparent  and  practical. 

Senate  file  46  is  now  in  the  hands  of  the  sifting  com- 
mittee of  the  house  and  will  be  reported  very  soon,  we 
hope  favorable.  A  strenuous  opposition  has  arisen  from 
interested  sources,  namely  those  who  are  enjoying  rates 
far  below  the  analytical  cost  of  carrying  their  risks.  In 
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fact  from  those  who  selfishly  think  that  as  long  as  they 
can  get  a  low  rate,  it  is  immaterial  to  them  who  pays 
for  it.  It  is  the  old  gray  headed  battle  of  the  strong 
against  the  weak  the  big  foreninst  the  small. 

The  stock  companies  took  millions  out  of  the  state 
in  1913,  above  the  fire  losses.  It  is  patent  to  every  one 
that  they  are  carrying  big  shrewd  insurance  buyers 
at  less  than  cost  therefore  we  wonder  from  what 
source  their  millions  are  obtainable.  This  is  the  big 
question  and  we  doubt  not  for  a  moment  on  what  side 
to  find  the  man  who  has  an  interest  in  his  fellow's  wel- 
fare as  well  as  his  own. 

The  big  eastern  company's  are  yearly  draining  our 
state  resources  that  should  remain  with  us  to  help  out 
the  chances  of  the  hundreds  of  young  men  who  are  yearly 
finished  out  of  our  universities  and  schools  and  thrown 
their  own  resources.  Ten  years  ago  we  had  eight  stock 
state  fire  insurance  companys,  today  we  have  none  and 
all  the  money  that  should  stay  in  our  state  goes  to  the 
east  from  whence  it  does  not  return.  If  you  are  suffic- 
iently patriotic  to  your  own  state.  Write  at  once  your 
representative  to  support  senate  file  46.  It  is  your  duty. 
Do  it  now.    Tomorrow  mav  be  too  late. 


Wanted  to  trade  A  good  improved  320  acre  farm 
114  miles  from  Streeter,  North  Dakota  for  a  good  hard- 
ware stock.  There  is  175  acres  under  cultivation  and 
fair  buildings.   Address  Otoupalek  Bros.,  David  City. 
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N,  /?.  K  A.  DUES 
Read  from  a  Business  View  Point  and  Dont  Retard 
March  15th  we  sent  to  the  National  office  at  Argos, 
Ind,  a  list  for  the  National  Bulletin  for  1915.  That  list 
contains  all  the  names  of  those  who  have  paid  their  dues 
before  that  date.  April  -Ist  we  send  a  supplementary 
list.  This  cost  us  $1.00  per  member.  If  you  don't  get 
your  Bulletin  it  is  to  be  presumed  that  your  name  has 
not  appeared  in  the  1915  column.  Get  busy  it  is  just  as 
easy  for  you  and  much  better  for  us  to  pay  now  than 
later  and  thereby  keep  your  file  complete. 

Respectfully, 

NATHAN  ROBERTS,  Sec'y. 


Limiting  Credits  to  a  Solid  Basis 
Much  has  been  said  and  some  progress  made  along 
this  line.  We  have  urged  it  in  almost  every  issue  of  our 
paper  for  the  past  three  years.  In  the  past  two  conven- 
tions we  have  tried  to  specialize  and  keep  to  the  front 
the  importance  of  the  question  and  the  necessity  for 
action.  Bad  habits  are  hard  to  overcome  and  many  of 
us  fall  by  the  way,  while  lacking  firmness  to  overcome 
them.  Some  have  made  a  stab  at  it  and  quit,  others 
have  stuck  to  it  and  won  out.  A  year  ago  we  received 
a  letter  from  a  live  wire  member.  We  read  it  over  care- 
fully, commented  upon  it  both  personally  and  publicly 
and  hoped  doubtingly  for  its  success.   This  week  the 
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same  party  wrote  us.  Read  what  he  has  to  say  about  it 
after  a  year's  trial: 

''A  Uttle  over  a  year  ago  we  sent  you  a  copy  of  let- 
ter that  we  were  sending  out  to  our  trade  concerning 
the  basis  of  doing  business  that  we  were  going  to  follow 
after  January  1st,  1914.  We  have  followed  this  system 
since  that  time.  Our  1914  business  gained  349?  over 
our  1913  business  and  we  find  it  much  more  satisfactory 
than  the  old  loose  credit  system.  We  are  enclosing  a 
copy  of  this  letter  that  we  sent  out  in  case  you  have  for- 
gotten what  it  was." 

Now  read  his  announcement  of  a  year  ago: 
'*Dear  Friend:-  The  cost  of  doing  business  is  borne 
by  you.  You,  the  consumer,  are  the  one  who  pays.  Mis- 
takes in  trading  are  charged  up  to  the  cost  of  doing  bus- 
iness. Who  pays  for  it?  You.  Deadbeat  accounts,  for- 
gotton  charges,  paying  interest  on  long  time  credit  ac- 
counts, stamps  and  labor  in  sending  out  statements  and 
expenses  of  collecting  poor  accounts  are  charged  up  to 
the  cost  of  doing  business  under  the  credit  system  and 
you  the  consumer  are  the  one  who  is  paying  for  these  ex- 
penses. Wouldn't  you  rather  buy  your  goods  at  the 
lowest  possible  cost  at  cash  prices  and  not  pay  for  all  of 
these  unnecessary  expenses?  To  be  sure  you  would. 
After  Jan.  1,  1914  we  will  change  our  system  of  doing 
business  and  all  goods  purchased  at  our  store  will  have 
to  be  settled  for  by  paying  cash  or  giving  a  bankable 
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note  with  interest  at  8%  with  the  exception  of  hardware 
used  for  building  houses,  barns  etc.,  which  will  be  charged 
to  responsible  parties  until  the  first  day  of  each  month 
when  same  will  have  to  be  settled  for  by  cash  or  note. 
Now  we  do  not  mean  bv  this  that  your  credit  is  not  good. 
It  is  good,  and  we  want  you  to  use  it  to  the  full  extent 
to  Jan.  1,  1914  but  upon  that  date  all  accounts  on  our 
books  must  be  settled  by  cash  or  note.  Our  motto  will 
be  ^'Honest  goods  at  lowest  possible  cost."  We  thank 
you  for  all  the  good  business  you  have  given  us  in  the 
past  and  wish  to  count  you  as  one  of  our  customers  un- 
der the  new  system  and  assure  you  that  if  you  will  con- 
tinue to  trade  with  us,  the  new  system  will  save  you 
many  many  dollars  over  the  old  loose  credit  system." 

We  received  a  number  of  letters  on  this  subject. 
Here  is  one  among  the  last  and  our  answer:  We  don't 
say  our  theory  is  the  correct  one.  Conditions  may  have 
to  be  taken  into  consideration,  but  we  maintain  in  the 
abstract  that  merchants  are  very  foolish  if  they  don't 
adopt  some  plan  to  curtail  this  evil.    He  writes: 

"I  have  about  made  up  my  mind  to  put  my  business 
on  a  cash  basis.  Can  you  help  me  to  get  hold  of  some 
good  ideas  in  regard  to  getting  the  trade  to  fall  in  with 
my  move  so  it  will  not  jar  them  too  hard?  Can  you  re- 
fer me  to  merchants  who  have  done  this  and  succeeded, 
also  failed?" 

Dear  Sir:   "Answering  your  favor  of  the  5th.    I  ap- 
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preciate  your  situation  and  sympathize  with  you  fully, 
and  if  I  should  speak  my  convictions,  I  would  say  frank- 
ly go  to  it.  However,  I  don't  think  it  would  be  wise  to 
so  advise.  I  have  been  working  for  two  years  to  get  the 
boys  at  the  convention  to  all  take  a  firm  stand  on  a  cash 
-basis,  but  they  won't  do  it,  and  until  all  do  it,  and  stick 
to  it,  it  is  suicidal  for  a  member  here  and  there  to  try  it. 
Several  have  tried  it  and  gone  back  at  least  partially.  I 
know  of  no  man  who  has  staited  it  and  stuck  to  it. 
There  is  always  competition  outside  of  our  membership 
that  destroys  our  effort  toward  a  cash  system,  and  until 
we  get  them  all  in,  we  can't  be  a  unit  and  succeed.  How- 
ever there  is  a  system  that  you  can  adopt  and  it  will 
work  out  if  you  are  careful  in  managing  it.  I  would  ad- 
vise pricing  my  goods  subject  to  a  spot  cash  discount  of 
5%.  I  would  have  it  understood  thoroughly  that  any 
charges  that  go  on  my  books  shall  bear  10%  interest 
after  thirty  days.  I  would  not  sell  any  one  a  single  item, 
if  only  10c,  unless  you  know  them  to  be  honest  and  wnW 
pay  promptly.  I  would  insist  that  every  amount  over 
$10.00  be  put  in  a  note  bearing  interest  after  thirty  days, 
r  would  give  my  personal  attention  to  collections,  and 
don't  be  afraid  to  ask  and  insist  on  getting  your  money. 
You  will  find  the  man  who  don't  owe  you  is  a  better 
customer  than  the  one  who  does.  Follow  the  banker 
and  see  if  you  can't  get  nearing  doing  your  business  as 
he  does  it." 
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SECRETS  OF  STORE  FINANCE 
How  the  Retailer  Holds  the  Bag 
By  Forrest  Crissey 

(Reprinted  from  the  Saturday  Evening  Post,  Phila- 
delphia.  Copyright  1913,  by  the  Curtis  PubHshing  Co. 
This  article  will  be  continued  from  month  to  month  un- 
til completed,  and  is  well  worth  reading.) 


(Continued  from  December  issue) 
In  his  figures  he  left  nothing  out  of  his  calculations 
not  a  postage  stamp  or  an  express  toll  escaped  his  eye. 
He  was  up  on  brands  and  qualities  in  every  line  of  mer- 
chandise. He  took  samples  of  foodstuffs  from  the  local 
store  and  made  side-by-side  comparisons  of  them  in  the 
farm  kitchen  with  the  goods  bought  from  the  mail  order 
concern. 

When  he  found  that  a  housekeeper  had  bought  a 
large  quantity  of  semi-perishable  goods  from  the  mail 
order  house  in  order  to  secure  a  low  price,  he  asked  her 
if  part  of  it  did  not  spoil  before  she  was  able  to  use  it. 
Often  she  confessed  that  this  had  been  the  case,  and  he 
then  figured  out  for  her  just  how  much  cheaper  the  trans 
action  would  have  been  for  her  had  she  bought  the  food 
in  convenient  quantities  from  her  local  grocer. 

He  also  showed  her  that  buying  supplies  in  large 
quantities  leads  to  lavish  use,  and  proved  that  conclusion 
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to  her  satisfaction  by  taking  her  old  store  accounts,  com- 
paring them  with  her  mail-order  accounts  and  pointing 
out  that  since  she  began  buying  prunes  by  the  box  and 
sugar  by  the  barrel  she  had  used  more  of  those  commo- 
dities than  when  she  bought  them  a  few  pounds  at  a 
time. 

And  had  the  farmer  bought  a  piece  of  agricultural 
machinery  from  the  mail-order  house  and  found  that  its 
shipment  was  delayed;  that  a  mistake  had  been  made  or 
that  a  part  or  fixture  was  missing  or  had  not  been  in- 
cluded in  the  price?  The  missionary  found  he  had;  and 
he  figured  out  with  that  farmer,  in  the  most  minute  and 
painstaking  manner,  exactly  how  much  the  mi.^^under- 
standing  had  cost  him  in  money,  time  inconvenience 
and  sacrifice  of  operation.  The  farmer  always  furnished 
the  basis  of  these  figures  and  the  missionary  merely 
carried  out  the  calculations. 

This  missionary  did  not  confine  his  labors  to  the 
owners  of  the  catalogues  however;  he  was  an  expert  ad- 
viser to  the  storekeepers,  telling  them  that  he  could  not 
put  the  fight  over  unless  thev  stood  at  his  back  with  the 
best  kind  of  merchandising  to  be  had  in  a  small  town. 
He  spurred  them  on  to  better  buying,  better  service,  bet- 
ter salesmanship  and  better  advertising. 

Under  his  inspiration  the  stores  of  the  town.bright- 
tened  up  and  took  on  a  new  and  plausible  look  of  pros- 
peritv.    The  merchants  made  no  price  agreements  he 
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saw  to  that  but  they  pulled  together  for  the  good  of 
the  town  as  a  unit.  In  this  capacity  of  individual  adviser 
to  each  individual  merchant  he  was  able  to  smother  trade 
feuds  and  to  prevent  price-cutting  campaigns. 

Having  an  intimate  knowledge  of  the  affairs  and 
prices  of  every  merchant  in  the  town  he  was  able  to  say 
to  one:  'Tou  don't  need  to  sell  that  paint  at  a  dollar  and . 
seventy-five  cents.  You  can  get  a  dollar  and  eighty-five 
cents  for  it,  because  I  have  been  figuring  it  out  and  I  can 
show  that  postage,  freight  cartage  and  money-order  ex- 
penses considered  it's  just  as  cheap  for  a  customer  to 
pay  you  a  dollar  and  eighty-five  cents  as  to  pay  the'mail- 
order  house  a  dollar  and  sixty-cents  for  it." 

And  when*  the  missionary  made  this  statement  to 
one  merchant  that  storekeeper  felt  reasonably  sure  that 
the  missionary  would  discourage  competitors  from  any 
attempts  to  underbid  that  price. 

The  club  was  made  a  social  center  for  the  entire 
community  especially  for  the  farmers  and  their  families. 
Gradually  a  testing  laboratory  of  a  crude  sort  was  built 
up  in'the  club,  and  here  many  an  argument  as  to  the 
quality  of  goods  was  settled-  The  consumer  and  the 
storekeeper  were  both  taught  to  be  judges  of  quality  in 
almost  all  lineslof  goodS; 

To-day  the  mail-order  trade'in  that  community  is  on 
the  decline;  the  catalogue  is  on  the  run;  business  and 
residence  real  estate  in  the  village  is  slowly  advancing 
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in  price;  tlie  old  town  looks  good  to  some  of  the  high- 
school  boys,  who  are  not  so  eager  as  were  some  of  their 
immediate  predecessors  to  shake  the  dust  of  the  town 
from  their  feet;  and  the  social  and  religious  life  of  the 
little  community  has  experienced  a  decided  revival. 

This  home  missionary  may  have  been  a  wonder;  but 
the  chances  are  that  he  is  not  entirely  unique.  Other 
towns  have  fought  the  same  battle  by  much  the  same 
methods  and  with  encouraging  results.  Probably  the 
right  man  for  this  kind  of  missionary  labor  is  not  alto- 
gether easy  to  find;  but  as  the  demand  for  his  service  in- 
creases, his  kind  will  also  increase.  Common  human 
experience  goes  to  show  that  when  a  certain  kind  of 
man  is  needed  by  his  community,  and  that  need  be- 
comes clearly  and  acutely  understood,  the  man  for  the 
job  is  generallyjorthcoming. 

The  trouble  of  the  country  storekeeper  as  a  borrow- 
er are  by  no  means  immaginary.  They  are  greater  in 
one  respect  than  he  generally  realizes.  If  he  is  able  to 
k  go  to  the  local  bank  and  borrow  what  he  needs  to  tide 
his  business  along  he  generally  considers  himself  in  luck, 
and  he  gives  hardly  a  second  thought  to  the  interest 
rate  he  is  required  to  pay.  The  fact  remains  that  he  al- 
ways has  to  borrow  at  the  top  of  the  market.  The  ex- 
ceptions to  this  are  so  few  that  they  need^  scarcely  be 
noted. 

This  condition  is  true  in  all  states,  but  this  burden 
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falls  with  especial  weight  on  the  storekeepers  of  the  F^ar 
West.  The  newer  the  state,  the  higher  the  rate  of  int- 
erest; aud  the  newer  the  state  the  greater  the  extent  to 
which  the  storekeeper  must  carry  his  customers.  A  ban- 
ker in  a  Northwestern  state,  where  the  legal  rate  of  int- 
erest is  ten  per  cent,  has  this  to  say: 

''I  have  spent  the  best  years  of  my  life  as  a  store- 
keeper in  a  semi-pioneer  country;  and  I  know  from  first 
hand  experience  all  about  the  financial  troubles  of  the 
country  storekeeper  in  a  purely  farming  and  ranching 
section,  where  interest  is  high  and  where  the  farmers 
really  have  to  be  carried  for  a  straight  year  at  a  time  un- 
der normal  crop  conditions  and  for  two  years  if  there 
is  a  crop  failure." 

(To  be  continued  in  our  next  issue.) 


Nebraska  Senators  and  Congressmen 
United    htates    Senators    Gilbert  M.  Hitchcock, 

Omaha;  George  W.  Norris,  McCook. 

Congressmen    C.  F.  Reavis,  Falls  City;  C.  O.  Lobeck, 

Omaha;  Dan  V,  Stevens,  Fremont;  Charles  H.  Sloan, 

Geneva;  Ashton  C.  Shallenberger,  Alma;  Moses  P.  Kin- 

kaid,.0'Ntil. 


Directory  Make  this  notation  in  your  directory. 
National  Lead  Company  should  read  St.  Louis  instead 
of  Cleveland. 
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The  Secrets  of  Success 
What  are  the  secrets  of  snccess?  asked  the  Sphinx. 
Push,  said  the  Button. 
Never  be  led,  said  the  Pencil. 
Take  pains,  said  the  Window. 
Always  keep  cool  said  the  Ice. 
Be  up  to  date,  said  the  Calendar. 
Never  lose  your  head,  said  Ihe  Barrel. 
Make  light  of  everything,  said  the  Fire. 
Do  a  driving  business,  said  the  Hammer. 
Aspire  to  greater  things,  said  the  Nutmeg. 
Be  sharp  in  all  your  dealings,  said  the  Knife. 
Find  a  good  thing  and  stick  to  it,  said  the  Glue. 
Do  the  work  you  are  suited  for  said  the  Chimney. 


"Some  people  have  to  be  cranked  up  by  the  boss 
every  day,  others  are  self  starters.'' 


Barter  and  Trade 

Why  not  use  the  Ironmonger  to  list  what  you  have 
overstocked  on,  or  what  you  would  like  to  buy?  In  the 
best  regulated  stores  some  lines  are  over  bought.  Let 
other  members  know  what  you  have.  They  can  use 
them  if  goods  and  price  are  right.  These  pages  are  open 
to  you^  utilize  them,  it  costs  you  nothing  beyond  the 
cost  of  stamp  and  paper.   Try  it. 
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We  are  desirous  of  locating  the  following  parties 
-  can  you  help  us  and  help  yourself  at  the  same  time? 
Their  last  known  postofifice  is  noted:  A.  Hager,  Omaha, 
J.  Castile,  Spring  Ranch,  J.  B.  Troht,  Salt  Lake  City,  Ut. 
Jacob  Russell,  Winnebago,  Thomas  Waite,  Ciston,  W. 
H.  Marshall,  Superior,  J.  E.  Hammond,  Superior,  J.  E. 
Marcott,  Kansas  City,  Mo.,  Mrs.  Robert  Erie,  Cedar 
Bluffs,  J.  L.  Knapp,  DeWitt,  Kenneth  McCrary,  Wal 
thill,  Geo  K.  Taylor,  Eddyville,  Ralph  H.  Beetle,  Broken 
Bow,  L.  T.  Rhine,  Curtis,  \Vm,  Letten,  Swanton,  M. 
Berge.  Campbell,  D.  Burnett,  Sr.,  Nelson,  S.  Clement, 
Ord,  Sid  Williams,  Superior,  Fred  Schermeyer,  Cadams, 
J.  B.  Murphy,  Mankato,  Kan.,  Frank  Allum,  Nelson,  F. 
E.  Dennison,  Grand  Island;  Fred  Murphy,  Strang,  L.  R. 
Auston,  Superior,  Charles  Trumbull,  Merna,  J.  R.  Wil- 
Cox,  Sterling,  Colo.,  Bert  Plynn,  Stapleton. 


National  Bulletin 

We  have  just  received  the  March  number.  We  are 
much  gratified  at  the  prominence  given  our  Annual  Con- 
vention, and  especially  pleased  at  the  unique  manner  in" 
which  they  present  the  report.  Argos  and  Bro.  Towne 
are  going  some.  I  am  sure  I  echo  the  thoughts  of  all 
our  members  when  I  state  that  w^e  are  proud  of  our 
National  Publication.  The  reading  of  it  is  worth  aJl  we 
pay  for  state  dues.  We  are  surprised  and  chagrined  at 
the  attitude  some  hardware  men  in  this  state  take  on 
elevating  and  progressive  methods.  No  wonder  they 
are  back  numbers. 
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Items  of  Interest  from  our  Directors  Meeting 
Our  Board  of  Directors  met  on  the  17th  and  in  joint 
session  with  the  Insurance  Board,  agreed  on  a  basis  up- 
on which  to  employ  and  sustain  R.  C.   Phillips  in  the 
field,  if  possible  through  the  year. 

Mr.  Phillips  will  act  jointly  for  the  Insurance  Com- 
pany and  the  N.  R.  H  A.  His  duties  are  manifold  and 
complex.  He  will  be  clothed  with  full  authority  as  a 
deputy  Fire  Commissioner,  having  full  vested  rights  to 
inspect  your  risks,  advise  any  change  for  betterment 
and  report  conditions  as  he  finds  them  in  your  town, 
both  to  the  Fire  Commissioner  and  this  office. 

He  will  act  in  an  advisory  capacity  for  the  V.  R.  H. 
A.,  having  always  the  object  in  view  to  better  condi- 
tions. He  will  not  butt  into  your  business  unsolicited, 
being  a  man  of  capable  ability,  tactful  manner  and 
broad  experience  and  conversant  with  up-to-date  meth- 
ods.  We  bespeak  for  him  your  cordial  co-operation. 

That  our  work  may  be  of  a  more  efficient  nature,  it 
will  be  absolutely  necessary  that  you  give  him  your  help 
and  advice*  If  there  are  those  of  your  competitors  who 
are  not  members,  we  must  do  our  utmost  to  get  them 
working  with  us  that  pleasant  and  profitable  ends  may 
be  attained. 

Every  hardware  man  in  every  town  should  work 
together  as  a  unit  to  bring  our  business  and  our  relation- 
ship up  to  a  proper  business  standard.     This  work  is 
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taken  on  at  a  largely  increased  expense,  and  unless 
those  who  are  now  members,  but  with  their  dues  un- 
paid, see  to  it  that  what  thty  owe  is  paid  promptly,  we 
will  meet  a  deficit  in  the  near  future. 

We  are  also  depending  on  increased  new  member- 
ship to  help  out  and  this  is  where  you  can  do  your 
whole  duty.    Will  you  do  it? 

Along  this  Hne  we  propose  organizing  a  circle  of 
clubs  over  the  entire  state  and  when  we  write  to  you 
about  it  we  expect  your  willing  and  faithful  co-operation 
in  whatever  line  you  are  requested  to  act  on. 

With  your  help  and  activity  we  will  record  a  banner 
year  for  the  N.  R.  H.  A.  in  1915.  Without  it  we  are  de- 
feated in  our  efforts,  so  it  is  up  to  you,  come  or  go. 
Your  Board  appointed  a  committee  of  five  to  confer 
with  like  committees  from  other  retail  organizations  for 
conference  as  to  the  feasibility  of  holding  a  Summer 
Chautauqua  of  all  the  retail  men  of  the  state  and  their 
families.  We  will  post  you  as  to  the  results  of  that 
conference  later.  We  believe  it  is  a  good  move,  pro- 
vided arrangements  can  be  made  to  get  proper  talent 
and  money  to  meet  expenses. 

Your  board  also  authorized  and  instructed  to  hold 
an  exposition  in  connection  with  our  1916  Convention. 
We  will  have  somewhat  to  say  later  of  the  part  the  mem- 
bers must  assume  to  make  this  a  success. 

They  also  instructed  to  add  advertising  features  to 
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the  Ironmonger,  that  it  may  also  help  instead  of  hinder 
obtaining  funds  for  our  new  progressive  work.  We  have 
always  maintained  that  it  should  be  purely  an  office  or- 
gan sustained  by  the  members  for  their  use  and  voice 
only.  While  we  propose  to  retain  our  rights  of  freedom 
of  speech,  either  in  criticism  or  praise,  still  in  accept- 
ing-patronage  -you-know. 


An  editor  of  a  country  weekly  was  recently  making 
up  a  page  of  his  paper  when  he  pied  a  wedding  notice 
and  the  notice  of  a  pubHc  sale.  He  gathered  up  the  pied 
type  and  placed  it  in  the  form  without  taking  proof,  and 
this  is  how  it  read: 

''WiUiam  Smith  the  only  son  of  Mr.  and  Mrs.  Josiah 
Smith  and  Miss  Lucy  Anderson,  were  disposed  of  at 
auction  at  my  farm,  one  mile  east  of  town  in  the  presence 
of  seventy  guests,  including  two  mules  and  twelve  head 
of  cattle.  Rev.  Jones  tied  the  nuptial  knot  for  the  two 
parties  averaging  about  126  pounds  on  hoof.  The  beau- 
tiful home  of  the  bride  was  decorated  with  one  sulky,  a 
rake,  one  feed  grinder,  and  two  sets  of  harness,  nearly 
new.  Just  before  the  ceremony  was  performed,  Mendels 
sohn's  Wedding  March  was  rendered  by  a  cow  five  years 
old,  and  one  sheep  who,  wearing  a  bunch  of  bride's  roses 
on  her  head,  was  very  beautiful.  The  bride  wore  a  light 
spring  wagon,  two  crates  of  apples,  three  crates  of  pota- 
toes, three  racks  of  hay  with  a  grindstone,  trimmed  with 
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about  a  hundred  bushels  of  corn.  The  bridal  couple  left 
yesterday  for  an  extended  trip.    Terms  cash. 


Courtesy,  pleasantness  and  intelligent  service,  sum 
up  the  proper  treatment  of  customers.  Satisfy  the  cus- 
tomer money  back  if  he  wants  it  exchange  for  other 
goods  or  a  due  bill,  is  the  policy  to  follow  in  handling 
complaints  If  the  goods  are  of  a  kind  that  you  can't 
guarantee,  tell  the  customer  at  the  time  of  purchase,  to 
avoid  any  comeback,  and  the  result  may  be  that  you 
can  sell  him  goods  that  you  can  guarantee. 


Here  is  a  notation  put  on  a  recent  order  received  by 
us:  ^'Advise  when  shipment  will  be  made.  Do  not 
proceed  with  the  order  as  customer  must  have  goods 
immediately.'' 


For  Sale  Satisfactory  reasons.  One  of  the  best 
stocks  of  hardware,  furniture,  cutlery,  harness  and  sport- 
ing goods  in  the  central  north  part  of  the  state.  Will 
invoice  about  $20,00.00.  Rent  .reasonable.  Fine  loca- 
tion in  a  town  of  1,600;  good  trade.  Owner  can  handle 
40%  in  paper.  If  looking  for  something  good,,  don't 
miss  this.   Address  N.  O  H.,  this  offce. 


For  Sale  A  good  stock  and  business  and  residence 
in  southeast  Nebraska.  Worth  investigating.  Address 
L.  W.  R.,  this  office. 
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Jobbers  and  We-uns 

When  does  a  hen  want  to  set? 

Answer   When  she  is  in  the  mood. 

We-uns  are  in  the  mood  and  want  seventeen  fertile 
ized  R.  1.  R's  as  subject  of  our  patient  atten- 
tion. If  we  from  lack  of  protection  and  turning  over 
miss  out  in  a  few,  we  shall  charge  it  to  untoward  circum- 
stances, or  improper  fertilization  at  Argos.  Regulated 
Investment  Rates  for  many  of  us  is  a  subject  too  deep. 
Our  life  is  too  short  to  attempt  to  solve  satisfactorily. 
The  problem  is  thus  wise:  If  seventeen  jobbers  bill  out 
twenty-four  hardware  staple  articles  in  uniform  quan- 
tities and  show  difterentials  at  from  28/2%  to  329% 
how  many  will  wear  the  white  robe  and  how  many  the 
red  cowl  in  the  sweet  bye  and  bye? 

We  regret  this  status  as  we  disparingly  like  you, 
but  it  is  not  proper  nor  orthodox  for  us  to  train  in  the 
329%  class  nor  in  fact  any  where  between.  We  deeply 
regret  for  our  western  jobbers  that  it  is  unnecessary  for 
us  to  go  to  Argos  for  R.  I.  R.  eggs.  They  are 
tarred  with  the  same  stick  and  need  a  new  brand.  Just 
think  of  it  this  in  Nebraska:  A  reputable  dealer  worthy 
and  well  qualified  with  plenty  of  gold,  sends  7  test  mail 
orders  to  7  different  jobbers  located  in  Chicago,  St.Louis 
Sioux  City,  Omaha,  and  Lincoln  all  had  the  same  items 
and  all  were  filled.  Note  the  gradations: 
Common  6  inch  strap  hinges  60c  to  $1.00  dozen. 
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Regular  44  Yankee  drill  $1.00  to  $1.25  each. 

Ordinary  Agr.  wrenches  $2.50  to  3  50  dozen. 
A  differential  of  50%  on  screws  and  other  items 
along  the  same  line  carrying  a  difference  of  50  %  bet- 
ween the  lowest  and  highest  price. 

Can  you  hatch  out  those  R.  I.  R.  eggs  and 
tell  us  who  of  the  Jobbers  got  his  order  for  an  opening 
stock  between  three  and  four  thousand  dollars,  we  can,, 
and  some  others  can,  a  word  to  the  wise.  Our  eggs 
need  turning.  Another  reputable  merchant  had  beert 
buying  a  certain  article  from  the  factory  frequent- 
ly costing  him  in  Chicago  $10.98  each.  Upon  sending  in 
an  order  recently  he  was  informed  that  the  article  had 
been  turned  over  to  the  controll  of  a  certain  jobber  in 
Omaha  (not  hardware  jobber  however)  upon  inquiring 
to  this  source  of  controll  he  discovered  that  owing  to 
to  the  war  in  Hell  the  price  was  advanced  to  $14.85  Chi- 
cago delivery.  That  jobber  had  to  have  a  living  from 
Nebraska.    We  think  those  eggs  need  turning? 

Another  reputable  merchant  fnforms  us  that  certain 
jobbers  when  plain  unvarnished  facts  are  brought  to 
their  attention  on  rank  over  charges,  they  refuse  to  ad- . 
just  to  a  proper  basis.  Let  us  site  the  facts.  This  mer- 
chant bought  three  gross  No.  3  common  lamp  wicks 
for  which  he  was  charged  $1.00  per  gross  while  the  ask- 
ing price  is  65c  gross  from  other  reputable  houses. 
Nail  order  houses  will  sell  to  anyone  at  8c  a  dozen^ 
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14-inch  comiTiDn  Wiaiow  Cleanars  charged  at  $1.75, 
bought  from  road  men  for  $1.35,  dozen.  All  along  the 
line  he  is  charged  from  30%  to  100%  differential,  on 
open  mail  orders.  We  sometimes  wonder  if  it  is  found 
necessary  to  maintain  a  high  tariff  on  mail  orders  to 
meet  the  expense  incurred  in  landing  them 

We  will  just  turn  those  Rhode  Island  Red  eggs 
over  once  more  and  record  here  the  resolution  adopted 
at  our  recent  convention,  per  adventure  some  of  our  job- 
bing friends  may  see  it  and  read  it,  clothed  and  in  good 
company. 

''Resolved,  (mark  the  language)  That  we  ask  the 
jobbers  who  do  business  in  Nebraska  to  co-operate  with 
us  in  cutting  down  overhead  expenses  and  regulating 
other  channels  in  buying  and  selling  whereby  they  will 
be  able  to  help  us  meet  eastern  competition.  This  is  in- 
deed a  mild  request  and  in  view  of  recent  developments 
should  be  easy  sailing  if  the  329%  man  or  even  the  50% 
man  or  even  the  28)4%  man  could  see  himself  as  others 
see  him.  Don't  you  believe  our  setting  of  R.  1. 
R.  eggs  are  about  ready  to  break  through  to  sunlight? 
If  every  jobber  who  is  righteously  entitled  to  the  name, 
will  apply  the  Regulated  Investment  Rates  to  his  sell- 
ing end,  we  believe  the  329%  class  will  soon  be  relegated 
to  the  dump,  and  honest  and  honorable  men  will  find  a 
way  to  aid  us  to  meet  foreign  competition  on  a  paying 
basis.    We  believe  that  a  properly  regulated  jobbing  bus- 


■24 


THE  NEBRASKA  IRONMONGER 


iness  can  make  good  money  on  a  gross  20%  or  even  15 
\/(  basis  but  while  there  are  so  many  trying  to  exist, 
the  large  margins  of  profit  will  be  required  from  those 
who  know  no  better  than  pay  them,  and  just  so  long  as 
this  state  of  affairs  continue  just  so  long  will  we  be 
handicapped  in  meeting  mail  order  competition,  at 
least  those  of  us  who  don't  know  the  price  to  pay  for 
our  goods.  Volume  counts  and  unified  efforts  wilL 
hatch  out  our  setting  of  Reg.  Inv.  Rates.  If  the  jobbing 
interests  will  not  heed  us,  we  will  find  a  way  to  acccom- 
plish  our  honorable  demands. 


Position  Wanted— By  retail  hardware  salesman  15 
years  experience.  Married.  Strictly  temperate  and  re- 
liable. Best  of  references.  Address  A.  N.  Lund,  808 
West  Nebr.  St.,  Blair,  Nebr. 

Position  Wanted  By  an  experienced  hardware  man. 
Best  of  references.  Address  D.  S.  C.  Alexander,  2845  O 
St.,  Lincoln,  T'ebr.  ^ 

Wanted  at  Once  A  good  tinner  who  understands 
plumbing.    Address  Simmons  Bros.,  Beaver  City,  Nebr. 

Buy  Steel  Fence  Posts  at  Home  -  American  Steel 
Posts  from  Lincoln  or  Blair.  To  American  Fence  Agents 
we  ship  American  Fence  and  Gates  from  Blair  same  day 
order  is  received.  Special  price  on  1000  rod  lots.  Mail 
your  order  to  us.    The  Arndt  Hardware  Co.,  Blair,  Nebr. 
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We  believe  the  time  is  now  with  us  when  we  will 
have  our  hands  full  doling  out  goods  to  needy  custom- 
ers. We  have  had  a  long  spell  of  quite  unprofitable 
trade.  Are  we  ready  for  the  rush?  Have  we  spent  the 
waiting  and  watching  time  profitably  in  fixing  up  our 
goods  in  the  shelves,  arranging  our  show  cases,  planning 
for  the  best  show  windows  in  town,  laying  out  our  ad- 
vertising campaign,  getting  on  good  terms  with  our  com- 
petitor, looking  up  prospects  and  arranging  to  capture 
them.  Have  you  acted  the  wise  general  before  the  bat- 
tle? If  not,  you  are  handicapped  in  the  race  and  cannot 
secure  the  best  there  is  in  it  for  you.  Perhaps  it  is  not 
yet  too  late  to  get  the  situation  well  in  hand.  Do  it  now 
—you  will  reap  the  reward  later,  and  remember  that 
poor  plans  are  but  little  better  than  none. 

We  have  constantly  urged  upon  our  members  a  spir- 
it of  cooperation,  but  with  varying  and  almost  uusatis- 
factory  results.   The  main  object  we  had  in  view  nearly 
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three  years  ago  when  we  were  planning  this  publication 
was  cooperation,  in  all  that  works  for  betterment.  We 
have  written  about,  spoken  about,  and  urged  on  you  cer- 
tain plans  for  better  things,  but  from  lack  of  unified  en- 
ergy nearly  all  have  died  a'bornin'  and  some  have  at- 
tained only  a  meager  success.  However,  we  do  not  know 
discouragement  nor  the  meaning  of  the  word  '*can'f' 
and  will  keep  pegging  away  while  the  breath  comes  and 
goes  and  will  do  our  whole  duty  as  we  see  it. 

At  our  annual  convention  in  February  we  passed  a 
strong  resolution  asking  the  jobbers  to  assist  us  to  meet 
foreign  competition..  To  date  we  have  not  placed  it  be- 
fore them  for  the  safe  reason  that  we  can  get  no  re- 
sponse until  we  are  ready  to  do  our  part.  About  a  year 
ago  we  tried  to  formulate  plans  with  the  jobbers  along 
this  line  and  met  with  flat  failure,  and  we  don't  blame 
them  under  the  then  existing  circumstances.  A  wonder- 
ful change  has  been  wrought  in  a  year,  however,  and  we 
believe  they  are  ready  to  concede  that  we  are  an  atom 
to  be  seriously  considered  in  the  economical  problem  be- 
fore us.  Before  going  into  our  plan  we  want  to  know 
definitely  how  many  are  willing  to  work  with  us  toward 
the  scheme  in  mind.  Would  you  be  favorable  towards 
buying  your  needs  in  general  hardware  thro  this  office, 
providing  prices  were  to  your  satisfaction,  on  the  follow- 
ing terms:  Anticipating  your  wants  to  say  a  week  or 
ten  days  ahead,  submit  a  carefully  described  list,  setting 
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forth  the  quantity,  sizes  and  description  of  each  article 
and  the  price  last  paid.  Upon  receipt  of  our  answer  with 
prices,  if  the  same  is  found  to  be  O.  K.,  at  once  return 
acceptance  with  check  for  the  amount.  Upon  receipt 
order  will  be  promptly  attended  to.  We  would  charge 
you  possibly  5%  or  less  perhaps,  should  the  volume  war- 
rant it,  to  cover  office  expense.  This  would  not  be  syn- 
dicate buying,  however,  as  each  order  would  be  handled 
as  a  unit  from  your  jobber.  The  number  of  prompt  an- 
swers we  get  to  this  will  determine  how  much  coopera- 
tion means  to  you. 

Another  feature  of  cooperation  for  the  general  good 
is  along  the  line  of  community  interest.  We  must  work 
rriore  zealously  toward  changing  the  trend  of  buying  out 
side  of  your  home  town.  Your  local  paper  is  a  strong 
factor  as  it  is  read  by  your  farmer  customers.  We  can 
publish  constantly  good  things  along  this  line  if  you 
will  see  to  it  that  they  are  copied  by  your  town  paper. 
Will  you?  There  is  little  use  in  printing  such  items  in 
the  Ironmonger  unless  they  reach  the  right  class,  and 
we  feel  it  is  your  bounden  duty  to  see  to  it  that  they  do. 

Another  line  of  cooperation  will  help  to  defray  the 
expense  of  this  publication.  Your  Board  at  their  last 
meeting  advised  us  to  solicit  a  short  line  of  advertising. 
You  can  help  by  acknowledging  to  the  firms  who  pat- 
ronize our  magazine  that  you  saw  their  ad  there.  Also 
give  them  all  the  business  you  can  consistently.  Will 
you  do  it? 
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Again,  we  are  trying  to  collect  for  our  members  a 
lot  of  grey-headed  accounts.  Many  of  their  present  ad- 
dresses are  lost.  We  publish  a  list  of  names  whose  let- 
ters are  returned  unclaimed.  Now  as  long  as  they  are 
still  within  the  state's  confines,  some  of  our  members, 
covering  all  parts  of  the  state,  are  bound  to  know  them. 
If  they  will  take  the  small  trouble  to  exercise  a  little  in- 
terest in  the  matter  for  the  general  good,  at  a  cost  of  Ic 
for  a  post  card,  we  will  gladly  refund  any  cost  to  you. 
Will  you  help  in  this?  It  may  do  you  good  in  another 
way. 

Still  further,  you  can  do  a  small  service  by  at  once 
remitting  your  annual  dues  if  you  have  not  already  done 
so.  Your  name  is  not  sent  for  the  mailing  list  of  our 
National  Bulletin  until  your  dues  reach  us.  If  you  read 
this  valuable  help  to  yourself  and  your  business  you  can- 
not afford  to  miss  a  single  issue.  The  man  who  says  he 
don't  know,  generally  does  not  read  his  hardware  Bulle- 
tin. We  are  anxious  to  keep  your  files  complete.  Re- 
mit today  sure. 

Cooperation  for  new  members.  It  is  vitally  to  your 
interest  to  wake  up  to  the  necessity  of  having  your  com- 
petitor in  the  N.  R.  H.  A.  To  do  efficient  work  we 
must  all  put  forth  our  efforts  as  a  unit,  pulling  one  way. 
In  other  words  we  must  all  take  hold  of  S.  C.  Oaks'  tow 
line.  There  are  some  who  require  pay  or  reward  for 
work  accomplished  and  time  given.   We  think  this  le- 
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gitimate  and  will  see  to  it  that  such  is  forthcoming  for 
actual  results  obtained.  Won't  you  put  in  some  effort 
toward  getting  your  competitor  non-member  to  work 
with  you  along  progressive  lines  and  have  him  join  the 
N.  R.  H.  A.  as  the  first  step?  The  Editor. 


Can  You  Use  These? 
We  are  overstocked  on  American  Steel  Posts.  Will 
ship  any  quantity  subject  to  stock  on  hand  at  45%  of 
list  of  the  following  sizes: 


10, 

gauge  9  ft. 

Ends. 

10 

"     8  " 

Ends  and  Corners. 

10 

"     7  " 

12 

"     8  " 

13 

"     9  " 

Line  Posts. 

16 

"     8  " 

99  99 

16 

"     5  " 

99  99 

Terms  60  days  net  2%  of  if  paid  in  10  days  from 
date  of  shipment  5%  of  for  cash  with  order.  Post  cata- 
logue and  price  list  furnished  on  request 

Suhr  &  Heyne,  Uehling,  Nebr. 


Mid-Summer  Camp  Meeting 

A  conference  of  about  twenty  representatives  of  dif- 
ferent state  associations  was  held  at  the  Lincoln  Com- 
mercial club  April  7th  to  consider  the  feasibility  of  hold- 
ing a  summer  chautauqua  of  all  the  retail  merchants  of 
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this  state,  with  their  families,  at  some  available  point, 
in  August.  This  movement  has  for  its  obiect  a  two-fold 
impetus  -i.  e.,  education  and  pleasure.  We  all  work  too 
hard  and  too  many  hours,  and  nearly  all  can  learn  new- 
er and  better  ways  of  doing  things.  If  the  plans  mater- 
ialize it  will  prove  an  oasis  in  the  business  desert.  An 
executive  committee  composed  of  one  delegate  from 
each  association  of  the  state  will  meet  in  the  near  future 
to  consider  ways  and  means  to  carry  out  the  spirit  of 
the  conference.    We  will  keep  you  posted. 


Buy  Steel  Fence  Posts  at  Home 
American  Steel  Fence  Posts,  Blair  or  Lincoln  ship- 
ment.  To  American  fence  agents  we  ship  American 
fence  and  gates  from  Blair  same  day  order  received. 
Special  Price  on  1000  Rod  Lots 
Mail  orders  direct  to  us. 
The  Arndt  Hardware  Co.,  Blair,  Nebr. 


Bills  Passed  by  Our  Representatives 
The  following  bills  which  in  anyway  relates  to  or  ef- 
fects Hardware  interests  were  passed  by  House  and  Sen- 
ate this  term. 

S.  F.  74  Writing  checks  without  funds  in  bank 
prima  facie  evidence  of  intent  to  defraud. 

S.  F.  45  Forbids  shooting  on  highway  or  injuring 
of  signs. 
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S.  F.  205"  Forbids  seining  of  Catfish. 
H.  R.  58    Husband  and  wife  must  sign  assignment 
of  wages. 

H.  R.  195-  Arsenic  or  Strychnine  forbidden  in  em- 
balming of  bodies. 

a  F.  142-  Pure  Seed  Law. 


Trade  at  Home 
Good  advice  from  our  N.  R.  H.  A.  poet. 

There's  lots  of  people  bluster, 

And  scold  and  storm  and  say, 
''To  get  the  rarest  bargains 

You  have  to  go  away.'' 
'The  merchants  may  be  willing, 

But  in  some  other  town 
You  get  a  better  value 

For  money  you  pay  down." 
And  so  they  run  to  cities, 

Some  near,  and  some  quite  far; 
No  thoughts  of  home  town  duty 

Their  pleasures  seem  to  mar. 
But  if  the  poor  home  merchant 

Should  turn  the  tables  round. 
And  cease  to  help  his  neighbors, 

Then  trouble  would  be  found. 
If  he  should  lose  his  patience, 
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Nor  sell  except  for  cash, 
Refuse  their  eggs  and  butter 

Why,  something  would  go  smash. 
If  he  should  send  to  cities, 

For  all  the  men  he  hired. 
The  men  in  his  own  village 

With  hate  would  be  inspired. 
Tis  time  the  people  wakened 

To  duties  right  at  home. 
You  wish  your  town  to  prosper? 

Then  cease  your  trade  to  roam. 

Pearl  Holloway,  Fremont. 
Have  your  local  papers  copy. 


We  have  just  learned  of  the  death  of  Nicholas  Lin- 
den of  Bellwood,  with  whom  we  had  a  personal  acquain- 
tence.  He  was  a  member  of  the  N.  R.  H.  A.  and  the  In- 
surance Company  for  many  years  always  loyal  and  true, 
possessed  of  a  sterling  character.  A  man  to  once  know 
could  never  be  forgotten.  Long  may  the  influence  of 
his  life  be  an  inspiration  to  us  for  better  things.  We  ex- 
tend to  his  widow  our  heartfelt  sympathy. 


Position  Wanted  By  a  young  man  with  hardware 
and  tinning  experience.  Speaks  German,  best  of  refer- 
ences.  Address  Box  24  Gilead,  Nebraska. 
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Independent  Virtue 
Dear  Gents:  —Your  statement  received,  and  also  let 
ter  in  which  you  say  you  would  like  to  have  the  money 
for  the  goods.  If  a  check,  we  can  send  right  away:  11 
money,  you  will  have  to  wait.  We  also  note  that  you 
say  you  cannot  ship  us  the  second  bill  of  goods  until  we 
have  paid  for  the  first.  Please  cancel  the  order  as  we 
cannot  wait  that  long  for  the  goods.       Sol  Cohisn. 


We  regret  to  report  the  death  of  member  A.  W. 
Clarke,  March  25,  under  sad  circumstances.  Mr.  Clarke 
was  connected  with  the  King  Hardware  Company  until 
within  one  week  of  his  death.  We  had  a  warm  spot  in 
our  heart  for  Clarke  and  wish  only  to  remember  his 
many  virtues. 


Right  in  Church,  Too 

My  husband  and  I  often  had  many  pleasant  moments 
in  a  quiet  game  of  cards  in  our  home.  One  evening  in 
church,  during  an  unusual  long  sermon  my  husband 
nodded  asleep.  At  the  close  the  minister  said:  ''Bro- 
ther J.,  you  lead  in  prayer/'  I  pinched  my  husband  and 
he  half  awoke  as  the  minister  repeated  ^'Brother  J.,  yoiij 
lead  " 

**It  isn't  my  lead,  I  just  dealf  murmured  my  husband, 
half  asleep. 
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Insurance  Rates 

As  we  go  to  press  we  learn  that  fire  insurance  rate 
regulation  bills,  more  or  less  drastic,  have  been  passed 
by  big  majorities  in  the  following  states:  Iowa,  Minnes- 
ota, Michigan,  Kansas,  and  other  states  yet  to  hear  from 
while  Nebraska's  big  corporation  insurance  buyers  will 
iiold  their  flat  foot  on  the  necks  of  the  common  people 
for  the  next  two  years. 


From  an  Associate  Member 
The  Nebraska  Ironmonger, 

Secretary  Nathan  Roberts,  Editor  and  Publisher. 
Dear  Sir: 

Concerning  your  request  that  I  write  you  a  resume 
upon  the  February  Convention  Number,  (Vol.  3,  No.  5) 
will  say,  that  a  perusal  of  your  Editorial  covering  the 
the  Omaha  Annual  Convention,  as  thoroughly  as  it  cer- 
tainly does,  leaves  little  to  be  added.  However,  the  ben- 
efit I  received  from  a  second  perusal  of  the  entire  five 
days  convention  report,  leads  me  to  suggest  not  only  to 
the  large  number  present  and  participating  in  the  inter- 
esting proceedings,  but  to  every  associate  member  as 
well  as  dealers  to  whom  sample  copies  were  mailed, 
that  they  proceed  immediately  to  dig  up  this  February 
Convention  number,  and  give  it  a  carefuP'cover  to  cover" 
reading,  keeping  in  mind  and  acting  upon  as  they  read 
my  request  that  they  jot  down  and  immediately  forward 
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to  you  at  Lincoln,  comments,  additions  or  new  matter 
coming  to  them,  which  they  think  would  benefit  the  craft, 
giving  you  the  permission  to  use  the  same  in  the  Iron- 
monger. 

As  a  Starter  Let  all  of  you  take  a  good  look  at  the 
solid  and  substantial  looking  list  of  officers  and  directors 
of  the  Nebraska  Mutual  Hardware  Insurance  Company, 
shown  on  the  inside  of  the  title  page  cover,  and  espec- 
ially at  the  line  on  bottom  of  the  page,  which  truthfully 
reads  as  follows: 

The  Best,  Safest  and  Cheapest  Insurance  Going. 

More  anon, 

L.  W.  Garoutte. 
From  lack  of  space  we  are  compelled  to  withhold 
the  rest  of  associate  member  Garroute's  article  for  our 
next  issue. 


The  merchant  who  is  not  patriotic  in  regard  to  his 
home  town  is  not  entitled  to  any  great  share  of  the 
home  town  trade. 


When  you  meet  an  "I  don't  know''  kind  of  a  sales- 
man you  may  be  sure  he  is  one  who  never  looks  into  a 
trade  paper.   Trade  paper  readers  usually  do  know. 


The  world  is  full  of  men  who  are  total  failures  •  be- 
cause they  did  not  half  way  try. 
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SECRETS  OF  STORE  FINANCE 
How  the  Retailer  Holds  the  Bag 
By  Forrest  Crissey 

(Reprinted  from  the  Saturday  Evening  Post,  Phila- 
delpliia.  Copyright  1913,  by  the  Curtis  Publishing  Co. 
This  article  will  be  continued  from  month  to  month  un- 
til completed,  and  is  well  worth  reading.) 


(Continued  from  our  last  issue) 

Better  Financing  Needed 

"That  is  the  kind  of  country,  too,  where  the  mail 
order  catalogue  has  its  greatest  lure,  as  soon  as  the  j 
farmers  begin  to  taste  prosperity  and  get  their  hands  on 
a  little  cash. 

*That  experience  has  made  me  feel  like  a  self  ap- 
pointed guardian  of  the  troubled  storekeeper.  The  other 
day  a  draft  on  a  retailer  in  the  town  where  I  live  reached 
the  bank  from  a  city  jobbing  house.  Our  outside  man 
presented  it  three  times  and  then  I  took  it  in  hand  per- 
sonally. The  storekeeper  said  that  the  reason  he  did 
not  pay  it  was  because  he  could  not;  there  was  nothing 
coming  in  and  he  could  not  press  his  farmer  customers 
before  harvest.  They  were  all  good  for  their  accounts 
and  would  settle  when  they  sold  their  crops.  He  was 
fust  a  little  peeved  because  the  jobbing  house  could  not 
understand  the  situation  and  let  him  alone  until  the 
crop  clean-up. 
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''I  asked  him  how  much  he  needed  to  pay  all  his 
bills  that  were  due  or  would  fall  due  before  his  customers 
could  settle.  He  said  a  thousand  dollars  would  cover 
such  demands,  and  I  loaned  it  to  him  at  two  per  cent 
less  than  the  regular  rate  paid  by  any  other  local  bor- 
rower. But  even  at  that  he  was  paying  two  to  five 
per  cent  more  than  his  wholesaler,  who  was  located  at  a 
money  center. 

'The  big  jobber  in  Chicago,  for  example,  is  some- 
times able  to  borrow  money  at  four  per  cent;  and  even 
when  money  is  tight  he  gets  his  loans  at  five  and  a  half 
per  cent.  If  the  big  bank  in  which  the  jobber  carries  his 
account  does  not  want  to  make  the  loan  he  has  the 
whole  money  market  of  the  United  States  from  which 
to  borrow.  He  can  float  his  paper  through  the  regular 
channels  of  the  banks  and  the  professional  notebrokers, 
who  have  their  connections  in  every  money  market  of 
the  country. 

'In  this  way  his  loan  will  naturally  come  from  the 
financial  center  where  money  is  cheapest.  The  notes  of 
the  Chicago  jobber,  for  example,  may  ultimately  be  held 
in  New  England;  but  the  country  storekeeper  has  no 
such  chance.    It  is  the  highest  local  rate  for  him  always, 

''Why  did  I  loan  money  to  the  storekeeper  at  twp 
per  cent  less  than  current  rate?  Why  do  I  always  make 
that  concession  to  any  storekeeper  who  is  good  and 
needs  the  money  to  keep  his  business  going  and  his  ere- 
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dit  in  prime  condition?  Because  I  have  been  through 
the  storekeeper  mill  myself  and  know  how  it  feels.  Be- 
cause I  know  from  experience  that  he  is  carrying  the 
farmers  on  his  shoulders  getting  no  interest  from  them 
unless  the  account  is  more  than  a  year  old.  Because 
I  realize  that  he  is  between  the  upper  and  the  nether 
millstones  the  jobber  above  and  the  farmer  below  the 
farmer  who  cannot  within  reason  settle  but  once  a  year 
Because  we  have  got  to  have  a  town  and  community, 
and  we  cannot  have  them  if  the  local  storekeepers  are 
pushed  below  the  line  of  possible  profit  by  the  inroads 
of  the  mail-order  houses.'' 

Cheaper  Money  Possible 

*'As  a  country  banker  I  say  the  country  storekeeper 
is  entitled  to  borrow  money  at  a  lower  rate  than  any 
other  member  of  the  community  because  of  the  service 
he  is  rendering  to  his  community.  Really  he  should  be 
able  to  borrow  as  cheaply  in  proportion  to  the  amount 
that  he  requires  as  does  his  city  jobber. 

''And  the  country  banker  who  does  business  on  the 
plan  of  making  the  storekeeper  pay  the  top  interest  rate 
is  not  doing  all  he  can  to  preserve  the  prosperity  of  his 
community  and  help  its  merchants  withstand  the  inroads 
of  the  mail-order  house. 

Now  having  taken  a  mild  shot  at  the  country  ban- 
ker I  feel  at  liberty  to  offer  a  criticism  of  the  country 
storekeeper  as  a  borrower.   As  a  rule  he  does  not  give 
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one-half  the  attention  to  the  financial  side  of  his  bus- 
iness that  he  ought  to  give.  If  he  would  work  more 
with  hi-s  head  than  he  does  with  his  hands  and  his  heels 
he  would  get  on  faster.  I  know  this  is  true,  because  I 
had  to  learn  that  lesson  my  self  by  hard  knocks. 

**I  do  not  believe  there  is  a  country  town  in  the 
United  States,  having  a  bank,  where  the  local  store- 
keeper could  not  get  better  support  and  cheaper  acom- 
modation  than  the  average  country  storekeeper  now  en- 
joys if  he  would  go  to  his  banker  and  say: 

*'I  have  been  making  a  mistake  in  allowing  a  lot  of 
good  profits  to  get  past  me,  Instead  of  sticking  at  the 
counter  and  tying  up  packages  I  have  been  at  my  desk 
doing  a  little  figuring  on  the  financial  end  of  my  bus- 
iness. What  I  have  discovered  is  this  that  if  I  could 
discount  every  one  of  my  bills  this  year  it  would  mean 
fifteen  to  eighteen  per  cent  to  the  good.  I  need  that 
money  in  my  business;  but  I  cannot  get  it  unless  you 
lend  me  the  money  with  which  to  make  my  discounts 
or  at  least  most  of  them —and  lend  it  to  me  at  a  rock- 
bottom  rate. 

"Why,  if  a  storekeeper  in  my  town  where  the  ruling 
rate  of  interest  is  ten  per  cent,  came  to  me  with  a  prop- 
osition of  that  kind  I  should  fall  over  myself  to  lend  him 
money  at  six  per  cent.  Why?  Because  I  should  know 
that  at  last  I  had  been  discovered  by  a  live  one  with  a 
little  initiative  who  was  using  his  head  instead  ojf  his 
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heels;  who  was  thinking  and  planning  the  future  of  his 
business  and  letting  his  clerks  sweep  out  the  store  and 
load  the  parcels  into  the  farmer's  wagons. 

**In  most  cases  the  lame  and  the  inadequate  borrow- 
ing facilities  of  the  country  storekeeper  are  more  his 
own  fault  than  the  banker's.  When  a  country  store- 
keeper demonstrates  to  his  banker  that  he  is  a  live  one, 
that  he  is  a  good  planner  and  figurer,  and  that  he  has  a 
firm  grasp  upon  the  financial  end  of  his  business,  he  will 
usually  get  all  the  support  and  acommodations  he  needs 
or  is  entitled  to. 

(To  be  continued  in  our  next  issue.) 


Price  and  Service  Card 
Please  note  the  insert  page  upon  the  subject  of  our 
National  Price  and  Service  Bureau  work.  We  consider 
this  one  of  the  best  things  we  have  brot  out.  It  gives, 
if  followed  up  properly,  one  of  the  truest  sources  of  in- 
formation you  can  obtain.  It  gives  you  an  education  of 
your  business  that  supplements  your  general  knowledge 
beyond  any  question  of  doubt.  It  places  you  in  an  inde- 
pendent position  and  creates  you  master  of  the  situation. 
It  makes  money  for  you  while  you  sleep.  Why  not  study 
this  sheet  carefully  and  see  the  gist  and  truth  of  our  as- 
sertion, and  at  once  send  in  your  check  for  $1.50  and 
fall  in  love  with  your  business?  Many  of  our  members 
are  using  it,  why  not  you?  | 
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Addresses  Wanted 


Help  us  locate  the  following  parties.    Their  last 
known  address  is  given  below: 
J.  E.  Marcott,  Kansas  City,  Mo. 
J.  B.  Trost,  Salt  Lake  City,  Utah. 
Sam  Rouse,  Concordia,  Kans. 
F.  W.  Reemaly,  Paoli,  Kans. 
J.  B.  Murphy,  Mankato,  KaB&. 
V.  E.  Hensly.  San  Diego,  CaTif. 
J.  R.  Wilcox,  Sterling,  Colo. 
A.  Hager,  Omaha  Kenneth  McCreary,  Walthill 

J.  E.  Hammond,  Bostwick  J.  H.  Burman,  Walthill 
John  Conrad,  Florence       Wm.  Letfen,  Swanton 
D.  Burnett  Sr.,  Nelson       Sid  Williams,  Superior 
F.  E.  Dennison,  Gd.  Isld.    L.  R.  Austin,  Superior 
Chas.  Trumbull,  Merna      Jacob  Russell,  Thurston 
W.  H.  Marshall,  Superior  Mrs.  Robt.  Arie,  Cedur  Bluff 
J.  Castile,  Spg.  Ranch       Ralph  H.  Beetle,  Brok.  Bow 
Geo.  E.  Taylor,  Eddyville  Thos.  Waite,  Nebr.  City 
Larson  «&  Savage,  Omaha  Paul  Krahm,  Hastings 


Cane  Seed  For  Sale  Member,  C.  B.  Diehl  of  Strat- 
ion  has  a  lot  of  fine  cane  seed  for  sale.  F.  O.  B.  cars  at 
Stratton  at  $L25  per  100  lbs.   Order  now  while  it  lasts 


Let  Rhine,  Curtis 
S.  Clement,  Ord 
Frank  Allum,  Nelson 
Mrs.  J.  Beyerly,  Neligh 


M.  Berge,  Campbell 
Fred  Schermeyer,  Cadams 
Fred  Murphy,  Strang 
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The  Losing  Side  of  Mail  Order  Trading 

Hans  Garbus,  a  German  farmer  of  Iowa,  has  dis- 
covered that  the  benefits  which  appear  on  the  surface  as 
attaching  to  the  mail-order  plan  sometimes  spell  disaster 
and  has  written  a  very  interesting  story  of  his  views  in 
a  certain  farm  paper.    Here  is  a  part  of  his  story: 

*'We  farmers  need  awal<ening  to  the  fact  that  we 
have  unmistakeably  reached  the  period  where  we  must 
think  and  plan.  I  am  one  of  the  slow  German  farmers 
that  had  to  be  shown,  and  I  am  now  giving  my  exper- 
ience that  others  may  profit,  for  knowledge  is  more  ex- 
pensive now  than  ten  years  ago. 

'Twenty  nine  years  ago  I  began  my  farm  career.  I 
had  an  old  team  and  $50.  Our  furniture  was  mostly 
home-made  chairs,  cupboard  and  lounge  made  from  dry 
goods  boxes,  neatly  covered  with  ten-cent  cretonne  by 
my  girl  wife.  We  rented  eighty  acres.  Being  a  boy  of 
good  habits  I  got  all  needed  machinery  and  groceries  of 
our  home  merchants  on  credit,  until  fall  crops  were  sold. 
The  first  year  was  a  wet  season  and  I  did  not  make 
enough  to  pay  creditors.  I  went  to  each  on  date  of  pro- 
mise and  explained  conditions  paying  as  mudh  as  pos- 
sible, and'  they  all  carried  the  balance  over  another  year. 
They  continued  to  accomodate  me  until  I  was  able  to 
buy  a  forty  acre  piece  of  my  own.  As  soon  as  I  owned 
these  few  acres  the  mail-order  house  began  sending  me 
catalogues,  and  gradually  I  began  sending  my  loose 
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change  to  them,  letting  my  accounts  stand  in  my  home 
town  where  I  had  gotten  my  accommodations  when  I 
needed  it. 

^  We  then  had  one  of  the  thriftiest  iittle  villages  in 
the  state  -good  line  of  business  in  all  the  branches,  mer- 
chants vyhp  were  willing  to  help  an  honest  fellow  over  a 
bad  year,  and  a  town  full  of  people  who  cancie  twice  a 
week  to  trade  and  visit.  Our  little  countrv  town  sup- 
ported a  library,  high,  school,  ball  team  and  we  jhad  big 
celebrations,  every  year. 

''A  farm  near  a  live  town  soon  doubles  in  value;  I 
sold  my  forty  acres  at  a  big  advance  and  bought  an 
eighty,  gradually  adding  to  it  until  I  had  200  acres  of  the 
best  land  in  Iowa.  I  then  felt  no  need  of  asking  favors, 
and  found  it  easy  to  patronize  the  mail  order  agents 
that  came  almost  weekly  to  our  door.  I  regret  to 
say  that  I  was  the  first  in  the  county  to  make  up  a  neigh- 
borhood bill  and  send  it  to  a  mail  order  house.  Though 
we  got  bit  every  once  in  a  while,  we  got  in  the  habit  of 
sending  away  for  stuff. 

''Gradually  our  merchants  lessened  their  stock  of 
goods— for  lack  of  patronage.  Finally  we  began  to  rea- 
lize that  when  we  needed  a  bolt  quickly  for  machinery, 
or  clothing  for  sickness  or  death,  we  had  to  wait  and 
send  away  for  it,  which  wasn't  so  pleasant.  One  by  one 
our  merchants  moved  to  places  where  they  were  apprec- 
iated, and  men  of  less  energy  moved  in.   Gradually  our 
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town  has  gone  down.  Our  business  houses  are  'tacky' 
in  appearance,  a  number  are  empty;  pur  schools,  churches 
and  wallas  are  going  down,  we  have  no  band,  no  library 
nor  ball  team.  There  is  no  business  done  in  the  town, 
and  therefore  no  taxes  to  keep  things  up.  Hotel  is 
closed  for  lack  of  travel.  Go  down  to  the  depot  when 
the  freight  pulls  in  and  you  will  see  the  sequel  in  mail 
order  packages. 

"Nine  years  ago  my  farm  was  worth  $195  an  acre. 
Today  Td  have  a  hard  matter  to  sell  it  at  $167  an  acre. 
It  is  too  far  from  a  live  town  so  every  farmer  has  said 
that  wants  to  buy.  He  wants  a  place  near  school  and 
churches,  where  his  children  can  have  advantages.  Tve 
awakened  to  the  fact  that  in  helping  to  pnll  the  town 
down  it  has  cost  me  $5600  in  nine  years''-  Commercial 
Bulletin. 

I^Have  your  local  paper  print  this. 


Mr.  R.  C.  Phillips  our  field  man  has  been  on  the  j 
sick  list  for  the  past  six  weeks,  but  recovering. 


Nails  Advancing 
This  office  will  take  care  of  your  needs  in  nails  if 
order  is  received  at  once,  at  $2.20  base,  f.  o.  b.  Lincoln. 
Also  galvanized  hog  barb  wire  at  $2.70  while  it  lasts. 
Less  2%  prompt  cash. 
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Insurance  Report  for  March 

Insurance  in  force      -         -  $2,015,363.00 
Cash  balance         -         -         -  22,053.00 
Total  ledger  assets      -         -  -29,103.76 
Refund  to  members        -        -  760.03 
Losses  paid      -        -         -        -  4,031.67 
Those  who  take  any  interest  in  our  insurance  report 
will  notice  we  have  divided  our  income  report  into  a  net 
cash  balance  and  a  total  ledger  assets  balance.  The  total 
ledger  assets  include  all  available  assets  and  represents 
the  standing  of  our  company.    We  have  been  drawn  up- 
on heavily  since  our  last  report  to  meet  fire  losses,  but 
we  are  optimistic  for  the  days  that  are  before  us.  We 
are,  howover,  urgent  upon  our  members  to  do  all  in 
their  power  to  kee^  down  fire  waste. 

Senate  File  46,  known  as  the  anti-discrimination 
rate  bill  is  presumably  killed.  It  died  hard,  but  the  good 
men  and  true  were  not  sufficient  to  save  it.  It  was  rec- 
ommended for  passage  in  the  House  by  a  vote  in  favor 
of  63  to  23.  However,  on  third  reading  it  was  defeated 
50  to  45,  sufficiently  close  to  prove  it  had  real  merit, 
withal  the  hue  and  cry  of  an  insurance  trust  Personal 
interest,  despite  the  rights  of  others,  arrange  themselves 
with  one  of  two  controls  either  a  trust  to  protect  them 
or  cutting  of  prices  to  destroy.  Against  this  bill  was  ar- 
rayed those  whose  cut-rate  privileges  would  be  curtail- 
ed, and  their  slogan  was  a  trust  being  formed.    If  mak- 
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ing  rates  on  a  true  analytical  basis  and  of  equal  justice 
to  all,  big  or  little,  is  a  trust,  then  they  were  right.  But 
if  its  object  was  equal  justice,  and  its  ultimate  results  to 
conservate  interests  of  our  state,  then  they  are  wrong 
and  they  know  it.  If  the  rank  discrimination  that  has 
driven  every  state  company  out  of  business  in  the  last 
few  years  is  good  for  the  people,  then  the  verdict  is  ''the 
people  be  damned/'  There  are  many,  alas  too  many 
who  are  willing  to  sell  their  heritage  for  a  mess  of  pot- 
tage, who  see  no  good  beyond  their  own  narrow,  selfish 
sphere,  and  what  will  contribute  to  their  own  selfish 
ends.  The  Angel  Gabriel  would  stand  as  poor  a  show 
with  them  as  the  vilest  among  us  if  the  assault  was  on 
their  pocketbook.  We  expect  from  our  daily  press  at 
least  a  fair  showing  for  the  public  weal,  but  when  they 
befoul  their  nests  with  the  cheap,  untrue,  unpatriotic, 
selfish,  stage  trash,  as  they  have  written  in  the  past  few 
weeks  against  the  passage  of  this  bill.  We  are  ashamed 
of  them  and  disappointed  in  the  high  moral  standard 
they  assume,  that  their  actions  belie.  We  are  ever  ready 
to  acquiesce  in  the  other  fellow's  view  point  if  based  on 
justice  and  right,  but  when  his  selfish  motives  in  what 
he  says  and  does,  are  so  apparent,  we  have  no  further 
use  for  what  he  says  or  does.  We  believe  this  bill  had 
for  its  foundation  the  greatest  good  to  the  greatest  num- 
ber, and  equal  justice  to  all,  and  the  numbers  that  stood 
by  it  and  supported  it  to  the  last  ditch  gives  us  greater 
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faith  in  men  and  their  desires  to  do  right.  It  died  no- 
bly and  its  opponents  triumphed  ignobly. 


Jobbers  Price  Investigation 
We  are  in  receipt  of  a  long  communication  from 
Hibbard,  Spencer,  Bartlett  &  Co.  relative  to  the  recent 
investigation  by  our  national  ofifice  on  comparison  of 
prices  from  seventeen  different  jobbers  on  mail  orders 
sent  them  from  nineteen  different  retailers,  the  resuU  of 
which  showed  a  differential  of  from  28j^%  to  329%  on 
the  same  class  of  goods.  Mr.  Kanoor,  in  defense  of  his 
house,  gives  an  analytical  analysis  of  the  investigation, 
and  to  our  mind  proves  that  many  items  in  the  list  sub- 
mitted might  be  substitutions  or  other  goods  than  those 
enumerated  that  carry  higher  values  which  inadvertantly 
might  be  classed  wrong.  From  the  tenor  of  his  argu- 
ment we  draw  the  conclusion  that  his  house  was  o»e  of 
the  victims,  as  he  seems  to  select  the  items  they  priced 
under  C  and  D  on  this  list,  and  in  a  praiseworthy  man- 
ner points  to  the  fact  that  they  were  invariably  on  the 
lower  price  basis.  This  may  be  good  cheap  advertising, 
but  we  are  always  glad  to  give  credit  to  whom  it  may 
be  due,  providing,  however,  it  is  serving  the  purpose  for 
which  we  are  fighting,  namely,  just,  legitimate  prices  for 
our  members. 


Don't  forget  that  check  for  N.  R.  H.  A.  dues  today. 
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Freigh i  Receipt  A  udit 

We  received  a  letter  from  a  member  a  few  days  ago 
asking  where  they  should  send  their  freight  bills  to  be 
checked  up.  The  receipt  of  this  inquiry  would  indicate 
to  us  that  the  Ironmonger,  our  state  paper,  is  not  read 
very  carefully.  There  is  scarcely  a  nnmber  goes  out 
that  we  do  not  devote  a  portion  urging  you  to  send  us 
your  freight  bills  for  the  past  six  years.  Tie  them  up  in 
a  package,  address  to  this  office,  say  who  sends  them, 
prepay  express  charges,  and  we  will  *  promptly  do  the 
rest.  We  are  collecting  tidy  sums  for  our  members,  (no 
charge  for  our  services.)  We  pay  50%  of  the  amounts 
collected  to  the  auditing  company  nothing  collected, 
nothing  charged.  Send  them  on— it  is  like  finding  mon- 
ey where  least  expected. 


Wanted  -Position,  by  a  practical  man,  as  an  all 
around  hardware  salesman.  Understands  tinning,  fur- 
nace work  and  plumbing.  Address  at  once  O.  A.  Hed- 
lund,  Aurora,  Nebr. 


Position  Wanted  Seven  years  experience  in  a  coun 
try  hardware  store,  best  references.  Address  L.  T.  Park- 
er, Wilsonville,  Nebr. 


Jess  Willard  proved  a  master  candy  maker  when  he 
made  a  225  lb  chocolate  drop. 
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Attention 
Mr.  Furnace  Buyer ! 


Our  new  catalogue  is  now  in  the  hands  of  the 
printers.  We  expect  to  have  it  ready  to  mail  out 
within  the  next  two  weeks.  If  you  do  not  receive 
one  and  are  not  on  our  mailing  list,  a  card  will 
bring  you  a  complete  outfit  of  catalogues  illustrat- 
ing the  NESBIT  All-Cast  Furnaces,  the  WEIR  AU- 
Steel  Furnace,  together  with  the  most  complete  line 
of  Furnace  Supplies  carried  west  of  the  Mississippi 
River. 

Our  Motto:    "QUALITY  and  SERVICE" 


Standard  Furnace  &  Supply  Co. 

411-13  So.  10th  St.        Omaha,  Nebr. 
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Dear  Members: 

What  we  have  to  say  in  an  editorial  view  at  this  ^ 
time  may  appear  to  some  as  butting  into  their  business  t 
affairs.    However,  in  the  very  nature  of  our  relations  it ' 
can't  be  so,  as  we  are  as  much  interested  in  your  welfare 
as  you  can  possibly  be  yourself,  and  in  many  cases  we 
are  moreso.   Therefore,  if  this  be  true,  your  criticism  i 
would  not  have  a  leg  to  stand  on.  We  at  any  time  chal- 1 
lenge  the  truth  of  our  assertion.    We  earnestly  desire  to  1 
confer  with  you  upon  the  relationship  you  sustain  with  j 
your  local  newspaper  man.    Do  you  look  upon  him  as  a  \ 
necessary  evil,  and,  therefore,  a  recipient  of  your  charity, 
or  do  you  view  him  as  a  booster  for  your  town  and  com- 
munity?  Does  the  interest  you  take  in  his  welfare  per- 
mit him  to  live  by  the  skin  of  his  teeth?     Does  he  have 
to  beg,  cajole,  or  trade  out  the  little  pittance  you 
permit  yourself  to  award  him?   Do  you  turn  him  down 
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cold  when  he  tries  to  solicit  your  advertising  and  then 
expect  him  to  boost  your  business  while  his  wife  and 
children  are  naked  and  hungry?   No  wonder,  and  we  do 
not  blame  him  for  taking  good  money  from  those  who 
are  working  your  ruin.   They  pay  good  money  for  ad- 
vertising their  business,  and  do  it  cheerfully,  because  it 
pays  them.   Your  newspaper  man  can  be  made  the  best 
friend  you  have,  and  it's  in  your  hands  and  yours  alone 
through  him  to  make  or  mar  the  destiny  of  your  town. 
We  go  as  far  as  to  say  that  no  local  paper  should  be  ex- 
pected to  go  outside  of  his  own  community  for  advertis- 
ing to  f^ll  up  his  columns.  His  local  business  men  should 
use  it  and  pay  him  well  for  his. time  and  space.  Make 
for  him  and  his  family  your  town  the  brightest  spot  on 
earth  and  it  will  pay  you  big  returns.  We  want  our  hard 
ware  boys  to  wake  up  on  this  proposition-  don't  rest 
until  every  merchant,  bigand  little,  are  liberal  patrons  of 
your  local  paper.   He  can  do  more  for  you  than  any  oth- 
er means  at  your  command.   Also  see  to  it  that  your 
farmer  community  is  fed  on  the  right  literary  diet   i.  e., 
community  interest,  first,  last  and  all  the  time.  Create 
a  boosting  club,  composed  of  every  man,  woman  and 
child  in  town  and  outside  of  it  and  have  your  newspaper 
man  the  center  and  circumference.  Buy  advertising  space 
and  keep  it  filled  with  live  matter.    Change  it  weekly. 
Pay  him  well  and  let  him  earn  it.    You  will  make  more 
and  better  returns  than  he  will.   Now  this  is  not  hot  air 


6 


THE  NEBRASKA  IRONMONGER 


but  practical,  wholesome,  common  horse  sense,  and  it  . 
needs  only  your  application  to  prove  it.     Will  the  N.  R, 
H.  A.  apply  the  remedy?  Others  will  follow-  don't  doubt 
it-  but  act  now.    While  we  are  on  the  subject  we  would 
advise  you  to  help  your  publisher  by  furnishing  him  all 
the  matter  you  come  across  on  community  building. 
There  is  lots  of  it  in  your  trade  papers.  The  Ironmonger 
will  furnish  its  share.    See  that  he  has  plenty  of  it.  The 
town  of  Sargent  has  41  business  men,  great  and  small  * 
The  Sargent  News  of  last  week  contained  46  advertise-; 
ments  and  over  two  columns  of  community  interest  mat-  ; 
ter,  reprint  from  our  National  Hardware  Bulletin,  fur-' 
nished  by  Abbott  Bros.   This  is  cooperation  that  pays! 
big  dividends  and  helps  make  your  tall  grass  town  a  live! 
bustling,  thriving  community.     Get  your  commercial; 
clubs  woke  up  to  do  things.   The  price  is  good,  but  this 
is  better.  .  ; 

You  will  notice  considerable  paid  advertising  in  this? 
issue.    ''What  does  it  mean?''  you  ask.    It  means  morel 
income,  to  give  you  better  assistance.    Do  you  think  for  | 
a  moment  that  these  patrons  do  not  expect  some  returns  ] 
for  their  investment,  and  why  should  they  not?    And  is 
there  any  good  reason  you  can  offer  why  you  should  not 
patronize  them  in  preference  to  others?  We  want  to  see 
the  advertising  pages  of  the  Ironmonger  at  a  premium, 
and  this  can  only  be  accomplished  by  your  help.  (Say 
yoii  saw  their  ad  in  our  own  organ.)    They  want  your 
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ear  -ask  them  about  it-  they  will  make  you  good  money 
if  you  will  listen.  Cooperate  with  yourself  and  them  to- 
day. 

It  seems  to  us  that  our  monthly  letter  is  not  com- 
plete without  a  word  on  the  credit  situation.   Many  let- 
ters come  to  us  asking  for  further  light  on  how  to  han- 
dle this  question  successfully.   It  is  a  vexing  problem  to 
most  of  us,  and  how  to  put  our  business  on  a  cash  basis 
without  driving  away  our  good  trade  is  worth  knowmg. 
We  have  thot  of  it  so  much  that  at  times  it  controls  our 
dreamworld.    Recently  while  treading  the  mazy  paths 
of  that  unkown  and  unknowable  region  we  put  it  up  to 
the  god  of  fancy  and  unreality  to  solve  the  enigma.  Out 
.of  it  we  evolved  this  issue,  namely,  that  money  is  repre- 
sented in  but  one  of  two  ways- either  the  com  ot  the 
realm,  or  what  it  represents.    If  this  be  true,  and  who 
doubts  it,  there  is  but  one  way  to  handle  credits  success- 
fully and  without  friction.   When  approached  for  accom 
modation  from  a  desirable  source,  loan  the  com  of  the 
realm  that  represents  a  true  worth  in  its  equivalent  of 
value  in  your  goods  that  he  needs.    Let  us  illustrate  an 
instance  to  carry  us  to  a  logical  conclusion  Suppose 
Mr  A  desires  a  line  of  credit  and  you  are  willing  to  give 
it  '  You  ascertain  how  much  of  a  line  he  needs  and  how 
long  a  time  he  requires,  if  both  are  satisfactory,  say  the 
amount  is  $25.  and  the  time  90  days.   You  place  to  his 
credit  or  on  any  other  plan  you  may  evolve,  that  amount 
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he  giving  you  his  bankable  note  with  reasonable  interest 
after  an  agreed  date,  with  the  further  stipulation  that  he 
may  draw  on  your  stock  for  his  needs  at  the  lowest  pos- 
sible cash  values.   The  transaction  is  closed.   You  have 
the  paper  to  rediscount  or  not,  as  you  wish,  and  Mr.  A 
has  a  drawing  account  for  a  given  amount  for  a  specified 
time.   This  may  appear  to  you  chimerical,  but  to  our 
viewpoint  is  a  logical  business  proposition,  and  to  the ' 
worthy  man  is  an  easy  and  just  way  to  help  him  over  an 
emergency.  It  can  be  carried  out  under  all  circumstances  - 
*  small  or  great,  to  worthy  persons,  and  the  others  you  ' 
don't  want,  and  we  will  warrant  the  assertion  that  you  ] 
will  think  hard  before  you  will  put  your  hand  in  your  j 
pocket  and  turn  out  cold  cash  to  those  of  whom  you  are 
in  doubt.   You  will  place  your  business  on  a  spot  cash 
basis  and  at  once  cut  out  a  large  item  of  overhead  ex- , 
pense  trying  to  handle  unsatisfactory  credits,  and  you  j 
can  always  have  money  to  discount  your  bills.  The  bank- 1 
er's  money  and  your  merchandise  are  on  an  exact  parity  | 
as  far  aa.  value  is  concerned,  and  you  will  be  doing  busi-  ^ 
ness  on  exactly  the  same  basis  as  the  banker,  and  your  ^ 
good  customers  will  be  accommodated.    Why  not  care- 
fully think  over  some  such  plan?   You  might  work  out 
just  what  will  fill  your  field  of  operation. 

On  the  price  and  service  record  cards,  have  you  giv- 
en it  any  thot?   Read  the  letters  from  members  who  are 
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trying  it  out.  Do  you  think  their  experience  worth  any- 
thing?  If  so,  start  in  now  and  prove  their  wisdom. 

The  question  of  your  unpaid  N.R.  H.  A.  dues  should 
not  wony  us,  but  it  does.  Does  it  you,  or  don't  you  care? 
Hot  air  is  poor  dope  to  build  association  work  upon.  Is 
114c  per  day  too  much  to  spend  on  such  work?  Don't 
ask  us  to  spend  any  time  or  money  in  going  after  it.  If 
this  means  you^  pay  now.  Editor. 


SECRETS  OF  STORE  FINANCE 
How  the  Retailer  Holds  the  Bag 
By  Forrest  Crissey 
(Reprinted  from  the  Saturday  Evening  Post,  Phila- 
delphia.  Copyright  1913,  by  the  Curtis  Publishing  Co. 
This  article  will  be  continued  from  month  to  month  un- 
til completed,  and  is  well  worth  reading.) 


(Continued  from  our  last  issue) 
"Instead  of  doing  this  the  average  country  merchant 
waits  for  his  banker  to  come  around  with  a  draft  for  col- 
lection, waits  for  his  banker  to  explain  to  him  how  much 
he  could  save  in  the  course  of  the  year  if  he  discounted 
all  his  bills,  and  reveals  to  his  banker  in  the  course  of 
the  conversation  that  he  does  not  know  how  much  it  is 
costing  him  to  do  business,  and  that  he  lets  the  financial 


m  THE  NEBRASKA  IRONMONGER 


end  of  his  affairs  run  itself. 

*The  storekeeper  who  goes  to  his  banker  with  a 
clean-cut  statement  of  his  whole  business  and  then  bar- 
gains for  a  loan  at  a  low  rate  of  interest  convinces  the 
banker,  by  that  very  act,  that  he  is  a  close  buyer  and  a 
good  trader." 

The  head  of  the  legal  department  in  one  of  the  larg- 
est grocery  houses  in  America  declares  that  one  of  the 
cardinal  troubles  of  the  country  storekeeper  is  the  fact 
that  he  is  afraid  of  his  customers. 

''As  a  dispenser  of  credits  the  country  storekeeper's 
besetting  fault  is  that  of  failing  to  lay  the  proper  founda 
tion  of  understanding  as  to  terms  of  settlement  with 
each  customer  at  the  time  his  account  is  opened.  A  clear 
and  right  understanding  as  to  terms  and  conditions  at 
the  outset  makes  a  basis  of  agreement  that  can 
afterward  be  referred  to  without  offense,  so  far  as  any 
customer  who  is  worth  keeping  is  concerned.'' 

The  dealer  who  is  altogether  too  tight  does  not  turn 
over  his  stock,  and  that  should  be  done  at  least  four, 
times  a  year.  He  might  about  as  well  not  be  in  business 
at  all.  The  dealer  who  gives  credit,  even  with  a  clear  and 
definite  understanding,  often  suffers  a  fatal  paralysis  of 
nerve  when  it  comes  to  asking  for  his  money  when  it  is 
due. 

It  is  not  the  working  man,  not  the  average  man, 
who  ties  the  storekeeper's  tongue.    Ordinarily  he  is  not 
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much  afraid  of  talkipg  things  over  frankly  with  those 
folks,  but  when  Milady  in  the  touring  car  drives  up  to 
to  the  door,  and  by  her  chaffeur,  summons  Mr.  Store- 
keeper to  the  front  curb,  he  suffers  a  serious  congestion 
of  faculties. 

The  representative  of  a  big  Chicago  jobbing  house 
called  on  a  dealer  in  a  summer  resort  city  in  a  South  At- 
lantic state.  He  explained  his  mercenary  mission  and 
went  straight  to  the  heart  of  the  matter  by  examining 
the  books  of  the  dealer. 

■  Nearby,  he  discovered,  there  lived  a  family  with  a 
name  that  is  a  familiar  synonym  with  great  wealth  from 
Eastport  to  San  Diego.  This  family  owed  the  dealer 
the  rather  significant  sum  of  $3,000.  The  collector  took 
this  account  and  two  others  similar  to  it  and  called  on 
the  stewards  of  the  respective  families.  He  stated  h'is 
case,  explained  the  plight  of  the  dealer,  and  asked  for 
payment. 

In  every  case  the  steward  before  giving  the  collector 
a  check  .inquired  why  the  dealer  had  not  called  and  ex- 
plained his  circumstances.  That  night  the  representa- 
tive of  the  jobbing  house  started  back  to  Chicago  with 
money  enough  to  square  the  merchant  with  his  firm,  and 
behind  him  he  left  enough  in  the  till  of  the  storekeeper 
for  the  delinquent  to  pay  every  debt  he  owed. 

This  example  emphasizes  the  point  that  the  fault  of 
poor  collecting  usually  lies  with  the  storekeeper.  The 
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customer  who  is  worth  hundreds  of  thousands  of  dollars 
is  often  the  hardest  of  all  to  handle.  Such  customers  are 
often  careless,  but,  being  persons  of  large  affairs,  they  d( 
not  stop  to  consider  the  hardship  they  inflict  on  tht 
merchant. 

There  are  some,  to  be  sure,  who  deliberately  takt 
advantage  of  their  high  financial  rating  and  of  the  desir 
ability  of  their  trade  to  impose  on  the  merchant.  Suci 
persons  are  really  deadbeats   and  they  do  not  know  it. 

There  is  a  right  way  to  handle  every  customer,  no 
matter  of  what  class  he  is  typical  a  way  that  usually 
has  been  worked  out  by  men  who  have  specialized  in 
the  art  of  collecting  difficult  accounts. 

(The  End.) 


M.  A.  Hostetler,  of  Shelton,  in  his  paper  before  the 
press  association  recently,  stated  pointedly  as  follows: 
*The  relation  between  the  country  newspaper  and  the  re 
tailer  could  be  of  mutual  benefit  only  when  the  retailer 
quits  looking  on  putting  an  advertisement  in  his  home 
paper  as  a  charitable  act,  and  the  editor  should  regard  it 
as  a  fulfillment  of  an  obligation  to  help  support  him." 


We  regret  to  announce  that  T.  V.  McCartney,  of 
Ashland,  has  been  laid  up  for  several  weeks  past  with  a 
broken  ankle.  It  will  be  some  time  before  he  can  re- 
sume his  rustling  proclivities. 
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The  bark  is  launched  on  placid  waters  and  is  known 
as  the  Nebraska  Business  Men's  Outing  Association. 
There  may  be  breakers  ahead  but  at  present  they  are 
not  discernable.  She  is  manned  and  ready  for  business, 
has  a  captain  and  a  tried  pilot,  together  with  the  neces- 
sary supernumeraries.  Hastings,  Lincoln  and  Omaha 
were  in  the  list  contesting  for  the  favor.  Omaha  won 
out,  with  a  hearty  welcome,  ample  provision  and  accom- 
modation, and  above  all,  under  all  and  around  all,  a  sub- 
stantial bonus  to  help  pay^expcnses.  So  we  will  be  the 
guests  of  the  Carter  Lake  Club  for  eight  days  in  early 
August.  They  have  splendid  grounds  on  the  shores  of 
Carter  lake,  where  we  can  have  boating,  bathing,  and 
game  fishing  to  our  heart's  content.  There  is  a  pavillion 
capable  of  seating  a  thousand  people.  There  is  plenty 
of  shade  and  large  comfortable  verandas  and  secluded 
lover's  lanes.  There  will  be  provided  food  for  the  body 
at  the  lowest  possible  and  popular  rates.  There  will  be 
food  for  the  mind  and  soul  of  the  best  that  money  and 
prestige  can  obtain.  The  place  is  but  a  short  ride  from 
the  city's  center,  at  a  5c  fare.  There  will  be  tents  for 
those  who  would  prefer  them,  and  you  can  do  your  own 
cooking  if  you  wish.  Everything  will  be  shaped  up  that 
you  may  enjoy  a  well  earned  vacation  at  a  price  as  cheap 
as  you  can  stay  at  home.  ''All  work  and  no  play  makes 
Jack  a  dull  boy."  If  you  have  never  taken  a  vacation, 
plan  to  take  one  this  year  with  the  retail  business  men 


14 


THE  NEBRASKA  iROXMOXGER 


)f  Nebraska,  their  wives  and  children.  It  will  be  the 
making  of  you.  We  will  tell  you  all  about  it  before  long. 


''Constructive  Cooperation''  is  a  new  slogan  which 
leans  much  to  you  and  should  be  operative  in  your 
daily  business,  in  season  and  out  of  season.  '  The  Ne- 
braska  Association  of  Commercial  Clubs  at  their  meet- 
•ing  in  Lincoln  a  few  days  ago  adopted  unanimously  a 
resolution  providing  for  a  missionary  committee  com^ 
posed  of  the  best  talent  obtainable,  whose  duties  shall 
be  to  cover  the  state  as  speedily  as  possible,  and  in  con- 
junction with  the  clubs  of  each  town  promulgate  the  doc 
trine  of  community  interest  to  all  who  are  interested  in 
building  up  their  community  and  thereby  conserving  the 
immense  resources  of  our  state.  This  is  a  move  we  have 
norked  for  and  hoped  for,  and  now  sincerely  trust  will 
I'id  carried  to  a  successful  issue.  The  farm,  the  shop,  the 
store,  the  home  and  the  office  must  join  heart  and  hand 
for  a  bigger  and  better  Nebraska. 


To  save  timie  and  mioney,  it  is  a  good  plan  to  sell 
wire  cloth  by  the  pound.  If  you  put  a  roll  of  24  inch  on 
the  scale  you  will  find  it  weighs,  less  wrapping  and  plugs, 
20  It),  and' contains  200  sq.  feet,  at  2c  a  foot,  brings  you 
$4.  Now  supposing  you  have  to  cut  a  number  of  pieces 
and  figure  up  in  fractions  what  they  amount  to,  how 
easy  it  is  to  beat  yourself  or  your  customer,  whereas  by 
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wrapping  up  the  bundle  and  putting  it  on  the  scale  you 
have  it  absolutely  correct.  Make  your  cutting  liberal  and 
weigh  it  at  2c  per  m  cut  pieces  or  l%c  in  full  rolls. 


Make  these  changes  in  your  Directory:  -Ribbel  Pa- 
per &  Woodenware  Co.,  Omaha,  should  read,  'Washing 
machines,  wrapping  and  building  paper,  aluminum,  en- 
ameled and  tinware,  in  open  stock  and  assortment,  etc." 
Add  to  F.  E.  Kohler  Co.,  Canton,  Ohio,. the  item  "Dig- 
gers, (post  hole)"   This  is  one  ot  their  important  lines. 


A  man  to  become  a  good  buyer  must  know  mer- 
chandise. But  no  man  who  knows  merchandise  only, 
can  be  a  great  buyer.  He  must  know  some  other  things. 
He  must  know  prices,  he  must  know  conditions,  he 
must  know  the  trend  of  the  market.  Ex. 


Young  man,  don't  lose  sight  of  the  fact  that  a  fellow 
your  age  is  often  known  by  the  company  he  keeps.-  Ex. 


It  is  a  peculiar  coincidence  that  the  fellow  who  is 
everlastingly  waiting  for  something  to  turn  u^,  is  always 
getting  turned  down.  -Ex. 

Avoid  trouble  by  having  your  insurance  written  in 
the  house  of  your  friends,  The  Nebr.  Hardware  Mutual 
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Keep  your  money  in  Nebraska  and  the  profits  in 
your  own  till.  A  policy  in  the  Xebr.  Hardware  Mutual 
assures  both. 


Not  "What  do  I  get?"  but  "How  can  I  help?"  We 
should  consider  membership  in  the  N»  R.  H.  A,  on  the 
basis  of  what  we  can  put  into  the  movement  to  the  lim- 
it of  our  ability,  rather  than  what  we  can  get  out  of  it. 


Important  Helpfullness 
Some  hardware  associations  pile  up  their  funds  in 
bonds  and  mortgages.  The  Nebraska  R.  H.  A.  does  not 
but  instead  returns  every  dollar  back  into  the  field  and 
its  work,  and  could  use  more  if  we  had  it.  All  we  ask 
is  VAc  per  day  from  each  member  and  guarantee  to  re- 
turn a  thousand  times  that  amount  in  service  to  you,  yet 
there  are  those,  over  a  hundred  of  them,  who  delay  and 
retard  our  efforts  by  holding  back  the  trifling  amount  to 
each  in  their  annual  dues.  They  hurt  themselves  as  they 
break  their  files  of  the  National  Bulletin,  as  your  name 
is  not  put  on  the  mailing  list  nntil  your  dues  are  record- 
ed as  paid.  We  know  you  don't  mean  to  do  this,  it  is 
only  carelessness  and  forgetfulness.  Now  take  this  up 
today  and  do  your  part  to  carry  out  the  great  work  be- 
fore us.  Don't  put  us  to  the  time  and  expense  necessary 
in  personal  duns.  We  haven't  the  time  nor  inclination, 
and  besides  it's  a  mighty  bad  habit. 
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Price  and  Service  Price  Cards 
Following  are  extracts  from  a  few  of  the  many  let- 
ters received  from  members  who  have  tried  out  our 
price  and  service  record  cards.  They  speak  for  them- 
selves from  actual  experience.  For  lack  of  space  we  are 
able  to  publish  only  a  small  number  out  of  the  total  re- 
ceived at  this  time. 

If  there  is  any  merit  in  this  system  of  price  tabula- 
tion and  price  getting  for  those  who  have  made  a  prac- 
tical application  of  it,  surely  their  experience  should  be 
a  sufficient  incentive  for  others  to  get  in  the  bandwagon 
and  thereby  become  masters  of  the  situation  and  their 
business.  You  had  better  send  me  your  check  for  $1.50 
today  and  get  in  touch  with  the  right  way  of  doing 
things. 

Cloos  &  Anderson,  Havelock,  write-  The  set  of  price 
and  service  record  cards  secured  some  time  ago  is  the 
very  thing  for  our  business.  It  not  alone  keeps  a  con- 
tinuous record  of  prices  paid  or  obtainable  but  is  also  a 
stock  record  for  seasonable  goods,  seeing  at  a  glance 
what  you  bot  last  season,  helping  to  determine  quantity 
for  the  following  season.  Now  that  we  have  it  we  could 
not  do  without  it. 

Ashby  Hardware  Co.,  Fairfield,  states— We  find  the 
price  and  service  cards  not  only  a  means  to  an  end  in 
price  getting,  but  also  a  record  to  figure  bills  from.  I  ex- 
pect to  use  it  also  for  inventory  pricing. 
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N.  Edberg,  Ong,  aptlv  states  The  price  and  service 
record  cards  I  bot  fill  the  bill  No  man  is  a  walking  price 
Hst.  This  record  shows  him  at  once  where  and  from 
whom  to  buy  right.  I  carry  a  large,  line  of  hardware, 
furniture  and  undertaking.  This  record  keeps  track  of 
the  whole  business  for  me.  Every  hardware  dealer  should 
have  one. 

Abbott  Bros.,  Sargent,  put  it  thus  -We  have  used 
the  price  and  service  record  cards  for  nearly  a  year,  and 
find  them  a  great  help  in  getting  the  lowest  price.  Cat- 
alog houses  no  longer  have  any  terror  for  us.  We  get 
the  lowest  price  to  meet  the  published  price.  Price  is 
what  goes.  The  price  and  service  cards  help  to  get  it 
We  Vv'ould  not  like  to  do  without  them  as  we  use  them 
more  extensively  every  day. 

S.  C.  Oaks,  Seward,  says—  I  am  more  than  satisfie 
with  my  price  and  service  cards.  A  glance  shows  m 
where  I  can  buy  to  the  best  advantage.  I  have  supposed 
in  the  past  that  I  was  buying  at  the  lowest  point,  but  I 
am  now  convinced  that  close  attention  to  my  cards  lands 
me  at  least  5%  to  the  good  on  every  item  I  buy.  Mv 
traveling  men  friends  know  its  object  when  I  consult  it 
.  and  are  always  ready  to  use  a  sharpened  pencil.  For  the 
lowest  price  it's  the  system. 

Geo.  Goodbrod,  of  Cordova,  tells  the  story  When  I 
got  my  price  and  service  record  cards  they  occupied  a 
place  on  my  desk  and  started  their  work  promptly.  Hard- 
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ware  salesmen  know  what  they  do  and  while  they  make 
fun  of  them  most  of  them  are  anxious  to  record  their 
quotations  for  future  needs,  especially  if  they  have  a  low 
price.  I  anticipate  my  future  wants  and  make  records 
for  fall  purchases.  It  is  the  best  and  most  profitable  in- 
vestment I  ever  made.  I  am  surely  well  pleased,  with 
them  and  would  not  be  without  them. 

Chappell  Lumber  &  Hardware  Co.,  Chappell-  We 
have  only  used  the  price  and  service  record  cards  a  short 
time,  tut  wc  find  them  a  great  help  in  getting  a  price 
when  buying,  and  would  not  be  without  them. 

A  member  from  Lyons  states  I  do  not  hesitate  to 
recommend  the  price;  and  service  cards  as  a  valuable  as- 
set to  one's  business  if  properly  kept.  I  would  not  care 
to  dispense  with  them  under  any  consideration. 


Jobber  vs.  Retailer 
The  relations  existing  between  these  two  commer- 
cial bodies  as  a  whole,  are  and  have  been  of  a  mutnal 
interest  spirit,  nearly  all  guarding  carefully  and  zealously 
against  encroachment  on  the  legitimate  field  of  the  re- 
tail hardware  merchant.  However,  there  are  a  few  who 
seem  to  care  not  for  the  rights  of  their  clients,  while 
shortsightedly  thrusting  the  knife  of  selfish  aggrandize- 
ment into  the  vitals  of  those  by  whom  they  exist.  While 
these  acts  are  well  known  to  us  we  have  refrained  from 
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any  criticism  or  comment,  realizing  fully  their  legal  rights 
in  the  premises.  We  must,  however,  say  that  it  is  a  pit- 
iful sight  to  see  the  blind  leading  the  blind— jobbers  who 
are  blinded  by  today's  self-interest  blindly  leading  -their 
concerns  to  wreck  and  ruin  on  the  shoals  and  sands  of 
oblivion. 

We  could,  if  we  desired,  point  out  those  who  for 
years  have  blindly  followed  this  policy,  who  today  are  all 
but  down  and  out,  their  paper  begging  for  a  market  and 
their  bonds  all  but  repudiated.  W("  can  point  you  to  job- 
bers who  c<)uld  and  would  be  today  in  a  more  prosper- 
ous condition  except  for  their  penny-before-the-eye  sys-^ 
tem.  When  you  sell  outside  of  legitimate  channels  you 
but  use  a  two  edged  sword  to  your  own  destruction  by 
your  own  acts  and  your  own  choice.  You  smite  the  hand 
that  feeds  you,  and  help  destroy  the  source  of  your  in- 
c  me  and  wonder  why  you  don't  grow  and  prosper.  Ev- 
eryone reserves  the  right  to  buy  and  sell  where  and  to 
whom  he  pleases,  but  as  sure  as  day  follows  night,  re- 
sults follow  couse. 

Should  you  not  wake  up  to  the  trend  of  the  times 
and  place  yourselves  above  suspicion? 


Our  story  of  Hans  Garbus,  on  page  18  of  last  issue, 
has  been  copied  by  a  large  number  of  state  papers.  Has 
your  town  paper  had  it?  This  is  constructive  coopera- 
tion. 
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Statement  of  Ownership,  Management,  Circulation,  etc. 

Of  the  Nebraska  Ironmonger,  published  monthly  at 
Lincoln,  Nebraska,  required  by  the  Act  of  August  24th, 

1912-  ,        XT  U 

Editor      -       Nathan  Roberts,  Lincoln,  Nebr. 
Managing  Ed.        "  " 
Bus.  Manager 

Publisher      -      .  "         "  ^- 
Owner 

Known  bondholders,  mortgagees,  and  other  se- 
curity holders,  holding  1  per  cent  or  more  of  to- 
tal amount-of  bonds,  mortgages  or  other  secur- 
ities -----  None 
Sworn  to  and  subscribed  before  me  this  31st  day  ot 
March,  1915.  John  G.  Burket,  Notary  Public. 

My  commission  expires  February  1,  1917. 


Insurance  Report  for  April 

Insurance  in  force  -  -  $2,000,000.00 
Cash  balance  -  -  -  23,362.36 
Total  ledger  assets  -  -  32,196.99 
Refund  to  members  -  .  -  579.24 
Losses  paid  -  -  -  "  ^0.00 
As  -stated  in  a  former  report  we  are  optimistic  on  fire 
losses  this  year,  for  two  reasons.  First,  we  believe  that 
better  care  is  being  taken  to  prevent  fire  waste,  and,  sec- 
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ond,  fire  losses  are  largely  controlled  by  business  condi- 
tions. Will  not  our  members  take  to  themselves  a  con- 
structive, cooperative  policy  of  helping  to  build*  up  the 
creature  of  their  creation  by  sending  us  additional  insur^ 
ance  where  we  are  not  carrying  the  limit  and  also  new 
business,  either  mercantile  or  residence.  This  will  re- 
dound to  your  profit  in  the  end.  We  would  like  to  reach 
d  larger  refund,  but  can't  unless  conditions  permit,  and 
it  is  up  to  you  to  make  these  conditions  available. 


The  Pure  Seed  Law 
The  new  law  as  passed  by  the  recent  legislature  is 
now  in  force  and  covers  practically  the  same  field  as  did 
the  old  law,  except  where,  in  a  very  few  instances,  the 
percent  of  purity  is  changed.  The  new  law  covers  but 
one  subject  SEEDS  and  is  not  liable  to  attack  as  was 
the  old,  covering  more  than  one  subject  You  can  ob^ 
tain  a  copy  of  the  new  law  by  addressing  E.  Harman, 
Deputy  Commissioner,  or  this  office.  You  can  have  sam- 
ples of  seeds  passed  upon  free  of  charge  by  sending  to 
the  government  experiment  station  at  Columbia,  Mo. 
The  Nebraska  state  law  permits  this  station  to  collect  a 
small  fee  of  50c  for  analysis.  You  better  get  next.  We 
are  not  hunting  for  trouble. 


Provide  a  resting  place  for  your  lady  customers  it 
will  pay  you  big  returns. 


The  Nebraska  Ironmonger 
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EDITORIAL. 

There  are  lots  of  pleasant  things  in  this  world,  if  we 
3nly  hunt  them  out.  We  are  eternally  trying  to  see  how 
nuch  we  can  get  out  by  the  hardest  and  longest  route 
md  every  day  finds  us  nearer  our  last  one  than  a  less 
5trenuious  life  would  warrant. 

,  We  should  pattern  after  our  English  or  New  York 
•iousins,  who  find  time  to  ease  up  for  a  new  start  instead 
i)f  breathlessly  rushing  on  to  our  undoing. 

!  We  give  so  much  of  our  time  to  business  details  that 
)igger  things  are  lost  sight  of.  Just  halt  a  few  days 
:his  summer  and  see  whether  or  not  it  will  pay  you, 
lee  if  you  don't  make  a  larger  and  better  race  of  it. 

V\\  believe  it  is  the  proper  dope  if  we  should  all  take 
t  vacation  and  a  little  time  to  look  beyond  and  above 
mr  everyday  environment.  If  we  should  die  suddenly, 
ihe  world  would  go  on  just  the  same.  If  we  will  leave 
)ur  store  and  books  a  few  days,  matters  will  be  taken 
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care  of  while  we  are  gone  and  take  a  new  leap  and 
hound  forward  when  we  return. 

iMoney  is  not  all  there  is  in  this  life,  health  and  no 
iiioney  is  better  than  money  and  no  health,  hut  if  both 
can  be  gained  in  a  vacation  season,  is  it  not  wise  to 
seriously  consider  the  necessity. 

It  is  for  your  benefit,  pure  and  simple,  that  plans  are 
iieing  carried  on  to  give  every  one  an  opportunity  to 
enjoy  a  short,  refreshing  and  beneficial  outing  in 
August.  An  outing  at  a  small  cost,  that  will  prove  a 
1  letter  investment  for  you  than  staying  at  home  and 
not  alone  for  you,  but  the  wife  and  babies,  if  you  enjoy 
such  blessings,  and  if  you  don't,  doubtless  an  oppor- 
tunity will  present  itself  to  find  the  proper  helpmate,  at 
least  we  will  do  our  best  to  help  you. 

If  you  are  fond  of  fishing  and  boating,  or  any  kind  of 
water  frolics,  you  can  fill  up  to  your  heart's  content, 
i  iook  up  that  jointed  pole  of  yours,  get  together  your 
tackle,  bring  plenty  of  hooks  and  line,  these  fish  are 
game.  You  will  have  the  time  of  your  life  trying  to 
land  them.  Boating  in  the  moon  light  \yith  your  best 
girl  or  your  wife  by  your  side,  can  you  beat  it?  Swim- 
ing  and  bathing,  just  as  the  sun  is  rising  in  the  rosy 
east,  or  setting  in  the  golden  west,  no  finer  enjoyment 
or  more  exhilirating  pleasure  to  be  found  under  the 
blue  dome  of  lleaven.  Just  think  of  it,  rising  after  a 
refreshing,  restful,  carefree  sleep,  in  the  early  dawn, 
while  the  city  and  town  folks  are  still  snoring,  and  a 
plunge  in  the  deep  blue  of  Carter  Lake,  or  to  take  a 
row  of  a  mile  or  two  before  breakfast,  while  dressed 
in  your  pajamas,  eat  your  breakfast  like  a  hitless  horse 
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and  feel  like  a  fighting  cock  all  day.  Tell  me  you  wont 
be  a  better  man  when  yon  get  home.  It  will  be  worth 
hundreds  of  dollars  to  you  and  years  added  to  your  life. 

If  you  prefer  more  strenuous  fun,  it  will  be  there,  of 
every  name  and  nature,  to  avail  yourself  of,  such  as 
dancing,  boating,  races,  high  jumping,,  leap  frog,  tug  of 
-var,  and  even  blindman's  buff.  Come  and  take  your 
choice  or  all  of  it  as  you  please.  You  will  advance  prices 
10  per  cent  when  you  get  home. 

For  the  more  so'ber  minded  and  the  searchers  after 
truth  and  more  light  with  which  to  fight  the  unequal 
battles  of  life,  there  will  be  presented  such  a  feast  as  you 
never  dreamed  of.  The  best  minds  of  the  country  will 
be  laid  bare  to  you,  an  opportunity  of  inspiration  for 
better  and  loftier  things  offered  you,  a  thousand  times 
the  eost  would  ])e  small  recomjiense  to  part  company 
with. 

Every  man  and  woman  who  favor  themselves  with  this 
feast  of  reason  and  flow  of  soul,  should  not  trust  their 
memories.  They  will  act  wisely  to  bring  with  them 
ample  supply  of  note  books  to  refresh  their  memories 
when  removed  from  the  influence  of  the  themes  that 
will  be  presented  for  their  consideration. 

Whon  you  again  g(^t  behind  your  counter  you  will 
know  how  the  goods  are  made  that  you  sell,  you  will 
convey  to  your  customer  such  a  knowledge  of  things 
that  salesmanship  will  become  a  second  nature  to  you. 
Your  knowledge  of  matters  proper  to  the  success  of 
your  business  will  be  such  that  merchandising  will  'be  to 
you  a  profession  and  not  a  drudge,  you  will  fall  in  love 
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with  your  business  and  it  with  you,  your  wives  and| 
druighters  will  become  indeed  helpmates  and  a  source  of 
inspiration  to  your  business. 

Vou  can't  afford  to  miss  it  at  any  sacrifice,  even  if 
you  have  to  close  up  your  store  for  a  week. 

It  ciosts  you  no  more  than  staying  at  home  at  first 
cost,  and  the  returns  will  be  immeasurably  greater.  The 
speakers  alone  are  costing  from  $25  to  $100  per  hour. 
Can  we  afford  to  cast  aside  such  pearls  of  great  price? 
Who  is  he  that  can  say  he  knows  it  all ,  and  can  ])c 
taught  nothing  that  he  does  not  already  know?  If  there 
are  such,  we  are  hunting  for  them  at  a  big  figure,  for 
what  they  can  tell  us.  We  are  after  the  scalp  of  bi^' 
p' rates  in  merchandising  and  we  are  going  to  get  them, 
come  and  see. 

We  are  after  the  big  names  in  lOur  government  work' 
sr  op  that  are  today  sowing  the  wind  to  reap  the  whirl- 
wind. We  want  to  present  our  case  4,000  strong  to 
the  powers  behind  the  thrown,  that  will  be  with  us  on 
tliis  occasion. 

We  want  to  present  a  solid  phalanx,  not  on  paper,  but 
in  person,  to  those  men  who  will  talk  to  us  on  subjects 
national,  which  affect  our  living,  our  moving  and  even 
our  very  being.  AVhen  it  is  made  possible  by  men 
high  up  in  our  government  to  exploit  and  manipulate 
affairs  to  enormously  enrich  the  pirates  at  the  cost  of 
legitimate  business,  it  is  time  to  call  a  halt,  and  we  are 
gviing  tio  halt  this  nefarious  business  if  you  will  do  your 
part,  by  your  bodily  presence. 


We  are  planning  to  secure  such  men  as  our  own  Wil- 
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liam  Jennings  Bryan,  Secretary  of  State ;  C.  Red- 

field  Secretary  of  Commerce ;  Charles  Hamlin,  Chairman 
Federal  Reserve  Board;  Senator  Hitchcock,  Governor 
Morehead,  Congressman  C.  B.  Lobeck,  and  Ex-Lieut. 
Gov.  S.  R.  McKelvie,  all  of  national  repute. 

As  trade  problem  experts,  such  men  as  F.  H.  Rhodes, 
\iiderson  Pace,  H.  Lester  Wildey,  Prof.  A.  H.  Ford,  C. 
M.  Johnson,  Bob  Seeds,  and  many  others  of  renown  m 
this  line. 

On  practical  demonstration  work  by  the  aid  of  movie?^ 
in  the  evenings,  we  will  be  shown  how  the  goods  you  sell 
are  made  and  prepared  for  your  selling.  Boots,  shoes, 
clothing,  hardware,  et-.,  all  explained  to  us  by  compe- 
tent experts.  AVe  will  even  be  shown  how  fire  waste 
may  be  reduced  to  a  minimum,  how  and  from  what 
causes  they  originate,  how  they  may  be  controlled  at  the 
start  and  how  to  avoid  having  them. 

Every  hour  and  minute  of  your  time  may  be  occupied 
in  ways  to  suit  ymir  taste  and  inclination,  and  all  free 
to  the  members  of  the  eight  state  associations  enrolled, 
whose  members  are  in  good  standing  in  their  various 
bodies. 

The  only  obligation  is  your  presence  and  that  of  your 
family  and  store  help. 

You  say  this  must  cost  money?  It  does,  but  it  is  money 
-''  V.  ]r  vested,  if  it  will  but  accomplish  the  primal  object, 
that  of  raising  the  standard  of  Nebraska  merchants  and 
rejuvenating  their  efforts  for  better  and  more  profitable 
merchandising. 

AVe  solicited  bids  from  Hastings,  Fremont,  Beatrice, 
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Lincoln  and  Omaha,  to  take  care  of  us.  Each  of  tliest- 
pinees  went  on  record  with  most  liberal  (offerings  and 
advantages,  but  big  hearted,  progressive  Omaha,  won 
oiit.  and  made  it  possible  for  the  few  men  who  had  this 
matter  at  heart  to  carry  out  their  projected  plans. 

We  have  nothing  hut  the  wannest  appreciation  to  offiM' 
to  the  men  who  make  up  the  commercial  club  of  Omalui, 
OAid  the  business  men  of  the  Gate  City,  for  their  unselfish, 
help  and  the  warm  interest  shown  in  our  proposed  state 
ittter,est  get  together  propaganda 

To  the  men  who  compose  the  (Virler  Lake  Club,  \vv 
have  no  words  to  express  our  thanks  and  appreciMtion 
for  their  hospitality.  Tt  is  their  home,  and  to  you  they 
1  ;«ve 'opened  their  doors  without  stint.,  or  hindrance  for 
eight  days.  Can  we  do  less  than  M(cept  in  the  same 
spirit  they  evince? 

The  city  of  Omahn  ott'ers  'to  you  the  most  cordial  an  { 
hearty  welcome  to  partake  of  their  hospitality,  and  it 
would  indeed  be  churlish  on  our  part  to  attribute  to 
this  welcome  and  assistance,  other  than  honorable, 
courteous  and  hospitable  motives. 

Our  Great  and  Grand  State  must  and  shall  pull  to- 
gether as  a  big  unit  for  the  grovfth,  progress  and 
strength  to  all  big  or  little  alike,  all  our  money  must 
and  shall  stay  at  home  where  it  can  be  used  and  utilized 
for  the  benefit  of  all.  Our  Government  must  and  shall 
recognize  our  rights  as  a  sovereiern  people,  and  cease  to 
pit  against  us  by  government  manipulation,  the  greed 
and  avarice  of  those  foreign  to  our  free  institutions  an^l 
self-help. 

The  official  program  which  will  '^each  you  soon,  will 
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give  all  the  tecluiica]  iniormation  required,  however, 
our  genral  uianager,  D.  F.  Dolan,  -ilo  Bee  Building, 
Omaha,  will  answer  any  questions  or  give  you  any  iii- 
formation  you  wish,  along  any  line  pertaining  to  the 
Nebraska  Business  Men's  Outing  Association,  for  their 
meeting  at  the  (T'arter  Lake  Club  grounds,  August  2  to 
7  inclusive. 

Don't  forget  that  on  Monday  night,  August  2nd,  every 
man  who  is  a  member  of  his  State  Association  will  be 
honored  by  making  him  a  Knight  of  Aksarben  throuii-!i 
the  courtesy  of  Samson. 

We  loiok  for  all  the  members  of  the.  N.  R.  H.  A.  to  piit 
in  their  appearance  and  aid  the  enterprise  by  their 
presence. 

Truly  yours, 
EDITOR. 


WAY  TO  GET  TRADE— GO  AFTER  IT. 

We  are  strongly  convinced  that  we  spend  more  time 
behind  the  counter  than  is  healthy  for  our  business. 

There  are  maiiy  hours  in  the  business  day  when  the 
store  can  be  left  in  charge  of  a  capable  clerk,  and  oin 
time  put  to  a  moi-e  profitable  use.  The  personal  toucli 
is  the  winning  ciwd.  Would  it  not  be  worth  trying  if 
yon  r]e\  er  have? 

Su;  'SO  you  plan  to  get  out  of  the  store  a  few  hours 
of  each  day  and  nudxe  short  trips  over  your  territory; 
visiting  your  farnuM*  custoTrnM-s,  regularly  at  stated 
])(')iods.  H^ive  a  cheery  good  word  for  all.  Don't  stay 
over  teij  iniiiutes  with  each,  uid(\ss  you  are  invitcnl  ''.o 
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dinner.  If  you  are,  accept,  and  return  the  conipliinent 
the  first  chance  you  get.  Talk  anything  and  everything 
except  business,  unless  the  opportunity  is  offered  you. 
Th^n  don't  miss  it.  Dollars  to  doughnuts  that  if  you 
plan  right  and  carry  them  out  right  in  less  than  no 
lime  your  store  will  ])e  headquarters  for  the  friends  you 
]iiake,  and  the  dollars  they  have  to  spend.  AVe  pity  the 
r,ian  who  holds  his  nose  to  the  grind  stone,  poking  he- 
lund  the  counter  and  in  the  nail  bins  when  he  ought  to 
be  out  and  stirring,  both  for  his  own  health  and  the 
success  of  his  business.  Put  your  clerks  on  their  metal. 
They  can,  if  encouraged,  take  better  care  of  store  rou- 
tine than  you  can.  Just  try  it  for  a  while,  and  you  will 
change  your  mind. 


THINK  THIS  OVER. 

Some  of  us  hold  rather  peculiar  views  as  to  our  re- 
lationship to  the  Nebraska  Retail  Hardware  Association, 
iind  it  to  us.  A  small  per  cent  seems  to  get  the  notion 
in  their  heads  that  this  influential  body  exist  only  for 
their  individual  and  personal  benefit,  and  if  they  don't 
^^ee  the  dollars  roll  in  at  the  front  door  with  a  tag 
attached  (inscribed),  compliments  of  the  N.  R.  H.  A., 
they  see  nothing  in  it  to  them.  They  seem  to  forget  that 
this  office  is  only  a  creation  of  the  N.  R.  H.  A.,  and  sim- 
ply serves  as  a  means  to  an  end.  They  overlook  the  im- 
portant fact  that  the  N.  R.  H.  A.  is  composed  of  units, 
each  member  in  good  standing  being  one  of  those  units, 
who  has  a  voice  and  vote  in  the  control  of  its  affairs, 
and  that  by  that  voice  or  vote  increase  its  strength  or 
retard  its  progress. 


THE  NEBRASKA  IRONMONGER 


13 


They  forget  the  most  important  part,  tliat  when  the 
small  annual  dues  necessary  to  carry  on  the  work  ap- 
pears larger  to  them,  than  the  associated  benefits  derived, 
they  drive  a  nail  in  their  own  coffin. 

Nearly  all  the  wholesale  houses  who  supply  your 
needs  require  us  to  furnish  them  at  intervals  corrected 
membership  lists  of  the  N,  R.  H,  A. 

They  fail  to  realize  that  of  the  many  grievances  com- 
ing to  us  constantly,  where  business  ethics  are  violated 
by  distributors  of  merchandise,  in  every  case  through  the 
efforts  of  this  office  they  are  adjusted  to-  the  satisfaction 
of  the  complainant  and  tlie  interest  of  the  N.  R.  H.  A. 
They  forget  that  only  through  the  unified  strengtli  and 
intiuence  of  our  association  can  justice  and  progress  be 
attained  to  any  degree. 

I.et  them  go  'back  15  years  ago,  compare  the  status 
of  the  disintegrated  and  individual  units  of  the  hard- 
ware shop  and  then  place  side  by  side  the  conditions 
•existing  tod^iy,  especially  among  those  of  our  hardware 
merchants  who  read  and  think,  preach  and  practice, 
comparisons  are  odious  and  untena'ble. 

We  firmly  believe  that  were  it  not  for  the  constant  and 
strenuous  fight  we  have  made  as  an  associated  body 
against  the  encroachment  of  illegitimate  piracy,  the 
enemy  would  possess  us  today,  soul  and  body  and 
l)reeches.  "Verily,  verily  I  say  unto  you,"  we  reflect  as 
we  write  this  how  many  of  those  to  whom  this  article 
applies  will  read  it.  We  fear  but  few,  as  a  rule  they 
are  in  the  class  to  whom  the  waste  basket  is  an  easier 
and  more  convenient  repository  than  the  mind  and 
brain.  The  best  and  most  beneficial  things  of  this 
,  world  are  not  measured  by  the  dollars  returnable  value, 
3)ut  ratfier  by  the  invested  interst  in  others  than  our- 
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selves. 

If  we  are  disposed  to  fasten  ourselves  in  our  self- 
rtiade  eao;e  of  self-interest  alone,  we  hut  sew  the  S(^e;ls 
of  self-destruetion. 

Morally  and  physically  we  may  add  financially,  as  lie 
alone  who  gives  receives/ what  he  gives.  There  is  one 
consoling  fact*  left  iis  howevei',  as  partial  recompense 
for  efforts  put  forth,  namely,  where  ignorance  is  bliss, 
it  is  folly  to  be  wise, therefore  h^t  the  gtood  work  go  on 
lioping  .John  Doe  -will  get  his  share  of  the  henetits 
f.  o.  I). 

Our  life  returns  us  what  vro  \mi  in  it.  No  more. 
No  less. 


Recognize  our  friends  the  Advertisers. 
Write  them  today  about  their  lines. 


QUESTIONS  ASKED  BY  SOME. 

AA'  hat  has  the  N.  R..  11.  A.  dom^  ?  PiM  Sonal  pronoun. 
0,  nothing  except  clean  out  youi*  liver  and  kidneys  that 
life  may  be  prolonged. 

Listen — If  you  had  put  forth  half  the  etforts  on  your  , 
own  behalf  that  Doctor  N.  R.  H.  A.  has  for  your  benefit, 
you  would  be  more  apprehensive.  The  trouble  is  some 
of  us  can^t  see  what  is  going  on  across  the  street,  in 
lother  words,  the  elephant  nrust  come  beyond  our  oavu 
threshold  before  we  take  any  notice  of  his  colo  s,*^l  ])ro- 
portions. 

Those  of  us  who  have  lived  through  the  past  ten  years 
(and  when  Ave  say  lived  we  mean  the  word  in  its  broad 
sense  as  applied  to  those  who  li^'e,  move  and  have  their 
being   outside   of   selfish,   narrow    environnu^^nt ) ,  those 
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know,  ill  jookiiig  over  that  short  space,  that  we  were 
disintegrated,  apart  in  aim  and  purpose,,  the  vietiiiis 
of  selfish  greed.  AVe  have  in  that  time,  through  organi- 
zation, l)rought  about  many  remarkable  and  favorable 

\  changes.  True,  we  had  hoped  for  greater  things,  1)ut 
are  thankful  for  what  we .  have  accomplished  and  are 

.encouraged  daily  in  our  efforts  for  still  greater  l)etter- 
ment. 

The  shop  keepers  ;of  ten  years  ago  are  the  merchants 
of  today  and  were  it  not  that  our  ranks  are  constantly 
being  augmented  by  inexperienced  men,  who  are  neither 
to  themselves  or  others,  any  benefit  or  help,  we  might 
aspire  to  greater  achievements. 

The  competitors  from  foreign  sources  are  slowly  but 
surelv  })eing  controlled.  Today  you  safely  handle 
stMudard  lines  of  known  quality  without  fear  of  illegiti- 
nuite  warfare.  Merchn ndise  can  be  laid  at  your  door  at 
Diices  with  which  you  can  meet  illegitimate  competiti(Ui. 
It  is  but  a  short  time  ahead  when  national  legislation 
Avill  compel  them  to  wnge  a  >])attle  upon  equal  grounds 
with  you. 

Supiose  ther(^  hnd  ito  (M)]iceiitrated  action  been  made 
these  ten  years,  who  do  you  suppose  would  be  control- 
ing  the  situation  today? 

Again,  we  reiterate  the  thought  that  should  all  of  the 
retailers  have  put  forth  the  efforts  in  their  own  behalf 
against  foreign  competition,  that  the  Association  has, 
loday  such  ciompetition  would  be  an  unknown  quantity 
in  Nebraska. 

We  would  like  to  ask  if  the  jobbers  doing  business 
in  Nebraska  W(m-(^  as  greatly  unified  in  their  efforts  to 
build  up  and  conserve  your  interests  ten  years  ago  as 
tliey  are  today?    We  think  not. 
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Today  our  jobber  friends  tell  us  that  they  are  with 
us  as^  a  unit  and  willing  and  ready  to  help  us  tight  our 
battles,  and  we  believe  it.  The  great  trouble  is  that 
so  many  of  us  are  pulling  against  the  best  interest  of 
all,  that  it  is  a  problem  how  to  approach  our  friend^^ 
on  a  tangible  proposition  of  assistance. 

They  are  open  and  above  board  and  always  willing  to 
adjust  misunderstandings,  and  grievances  in  the  interest 
of  the  N.  R.  H.  A.  We  have  hundreds  of  cases  in  our 
files  where  our  influence  and  unity  in  the  interest  of 
ethical  business  for  all  our  members  has  won  out  for 
justice  and  right  doing.  We  have  used  every  spare 
moment  outside  of  and  duriHgi.Dffice  hours,  thinking  out 
and  planning  for  you  way»  and  means,  toward  bettering 
conditions.  We  have  written  thousands  of  pages  of 
matter  purely  and  unselfishly  that  peradventure  you 
might  call  out  some  grain  of  truth  and  inspiration. 

We  have  been  constantly  in  touch  with  you,  ready  to 
take  up  any  of  your  burdens  and  troubles  and  within 
our  power  promptly  helped  you  (when  you  called  for 
advice).  We  have  written  you  hundreds  of  letters  in 
•your  interest  that  have  elicited  no  response.  AVe  have 
placed  in  your  hands  innumerable  opportunities  to  help 
yourself  and  you  pass  them  unheeded,  and  to  you  of 
unknowable  data. 

AVe  have  day  in  and  day  out,  with  no  other  motive 
than  to  help  you,  placed  at  your  disposal  the  best  that 
we  are  capable  of,  that  you  might  profit  thev^bv.  and 
what  more  shall  we  say?  Has  not  our  National  office 
and  its  efficient  corps  of  officers  been  at  your  beck  and 
call  constantly  have  they  not  strenuously  fought  our 
battles  for  justice  and  right  at  the  bar  of  our  National 
Congress,  and  have  they  not  won  recognition  and  re- 
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dress  times  without  number.  Are  they  not  always  ready 
to  assist  you  individually  as  they  are  collectively? 

Our  National  organ,  the  Bulletin,  may  or  perhaps 
does  come  to  your  desk  every  month  full  of  good  things 
fhat  should  stimulate  your  thoughts  (if  read)  into  plans 
of  action,  progress  and  profit,  do  you  pass  it  by?  We 
<^ould  fill  page  upon  page  to  show  you  bow  false  your 
position,  how  erroneous  your  viewpoint,  how  unjust 
your  criticism  and  how  narrow,  selfish  and  short-sighted 
your  policy,  but  what  is  the  use,  doubt  whether  you  will 
read  it,  and  if  you  do  read  this,  whether  your  thoughts 
will  carry  you  to  its  ultimate  conclusion. 

Although  we  hope  and  pray  that  you  will  give  these 
rambling  conclusions  sojne  attention  whereby  your  mind 
will  broaden  out  to  a  nobler  and  grander  aspect  of 
humanity  and  its  demands  upon  you  as  a  unit  of  the 
;great  family.  We  can't  live  unto  lourselves  alone,  in 
attempting  it  we  shrivel  and  dry  up  soul  and  body. 

Today  a  noun  must  add  lustre  to  the  title. 

Charitably  yours, 

THE  SECRET AKY. 


INSURANCE  REPORT  FOR  MAY. 


Insurance  in  force  $1  ,!)()8,880.00 

Cash  balance   24,362.45 

Total  ledger  assets   31,081.53 

Refnnd  to  mend^^rs   650.76 

Losses  paid....   89.90 


We  live  in  an  age  of  prevention.  The  advice  of  the 
honest  up-to-date  doctor  is  more  how  to  avoid  disease 
than  its  cure. 

The  up-to-date  merchant  takes  account  of  stock  fre- 
qtu^ntly  to  insure  his  coinmercial  welfare  and  to  readily 
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prove  his  loss  in  ease  of  lire. 

Disease  and  fire  liave  a  eoiniuon  cause,  dirt  and  care- 
lessness. They  also  have  a  eomnion  cure.  Every  man 
i,^;  morally  as  much  under  obligation  tio  keep  his  place 
of  business  clean,  and  free  from  fire  danger,  r^s  he  is  to 
lAcep  his  body  free  from  disease. 

The  individual  must  assume  this  personal  obligation 
and  by  his  attitude  toward  otliers  create  a  public  senti- 
uient  against  the  man  who  by  his  eareb^^^sness  threatens 
public  welfare. 

Your  responsil^ility  is  the  greatest  during  the  first 
five  minutes  of  a  fire  for  the  reason  that  all  fires  are 
tf'i(^  same  at  the  start. 

When  you  say  you  are  fully  iiisui'cd,  how  near  the 
ti'uth  are  you?  No  insurance  will  protect  you  froiif 
loss  of  trade,  etc. 

It  is  up  to  the  individual  to  set  his  hou  ^.e  in  ord'M^ 
and  see  that  it  is  kept  so  by  his  employees.  Risks  are 
as  dangerous  or  not  as  the  owners  make  them  outside 
of  natural  causes  beyond  human  ciontrol. 

Fires  following  combinations  of  circumstances,  or  con- 
.ditions  not  readily  foreseen,  sometimes  seem  to  assunic 
an  aspect  bordering  on  the  providential. 

Another  class  has  its  inception  on  the  desire  to 
destroy,  or  rather  lack  of  strong  desire  to  preserve  prop- 
erty on  the  part  of  an  owner,  and  defined  by  the  term 
''Moral  Hazard,"  and  are  classed  in  the  criminal  acts 
of  a  community,  but  well  regnlated  housekecm'r  a*  h>s  a 
distinctly  restraining  influence  to  discouraf^;e  (  On.Iitirns 
favorable  to  such  acts. 

Honorable,  patriotic  and  wise  business  men  will  ponder 
over  these  matters  seriously  and  their  community  will 
be  greatly  benefited  by  their  acts  and  influence. 
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•    TRANSPORTATION  CHARGES  NIL. 

Do  we  eonsider  when  ordering  goods  outside  of  our 
own  state  that  the  freight  item  is  as  much  importance 
as  any  other  part  of  the  cost? 

Any  point  outside  of  Nebraska  costs  now  on  third 
class  freight  from  50  per  cent  the  lowest,  to  300  per  cent 
the  highest,  as  compared  with  Lincoln  or  Omaha.  Lin- 
(  c  In  or  points  west  of  Lincoln,  have  an  advantage  over 
Omaha  of  about  20  per  cent,  but  when  Chicago,  St. 
Louis,  Atchison,  Kansas  City,  St.  Joseph,  and  Sioux  City, 
are  considered,  the  dicerential  above  noted  applies.  Tt 
is  well  to  watch  a  matter  that  is  generally  overlooked. 

To  illustrate,  say  a  hundred  pounds  of  third  class 
freight  made  up  of  assorted  goods,  costing  $50.00  and 
chipped  to  a  givni  (yoiiit.  where  the  rate  is  16  8/10  from 
\Linctoln  or  20  o/lO  from  Omaha  would  cost  from  Chi- 
i'ago  f)7  cents  or  about  50  ctMits  mort^  (•omj)ared  with 
Liiicoli].  Thereior(\  if  tlie  same  amount  of  goods  cost 
the  sariu'  amount  of  money,  you  ai'c  paying  a  premium 
of  1  per  cent  for  tlie  privilege  of  buying  outside  of  Ne- 
braska, Itere  is  wh(M*('  our  price  and  s(M'vici'  cards  coiiU' 
an  to  show  you  where  you  are  at. 


A  HARDWAREMAN. 

Wc  ai'(^  ex|)ecting  to  hav(^  the  Secretary  of  Commerce, 
\V.  C.  He(lfi(^bl,  talk  lo  us  at  oui'  vacation  outing  in  Au- 
gust. Mr.  Redhehl  is  m  hardwari*  man  and  the  only  crafts- 
man in  President  AVilson's  cabinet  and  the  only  hardw^are 
man  conniM'ti^d  directly  with  the  TT.  S.  Government.  Who 
can  b(4ter  understand  our  troubles  than  he? 


Get  next  to  those  who  spend  their  money  to  push  the 
N.  R.  H.  A, 
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AVANTED — A  competent   man  as  hardware,  furniture 
and  implement  salesman.    Must  have  some  experience 
in  tin  work.    State  age  and  wages  expected,  and  give 
reference.    Address  Peter  Olson,  Bennet,  Nebr. 


WANTED — Position   by   a   capable   man    as  managtM. 

buyer  or  salesman  in  a  hardw^are  store.  Has  had 
twenty  years  experience,  is  a  first  class  plumber  and 
taining  items  appearing  in  our  association  bulletin  in 
plement  business.  Address  C.  N.  Schooley,  Havelock. 
Nebr.    Reference  Farmers  &  ^Mercdiants  Rank,  Haveh)('k. 


Correcting  tj^p-ographical  error  in  Alay  issue,  pages 
14-15,  the  article  on  retailing  wire  cloth  sliould  read.: 

To  save  time  and  money,  it  is  a  good  plan  to  sell  wire 
cloth  hy  the  pound.  If  you  put  a  roll  of  24-inch  on  the 
s  -ale  you  will  find  it  weighs,  less  wrapping  and  plugs, 
"20  pounds,  and  contains  200  squai-e  feet  at  2  cents  per 
square  foot,  brings  you  $4.00. 

Now,  supposing  you  have  to  cut  a  number  of  pieces 
and  figure  up  in  fractions  wdiat  they  amount  to,  how 
e;isy  it  is  to  beat  yourself  or  your  customer,  whereas 
hy  wrapping  up  the  bundle  and  putting  it  on  the  scales, 
you  have  it  absolutely  correct.  ilake  your  cutting 
liberal  and  weigh  it  at  20  cents  per  pound  in  cut  pieces 
and  171/4  cents  per  pound  in  large  or  roll  lots,  this  you 
see  gives  you  2  cents  per  square  foot  (Uit  pieces  or  1% 
cents  in  full  rolls. 


This  office  enjoyed  a  profitable  call  this  month  from 
the  following:  H.  ^1.  Ingram,  Axtell ;  J.  T.  Houzvicka, 
Exeter ;  Peter  Olson,  Bennet ;  E.  P.  Robison,  Broken 
Bow;  (x.  B.  Scott,  Cortlana;  Frank  Hacker,  Friend. 
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CO-OPERATION   WITH   LOCAL  PRESS  VS. 
COMMUNITY  INTEREST. 

We  liad  miicli  to  say  along  this  line  in  our  last  i.ssue, 
and  iiope  is  it  bearing  .fiuit.  AVe  are  in  reeeipt  of  15 
newspapeis  published  in  different  parts  of  tiie  state,  con- 
taining items  appearing  in  oiu^  aceosiation  bulletin  in 
thr  interest  of  closer  affiliation  between  nitu'ehant  and 
rojisiiDjer.  This  is  good  work  and  b.etter  than  cutting 
ptic(\s  to  cajole  trade. 

W'e  are  wondering  liOAV  ]uany  of  our  ]iv(^  h.ai'dwau 
iioni  ]uiV(^  taken  tine  matter  to  hea.rt  and  jointnl  hand;^ 
witli  yi)\\\'  local  press  t(/  bocst  thiiigs  foi'  e\"c]'y])():ly  ? 
If  th(^'N.  H.  R.  A.  don't  do  it,  who  will.'  It  is  too  l)'adi 
that  w(^  ha\'e  so  many  (h^ad  ones  in  onr  ranlvs.  If  ad 
oj'  ns  lifol  th(^  spai'k.  we  Avoubl  si^t  Xeb]-asf::i  oii  ii\v  for 
i)(dter  thiiigs,. 

;g'M]t,  ,1  !c  600,  can  do  it,  wliy  can't  yoir 

iM'(oy  nHcchc:']  lidvcriisi^s  and  ])Oosts  for  Sai'g(Md.  AV. 
A.  Andcj'son.  th(^  editoi^  lays  awake  nights  figuring  hiow 
he  i'ciw  h(\^t  scrv(^  his  town,  country  and  its  ])eopl(\  The 
imn'fdnmts  are  ali\'e  to  his  infbien.ci^  and  are  co-opci'a ting 
with  him. 

The  i'(\siiits  are  that  the  hnvn  is  alix'c  ;ind  nj)d()-(hdc 
and  little  it*  any  com  })la  i  nl  s  ti'oiii  outsidr  eoni  j)etit  ioir 

Wdiy  donh  yon  a^^'alNC  to  yoin'  own  and  yoni'  ningh- 
bor's  inttMM'sis.  l^Aci'yonc,  great  and  small,  fainuo'  and 
in(^rcimn1,  pull  oii  the  tow  Wwr  that  downs  onr  eniMoics 
and  brings  snccess  1o  owv  own  town.  Try  it,  atid  win 
out. 


Tlni'(^  is  no  iu^althy  iMijoym(^nt  of  tiie  pi'osptu'it}'  gotti-t; 
by  tfo'ottling  the  consioh>nce  to  fatten  the  |>Hrse. 
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A  LETTER  THAT  NEEDS  NO  COMMENT. 

Replying  to  your  favor  of  the  28th  iilt.,  re-  Priee  & 
Service  record  cards,  regret  to  advise  that  we  have  not 
MS  yet  succeeded  in  putting  same  into  practical  opera- 
tion. However,  we  are  satisfied  that  the  system,  if  |)ut 
i  ito  use  and  given  the  proper  attention  will  prove  of 
LVi'cit  \alue  and  ought  to  be  installed  and  iuaintain(^l 
iii  every  hardware  store  and  no  doubt,  beneficial  to 
most  any  line  of  business. 

But  why  should  the  small  v('ic]i\  sfiore  be  i'(M(uir(ni  to 
devote  so  much  time  to  the  pric(^  mid  of  the  business  and 
then  not  be  able  to  buy  the  (piantity  to  get  the  price? 
AVe  still  believe  that  co-operafive  buying  is  the  only 
s'jlution  of  the  retailer's  price  trouble.  Co-operative 
haying  is  back  of  the  Farmer  s  Tuions  and  Societies  and 
(fuantity  buying  is  what  makes  the  chain  and  depart- 
it:ent  stores.  Why  should  the  hardware  dealers  of  Ne- 
br^iskfi  support  three,  large  jobbers  in  Omaha  and  one 
ill  Lincoln  to  say  nothiiig  of  the  othei'  centers  that  cater 
to  our  business  when  one  good  house  could  ha  mile  the 
whole  l)usiness?  And  why  should  the  retailer  (and  con- 
sumer) liave  to  stand  the  expenses  of  sio  many  traveling 
,men  w^hen  one  would  be  sufficient  !  If  all  the  unneces- 
sary erpenses*  were  done  away  with,  the  differnce  in  cost 
of  goods  wordd  be  enough  for  the  retailers  profit.  If 
every  member  of  the  associatiion  would  invest  $1,000.00  in 
an  undertaking  of  this  kind,  we  believe  that  it  would 
lead  to  the  solving  lof  a  large  share  of  their  t^^oublesome 
problems.  Things  must  not  and  cannot  conti.iue  as  tiiey 
are  now.  Will  our  present  methods  and  ideals  bring  the 
"desired  results'.?  AVe  fear  not.  In  union  there  is  strength. 
Let  us  all  give  part  of  our  capital,  all  of  our  buying, 
secure  the  best  brains  possible  and  establish  a  co-opera- 
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live  buymg  house.  We  firmly  ])elieve  that  this  luiist  he 
done  to  place  us  in  a  positon  to  meet  any  and  all  eompe- 
tition. 

We  would  certainly  like  to  see  this  matter  ])r()ught 
before  the  association  members  and  discussed,  if  possible„ 


PRICE  AND  SERVICE. 

Replying  to  your  letter  of  ^lay  6th,  requesting  our 
opinion  as  to  the  merits  of  the  card  index  system  fur- 
nished by  the  Price  &  Service  Bureau  of  the  N.  R.  H.  A., 
will  say  that  w^e  have  been  using  one  of  these  card  index 
in  connection  with  our  regular  loose  leaf  price  books  for 
about  a  year,  and  w(^  feel  that  when  properly  kept  that 
it  is  a  valabule  help  to  us  in  price  keeping,  as  the 
longer  it  is  used  tlie  luove  valuable  it  becomes.  Every 
retail  hardware  merchant  should  have  and  use  one. 

Yours  ti'vdv, 
JOHN  nrSSIF.  ITAKDWAKE  CO. 


WILSON  VS.  BRYAN. 

National  misfoi'turu^  or  tlu^  dawnin"'  of  m  brighter  day 
for  humnnity — which  is  if '!  Thc^  di ffcicncc  of  ()j)inion  ])e- 
tW('(Mi  our  Pr(^si(h'i!t  find  his  "^ccim^m I'v  of  Statt\  whih^  botli 
liave  the  SMinc  hunhible  object  iji  vie^^',  differ  ;is  to  tlic 
course  to  be  pursued  to  obtain  it.  The  one  says  please 
do  not  knock  the  chip  o*ff  our  shoubhn%  and  the  other 
would  turn  th.(^  right  cheek  ^dso.  The  one  holds  jiationa! 
honor  above  lives  and  money,  the  otlun*  holds  universrd 
peace  above  all  other  considerations.  It  behooves  us  to 
ewigh  well  the  issue  and  govern  ourselves  nccordingly. 


Please  place  your  stamp  of  approval  with  those  who 
advertise  with  us. 
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■  SBOiHiBiigEsaaBBEraasiBKaitxitKsiiirxH 


Mr.  Hardware  Dealer 


Do  you  handle  Saddlery  good.s?  If  so,  you  can  alway.;  j^et 
what  you  vvaiit  from  an  excli'.sive  >add!ery  house.  We  rnanuiac 
ture  a  big  Hne  of  Harness,  Saddles  and  Horse  Col lats.  Our  go-^ds 
are  standard.  We  also  job  a  complete  line  of  L'veF:,thing  per- 
taining to  the  line. 


Goods  bearing  our  Trade  Mark  always  sell 

We  are  exclusively  a  Saddlery  House  and  our  goods  are  sold 
only  to  or  through  the  legitimate  dealer. 


Harpham  Brothers  Co. 

Lincoln,  Nebraska 


THE  NEBRASKA  IRONMONGER 


5 


The  Nebraska  Ironmonger 

VOL.  3.  Lincoln,  Nebraska,  July  1915  NO.  10 

Entered  as  Second  Class  Matter  at  the  Post  Office  at  Lincoln,  Nebraska,  under 
Acr  of  Congress  of  March  3,  1879. 


NATHAN  ROBERTS,  Editor  and  Publisher 
Subscription  Price  25  Cents  Per  Year.  Payable  in  Advance 

Advertising  Rates  Made  Known  on  Application 


''Business  before  pleasure''  is  a  mercantile  axiom, 
and  it  is  a  safe  principal  as  a  rule.  However,  there  are 
exceptions  to  all  rules.  ''All  work  and  no  play  make  Jack 
a  dull  boy''  is  one.  "A  strenuous  life  and  an  early  grave" 
is  another.  Therefore,  if  it  is  business  or  pleasure,  the 
first  week  in  August,  do  it  in  pleasure  that  the  second 
and  following  weeks  may  result  in  more  pleasure  and 
profitable  business. 

We  had  a  practical  test  in  this  theory  last  week.  We 
went  to  our  National  Convention  in  St.  Paul.  June  21  to 
24th,  and  the  following  week  laid  over  for  rest  and  re- 
cuperation. We  enjoyed  a  week  of  real  relaxation,  bath- 
ing and  romping  on  the  sand  beach  of  one  of  Lake 
Michigans'  beautiful  resorts.  Close  to  nature?  yes,  simply 
a  beach  nut.  Get  sunburned?  yes. 
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This  week  we  feel  born  again,  new  energy,  new  zest 
and  strictly  on  the  job,  equal  to  anything  that  comes  up. 
So  will  it  be  with  you  if  you  favor  yourself  with  a  week 
of  it  at  Carter  Lake,  you  will  go  home  100%  efficiency. 

You  already  have  the  program  of  the  week's  outing, 
full  of  good  things,  mental  and  physical.  Study  this  pro- 
gram now  and  send  in  for  your  reservation  for  tent  etc., 
today.  Don't  put  it  off.  Your  admission  card  will  be 
mailed  promptly,  which  admits  you  free  during  the  entire 
season.  We  feel  that  there  should  be  upwards  of  2000  re- 
tail merchants  of  the  state  on  deck  Monday  the  2nd.  On 
Monday  night  we  will  all  be  made  Knights  of  Aksarben. 
During  the  week  there  will  be  double  that  number.  Will 
you  ever  have  a  better  opportunity  to  greet  the  great 
rank  and  file  of  community  builders  of  our  own  great 
state,  Nebraska? 

The  members  of  the  N.  R.  H.  A.  and  other  hardware 
men  will  have  a  special  gathering  in  tent  ''A''  on  Wed- 
nesday the  4th,  at  11  a.m.  Bill  Kinzell,  Wisner  is  spon- 
sor for  an  effort  to  get  together  a  hardware  band  for  the 
occasion,  composed  of  hardwaremen  only. 

C.  M.  Johnson  and  others  will  talk  to  us. 

Fill  out  the  blank  on  the  last  cover  page  of  the  pro 
gram  and  send  it  in  without  delay. 

This  year  will  be  the  test  whether  or  not  it  is  worth 
the  powder  to  try  another  next  year. 

I  hope  to  meet  you  and  greet  you  at  the  big  family 
gathering  August  2nd.        Nathan  Roberts,  Editor. 
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Adams  Express  Company  Agents  for  M.  O.  Houses. 

Following  is  a  copy  of  a  letter  sent  out  by  the  Ex- 
press Company. 

Adams  Express  Co.  Order  and  Food  Products  Bureau 
Philadelphia,  Pa.,  April  22,  1915. 
(Special  Offer) 

Employees;— 

A  large  manufacturer  has  arranged  to  supply  soaps, 
toilet  articles  and  food  products  at  a  reduction  from  the 
regular  price,  as  shown  in  the  attached  sheet.  The 
manufacturer  fully  gurantees  these  goods  to  be  first-class, 
and  you  are  therefore  taking  no  risk  in  ordering. 

Considering  this  very  low  price  and  in  order  to  in- 
crease the  revenue  of  the  company,  we  are  anxious  that 
each  employee  order  at  least  one  of  these  combinations, 
and  at  the  same  time  put  forth  every  effort  to  interest 
his  friends  and  neighbors  in  this  attractive  offer? 

Each  order  should  be  accompanied  by  an  Adams 
Express  money  order  for  the  amount  of  the  purchase,  or 
the  goods  can  be  sent  C.  O.  D. 

As  this  is  a  large  concern,  and  has  warehouses  at 
Philadelphia,  Pa.;  Buffalo,  N.  Y.;  Peoria,  111.  and  Chic- 
ago, 111.,  your  order  can  be  sent  to  our  agent  at  the  near- 
est point  to  be  filled,  which  will  give  each  section  the 
benefit  of  the  lowest  rate. 

I  will  appreciate  it  very  much  if  you  will  kindly  ad- 
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vise  me  at  the  close  of  each  week  how  many  orders  have 
been  sent  from  this  office,  as  we  desire  to  have  a  record 
of  all  employees  who  have,  in  this  way  assisted  in  in- 
increasing  the  revenue  of  the  Company. 

Since  writing  the  above,  the  Adams  Express  Co. 
gigs  back  on  its  letter.  Supt  Butler  of  Omaha,  states 
the  following: 

"This  is  to  advise  that  the  circular  issued  April  22, 
1915,  by  Mr.  Tunis,  chief  industrial  agent  of  the  Adams 
Express  company,  Philadelphia,  has  been  withdrawn, 
and  no  further  distribution  will  be  permited.'' 

'^Hereafter  the  Adams  Express  Co.  would  confine  its 
business  to  that  of  common  carrier." 


See  on  page  21,  Hardware  Band.  Let's  be  live  wires. 
Put  yourself  next  and  in  touch  with  Wm.  Kinzel,  Wis- 
ner,  stating  help  you  will  render. 


Our  advertisers  offer  you  splendid  opportunities  for 
turning  a  dollar.  Are  you  next?  If  not,  get  next. 


When  a  man  attends  his  own  business  in  the  morning, 
lets  other  people's  business  alone  in  the  afternoon,  and 
has  insured  his  home  in  the  safe,  and  sound  Nebraska 
Hardware  Mutual,  he  has  done  a  good  day's  work. 


Some  one  has  said  ''the  things  we  don't  know  wont 
hurt  us."  He  should  have  said,  ''wont  help  us."  To 
be  up-to-date  we  must  be  informed. 
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Danger  Shoals. 

Some  fifteen  years  ago,  by  the  aid  of  the  jobbers, 
there  was  established  the  mail  order  system. 

The  baby  grew  rapidly,  got  stronger  and  more  stren- 
uous, and  became  finally  independent  of  his  foster  pa- 
rents, until  today  his  colosal  proportions  threaten  to 
destroy  the  very  source  which  gave  him  birth,  nursed 
and  fed  him. 

The  jobbers,  realizing  their  blundering,  short  sight- 
ed policy,  from  time  to  time  in  the  past  have  tried  to 
curtail  their  output  on  standard  lines,  thus  hoping  in  a 
measure  to  save  themselves. 

Reports  and  statistics  show  us,  however,  that  their 
efforts  are  unavailing.  Year  after  year  the  volume  of 
business  done  by  the  octupus  retailer  is  increasing  by 
leaps  and  bounds. 

If  the  past  is  any  criterion  for  the  future  and  no 
change  in  distribution  takes  place  in  the  mean  time,  no 
great  stretch  of  imagination  is  required  to  foretell  the 
outcome  to  both  jobber  and  retailer  in  the  farming  com- 
munities of  our  western  states,  and  espeically  in  Nebraska. 
Many  of  our  eastern  points  have  already  fortified  them- 
selves. 

The  retailer  can't  buy  because  he  can't  sell,  the  job- 
ber can't  sell  because  the  retailer  won't  buy,  and  yet  he 
knows  the  volume  is  being  sold  by  some  one,  and  why 
not  he.   An  easy  problem  to  solve  and  save  the  situa- 
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tion  to  the  big  middleman,  private  brands  and  double 
guarantees,  advertised  in  farm  papers  and  magazines, 
direct  selling,  via  Farmers  Unions,  farmers  mercantile 
stores  and  other  illegitimate  channels  and  thus  cut  out 
the  M.  O.  business  at  the  same  time.  What  care  we  for 
any  one  providing  we  can  market  our  goods»  and  get  the 
cash.  It  is  simply  the  survival  of  the  fittest.  Thus  the 
problem  is  being  worked  along  the  line  of  jobber  to  the 
consumer  and  farmer  direct,  in  all  but  name  and  that 
to  follow  if  necessity  compell.  And  where  do  you  come 
in  on  this  game  of  merchandising?  The  knight  of  the 
grip,  who  should  be  the  retailers  best  friend,  fits  his  ex- 
perience into  the  inexperienced  and  together  they  start 
a  union  store,  jobber  to  farmer,  direct,  by  aid  and  abet- 
ment of  the  jobbers  representative. 

Under  present  conditions  your  volume  of  business  is 
not  sufficient  to  meet  overhead  expenses,  say  nothing  of 
profit  or  even  a  living  (you  havent  the  price.)  Hundreds 
of  hardware  men  are  trading  for  anything  that  appears 
tangible,  and  hundreds  more  would  like  to. 

What  are  you  going  to  do  about  it?  Grin  and  bear 
it  until  you  can  unload  to  some  sucker,  or  will  you  mas- 
ter the  situation  for  yourself?  , 

A  short  time  ago  we  had  corespondence  with  a 
prominent  jobber  on  this  question,  the  essential  parts  of 
which  we  produce  herewith,  also  our  replies. 

We  say,  in  justice  to  this  concern,  that  they  are  the 
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only  jobbing  house  who  have  expressed  a  desire  to  co- 
operate, or  have  shown  any  effort  toward  conserving  the 
interests  of  the  retail  hardware  trade  in  Nebraska. 

Last  year  we  had  a  prominent  jobber  on  the  carpet 
on  a  grievance  placed  by  one  of  our  members  along  the 
same  line.  Our  Grievance  Committee  waited  on  them 
and  fully  discussed  the  basis  of  the  complaint,  pro  and 
con,  but  there  was  nothing  doing.  They  admitted  all  of 
the  facts,  but  stood  pat  on  the  proposition,  that  they  are 
in  business  to  sell  goods  to  the  retailer  under  any  guise, 
who  has  the  money  to  pay  for  them.  The  same  concern 
accepts  orders  from  any  source  or  kind  of  retailing  and 
and  even  to  consumer,  if  they  have  the  money. 

There  are  other  houses  which  sell  their  goods  to 
mail  order  houses,  through  dummy  retailers,  whereby 
hardware  is  passed  on  to  the  farmer  in  his  lumber  bill 
at  jobbers  cost.  With  but  one  exception,  that  we  know 
of,  all  the  hardware  jobbers  that  solicit  trade  in  Nebras- 
ka sell  to  any  one  in  the  retail  business,  other  than  and 
outside  of  the  legitimate  hardware  merchant.  This  we 
might  not  notice  on  a  fair  square  deal,  but  when  the 
grocers,  lumber  dealers,  farmers  store  and  mail  order 
concerns  turn  over  these  goods  at  cost,  as  baits  to  their 
customers,  so  as  to  sell  their  regular  line  at  a  profit,  and 
otherwise,  we  think  it  is  full  time  the  legitimate  hard- 
ware merchant  found  a  way  out  to  protect  himself  from 
such  piratical  dealings. 


12 


THE  NEBRASKA  IRONMONGER 


Read  over  the  following  letters  and  get  in  touch  with 
the  trend  of  the  times.  Let  us  figure  out  some  way  to 
get  from  beneath  the  wheels  of  the  juggernant  that  is 
grinding  us  to  destruction. 

We  can  save  the  situation  and  the  legitimate  field 
of  the  hardware  man,  if  we  will  but  cooperate  in  our 
own  salvation. 

Until  something  tangible  is  consumated,  it  would, 
in  our  judgement,  be  best  to  order  every  dollars  worth 
of  goods  direct  by  mail  from  the  house  that  names  the 
best  price.  We  would  pre  arrange  and  anticipate  our 
needs  sufficiently  in  advance  to  obtain  quotations  from 
at  least  four  or  five  houses,for  spot  cash,  and  order  from 
the  house  giving  the  best. 

Here  is  where  your  price  and  service  record  cards 
would  be  of  inestimable  value,  and  be  a  fund  of  inform  - 
ation  of  rare  worth. 

Read  this  letter  from  a  prominent  jobber,  and  our 
answer,  then  stop  and  consider  whither  our  destiny  as 
legitimate  retail  dealers  is  drifting.  If  self  preservation 
of  physical  life  is  the  first  law  of  nature,  why  is  not 
preservation  of  business  life  equally  so.  This  problem, 
with  other  great  ones  can  be  solved  and  solved  right. 
Are  you  ready  to  die  a  lingering  death  or  to  take  on  new 
life,  new  hopes  and  the  mastery  of  the  situation. 

June  14,  1915. 

Nathan  Roberts,   Dear  Sir:— Is  there  any  objection 
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to  our  selling  some  of  the  farmers  mercantile  companies? 
With  very  few  exceptions,  we  have  heretofore  refrained 
from  soliciting  and  accepting  business  from  the  farmers 
mercantile  companies.  The  exceptions  are  the  compan- 
ies in  smaller  towns  where  the  mercantile  companies 
carry  a  full  line  of  hardware  as  well  as  other  goods  and 
where  there  are  no  other  stores  or  regular  hardware 
stores.  These  concerns  are  such  that  the  other  fellows 
are  all  selling  and  we  find  that  a  good  many  of  our  job- 
bing friends  are  selling  even  to  the  man  that  carries  only 
lumber,  fencing,  barbwire,  nails  and  such  goods  as  barn 
door  hangers,  hay  tools  and  a  few  other,  similar  goods. 
This  is  a  class  of  trade  we  have  refused  to  sell,  but  we 
have  two  or  three  letters  before  us  now  from  some  of 
the  salesmen  asking  why  it  is  we  cannot  sell  them  when 
*'all  the  other  houses''  as  they  put  it,  are  selling  them. 
Understand,  we  are  not  wanting  to  sell  any  man  that  is 
going  to  interfere  in  any  way  with  our  relations  with  the 
hardware  trade  but  we  would  like  to  be  in  a  position  to 
go  out  on  equal  basis  and  solicit  business  from  the  legit- 
imate trade.  ^^^^^^  ^ 

June  15,  1915, 
Dear  Sir:— Answering  your  favor  of  the  14th.  The 
question  you  submit  is  an  ethical  one,  and  is  far  reach- 
ing in  its  effect.  You  must  decide  it  for  yourself.  In 
this  day  and  age  business  ethics  seem  to  be  built  upon 
might  instead  of  right.   In  years  past  the  jobbers  started 
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and  fostered  the  M.  O.  houses.  In  this  day  the  jobbers 
start  and  foster  the  Farmers  Mercantile  Houses,  perhaps 
more  direct  th^n  1he  former.  They  (jobbers)  discovered 
and  lamented  their  error  in  the  past.  Today  they  are 
urgent  to  step  out  of  the  frying  pan  into  the  fire.  Their 
error  in  the  past  crippled  them.  Their  error  today,  if 
continued  will  wipe  them  out  of  existence.  No,  we 
would  not  issue  our  word  against  any  policy  you  may 
adopt,  you  have  a  perfect  right  to  hold  your  own  against 
all  comers,  especially  so  when  no  such  thing  exists  as 
what  might  be  known  as  '^jobbers  ethics.''  However, 
the  reckoning  day  is  fast  approaching. 

Sec.  N.  R.  H.  A. 

June  16,  1915. 
Nathan  Roberts.  Dear  Sir:— We  have  not  solicited 
business  from  this  class  of  trade  but  on  the  contrary  we 
have  declined  to  accept  business  from  them  where  it  has 
been  offered.  We  recently  had  one  of  these  concerns  at 
Creighton  who  came  to  us  stating  that  he  had  always 

bought  goods  from    of  Sioux  City  but  he  wanted 

to  open  an  account  with  us.  We  declined  to  accept  the 
business  but  it  seems  that  our  salesman  happened  to  be 
in  the  town  about  the  same  time  their  manager  happen- 
ed to  be  in  and  they  offered  our  salesman  an  or- 
der and  he  sent  it  in  to  us  for  our  acceptance  but  we  re- 
turned it  to  the  salesman.  Nearly  every  competitor  we 
have,  not  only  operating  from  this  market  but  the  out- 
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side  markets,  do  solicit  business  from  a  good  many  of 
these  stores  and  it  was  a  question  whether  we  should 
undertake  to  sell  them  or  not  in  view  of  the  fact  the  oth- 
er jobbers  were  selling  them  without  any  apparent  com- 
plaint from  any  of  the  hardware  trade.  Personally,  we 
have  never  felt  it  was  right  that  the  hardware  jobber 
should  sell  them  and  we  have  gone  on  this  principle  in 
the  past  and  was  only  seeking  information  as  to  wheth- 
er we  were  right  or  not  when  we  wrote  you  on  tne  14th. 
We  will  not  change  our  policy  with  reference  to  farmers 
mercantile  companies  for  the  present  at  least.  Thanking 
you  for  your  favor  of  the  15th,  we  are,  yours  truly, 


June  17,  1915. 
Dear  Sir:  Pardon  me  for  further  taking  up  your 
time  with  the  subject  F.  M.  H.,  but  I  feel  that  perhaps 
you  have  not  fully  grasped  the  inference  I  meant  to  con- 
vey, which  in  a  simple  statement  is,  that  you  are  unwar- 
ranted to  pass  up  trade  to  others  which  you  might  as 
well  have.  We  have  had  this  question  up  with  nearly 
every  jobber  on  the  Missouri  river,  also  St.  Louis,  Lin- 
coln and  Chicago.  They  all  hide  behind  the  same  ex- 
cuse, i.  e.,  that  a  concern  by  any  name  or  for  any  motive 
w^ho  buys  to  sell  again,  and  is  worthy  of  credit,  is  enti- 
tled to  their  service.  Thus  you  see  they  have  the  best 
of  the  argument,  but  only  when  business  ethics  is  a  dead 
issue.  There  are  no  lawful  means  beyond  ethical  grounds 
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by  which  we  can  combat  their  position.  We  know  a  con- 
cern in  your  city,  who  through  an  underground  channel 
furnishes  goods  for  mail  order  concerns,  to  consumers 
direct.  We  also  know  of  concerns  in  all  jobbing  centers 
who  sell  to  stores,  other  than  legitimate  hardware  men. 
Even  you  are  accused  of  the  lattter.  The  cards  are  ev- 
idently stacked  on  the  legitimate  hardware  merchant, 
and  to  our  mind  there  is  but  one  solution  of  the  question 
namely,  own  their  own  goods  and  give  them  a  merry 
chase  in  the  game.  We  admire  and  appreciate  the  posi- 
tion you  are  trying  to  maintain,  and  if  such  were  knownj 
to  all  our  members  and  they  were  all  of  a  cooperative! 
spirit,  and  ready  and  willing  to  do  that  which  seemed  for 
their  own  best  interest,  it  would  pay  you  to  stand  by 
them  on  strictly  ethical  grounds.  However,  in  Rome  it^ 
seems  best  to  do  as  the  Romans  do. 

Sec.  N.  R.  H.  A. 

June  18,  1915. 
Nathan  Roberts.  Dear  Sir:  -I  appreciate  your  let- 
ter of  the  17th  and  especially  the  broad  view  that  you 
take  of  this  matter  in  our  behalf.  The  writer  cannot 
help  but  feel  that  there  will  always  be  a  field  for  the 
right  kind  of  a  jobbing  house.  I  feel  that  the  future  is 
going  to  re-adjust  the  manner  of  distribution  of  the 
wholesale  lines  of  merchandise  and  the  jobber  that  does 
not  appreciate  that  fact  today  and  have  these  changes  in 
mind  is  going  to  find  himself  up  against  a  proposition 
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when  we  reach  that  period.   There  is  no  question  but 
what  one  of  the  largest  jobbing  houses  we  have  m  the 
hardware  business  in  this  country  is  destined  to  be  an- 
other mail  order  house  proposition  and  the  dealer  that 
is  now  helping  them  build  this  reputation  and  establish 
their  line  will  have  them  to  fight,  and  it  is  indeed  going 
to  be  a  serious  proposition  for  the  retail  man.  *  *  J  This 
is  a  big  problem  and  as  previously  stated  I  feel  that  the 
safest  proposition  for  the  jobber  is  to  conduct  his  busi- 
ness properly  during  the  present  day  and  take  his  chance 
on  the  future,  as  there  are  so  many  arguments  in  favor 
of  the  fact  that  there  is  a  logical  opening  for  the  jobber. 
As  previously  stated,  we  will  not  change  our  pohcy  to- 
wards the  subject  in  question  and  we  do  not  feel  there 
is  any  jobber  making  the  same  effort  we  are  making  to 
keep  the  distribution  of  our  goods  in  the  proper  chan- 
nels   The  writer  would  appreciate  it  and  consider  it  a 
favor,  if  when  you  have  a  complaint  as  to  our  selling 
hardware  thru  any  channel  other  than  one  that  would 
be  considered  legitimate,  if  you  would  drop  us  a  line 
that  we  might  have  something  to  work  on,  as  our  pur- 
pose and  our  intentions  are  in  the  right  direction. 


No  young  man,  you  can't  "yawn"  your  wishes  into 
realities.  It  takes  pep,  and  pep  is  not  obtained  by  mid- 
night carousing.  A  good  night's  sleep  means  a  good  big 
day's  business. 
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Echoes  from  the  National  Convention  at  St.  Paul 
June  22,  1915 

Dan  Kavanaugh,  who  has  been  a  member  of  the 
national  executive  committee  since  1910,  resigned  his 
position  at  this  meeting.  We  all  regret  to  lose  Dan  as 
he  has  proved  to  be  a  valuable  member  whose  judgment 
could  always  be  relied  upon.  While  there  were  many 
who  deserved  the  honor  of  being  elected  in  his  place: 
Nebraska  won  her  spurs  by  securing  the  nomination  and 
election  of  M.  D.  Hnssie  on  the  executive  board  in  Dans 
place.  Much  credit  is  due  F.  W.  Arndt,  who  was  a  mem- 
ber of  the  nominating  committee,  for  his  good  work  in 
holding  up  the  Nebraska  end.  We  were  pleased  to  ob- 
tain two  delegates  from  Nebraska  on  two  important 
committees  -  F.  W.  Arndt  on  the  nominating,  and  Wm. 
Kinzel  on  the  suggestion.  Nebraska  has  no  kick  com- 
ing on  the  treatment  accorded  us. 

M.  D.  Hussie  delivered  one  of  the  best  talks  of  the 
convention,  on  ''Credits  and  Collections,''  which  we  hope 
will  appear  in  full  in  our  National  Bulletin. 

Herbert  Sheets,  who  has  charge  of  the  Price  and 
Service  Bureau,  gave  a  very  exhaustive  report  of  the  good 
work  this  bureau  is  doing.  They  are  now  prepared  to 
give  price  and  source  of  supply  on  almost  every  item  in 
a  hardware  store,  also  can  give  any  technical  informa- 
tion regarding  odd  lines  needed.  In  his  report  he  stated 
Nebraska  is  using  a  larger  percent  ratio  to  membership 
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of  the  price  and  service  record  cards,  of  any  state  in  the 
union.  This  speaks  volumes  for  the  progressive  spirit 
of  our  members  and  we  hope  it  will  continue  to  expand. 
We  believe  it  answers  the  question  to  our  price  problem. 

A  thought  brought  out  struck  us  below  the  belt, 
namely,  that, our  communities  owe  us  nothing,  whereas, 
we  owe  them  everything.  If  we  enlarge  upon  this  ax- 
iom I  fear  our  service  will  show  up  75%  deficiency  .  and 
is  a  primal  source  for  inroads  made  on  our  trade  by  for- 
eign competition.  There  are  numerous  channels  to  suc- 
cess unexplored  by  the  average  hardware  man.  Our 
town,  from  our  viewpoint,  should  be  the  best  on  earth. 
How  much  are  we  doing  to  make  it  so  by  individual  ef- 
forts? 

A  good  idea  was  given  on  the  urging  upon  every 
town  to  establish  municipal  rest  rooms.  A  nice  neat, 
cheap  bungalow,  built  by  a  common  fund  and  sustained 
and  kept  clean,  tidy  and  comfortable,  will  create  a  habit 
of  coming  to  vour  town.  Another  plan  submitted  was 
an  established  pay  up  day,  which  can  be  promoted  by 
cooperative  effort,  a  sort  of  exchange  day,  when  merchant 
and  consumer  will  wipe  slates  with  each  other.  If  work- 
ed out  to  a  logical  conclusion  it  would  be  a  fine  plan. 

We  only  get  what  we  go  after,  and  usually  we  get 
that  if  we  are  persistent  in  our  efforts.  Let's  get  out  of 
the  ruts  and  go  after  everything  in  sight  and  some  things 
that  are  not  in  sight. 

The  next  issue  of  the  National  Bulletin  will  be  full 
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of  good  things  for  you.    Make  it  serve  its  purpose. 


See  on  page  21,  Hardware  Band.  If  you  can  help 
out  don't  fail  to  report  to  Wm.  Kinzel,  of  Wisner. 


We  regret  to  announce  the  death  of  Mabel  Lideen, 
wife  of  D.  J.  Lideen,  of  the  Lideen  Hardware  Co.  of  Or- 
leans.   She  was  only  sick  six  days,  and  leaves  behind  to 
mourn  her  loss  a  husband  and  two  little  girls,  Ethel  age  , 
6,  and  Helen  4.   To  this  stricken  family  goes  out  our ; 
heartfelt  sympathy  and  prayer  for  strength  in  their  dark-  ' 
ened  hour. 


The  Ironmonger  is  delayed  this  month  partly  on  ac- 
count of  our  printer  moving  into  larger  and  better  quar- 
ters. 


For  Sale— On  account  of  ill-health,  a  fine  stock  of  | 
hardware  of  about  $6,000,  in  an  up-to-date  live  town.  | 
Please  investigate.   Address,  I.  H.  F.,  this  ofifice.  I 


How  about  those  old  freight  bills  tucked  away  !n 
dusty  heaps?  Good  money  as  a  dead  boarder.  Fish  'em 
out  and  send  them  in  to  us.  express  charges  prepaid.  No 
returns,  no  charges.  You  better  take  a  chance.  Lots 
of  the  boys  are  getting  good  clean  money  back.  Why 
not  you? 
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Nebraska  Retail  Hardware  Band 
At  the  last  annual  convention,  held  in  Omaha,  the 
possibility  of  a  Hardware  Band,  for  the  Business  Men  s 
Outing,  to  be  held  at  Carter  Lake  in  August,  was  talked 
of  and  Mr.  Roberts  and  Wm.  Kinzel  have  taken  steps  to 
organize  a  band  for  the  occasion.   Now  we  want  every 
hardware  man,  who  has  a  band  instrument,  to  drop  a 
card  to  Wm.  Kinzel,  Wisner.  Neb.,  advising  him  as  to 
what  instrument  he  can  play  and  furnish.   Be  sure  to 
state  on  this  card  the  pitch,  high  or  low.   If  any  mem- 
ber has  any  music  suitable  for  an  outing,  arranged  for 
band,  please  inform  Mr.  Kinzel  as  to  instrumentation 
etc    Now  don't  put  this  off  until  tomorrow.   Do  it  to- 
day, and  come  to  the  Business  Men's  Outing  and  we  will 
"show  them"  we  are  alive. 

We  regret  to  announce  that  Member  Holloway,  of 
Fremont,  is  laid  up  with  a  case  of  small  pox.  We  hope 
for  his  speedy  recovery.  Holloway,  away  from  business, 
is  like  a  duck  out  of  water. 

FRAUD  SCHEME. 

Be  on  your  guard  for  premium  house  schemes  and 
don't  bite  before  you  investigate  thoroughly.  Look  out 
especially  for  the  Rogers  Premium  Company,  The  Punch 
Ticket  Premium  Company.  We  have  data  on  these,  and 
they  are  now  working  west. 
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The  Hardware  Store 

(A  Tribute  by  our  own  Poet-Laureate) 

0  the  mystical  charm  of  the  hardware  store! 

1  have  tested  it  many  a  time, 

Though  of  other  subjects  there  are  a  score 
More  suited,  perchance,  to  rhyme. 

But  the  hardware  store  with  its  stoves  so  bright  ' 
And  its  rows  of  shining  tin 
Is  a  sight  that  cheers  me  day  or  night 
Whatever  state  Tm  in. 

It  always  seems  that  a  hardware  store 
Holds  out  a  friendly  hand 
And  says  so  clear,  ''We're  glad  and  more, 
To  see  you  in  our  land.'' 

So  be  sure,  if  you're  needing  a  friend,  some  day 
And  are  feeling  sad  and  sore, 
Just  look  about  you  along  the  way 
And  call  at  a  hardware  store. 

Miss  Pearl  Holloway. 


See  on  page  21  regarding  our  hardware  band.  If 
you  are  available,  drop  Wm.  Kinzel,  Wisner,  a  card  at 
once  telling  him  how  you  will  fit  in. 


The  men  who  try  to  do  something  and  fail  are  infin- 
itely better  than  they  who  try  to  do  nothing  and  succeed. 
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Vacation  Time  is  Here 
I  Calling  attention  to  the  needs  of  the  camper  and 
auto  tourist.  Naturally  the  first  thing  thought  of  are 
the  tents.  What  kind  of  a  tent  shall  we  get?  The  an- 
swer is,  one  that  won't  leak  and  that  will  stand  the 
wind.  The  Western  Tent  &  Awning  Co.,  have  yet  to 
hear  that  one  of  their  tents  have  failed  to  give  perfect 
satisfaction.  They  make  all  sizes  and  kinds  of  tents, 
awnings,  stack  covers,  machine  covers,  auto  tents  and 
special  canvases.  Write  them  for  prices,  at  148  No.  14th 
St.,  Lincoln,  Nebraska.  

Insurance  Report  for  June 
Insurance  in  force        -        -  ^l-^^^'^^J'?^ 
Cash  balance        ■        •        •  24.762.40 
Total  ledger  assets      •        •  '  ii  Ao 

Refund  to  members        •        ■  491.23 
Losses        .        -        -         -  None 
We  will  have  rather  larger  losses  to  report  next 
month.  They  generally  come  like  a  dose  of  smallpox- 
when  you  least  expect  them.    To  date  our  losses  are  m 
excess  of  last  year  and  the  only  strange  part  of  it  is  that 
they  have  all  occured  in  towns  having  fire  protection, 
whereas  heretofore  it  has  been  the  reverse.  We  are  still 
optimistic,  however,  as  to  the  total  losses  for  the  year 
being  lower  than  1914. 
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Mr.  Hardware  Dealer 


Do  you  handle  saddlery  goods?  If  fo,  you  can  always  get 
what  you  want  from  an  exclusive  saddlery  house.  Wc  manufac- 
ture a  big  line  of  Harness,  Saddles  and  Horse  Collars.  Our  goods 
are  standard.  We  also  job  a  complete  line  of  everything  per- 
taining to  the  line. 


Goods  bearing  our  trademark  always  sell. 

We  are  an  exclu.sive  Saddlery  house  and  our  goods  are  sold 
only  to  or  through  the  legitimate  dealer. 


Harpham  Brothers  Company 

„  Lincoln,  Nebraska  „ 


The  Nebraska  Ironmonger 

^J^^^TI  Lincoln,  Nebraska,  August  1915  NO.  U 

Entered  as  second  Class  Matter  at  the  Post  Office  at  Lincoln,  Nebraska,  under 
Act  of  Congress  of  March  3, 1879. 


NATHAN  ROBERTS,  Editor  and  Publisher 

^r-  ^    .  r>„,  v^^.-  Pauable  in  Advance 

Subscription  Price  25  Cents  Per  Year.  raya 

Advertising  Rates  Made  Known  on  Application 

Be  it  ever  remembered  that  the  B.  M.  O  Associa- 
tion pulled  off  its  muchly  advertised  propaganda  prompt 
ly  and  with  due  consideration  to  Pluvial  onslaughts, 
Boreas  blustering,  bluster  served  with  cald, 

"Must  find  a  colder  soil  and  bleaker  air. 
And  trust  for  safety  to  a  stranger's  care." 

With  pitying  glances  still,  "Not  yet,  not  yet  Sol 
pauses  on  the  hiU-^the  precious  hour  of  partmg  lingers 
still "  When  much  ado  about  nothing  broke  into  a  glor- 
ou  ■  and  beautiful  aftermath,  and  90%  of  the  week  serv- 
ed out  perfect  sunshine,  air  and  cheer-  wasted^  e^^^^^^^^^^ 
took  on  new  hope.  Thus  it  is  in  life  and  things  that 
the  best  S  plans  of  mice,  and  men  gang  aft  aglee  and 
leave  us  naught  but  grief  and  pain  for  Promised  ,oy_ 
But-Cliff  Crooks  was  there.  His  never  failing  good 
humor  and  his  thrilling  Ford  catastrophe  episodes  filled 
our  joy  cup  for  several  such  occasions. 
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The  attendance  was  well  up  to  10%  of  the  expect- 
ancy. The  program  was  75%  efficiency.  The  rest,  rec- 
reation and  pleasure  100%  normal 

The  Iron  Crosses  were  honestly  distributed  to  the 
brave  and  the  true.  It  was  especially  remarked  that 
where  washouts,  tornados  and  frostbites  precluded  the 
possibility  of  attendance  from  remote  parts,  the  MADE 
in  Omaha,  and  points  adjacent  thereto,  showed  good 
will  and  appreciation  by  their  genial  presence  in  large 
zeros.  The  New  York  and  Chicago  papers  especially 
noted  the  splendid  spirit  shown  by  the  larger  Omaha. 
We  especially  regret  that  so  many  were  deprived  the 
pleasure  and  what  comes  to  us  from  that  touch  feeling, 
in  not  meeting  and  listening  to  those  genial  and  whole- 
souled  men,  represented  in  W.  S.  Wright,  C.  W.  Belden 
Wm.  Kelly,  Roy  Smith,  Senator  Hitchcock  and  others. 
These  gentlemen  gave  much  of  their  thought  toward  the 
B.  M.  O. 

We  were  indeed  agreeably  surprised  when  the  bleak 
and  cold  changed  to  beautiful  summer  again,  to  realize 
how  heartily  the  Omaha  retailers  turned  out  to  swell  the 
crowd.  Room  on  terra  firma  being  at  a  premium,  they 
occupied  tree  tops  and  other  vantage  points  to  gain  a 
sight  of  and  perchance  hear  a  word  from  the  silvery  vi- 
brations of  our  removed  Senator.  It  was  a  great  but 
trying  occasion.  It  was  indeed  with  a  sense  of  relief  to 
observe  the  eclat  of  the  two  men  who  saw  the  culmina- 


THE  NEBRASKA  IRONMONGER 


7 


tion  of  their  arduous  labors.  They  worked  heart  and 
soul  together  like  two  peas  in  a  pod,  and  thoroughly  de- 
serve all  the  glory  their  due. 

Among  the  many  family  gatherings  we  noted  the 
presence  of  Mr.  Jones,  of  Springview,  who  traveled  from 
the  inland  town  25  miles  to  his  railroad  point  in  his  auto 
through  mud  and  swollen  streams  to  gain  his  object.  He 
wants  to  come  again.  (Iron  Cross.)  M.  A.  Hargelroad 
and  family  of  five  or  six  says  he  would  like  to  repeat. 
Johnson  and  wife,  of  Valley,  Hedlund  and  family,  from 
VVausa,  and  hundreds  of  others,  were  enthused  over  the 
experience  and  stated  they  had  caught  the  inspiration— 
and  a  little  cold. 

The  only  incident  or  accident  of  particular  moment 
as  far  as  we  know  was  J.  J.  Jennings  losing  his  valuable 
garnet  stone  while  making  a  three  base  hit.  Unfortun- 
ate indeed,  but  he  reaped  some  reward.  Ye  editor's  ac- 
complishments at  the  bat  were  made  a  special  feature. 

The  hardware  men  had  the  best  sectional  meeting  of 
the  occasion,  every  seat  being  occupied  by  a  live  wire. 

The  sports  were  pulled  off  as  the  circumstances  and 
the  arrangement  of  the  program  warranted,  with  profit 
and  pleasure  to  the  participants.  The  Lincolnites  were 
on  hand  in  quality  and  pep. 

Permit  us  to  close  this  rambling  synopsis  of  the  fir^t 
annual  outing  with  the  thought  that  Rome  was  not 
built  in  a  day,  nor  will  the  inspiration  possessed  by  the 
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management  of  this  outing  at  this  time  be  realized  on 
schedule  time.  The  Editor. 


Insurance  Report  for  July  ^ 
Insurance  in  force      -  -  $1,912,530.00 

Cash  balance      -  -  21,618.57  , 

Total  ledger  balance  -  -  .  28,825.93 
Refund  to  members         -  -  560.80 

Losses  paid         -  -         -  9,000.00 

Our  report  this  month  shows  large  losses,  but  alL 
have  been  paid  in  full.  During  two  weeks  in  July  four 
hardware  stocks  were  destroyed  by  fire.  In  three  the  fire 
originated  in  the  hardware  store  itself.  We  are  not  sure 
that  our  claims  of  hardware  stocks  being  in  the  prefered 
class  is  well  founded.  At  this  date  we  have  no  lossed 
unpaid. 

Few  merchants  learn  the  necessity  of  a  well  taken 
inventory  until  they  have  had  a  fire  loss  and  then  it  is 
too  late.  Without  an  inven  .ory  and  a  record  of  youi" 
purchases  and  sales,  both  cash  and  credit,  including  the 
goods  taken  home  for  the  proprietor's  own  use,  it  is  imr 
possible  to  arrive  at  the  amount  of  goods  in  the  store  at 
at  given  date.  Many  merchants  imagine  that  if  every- 
thing is  destroyed  by  fire,  all  that  is  necossary  is  a  de- 
mand on  the  insurance  company  for  the  money.  This, 
however,  is  not  the  case.  Loss  must  be  proven  by  the- 
aforementioned  records  and  without  these  records  it  can 
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not  be  done. 

On  a  recent  loss  here  in  Nebraska,  everything  was 
destroyed  except  the  poHcy  and  a  so  called  inventory, 
which  two  documents  were  in  the  party's  home.  Ti\e 
.inventory,  inrtead  of  being  taken  in  a  business  like,  item- 
ized form,  was  merely  in  blanket  shape  having  no  quan- 
tities, nor  prices,  each  or  per  dozen.  A  child  would  have 
known  better. 

The  account,  sales  and  purchases,  if  they  ever  had 
any,  were  burned  up  with  catalogues  and  other  non-im: 
portant  papers.  The  result  is  that  four  months  elapsed, 
while  they  were  trying  to  prove  their  loss  by  duplicate 
records,  affidavits  etc.,  before  they  finally  got  their 
money.  A  loss  can  be  adjusted  without  the  policies  but 
not  without  the  inventory. 

Now  about  the  price  and  extensions.  Every  article 
in  the  store  should  be  listed  whether  you  extend  a  pricfe 
or  not.  When  goods  that  are  slow  sellers  are  extended 
at  less  than  cost,  the  actual  cost  of  the  article  should  be 
shown  in  one  or  the  other  extention  column.  This  will 
enable  the  adjuster,  should  you  suffer  a  loss  by  fire,  to 
determine  to  what  extent  stock  should  be  deperciated. 
If  merchant  has  depreciated  stock  as  he  went  along,  no 
deprivation  will  be  figured  by  the  adjuster,  but  there 
must  be  evidence  of  such  depreciation  in  the  inventory, 
otherwise  it  will  be  subject  to  a  depreciation  depending 
on  the  time  store  has  been  in  existence. 
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Unless  a  complete  inventory  is  taken  at  least  once 
in  two  years,  if  s  money  thrown  away  paying  insurance 
premiums.  Loss  must  be  proven  and  insured  must  do 
it,  not  the  insurance  company. 


Resolutions 

Whereas  the  Business  Men's  Outing  Association, 
held  at  Carter  Lake  Club  grounds  during  the  past  week 
has  been  a  success,  both  along  the  educational  lines  and 
in  the  promotion  of  good  fellowship  among  the  retail 
merchants  of  the  state,  and  • 

Whereas  this  success  being  due  to  those  who  have 
at  heart  the  business  interests  of  the  state,  the  Carter 
Lake  Club  and  its  members,  and  the  various  newspaperr, 

Therefore,  Be  it  Resolved: 

That  the  thanks  of  the  merchants  attending  this 
Outing  be  extended  to  the  Omaha  business  men  and  the 
Commercial  Club  for  their  financial  assistance. 

To  the  Carter  Lake  Club  for  the  use  of  their  grounds 
club  houses  and  bathing  beach. 

To  the  members  of  the  Carter  Lake  Club  individual- 
ly for  so  kindly  opening  their  cottages  because  of  the 
inclement  weather. 

To  the  caterer  of  the  club  for  the  excellent  cuisine 
and  service  he  has  given  us. 

To  the  daily  press  for  their  notices  and  the  gener- 
ous treatment  we  have  received  at  their  hands. 
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To  Trade  Exhibit  for  the  daily  edition  of  the  hap- 
penings on  the  grounds. 

To  the  tradesmen  for  the  excellent  comparative 
merchandise  exhibit  put  here  for  our  benefit. 

To  the  officers  of  the  Association  for  their  untiring 
efforts  in  working  for  our  comfort,  and  for  the  excellent 
program  prepared  for  us. 

And  be  it  Further  Resolved: 

That  it  be  the  sense  of  those  attending  this  outing 
that  the  same  should  be  continued  and  in  some  form 
should  be  made  a  permanant  annual  institution. 

Signed   Cliff  Crooks, 

O.  D.  Beemer,- 
M.  Johnson. 


Start  for  a  Big  Federation 

The  following  resolution  presented  to  the  Business 
Men's  Outing  Association  was  adopted  in  addition  to 
those  presented  by  the  resolution  committee: 

Whereas,  of  the  success  of  the  first  Business  Men's 
Outing  Association  along  educational  lines  and  whereas 
we  find  that  so  many  of  the  principles  of  trade  ethics 
are  common  to  all  the  several  lines  of  trade. 

Therefore,  be  it  resolved,  that  it  be  the  sense  of  the 
merchants  attending  this  outing  that  all  retail  organiza- 
tions of  the  state  be  associated  into  one  large  body,  be 
lieving  that  one  large  organization  can  conceive  and  car- 
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ry  out  plans  for  the  benefit  of  the  retailers  of  the  state 
that  would  be  impossible  for  the  smaller,  individual  or- 
ganizations. 

And  Be  It  Further  Resolved,  that  a  copy  of  these 
resolutions  be  sent  to  every  retail  organization,  asking 
them  to  consider  plans  at  their  next  annual  meeting, 
looking  to  such  an  organization. 


Personality 

Do  you  believe  in  your  work,  in  loyalty  to  your  em- 
ployer,  in  devotion  to  your  business?  Do  you  intend  to 
be  an  individual  or  a  nonentity?  Are  you  going  to  get 
busy  and  when  do  you  expect  to  begin?  Determination 
produces  the  power  that  wins,  and  love  is  the  task- 
master that  accomplishes.  If  God  is  love,  let  us  see  the 
fact  that  if  we  face  our  duties  in  the  spirit  of  love  that 
this  Almighty  power  does  procuce  the  satisfaction  that 
spells  Happiness  and  Success. 


The  Ironmonger 

The  September  number  will  tell  you  plainly  wheth- 
er or  not  you  care  enough  foi  it  to  pay  25c  a  year  toward 
keeping  it  going. 

The  September  issue  closes  Volume  3  and  its  year. 
It  would  be  a  source  of  happy  satisfaction  to  the  fellow 
who  does  the  work  on  it,  to  know  in  a  practical  way 
that  its  cost  of  less  than  seven-tenths  of  a  mill  per  day 
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is  not  over  value,  if  you  read  it.  If  you  don't  read  it, 
there  is  too  much  energy  wasted  in  the  effort  say  noth- 
ing about  the  expense  incurred.  If  it  has  a  value  to  you 
govern  yourself  accordingly.  See  next  number  of  how 
you  stand. 


?   ?   ?  ? 

Mr.  Nathan  Roberts 

Lincoln,  Nebraska. 
Dear  Sir: 

Some  time  ago  a  state  secretary  who  has  done  much 
in  bringing  the  work  of  the  Price  and  Service  Bureau  to 
the  attention  of  his  members  inquired  of  us  concerning 
the  tangible  interest  his  efforts  has  aroused. 

The  report  taken  from  our  card  record  was  not  en- 
couraging, yet  I  suppose  the  lack  of  interest  in  this  in- 
stance was  no  greater  than  that  which  follows  most  of 
the  activities  of  both  state  and  national  offices. 

Thus  the  national  query  Why  are  hardware  retail- 
ers so  apathetic  to  the  work  the  associations  are  con- 
stantly doing  in  their  behalf? 

Is  it  because  the  average  dealer  is  so  hemmed  in  by 
a  multiplicity  of  details,  petty  and  otherwise,  that  he 
keeps  putting  off  for  a  more  convenient  season  the  ac- 
ceptance of  the  service  at  his  command. 

Or  is  it  possible  he  is  impressed  so  little  with  the 
real  value  of  organized  effort  that  he  looks  upon  his  as- 
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sociation  as  chiefly  a  means  for  the  frequent  collection 
of  membership  dues. 

Manufacturers,  trying  to  market  their  products  di- 
rect at  special  price  concessions,  complain  very  bitterly 
of  what  they  term  ''this  ut':er  indifference''  of  the  retail- 
ers to  their  own  best  interests,  and  not  a  few  claim  to 
have  been  forced  back  to  former  channels. 

Isn't  the  overcoming  of  this  condition  about  the  big- 
gest problem  confronting  those  of  us  who  are  earnestly 
trying  to  be  of  service  to  the  so-called  rank  and  file  of 
association  membership? 

As  you  know  the  P  &  S  B  has  but  one  reason  for 
existence—  the  service  of  association  members.  In  fact, 
that  is  the  sole  function  of  the  association  itself,  as  I 
understand  it. 

But  everyone  experienced  in  organization  work 
knows  that  the  ability  to  serve  and  the  opportunity  to 
serve  are  not  always  synonymous. 

While  we  ourselves  must  develope  the  ABILITY, 
the  members  on  their  part  must  give  us  the  opportunity. 

In  other  words,  so  far  as  the  P  &  S  B  is  concerned, 
the  individual  must  be  receptive;  he  must  show  enough 
interest  to  indicate  his  particular  need  before  we  can 
give  him  specific  help. 

These  are  matters  worthy  of  the  best  thought  of  ev- 
ery man  interested  in  Association  progress. 

Along  what  line  can  we  all,  (State  and  National  Of- 
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ficials)  work  together  for  the  greater  good  of  the  organ- 
ization?— - 

What  can  we  do  to  overcome  the  apathy  and  indif- 
ference which  seemingly  exists  in  a  large  part  of  our 
membership? 

Your  early  reply  will  be  very  mucn  appriciated. 
Yours  very  truly, 
National  Retail  Hardware  Association! 
Price  and  Service  Bureau, 
Herbert  P.  Sheets. 


The  Country  Boy's  Creed 
believe  that  the  country  which  God  made  is  more 
beautiful  than  the  city  which  man  made;  that  life  out  of 
doors  and  in  touch  with  the  earth  is  the  natural  life  of 
man.  I  believe  that  work  with  nature  is  more  inspiring 
than  work  with  the  most  intricate  machinery.  I  beLeve 
that  the  dignity  of  labor  depends  not  on  what  you  do, 
but  how  you  do  it;  that  opportunity  comes  to  a  boy  on 
the  farm  as  often  as  to  a  boy  in  the  city;  that  life  is  larg- 
er and  freer  and  happier  on  the  farm  than  in  the  town; 
that  my  success  depends  not  upon  my  location,  but  upon 
myself;  not  upon  my  dreams,  but  upon  what  I  actually 
do;  not  upon  luck,  but  upon  pluck.  I  believe  in  working 
when  you  work,  and  in  playing  when  you  play,  and  in 
giving  and  demanding  a  square  deal  in  every  act  of  life.'' 
^*Iron  sharpeneth  iron.''   Who  knows  a  more  succinct 
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phrasing  of  the  aspiration  which  this  country  needs  in 
all  its  length  and  breadth?-  Colliers. 


He  has  achieved  success  who  has  lived  well,  loved 
much,  and  helped  often;  who  has  gained  the  respect  of 
great  men  and  the  love  of  little  children;  who  always 
looked  for  the  best  in  others  and  always  gave  the  best 
he  had;  who  filled  his  niche  in  this  world  and  left  it  bet- 
ter than  he  found  it,  whether  by  an  improved  poem,  an 
enlightened  soul  or  a  perfect  picture,  whose  life  was  an 
inspiration  and  whose  memory  is  a  benediction. 


For  Sale:  At  a  bargain.  No.  25  Mosher  Steel  goods 
rackj  Owner  will  take  $17.00  for  it.  Address  H.  Peter- 
son &  Son,  Potter,  Nebr. 


Hard  Luck 

Our  boss  is  gone  dead,  and  our  mule  is  gone  lame, 
And  we  lost  our  dog  in  a  poker  game; 
Then  a  cyclone  come  'long  t'other  day, 
And  blew  the  house  where  we  lived  away. 
An  earthquake  followed  when  that  was  gone, 
And  swallowed  the  spot  that  the  house  stood  on. 
Now  the  durned  tax-collector,  he's  come  aroun' 
And  made  us  pay  on  a.  hole  in  the  groun'. 
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Stick  to  Regular  Channels,  Take  Notice 
The  state  is  over  run  by  slick,  persuasive,  magnetic 
salesmen,  men  who  can,  if  you  come  under  their  influ- 
ence, persuade  you  that  your  soul  is  not  your  own.  Be 
on  your  guard  and  if  you  will  take  a  fool's  advice,  let 
their  plausible  something  for  nothing  arguments  go  in 
one  ear  and  out  the  other.  There  are  fools  born  every  - 
day,  keep  out  of  that  class.  There  is  a  concern  doing 
business  in  silverware  in  a  neighboring  state  that  pre- 
sent you  a  very  plausable  contract  and  on  the  face  of  it, 
it  looks  like  doing  business  on  their  capital,  we  would 
simply  ask  you  to  consult  this  office  or  your  attorney  be- 
fore you  sign  it.  The  microbe  in  the  joker  family  can  be 
discerned  in  their  contracts  without  the  aid  of  a  micro- 
scope. 


Our  Patrons 

We  feel  that  it  is  unnecessary  to  call  your  attention 
to  a  cooperative  spirit  toward  those  who  use  the  pages 
of  the  Ironmonger  in  promoting  their  lines.  They  are 
among  the  best.  All  things  being  equal  why  not  try 
them  on  your  needs  in  their  lines.  The  fact  that  they 
cooperate  with  us  in  our  laudable  undertaking  should  of 
itself  be  sufficient  reason  for  your  cooperation.  Try 
them. 


Beware  of  Collection  Agencies 
A  few  days  ago  we  were  called  up  by  long  distance. 
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by  a  member  in  a  town  out  in  the  state,  making  inquiry 
for  himself  and  his  brother  merchants  regarding  a  cer- 
tain collection  concern  which  had  a  man  ou  the  ground 
trying  to  work  the  merchants  for  their  collections.  Our 
reply  was  prompt.  **No  good,  unreliable,  not  to  be 
trusted.''  Doubtless  the  information  saved  hundreds  of 
dollars  to  that  town.  Why  not  use  this  office  when  oc- 
casion demands  it. 


Our  Service  to  Members  Comprises  the  Following 
Credit  information. 
Legislative  information. 
Exchange  department. 
Freight  auditing  bureau. 
Reports  on  insurance  companies. 
Arbitration  of  complaints. 
Confidential  price  information. 
Information  on  any  hardware  subject. 
Writing  the  best  insurance  policy  in  existence. 
Finding  buyers  for  hardware  stocks. 
Employment  bureau. 
Expert  field  work. 


Where  Ignorance  is  at  a  Premium 
^        An  article  written  in  the  July  issue  of  the  Trades- 
B[kman,  page  12,  devoting  three  columns  or  a  full  page  to  a 
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parently  knows  but  little,  and  cares  less,  would  suggest 
to  us  that  the  writer  of  that  article  has  before  him,  not 
so  much  the  interest  of  those  for  whom  he  professes  al- 
legiance (see  bottom  of  page  3  May  issue)  the  retailer, 
but  for  those  who  provide  his  bread  and  butter  it  for 
him.  He  even  goes  so  far  as  to  question  the  integrity 
and  the  authorship  of  the  letter  he  refers  to.  When  the 
time  comes  that  the  editor  of  the  Ironmonger  has  to 
stoop  to  incognito  to  express  his  views.  Brother  Editor 
of  the  Tradesman  will  occupy  a  hotter  habitation  than 
he  now  does.  Among  our  many  faults,  the  fear  of  man 
or  what  he  can  do,  occupies  no  prominent  part. 

As  to  our  position  on  the  question  which  this  refers 
to,it  is  first,  last  and  all  the  time,  closely  allied  with  the 
retailer,  whom  we  do  now,  and  always  have  served  to 
the  best  of  our  meager  ability. 

The  hardware  jobbers  well  know  this,  they  also 
know  that  I  have,  in  season  and  out  of  season,  express- 
ed my  opinions  without  reserve,  that  they  are  the  local 
channels  of  distribution  (ie)  the  retailers  buying  agency 
is  unquestioned  and  that  as  long  as  they  perform  their 
duties  faithfully  and  well,  and  at  all  times  to  the  inter- 
est of  the  retailer,  they  have  no  more  faithful  than  I. 
However,  when  they  fail  to  make  any  attempt  to  con- 
serve the  retailers  interest,  there  must  be  a  way  found 
to  stem  the  tide  of  distruction. 

Now  that  our  position  is  made  plain  to  the  Trades- 
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man,  we  are  ready  to  question  his  ability  to  handle  so 
big  a  subject.  The  position  he  seems  to  indicate  is,  can 
anything  good  come  out  of  Nazareth?  As  applied  to  the 
rank  and  file  of  retail  hardware  merchants  the  state  over, 
is  a  direct  aspersion  and  his  ignorance  of  the  people 
whose  interest  he  professes  to  serve,  is  his  only  excuse. 
There  is  as  much  energy,  pep,  brains,  money  and  busi- 
ness ability  outside  of  the  great  trade  centers  as  there  is 
in  it,  and  we  might  add  truthfully,  it  is  of  finer  texture. 

There  are  so  many  crude,  unthought  arguments  pro- 
posed in  his  article,  that  lack  of  space  and  desirability  to 
take  the  time  to  answer  them  is  out  of  the  question.  We 
will  say,  however,  that  the  member  who  wrote  the  letter 
referred  to,  is  among  our  very  best  and  brightest  minds, 
and  there  are  five  hundred  more  like  him  and  we  would 
advise  the  able  and  well  posted  editor  of  the  Tradesman 
to  sharpen  his  Fabre,  dig  into  the  why  and  wherefore, 
post  himself  on  the  doings  of  hardware  men  the  country 
over,  and  when  he  knows  of  which  he  writes,  give  us 
some  readable,  intelligent  and  sound  arguments,  and  we 
will  promise  to  give  due  notice  and  govern  ourselves  ac- 
cordingly. 


Wanted  A  competent  man  to  do  work  in  an  ordin- 
ary country  tinshop  and  assist  in  the  hardware  store.  A 
steady  job  to  the  right  man.  No  boozer  wanted.  Ad- 
dress, Walter  Gaebler,  Winside,  Nebr. 
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The  Mail  Order  Ten  Commandments. 

The  following  ten  commandments  are  offered  for 
the  guidance  of  catalogue  house  patrons. 

L  You  shall  sell  your  farm  products  for  cash 
whenever  you  can,  but  not  to  us.  We  do  not  buy  from 
you. 

2.  You  shall  believe  our  statements  and  buy  all 
you  need  from  us  because  we  want  to  be  good  to  you, 
although  we  are  not  personally  acqua  nted  with  you. 

3.  You  shall  send  your  money  in  advance  to  give 
us  a  chance  'o  get  the  goods  from  the  factory  with  your 
money;  meanwhile  you  will  have  to  wait  patiently  for 
weeks,  as  that  is  our  business  method. 

4.  You  shall  apply  to  your  nearest  city  to  aid  you 
in  building  good  roads  so  that  you  can  conveniently  get 
the  goods  from  the  depot,  for  we  do  not  build  good 
country  roads. 

5.  You  shall  buy  your  church  bells  and  church 
fixtures  of  us  and  foreward  your  money  in  advance,  for 
this  is  our  business  method,  and  you  shall  collect  from 
the  business  men  in  your  city  as  much  money  as  you 
can  for  the  benefit  of  the  churches,  for  it  is  against  our 
rules  to  donate  any  money  to  country  churches. 

6.  You  shall  buy  your  tools  from  us  and  be  your 
own  mechanic  in  order  to  drive  the  mechanics  from 
your  vicinity,  for  we  wish  it  so. 

7.  You  shall  induce  your  neighbors  to  buy  every 
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thing  from  us,  as  we  have  room  for  more  money— the 
less  money  you  have  in  your  community  the  sooner  we 
can  put  your  local  merchant  out  of  business  and  charge 
you  any  price  we  please. 

8.  You  shall  look  often  at  the  beautiful  pictures 
in  our  catalogue,  so  that  your  wishes  will  increase  and 
so  you  will  send  in  big  orders,  although  you  are  not  in 
immediate  need  of  the  goods;  otherwise  you  might  have 
some  money  left  to  buy  some  necessary  .goods  from 
your  local  merchant. 

9.  You  shall  have  the  merchants  who  repair  the 
goods  you  buy  from  us  book  the  bills  so  you  can  send 
the  money  for  his  labor  to  us  for  new  goods;  otherwise 
he  will  not  notice  our  influence. 

10.  You  shall  in  case  of  sickness  or  need,  apply 
to  your  local  dealer  for  aid  and  credit,  for  we  do  not 
know  you  nor  care  to. 

Local  press  please  copy. 


Keying  our  Reader 
Last  month  we  called  attention  in  a  rather  unique 
phraseology  to  the  non  attention  paid  to  FREIGHT 
RECEIPTS.  The  results  in  the  past  ten  days  prove 
that  lots  of  the  boys  read  that  article,  and  proceeded  at 
once  to  dig  out  from  the  musty  pile  what  will  doubtless 
prove  like  finding  money  where  least  expected.  This 
hits  us  where  we  live  as  we  love  to  have  our  service 
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i  Three  Months 


$  left  to  sell  accessories.    There's  sure  to  be  a  lot  of 

j^ood  automobile  weather  in  the  three  months  before 
ft  we  have  snow.  Are  you  stocked  to  meet  the  demand? 

Remember  we  carry  —  — 

1  ''Supplies  for  all  Motor  Cars'' 


i  NebrasKa  BuicK  Auto  Co. 

Supply  Dept.  Lincoln,  Nebr. 


count  in  big  round  dollars,  rolling  in  your  front  door, 
tagged'efforts  of  the  N.  R.  H.  A." 

Now  dig  up  those  freight  receipts  for  six  years,  and 
send  them  to  us,  express  charges  prepaid  and  we  will 
do  the  rest. 


Pyrene  Fire  Extinguishers 

We  would  strongly  urge  all  our  members  to  carry  as 
a  stock  item  a  few  Pyrene  Fire  Extinguishers  on  hand 
constantly,  in  an  accessabie  place.  ,  Push  their  sale  to 
your  fellow  merchants.  They  bear  a  good  profit  and  in 
case  of  fire  can  be  used  effectively.  Don't  put  this  off. 


Are  you  a  member  of  the  N.  H.  M,  I.  C? 
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Mr.  Hardware  Dealer 

i 

I         Do  you  handle  saddlery  goods?  If  so  you  can  always  get 
i  what  you  want  from  an  exclusive  saddlery  house.    We  manufac- 
ture a  big  line  of  Harness  Saddles  and  Horse  Collars.  Our  goods 
are  standard.    We  also  job  a  complete  line  of  everything  per- 
taining to  the  line. 


Goods  bearing  our  trademark  always  sell. 


We  are  an  exclusive  saddlery  house  and  our  goods  are  sold 
only  to  or  through  the  legitimate  dealer. 

i 

i 

Harpham  Brothers  Company 

Lincoln,  Nebraska 
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A  few  words  on  progressive  ideas,  and  plans  to  car- 
ry them  out. 

It  the  face  of  the  many  failures  to  make  good,  brot 
on  by  illegitimate  competition,  fake  schemes,  fake  ad- 
vertising, and  the  disorganized  condition  of  the  retail 
trade,  especially  in  the  smaller  towns,  it  behooves  us  to 
wake  up  and  if  possible  stem  the  tide.  It  won't  do  to 
lay  down  and  permit  conditions  to  master  us.  We  are 
largely  to  blame  and  nothing  can  save  us  unless  we  a- 
wake  to  effort  along  constructive  lines. 

The  ordinary  town  of  2000  or  less  is  composed  of 
merchants  in  the  various  lines,  in  too  many  instances,  of 
that  calibre  who  have  no  thought  or  interest  in  the  wel- 
fare of  his  brother  merchant  nor  the  growth  and  pros- 
perity of  his  town  and  community. 

A  short  time  ago  while  in  a  store  a  farmer  customer 
came  in  and  enquired  for  a  certain  article.    The  store- 
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keeper  (not  merchant)  replied  that  he  did  not  have  it. 
The  farmer  asked  "Can  you  tell  me  where  I  can  get  it?'' 
The  storekeeper  replied  that  he  could  not.  After  the 
farmer  went  out  ihe  storekeeper  said  to  us,  "So  and  So, 
across  the  street,  has  what  he  wants,  but  I  would  not 
tell  him  or  be  the  means  of  sending  a  dollar's  worth  of 
trade  to  that  outfit." 

So  it  goes  pulling  to  destroy  others  at  our  own  un- 
doing. 

Another  distinctive  feature  is,  many  storekeepers 
are  constantly  on  the  outlook  to  down  the  other  fellow. 
He  will  buy  a  line  of  goods  entirely  foreign  to  his  own 
that  he  may  make  him  squirm.  A  short  time  ago  we 
saw  ladies  hose  and  druggists'  articles  in  a  hardware 
store,  and  to  retaliate  the  dry  goods  man  put  in  a  line  of 
aluminum  ware  and  the  druggist  sold  pocket  knives,  or 
vice  versa. 

And  so  it  goes— pulling  and  hauling  every  way,  ex- 
cept the  right  way. 

The  farmer  well  knows  existing  conditions  in  the 
unseemly  combat,  and  I  don't  know  that  we  can  blame 
him  for  his  lack  of  home  patriotism  and  community  in- 
terest. 

This  spirit  of  de-struction  instead  of  con-struction  is 
having  its  toll  at  a  terrible  price  to  our  home  town,  and 
a  big  income  to  those  who  take  advantage  of  our  short- 
sightedness. 
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"Tell  your  troubles  to  the  police"  in  .this  instance 
none  other  than  yourselves. 

Is  there  a  remedy?  Yes,  and  an  easy  one. 

We  look  for  the  hardware  men  of  the  N.  R.  H.  A. 
to  take  the  iniative  in  their  own  town.  You  may  take 
our  head  for  a  football  if  it  does  not  prove  a  winner. 

In  two  words^GET  TOGETHER- and  make  your 
town  the  best  on  earth,  in  your  opinion.  It  is  not  yet 
millenium,  but  we  believe  it  entirely  possible  for  every 
merchant  in  his  line  to  work  with  entire  harmony  with 
merchants  in  other  lines  to  the  betterment  of  all.  We 
don't  mean  along  commercial  club  ideas.  That  is  a  work 
of  its  own  and  accomplishes  much  good  when  co-opera- 
tively managed.  We  mean  when  merchants  of  every 
line  get  together  and  formulate  plans  for  their  own  pro- 
tection and  uplift.  We  read  with  much  interest  in  the 
August  issue  of  our  National  Bulletin,  on  page  40,  the 
story  of  Neosho,  Mo.,  and  what  a  bunch  of  determined 
men  accomplished  in  a  short  time.  Read  this  carefully, 
get  your  merchants  together,  read  it  to  them  and  go  at 
it. 

We  believe  the  first  and  most  important  step  to- 
wards centralizing  trade  to  your  own  town  is  to  clean 
up  your  own  door  step.  Get  to  work  on  a  basis  of  com- 
mon interest  to  all,  and  the  other  will  come  easy.  Busi- 
ness men  should  pull  on  the  one  tow  line— that  of  the 
common  good.   We  should  be  willing  to  discard  lines 
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of  merchandise  that  conflict  with  other  merchants,  as 
far  as  possible.  We  should  be  willing  to  help  rather 
than  hinder  others.  When  we  assist  we  will  be  assisted. 
We  should  plan  together  what  is  best  for  ourselves  in  a 
co-operative  way,  and  for  the  best  good  of  our  town  and 
community. 

If  you  could  arrange  an  attempt  along  this  line  we 
are  sure  we  could  get  you  expert  help  to  organize  right 
at  a  small  cost  to  you. 

Towns  have  a  reputation  as  individuals.  A  town 
with  a  reputation  for  careless,  shiftless,  run-down-at-the- 
heel  methods  suffers  in  comparison.  The  merchants  and 
townspeople  are  alone  to  blame,  and  it  is  within  their 
power  to  put  it  on  the  map.  We  have  strongly  advocat- 
ed co-operation  with  your  town  editor.  You  can  use  his 
time,  both  to  your  benefit  as  well  as  his  own. 

Plan  that  all  roads  will  lead  to  your  town  and  your 
people,  and  make  good  every  time. 

Study  carefully  the  Neosho  plan  and  make  it  fit 
your  environment,  and  we  believe  you  will  find  it  inter- 
esting and  profitable. 

It  is  up  to  the  N.  R.  H.  A.  to  start  the  ball  rolling 
for  better  things  and  uplift  movements.    Will  you? 

EDITOR. 


We  had  the  pleasure  of  meeting  C.  F.  Husbands,  of 
Gresham,  who  is  returning  from  a  trip  to  the  coast,  etc. 
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Muddling  the  Waters. 
An  article  appears  in  the  August  number,  page  7, 
of  the  Tradesman,  a  copy  of  which  has  been  mailed  ev- 
ery hardware  man  in  the  state,  about  90  per  cent  of 
whom  are  non  subscribers  to  that  publication.  This 
article  is  an  attempt  on  the  part  of  the  writer,  appar- 
ently inspired  from  a  source  foreign  to  the  usual  mag- 
azine make-up,  to  intimidate,  vilify  and  malign  the  ed- 
itor of  the  Ironmonger.  When  first  we  read  it  we  were 
sorely  tempted  to  reply  in  the  spirit  shown  by  the 
writer.  However,  our  better  nature  prevailed.  We  are 
glad  to  admit  that  our  lower  or  bull  dog  propensities 
were  overruled.  We  concluded  that  we  could  not  af- 
ford it.  *'0h,  that  mine  enemy  might  write  me  a  let- 
ter.'' We  scarcely  opinion  that  neither  can  the  edi- 
tor of  that  paper  afford  to  dip  his  dirty  pen  in  dirty  ink 
in  his  attempt  to  drag  others  to  his  own  level.  We 
would  not  answer  it  all  to  satisfy  the  whims  of  the 
Tradesman.  But  there  are  those  who  may  not  give 
consideration  or  thought  to  the  why  or  wherefore  of 
that  tirade  of  abuse.  Therefore  to  those  and  those  only 
do  we  indite  this  answer.  King  Ahab  of  ancient  Bible 
times  when  sorely  pressed  addressed  himself  to  Elilah 
thus:"Art  thou  he  that  troubleth  Israel?"  Elijah  aptly 
replies.  "I  have  not  troubled  Israel  but  thou  and  thine 
house."  See  1st.  Kings,  chapter  18,  verses  17  and  18.— 
Read  them,  Tradesman,  we  believe  the  coat  is  tailor 
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made.  This  is  indeed  a  parallel  case  when  our  friend 
tries  to  make  capital  and  patronage  out  of  and  upon 
which  he  founds  his  grand  stand  play.  If  we  would 
follow  his  unsound  arguments  we  would  publish  to  the 
world  the  unethical  proceedings  of  the  accused.  If  we 
followed  his  dictates  we  wonder  whose  waters  would 
be  muddled.  If  the  Jekyl  and  Hyde  in  all  our  make  up, 
including  the  editor  of  the  Tradesman,  were  cast  upon 
the  screen  of  public  opinion  there  would  be  some  mud- 
dling, we  opine. 

Does  the  gospel  pilot  pick  out  by  name,  trade  and 
occupation  those  who  come  under  his  ban?  if  he  did 
there  would  be  something  doing  even  to  the  Tradesman 
editor.  No,  the  strong  part  of  those  who  tell  us  our 
shortcomings  is  in  the  fact  that  we  already  know  them, 
and  they  hurt;  very  often  to  the  good  of  humanity  we 
mend  our  ways  for  fear  they  may  become  public  pr^  »p- 
erty. 

Muddling  the  waters  etc.  they  have  for  some  time 
and  now  they  are  mighty  riled.  It  is  our  privilege  and 
our  bounden  duty  to  use  every  effort  within  the  prov- 
ince of  our  judgment  to  clarify  the  atmosphere  of  non- 
ethical  business,  and  never  until  we  do  succeed  can  job- 
ber and  retailer  be  brot  together  and  do  business  along 
ethical  lines,  co-operatve  uplift  and  progress.  Don't 
disturb  the  sleeping  dog  while  we  steal  the  fruit.  The 
wrong  doer  loves  best  the  lines  of  least  resistance.  Dis- 
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turb  not  my  piratical  doings,  please,  you  lessen  my 
haul,  be  good  and  I  will  be  happy.  Ye  gods!  the  slime 
that  marks  the  serpent's  trail  is  openly  plain  to  his  hid- 
ing place 

We  have  not  said  nor  avowed  that  the  people 
whom  Tradesman  champions  are  in  any  particular 
criminal  under  the  law,  but  we  do  say  and  are  pre^^ 
pared  to  prove  our  assertions,  that  the  people  whom 
Tradesman  upholds  are  doing  business  under  a  cloak 
which  if  exposed  would  to  some  extent  muddy  the  wat- 
ers. Their  principles  are  nonethical  and  destructive  to 
the  legitimate  retail  dealer  and  eventually  if  not  discon- 
tinued  will  bring  destruction  to  those  who  measure  life 
and  all  it  means  to  them  by  the  dollar  value  only.  The 
time  may  come  when  we  will  publish  to  the  retail 
world  their  acts  and  deeds  and  our  proof  in  substantial 
form;  don't  tempt  us.  If  the  Tradesman  without 
knowledge  of  the  facts  thinks  it  his  prerogative  and 
duty  to  label  us  disturbers,  trouble  makers  and  mud- 
dlers we  will  excuse  him.  But  if  with  full  knowledge 
he  pursues  his  chosen  course  he  is  to  be  pitied  as  a  pol- 
troon and  a  catspaw,  and  it  would  be  well  for  him  to 
study  and  read  up  on  the  Elijah  case  and  learn  how 
near  he  personifies  the  weak,  vacillating  patronage  lov- 
ing king.  One  thing  is  surely  certain,  that  he  wbo  is 
innocent  need  fear  no  accuser  for  his  house  is  founded 
on  a  rock. 
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Condensed  Essay  on  Writing 
Letters  are  dangerous  things.   They  should  be  writ- 
ten with  care  and  thought  and  re-read  before  maiUng. 

If  we  get  a  letter  that  stabs  or  in  any  way  offends 
our  mood,  nothing  is  readier  than  the  pen  for  reply.  We 
can  write  sharper  than  we  can  talk.  We  can  express 
more  satisfactorally  with  pen  in  hand  than  in  any  other 
way,  and  hence  are  in  a  perpetual  temptation  to  write  a 
letter. 

Many  is  the  letter  we  write  when  angry  or  in  an  off 
mood,  which  if  read  the  next  day  would  be  assigned  to 
the  waste  basket.  If  we  receive  a  letter  that  crosses  our 
mood  it  should  never  be  answered  until  the  next  day.  A 
night's  sleep  is  a  wonderful  healing  balm  to  our  wound- 
ed feelings.  Read  such  when  they  are  cold  and  they  will 
appear  different  to  you.  You  may  change  but  your  let- 
ters never  change.  Think  twice  before  you  seal  it.  Be- 
ware of  the  mail.  Write  what  you  please,  but  look  out 
for  your  great  enemies,  the  mucilage  and  the  postman. 

Remember  the  time,  thought  and  other  expenses  of 
trying  to  undo  what  your  letter  has  done,  once  it  is  sent. 
Who  can  compute  the  cost?  Can't  you  remember  such  a 
case? 

On  the  other  hand,  you  slow  fellows,  who  do  not 
even  possess  the  common  courtesy  to  answer  a  business 
letter,  you  have  much  to  answer  for.  Do  you  know  what 
bunglers  you  are,  and  how  you  discredit  yourselves  be- 
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fore  the  business  world.  This  habit  of  neglect  grows  up 
on  us  until  it  becomes  an  embargo  to  our  business  suc- 
cess. 

Undoubtedly  the  habit  of  writing  f  ostf  rs  the  courage 
of  one's  convictions.  Undoubtedly  writing  tends  to  make 
a  consistent  man.  It  is  a  powerful  impulse  to  constancy 
to  feel  that  you  have  a  record  of  opinions  in  writing. 

He  who  allows  himself  to  fall  out  of  the  writing  ^ 
habit  does  not  know  his  own  opinion  with  that  self-con- 
scious accuraccy  that  a  writer  does.  He  is  not  so  sharp- 
ly defined  in  his  convictions  on  any  subject.  Boasters 
and  braggarts  are  hardly  ever  wi  iters.  Letter  writing  is 
really  a  first  class  educational  agency. 


A  Country  Girl's  Creed 

(By  Flora  Bullock  in  the  Country  Gentleman.) 

I  believe  that  the  country  is  a  better  place  for  me 
to  live  in  than  the  city,  because  it  is  cleaner,  quieter  and 
more  beautiful.  I  believe  that  I  can  find  no  nobler 
work  than  to  use  all  the  knowledge  and  skill  I  can  ob- 
tain to  make  my  country  home  a  place  of  happiness  for 
my  family  and  friends. 

I  believe  that  the  community  in  which  I  live  is  a 
part  of  my  home  and  that  I  should  work  earnestly  with 
my  neighbors  to  bring  more  helpfulness  and  joy  into 
the  community  life. 

I  believe  that  God  did  not  mean  to  shut  me  in  a 
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house,  away  from  the  free  air  and  sunshine.  I  believe 
that  all  the  blessings  of  the  great  outdoors  are  intended 
for  me.  I  believe  that  for  me,  too,  it  is  an  ennobling 
privilege  to  work  with  nature  to  care  for  the  life-giving 
soil  with  my  own  hands,  to  sow  the  seed  and  help  it 
grow.  I  believe  that  all  my  life  I  should  plan  to  have 
some  work  that  calls  me  every  day  into  the  open  air. 

I  believe  in  learning  to  enjoy  good  books,  good 
music  and  good  pictures.  But  most  of  all  I  believe  in 
reading  in  nature's  unwritten  book  the  wonderful  stor- 
ies of  plants  and  animals;  in  listening  to  the  music  of 
hiyds  and  insects,  of  wind  and  rain;  in  watching  the  ev- 
er-changing pictures  of  earth  and  sky.  For  I  believe 
that  God  has  given  all  these  things  to  make  my  coun- 
try home  beautiful  and  dear  to  me. 


Truth  Riding  Horseback 
''If  you  are  too  busy  to  think  you  are  too  busy,'^ 
once  said  a  wise  man.   The  merchant  who  is  too  over- 
loaded with  details  to  study  generalship  misinvests  his 
minutes. 


Eighty  Per  Cent  Clause  Insurance  Policy 
Do  you  know  what  it  means  and  how  it  applies  in 
your  fire  insurance  policy  in  case  of  loss?    It  simply 
means  if  you  are  not  carrying  insurance  up  to  80%  of 
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your  stock  and  you  have  a  loss,  the  insurance  company 
pays  you  only  the  percent  of  insurance  carried  to  the  80 
percent  of  the  entire  stock  at  hazard.  To  illustrate:  You 
have  a  stock  of  $8000,  and  you  carry  insurance  only  for 
$4000,  and  you  have  a  fire  ond  a  loss  of,  say,  $3000.  All 
you  could  collect  is  50%  or  $1500,  that  being  the  ratio 
that  $4000  carries  to  $8000.  If  you  carried  $6400  or  80% 
of  your  stock,  you  could  then  collect  the  full  amount  of 
your  policy,  or  in  thi:  case  $3000.  Look  it  up  and  either 
send  us  an  application  for  enough  to  safeguard  you,  or 
cut  the  80%  co-insurance  clause  out  of  your  policy. 


Co-operate 

Beginning  the  new  year  of  our  association's  book- 
let it  behooves  us  to  take  inventory  of  how  much  we 
invest  of  a  personal  interest  in  the  reading  matter  on 
its  pages. 

How  many  times  in  the  past  year  have  you  con- 
tributed an  original  article,  or  written  a  letter  for  pub- 
lication, or  conveyed  news  of  interest  to  others,  or  said 
something  that  would  be  of  benefit  to  someone  else? 

There  are  none  of  us,  not  even  of  the  smallest  cal- 
ibre, but  what  can  convey  in  thought,  an  act  or  a  pur- 
pose that  someone  is  glad  to  appropriate  to  his  stock 
for  betterment. 

You  may  be  the  man  of  one  talent,  but  you  have 
no  excuse  to  bury  it.   You  may  be  a  man  of  three  or 
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five  talents  -  does  the  world  commend  you  for  your  non- 
use  of  them?  Of  what  value  to  yourself  or  anyone  else 
is  your  storage  of  useful  knowledge?  What  may  ap- 
pear to  you  of  small  moment  may  be  just  what  your 
brother  merchant  is  looking  for.  Exchange  of  ideas, 
swapping  of  experiences,  are  but  stepping  stones  to  bet- 
terment. An  experiment,  an  incident,  a  thought,  apian, 
an  expression  merely,  is  of  value  to  someone,  some- 
where and  somehow.  Use  the  pages  of  the  Ironmonger 
this  year  freely  and  often.  Send  us  what  you  think  of 
interest  and  benefit  to  others.    It  will  be  appreciated. 


Getting  Together-The  Story  of  Neosho 
Any  member  of  the  N.  R.  H.  A.  whose  ambition 
leads  him  to  attempt  a  get-together  movement  in  his 
town,  along  the  Neosho  plan,  we  can  furnish  the  story 
of  Neosho  in  book  form  at  5c  per  copy,  or  in  clubs  at  $2 
per  100,  postage  prepaid.  It  is  a  small  book  of  16  pages 
full  of  interest  to  those  who  realize  the  importance  of 
the  retail  merchant  in  modern  business. 


Wanted,  at  once,  furnace  and  tin  worker.  Must  be 
sober,  industrious  and  trustworthy.  Apply  to  Holloway 
&  Fowler,  Fremont. 

For  Sale,  at  a  bargain,  $5000  stock  of  hardware  and 
furniture,  rent  of  bldg.  $50,  will  trade  for  good  land.  Ad- 
dress, S.  B.,  this  office. 
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The  Ironmonger 

This  issue  closes  the  third  year  of  our  existence. 
Three  years  old!  We  wonder  if  the  good  and  ill  brot  us 
in  that  time  were  tveighed  in  the  balance,  would  it  be 
found  wanting?  We  wonder  if  the  editor  is  a  stronger 
and  broader  man  in  its  work.  We  wonder  if  its  readers 
have  gained  any  benefit  and  uplift.  We  wonder  if  the 
issues  of  this  its  third  year  are  any  improvement  over 
its  first  year.   We  wonder  if  it  fills  a  niche. 

Looking  backward  at  apparent  results  for  good,  we 
think  it  has  in  part  fulfilled  our  expectations,  but  only 
in  part.  We  confess  that  our  anticipations  were  rather 
optimistic,  but  the  fault  lies  with  us.  He  who  thinks  he 
knows  most,  knows  least.  It  is  often  wise  to  measure 
our  cloth  before  we  attempt  to  make  our  garment. 

However,  we  pray  that  in  the  many  things  written 
about  in  the  year  that  closes,  a  few  giains  of  truth  and 
helpfulness  may  have  been  gleaned.  We  enter  our  fourth 
year  with  feelings  of  greater  unworthiness  than  we  did 
the  first,  which  we  hope  is  a  good  sign.  It  has  many 
friends  who  wish  it  success,  morally,  intellectually  and 
financially,  and  that  the  latter  phase  of  support  may  be 
known  to  you  who  read,  we  append  the  following  state- 
ment of  how  you  stand,  which  is  for  your  encourage- 
ment if  you  wish  to  contribute  towards  its  support  and 
growth  and  our  encouragement  to  press  on. 

We  use  a  series  of  five  figures  that  tell  you  the  en- 
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tire  story.  If  an  0  appears  on  the  fnmt  cover  it  means 
that  you  have  not  helped  to  keep  it  going  since  its  be- 
ginning. 

If  a  1,  you  have  paid  for  one  year.. 
If  a  2,  you  have  paid  for  two  years. 
If  a  3,  you  have  paid  for  three  years. 
If  a  4,  you  have  paid  for  Volume  4. 
If  a  5,  you  are  ahead  of  the  game,  and  a  more  than 
loyal  knight. 

The  subscription  price,  delivered  at  your  desk  every 
month,  is  25c  per  year,  or  2c  per  copy.  Previous  to  this 
issue  it  covered  the  cost  if  all  paid  for  it,  but  now  that 
the  printer  has  advanced  his  cost  to  us  33H%  it  will  fall 
considerable  short. 

Shall  we  boost  or  knock?  Editor. 


The  1916  Convention 

Our  dates  are  set  for  the  second  week  in  February, 
to  be  held  in  Lincoln.  Headquarters,  the  Lindell  Hotel. 
In  conjunction  therewith  we  are  laying  our  plans  for  a 
big,  live  exposition,  and  we  do  hope  that  our  members 
will  come  fully  prepared  to  take  a  live  practical  interest 
in  this  feature  of  our  annual  gathering. 

It  is  nonsence  to  expect  that  exhibitors  will  year  af- 
ter year  spend  their  money  to  feature  their  lines  for  our 
benefit  when  we  will  not  show  even  passing  interest  in 
their  efforts. 
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We  passed  up  the  exposition  last  year  for  cause. 
There  was  lots  of  kicking.  Will  those  kickers  show 
their  interest  this  year?  You  can  do  your  share  to 
make  this  feature  of  sufficient  calibre  to  insure  success. 
Will  you?  We  will  have  more  to  say  on  this  question 
later.  In  the  meantime  talk  it  up  with  the  boys  you 
buy  of.  Enlist  their  interest  by  showing  your  own. 
Request  them  to  have  their  new  goods  to  show.  Don't 
fail  to  speak  of  our  exposition  to  every  salesman  you 
meet.  Get  your  want  book  lined  up  for  your  needs. 
Let's  pull  together  for  the  biggest  and  best  ever. 

Our  next  convention  will  be  on  the  Round  Table 
plan,  one  great  big  question  box  and  very  few  if  any 
set  speeches.  In  a  later  issue  we  will  give  a  full  out- 
line of  the  work  we  are  attempting,  and  we  want  and 
must  have  your  hearty  co-operation. 


Non  Ethical  Businese  Riles  the  Stream. 

Ex-President  Roosevelt  when  accused  at  one  time 
of  stirring  up  trouble  in  the  business  world  for  every- 
body, replied,  *'I  am  not  making  this  trouble,  I  am  on- 
ly uncovering  the  trouble  that  others  have  already 
made.''  The  Lighthouse  and  Fog  Bell  are  not  the 
cause  of  wrecks  on  rocks  against  which  they  warn.  An 
alarm  bell  does  not  set  the  house  afire.  Wisdom  to 
fools  is  dense  folly. 


20 


TH,e  NEBRASKA  IRONMONGER 


Appreciative  Thanks. 
We  have  received  a  number  of  letters  from  mem- 
bers of  the  N.  R.  H.  A.  relative  to  the  assault  made  on 
us  by  the  Tradesman,  page  7,  and  it  goes  without  say- 
ing that  they  bear  to  our  efforts  for  betterment  a 
cheerful  and  hearty  endorsement.  It  is  not  necessary 
to  call  John  Doe  by  name  to  publish  to  the  world  his 
wrong  doing.  His  banner  with  that  strange  device 
(Excelsior)  can  be  seen  in  the  valley  and  on  the  hill 
tops.  He  cannot  cover  his  trail.  His  efforts  to  hide 
his  head  in  the  sands  of  the  desert,  or  under  the  wings 
of  the  Tradesman  are  futile  and  crude.  However,  we 
will  still  remain  his  friend  and  ally  until  it  is  proven  to 
us  that  it  is  love's  labor  lost.  In  other  words  we  do 
not  think  that  exposure  is  necessary  to  bring  him  to  a 
realization  of  the  error  of  his  ways,  and  to  the  knowl- 
edge of  which  side  his  bread  is  buttered  on. 


Glad  hand  shakes  to  state  fair  visitors  who  paid  us 
a  call:  Chas.  Ammon,  David  City,  J.  C.  Herwig,  Hum- 
boldt, C.  W.  Tinker,  Waco,  P.  C.  Schroeder,  Bertrand, 
C.  F.  Husbands,  Gresham,  W.  C.  Klein,  Milford,  Peter 
Olsen,  Bennett,  and  dozens  of  others  whose  names  we 
don't  recall. 


If  you  are  not  carrying  the  limit  of  insurance  in  our 
own  company  now  is  the  time  to  get  busy. 
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Association  Benefits 
The  work  emanating  from  this  office  is  often  far 
reaching  in  its  influences.  We  believe  in  peaceful 
methods  at  any  cost.  Experience  has  taught  us  that 
more  can  be  gained  by  diplomacy  than  radical  proceed- 
ings. During  this  year,  so  far,  we  have  settled  in  an 
amicable  spirit  33  grievances  that  looked  bad  on  the 
surface,  but  on  probing  found  that  the  sores  were  not 
deep  seated.  We  would  appreciate  short  letters  from 
those  who  have  had  any  benefit  from  this  source  of  our 
work.  We  have  answered  upward  of  250  technical 
questions  pertaining  to  information  on  special  features 
and  articles  in  the  hardware  line.  Many  of  these  ques- 
tions were  for  odd  and  generally  unknown  goods,  and 
where  they  could  be  bought.  Our  answers  have  inva- 
riably been  returned  same  day  as  received.  We  would 
like  some  expressions  from  our  members  of  the  benefits 
received  along  this  line.  We  are  hiding  our  light  under 
a  bushel.  A  few  expressions  from  those  who  use  this 
office  as  a  means  to  an  end,  and  to  gain  help  and  in- 
formation they  need,  should  tell  about  it  for  the  benefit 
of  the  cold  feet  class  that  see  nothing  of  help  and  ben- 
efit beyond  their  own  threshold.  There  are  a  large 
number  of  hardware  men  in  the  state  who  are  worthy 
and  well  qualified  to  be  part  of  us  and  work  with  us, 
which  see  no  good  in  anything  beyond  their  own  nar- 
row sphere.   You  are  not  helping  in  that  you  hold 
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back  the  light  and  opportunities  you  enjoy.  It  is  a  good 
deal  like  the  gospel  message,  hide  its  lig  t  and  a  world 
lost,  show  its  light  and  a  world  redeemed.  Transfer 
^our  knowledge  and  experience  and  the  boys  will  be 
told  about  it  in  these  pages.    Some  good  may  accrue. 


Knock  the  Knockers'  Club 
It  is  easy  enough  to  criticize  the  work  of  others. 
The  critic  is  often  said  to  be  one  who  couldn't  possibly 
do  the  things  he  criticizes.  There  is  often  more  than  a 
grain  of  truth  in  this,  especially  when  it  refers  to  self- 
appointt  d  critics  of  business  organizations.  The  asso- 
ciation usually  has  a  hard  job.  It  must  take  note  of 
many  adverse  interests,  and  if  it  sometimes  fails  to  get 
as  quick  or  as  complete  results  as  might  have  been 
wished  or  expected,  it  is  not  usually  for  want  of  effort 

The  non-member,  or  the  member  who  thinks  that 
payment  of  dues  entitles  him  to  a  life  membership  in 
the  knockers'  club,  may  stand  on  the  outside  and  talk 
about  the  lack  of  results,  but  if  they  are  really  looking 
for  results  the  most  effective  way  to  get  them  would  be 
to  get  on  the  inside  and  work.  Remember  this  when 
you  are  inclined  to  kick,  and  ask  yourself  whether  un- 
der similar  conditions  you  would  have  done  better.- 
Hardware  World. 

Commenting  on  the  above:  It  hits  the  nail  on  the 
head,  and  but  emphasizes  what  we  have  often  and  stren 
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I  It  Rains  Once  in  a  While      '  % 

but  it  won't  snow  much  before  Novem-  g 

ber.    That  means  there  is  going  to  be  g 

g         a  big  business  done  in  the  Automobile  g 

1^         Accessory  Line.  g 

I  Will  You  Get  Your  Share?  g 

g  A  good  time  to  buy  Mid-season  stock  g 
©         and  remember  we  carry 

i  Everything  for  the  Motor  Car.  % 

i  —  i 

i       Nebraska  Buick  Auto  Co.,  Supply  Dept. 

uously  urged,  namely,  that  without  co-operative  effort 
our  progress  is  slow  and  unsatisfactory.  Apart,  we  are 
weak  and  of  no  avail,  but  tied  together  like  a  bunch  of 
sticks  we  have  power  and  influence  for  betterment. 


"I  knew  a  man  that  had  it  for  a  by-word  when  he 
saw  men  hasten  to  a  conclusion,  *Stay  a  little  that  we 
may  make  an  end  the  sooner/  To  choose  time  is  to 
save  time/'— Bacon. 


When  competitors  are  made  to  look  like  human  be- 
ings, and  are  deprived  of  horns  and  tails,  we  may  say 
only  are  we  progressive  in  our  methods. 
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Mr.  Hardware  Dealer 


Do  you  handle  saddlery  goods?  If  so  you  can  always  get 
what  you  want  from  an  exclusive  saddlery  house.  We  manufac- 
ture a  hig  line  of  Harness,  Saddles  and  Horse  Collars.  Our 
goods  are  standard.  We  also  job  a  complete  line  of  everything 
pertaining  to  the  line. 


BRAND  ^ 


Goods  bearing  our  trademark  always  sell. 
We  are  an  exclusive  saddlery  house  and  our  goods  are  sold 
only  to  or  through  the  legitimate  dealer. 

Harpham  Brothers  Company 

Lincoln,  Nebraska 


The  -  Nebraska  -  Hardware -Mutual 


Insurance  -  Company 

OFFICERS 

H.  J.  Hall,  Lincoln         -         -  President 

F.  W.  Ebinger,  Plainview      -  V^ice  President 

Nathan  Roberts,  Lincoln          -  Secretary 

Ernst  Hoppe,  Lincoln          -  -  Treasurer 

DIRECTORS 


Thomas  Nelson 

Springfield 

M.  D.  Hussie 

Omaha 

J,  F.  Goehner 

Seward 

Ernst  Hoppe 

Lincoln 

L.  F.  Holloway 

Fremont 

Nathan  Roberts 

Lincoln 

C.  Oaks 

Seward 

Dan  Kavanaugh 

-  Fairbury 

C.  Lawson 

Hastings 

The  Best,  Safest  and  Cheapest  Insurance  Goinf^ 


Trade  Winners 


I 


The  man  who  deals  in  sunshine 


He  transacts  a  lot  more  business 
Than  the  one  who  peddles  clouds. 

And  the  salesman  who's  a  frowner 

Will  be  beaten  by  a  mile, 
If  the  man  at  the  next  counter 

Meets  his  patrons  with  a  smile. 

Hardware  World. 


Is  the  one  who  gets  the  crowds, 


The  -  Nebraska  ■  Retail  ■  Hardware 
Association 

OFFICERS 

F.  W.  Arndt,  Blair 
Chas.  Ammon,  David  City 
Nathan  Roberts,  Lincoln 
W.  C.  Klein,  Milford 

DIRECTORS 

J.  J.  Jennings  -  Gothenberg 
H.  L.  Scofield  -  -  Lincoln 
Wm.  Kinzel  -  -  Wisner 
F.  D.  Burnett  -  Omaha 
Fred  Pelz  -  Blue  Hill 
J.  W.  Armstrong     -  Auburn 

Exists  for  Betterment  of  Hen  and  Merchants 


President 
Vice  President 
Secretary 
Treasurer 


Two  of  a  Kind 


*'I  know  two  men,  I  know  them  well, 

Two  men  of  different  rank, 
One  runs  a  forty-acre  farm, 

The  other  runs  a  bank. 
But  both  of  them  are  honest  men. 

And  both  are  kind  and  true, 
And  I'll  be  blest  if  I  can  see 

Much  difference  in  the  two. 

For  when  they  meet  you  on  the  street, 

They  greet  you  with  a  smile, 
And  friendly  air  that  makes  you  feel 

So  easy  all  the  while; 
Ycu  feel  as  though  you'd  like  to  stand 

And  chat  a  half  a-day, 
And  when  you  go  the  stars  of  hope 

Shine  brighter  on  your  way. 

Now,  reader,  lest  you  fail  to  catch 

The  moral  of  my  strain, 
I'll  add  another  line  or  two 

To  make  it  good  and  plain; 
'Tis  common  sense  and  honest  worth 

That  levels  state  and  rank, 
And  makes  the  chasm  small  between 

The  plow-share  and  the  bank." 


'The  -  Nebraska  -  Hardware -Mutual 


Insurance  -  Company 


OFFICERS 


H.  J.  Hall,  Lincoln 
F.  W.  Ebinger,  Plainview 
Nathan  Roberts,  Lincoln 
Ernst  Hoppe,  Lincoln 

DIRECTORS 


Thomas  Nelson 

Springfield 

M.  D.  Hussie 

Omaha 
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Ernst  Hoppe 
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Fremont 

Nathan  Roberts 
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Hastings 

The  Best,  Safest  and  Cheapest  Insurance  Going 


President 
Vice  President 
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the  Spirit  that  predominates 

Not  what  a  man  has — 
Neither  matters  it  so  much  what  he  does. 

The  measure  is  the  Spirit  of  the  man. 

The  spirit  that  wills— wins 
And  the  man  who  is — does. 

The  world  patronizes  a  true  spirit 

and  when  established  success  is  won. 
A  victorious  spirit  a  priceless  possession  is/' 

May  the  germ  inoculate  each  member  of 
The  Nebraska  Retail  Hardware  Association, 


Nathan  Roberts,  Sec'y, 


J 


The  -  Nebraska  -  Retail  -  Hardware 
Association 

OFFICERS 

J.  J.  Jennings,  Gothenburg 
C.  B.  Diehl,  Stratton 
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DIRECTORS 
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Exists  for  Betterment  of  Hen  and  Merchants 


COURAGE 


OURAGE  consists,  not  in  blindly  over- 


looking danger,  but  in  seeing  and  con- 


quering it.  The  truest  courage  is  always 
mixed  with  circumspection;  this  being  the 
quality  which  distinguishes  the  courage  of  the 
wise  from  the  hardiness  of  the  rash  and  fool- 
ish. 

To  see  what  is  right  and  not  do  it,  is  want 
of  courage. 

A  great  deal  of  talent  is  lost  in  this  world 
for  the  want  of  a  little  courage. 

Conscience  is  the  root  of  all  true  courage;  if 
a  man  would  be  brave  let  him  obey  his  con- 
science. 

Courage  is,  on  all  hands,  considered  as  an 
essential  of  high  character. 
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The  Nebraska 

Ironmonger 


Published  Monthly  at 
Lincoln,  -  Nebraska 


SEPTEMBER  1915 


Our  PAGOMA  Message 


PAGOMA— Was  established  to  give  you  a  line 
you  could  depend  on,  not  sold  by  mailorder 
houses. 

PAGOMA— Is  of  one  Quality,  one  Brand,  one 
Price,  one  Principle. 

PAGOMA— Gives  individuality  to  your  store, 
not  a  lot  of  junk  or  a  conglomeration  of 
grades,  of  quality  and  brands. 

PAGOMA— Is  your  friend  and  will  make  friends 
for  you. 


PAXTON  AND  GALLAGHER  PO. 

I  WHOLESALE  HARDWARE  %0 


Tenth  street  viaduct 
OMAHA 


THE  NEBRASKA  IRONMONGER 


1 


There  are  from  one  to  a  Dozen 


^  among  your  customers  who  are  figuring 

I  RIGHT  NOW  on  heat  for  their  homes 

I  next  winter.  Are  you  next  to  this  work?  g 

I  Hot  water  saves  coal,  money,  time  and  g 

I  temper.  ^ 

g  BOILERS  AND  RADIATION  * 


Western  Supply  Co.  Lincoln 


SHINN  LIGHTNING  RODS 


Do  you  want  work  in  the  country?   Can  you  § 

handle  the  Shinn  Lightning  Rod  business?  % 

We  want  a  few  live,  energetic  dealers  in  ter- 
ritory not  yet  taken.  § 

Now  is  the  time  to  get  busy.  Write  for  in-  f 
formation. 


C  Shinn  Co-  Lincoln,  Neb. 

f  "T*  T»  ^       T»  'n       "|p  "T»  'T'^V^'r'' ^  JT'^V^Trf^Vi^^'^  ^  ^  JPI^^^T^CT^Tii^*  ^  ^  ^  ^  1^  ^  "^fr 


THE  NEBRASKA  IRONMONGER 


Our  Strong  Twin 


The  Nebr.  Hdw.  Mut.  Ins.  Co. 


Needs  No  Introduction 

It  is  the  soul  and  heart  of  our  Big  Family,  and 
feeds  on  what  is  so  often  lost 

 It  is  Safe,  Sane  and  Sound  


Its  policies  have  a  collateral  value  duplicated 
by  no  stock  company  in  existence.  It  has  a  physical 
and  moral  value  beyond  computing.  You  are  your 
own  insurer.    Profit  Sharing  Without  Liability. 

Better  think  wisely  on  this  question.  It  might 
pay  you— it  has  others. 


Total  ledger  balance      -         -        -  28,808.39 


The  Nebr.  Hardware  Mutual  Insurance  Co. 


Report  for  August 


Insurance  in  force 
Cash  balance 


$1,912,530.00 
21,804.92 


Refund  to  members 
Losses 


535.71 
None 


H.  J.  Hall,  President 


LINCOLN 


Nathan  Roberts,  Secy. 


THE  NEBRASKA  IRONMONGER 


WEIR 
AU-Steel 
Gas  ®  Soot 
Consum'g 
Warm  Air 
Heater 


Nesbit  All-Cast  Warm  Air  Heaters 
Handy  Pipe  and  Fittings 
Burgess,  Jones,  National,  Walworth  Registers 


Standard  Furnace  ®  Supply  Co. 


411-13  So.  10th  St.   Omaha,  Nebr. 
"SERVICE  &  QUALITY" 


J 


THE  NEBRASKA  IRONMONGER 


The  Korsmeyer  Electric  Washer 


Why  not  handle  electric  washers?    They  are  good  sellers 
and  carry  a  good  profit. 

Of  course  you  want  the  best,  then  take  ours. 
The  swinging  ringer,  foot  pedal  wringer  control,  shaft  drive, 
covered  gears,  heavy  construction, 

Make  the  Korsmeyer  Washer  the  Best 

on  the  market.    Write  for  prices  and  agency. 

The  Korsmeyer  Co.  Lincoln,  Neb. 

^  Electrical  and  Auto  Supplies  
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Genuine 


ound  Oak 

Repairs 


Only  Stock  in  the  state 


Lincoln  Stove  Repair  Co. 

Lincoln,  Nebr, 


